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The No. 7-R taper-post ratchet threader uses 
four sets of dies, one for each size, to thread 1, 11, 14 oe © 
Josern A 


and 2-inch. Both dies and bushings are standard and inter- - sonal 


changeable with other similar makes. Beaver taper post threaders have definite 
mechanical advantages. (a) The ratchet and handle pulls directly on the diehead— 
Beaver “straight-line pull” is a more efficient application of power—and, being easier iDITOH 
on the tool, results in less repair expense. (b) Die retaining mechanism is fully- Detroit, 
enclosed —no dirt can get back of it. Dies will not fall out. (c) The dies are hobbed eater 3 
—and all segments are interchangeable. Any No. 1 segment will replace any other Subscript 
No. 1 segment. This means a lot to users! It is not necessary to return dies to factory 1% 


$1 
30. 00 f 
to “match” segments. 
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Highest Quality * WARREN, OHIO * For 47 Years 


Sold by Leading Supply Houses Everywhere! 
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Keeping Up With Business.... 





Looking sthead 


The question of whether or not 
salesmen spend too much time do- 
ing non-selling chores may never 
be resolved to each sales manager’s 
satisfaction but that doesn’t mean 
that sales managers aren’t going to 
consider this problem when the 
need comes for a more efficient 
selling job in the future. As a 
stimulant to thinking in this direc- 
tion, the April issue of MILL SUP- 


PLIES will contain an article about 
one distributor’s attitude toward 
extra-curricular chores and active 
selling time of salesmen. This dis- 
tributor, who rose from the sales 
ranks, believes that the less chores 
salesmen have to do the more they 
sell. How he overcame the problem 
without adding one cent to costs 
and how the solution benefited the 
distributor, the salesmen and the 
customer is an object lesson dis- 
tributors should not miss. 
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e@ if there is any question in your 
mind about the value of manu- 
facturers’ training for distributor 
salesmen, let a distributor’s sales- 
man set you right. In next month’s 
issue is another worth-while article 
in which a salesman tells what and 
how he learned from manufacturers 
and what and how he applied this 
knowledge to his selling. This is 
excellent fare for salesmen and 
sales managers contemplating visits 
to manufacturers. 
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HOLO-KROME “fr 
S§SOC¢c KET 
SCREWS 










THE BETTER FASTENING METHOD 


Building 
Sales for 


HOLO- KROME 
DISTRIBUTORS & 


Quality products... Exclusive features .. . Forceful month-by- 
month promotion to Socket Screw users... A soundly established 
Sales Policy valued to the fullest by Holo-Krome authorized 
Distributors ... These facts and more too, open the way for new 
business and continued repeat orders for Holo-Krome Distribu- 
tors. 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 


HOLO-KROME /S SERVING ITS DISTRIBUTORS 
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Pillow Block 
Spilt Housing 
Light Series 200 
Pillow Block 


Solid Housing 
Medium Series 300 


Flange Unit 
Medium Series 300 


Flange Cartridge Unit 
Medium Series 300 


May we send you a 
copy of Link-Belt Book No. 
2094, describing the vari- 
ous Link-Belt Ball Bearing 


Units shown here. Book contains engineer- 


Cartridge Unit 


uietem Gorton 308 ing data, capacities and dimensions. Also 


send for Book No. 2095 covering Link-Belt 
Link-Belt Ball & Roller 
Bearings are sold by all Link-Belt Offices 
and Distributors throughout the country. 


Roller Bearings. 


LINK- BELT COMPANY 


go 9% ndianapolis 6 Philadelphia 40 
ston 2, Minneopolis 5, San Francisco 24 
ifeldelsticie:| 


Atlanta, Dallas | 

Los Angeles 33 
y Branch Stores and Distrib 
pal Cities 


Take-Up Unit 
Light Series 200 


se: 


Self-Aligning Toke-Up Unit 
(Protected Screw Type) 
Light Series TDS-200 


@liila 1 Me aelaiels 
Vilelas Mime dala 


Self-Aligning Take-Up Unit 
Light Series TBS-200 
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Pillow Block 
Split Housing 
Medium Series 300 


Take-Up Unit 
Medium Series 300 


Pillow Block 
Solid Housing 
Light Series 200 


Hanger Unit 
Light Series 200 


Flange Unit 
Light Series 200 





ee 


Self-Aligning Take-Up Unit 
Light Series TAS-200 











SLEEVOIL PILLOW BLOCK 


A precision-built, ring-oiling babbitted 
bearing, self-aligning and exceptionally 
quiet. Special seals prevent oil leakage 
and keep dirt out. Field-proved by thou- 
sands of installations. 





WATER-COOLED 
SLEEVOIL PILLOW BLOCK 
Designed for applications where higher 
temperatures are encountered. Shaft sizes 
from 1-11/16" to 8". Widely used under 
industry's toughest operating conditions. 





DH BALL BEARING FAN AND 
BLOWER PILLOW BLOCK 


Single row, deep groove ball bearings for 
No. 2 arrangement. Inner race extended to 
form sleeve which carries shaft. Piston ring 
seals retain lubricant, exclude dirt. Shaft 
sizes 15/16" to 2-1/4". A favorite where 
compactness is at a premium. 





BRONZOIL PILLOW BLOCK 


Capillary bronze bushing has capacity of 
one-third its volume in oil. Reservoir with 
close fitting wick around bushing provides 
ample lubrication. Oil resistant and static 
proof grommets available for noise isola- 
tion. Sizes 1/2” to 1-1/4". America’s stand- 
ard for light applications. 


Copyright, 1947, Dodge Mfg. Corp. 





America’s Most Complete Line 


Working closely with air conditioning equipment manufacturers, 
Dodge of Mishawaka has developed bearings to meet the ex- 
acting operating conditions encountered in this industry. Cost- 
saving products for the mechanical transmission of power are 
manufactured by Dodge for use in all industries. 

DODGE MANUFACTURING CORPORATION ¢ MISHAWAKA, INDIANA 


DG 


of Mishawaka, Ind. 









CALL THE TRANSMISSIONEER 


your local Dodge distributor, for infor- 
mation about the line of Dodge bear- 
ings for fan and blower service — and for 
news about Dodge 
products to cut costs 
and increase pro- 
duction in all indus- 
tries. Look for his 
name under ‘Power 
Transmission Equip- 
ment” in your classi- 
fied phone directory. 


BRONZOIL FLANGED BEARING 


Mounted in heavy gauge steel flanged hous- 
ing this bearing has the basic Bronzoil con- 
struction and characteristics as described 
at the left. Sizes 1/2” to 1-1/4". A proven 
performer in a new mounting. 

















IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX offers you these four top-notch, 
anti-corrosive, assembling compounds as the 
answer to your production and maintenance 
problems! Each one has valuable characteristics 
that make it best for certain types of assemblies! 
Form-A-Gasket No. 1, a paste...sets hard. 
Form-A-Gasket No. 2, a paste...sets pliable. 
Aviation Form-A-Gasket, a liquid...sets tacky. 
Pipe Joint Compound, a liquid...sets flexible. 
All of these Permatex assembling compounds 
make pressure - tight unions . . . leak - proof 
to gasoline, kerosene, fuel oil, diesel oil, hot 
or cold lubricants, hot or cold water, salt water, 
illuminating gas, glycerine and numerous other 
liquids and gases! 


Descriptive literature on request. 
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TELLING YOUR MESSAGE 
TO YOUR CUSTOMERS * 


* TOP WELDING 
— MAGAZINES 
mila steel OT A CARRY 


oa auscnaa ments \4 
mien \A 

Net ae per ! A-C ADS 
eS cenit LIKE THIS TO 

‘ bh 
Cnet enaieemmm,: THOUSANDS 
wed geren built oe cable ao , e 
dail oa ; EVERY 


po ant -. MONTH! 


rypes and 





Free reprints of the above ad are available to all A-C dealers 
send us your request today! Tie in your direct mail 
efforts with the nation-wide welding advertising campaigns 
of Allis-Chalmers. Send your orders to Dealer Sales De- 
partment, ALLIS-CHALMERS, MILWAUKEE 1, WISCONSIN. 


© 
1847 1947 © 


A CENTURY | 
OF SERVICE + 
to Industry 


Dealer Sales } 
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SELL This 
Yuet ternoen Sune 


Wire Brushes 
and 
Burnishes 


To Broaden Your Market and Boost Your Profits! 


Remember those plants on your list doing slow, 
laborious hand filing, sanding, chipping or rubbing? 
They’re all real prospects for powerful Van Dorn 
Portable Electric Grinders! There’s practically no 
end to this market because you can sell these tools 
for production, maintenance, repair and construc- 
tion—-wherever the tool must be carried to the work. 


1 


Grinds 
Any Metal 


} 


. Buffs and 


; 


Show your prospects how these versatile tools: 
1. Grind any metal; prepare surfaces for welding 
and smooth welds; snag and grind castings; cut off 
old rivets, studs and bolts; do spark testing. 2. Re- 
move rust, scale, old paint; clean tanks and struc- 
tural metal. 3. Buff and polish frames, cabinets and 


other assemblies. “Trade Mark Reg. U. 8. Pat. Off. 


FOR POWER SPECIFY 


What’s more you can sell them grinding 
wheels, buffs and ‘“Whirlwind’’* Wire (66) 
Wheel brushes, too, and build a profitable 
repeat business on these accessories. That’s 
a friendly tip from: The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson 4, Md. 


(DIV. OF BLACK & DECKER MFG. CO.) 





| 


Fig. 3¢ 
Gate V 
screw | 
and ta; 


Fig. 
scre' 
bolte 
disc. 





porTaBLe ecectric FOOLS 


MILL SUPPLIES © MARCH, 1947 


UM 





Fig. 512—150-pound 
Bronze Gate Valve with 
screwed-in bonnet, 
screwed ends and in- 
side screw, non-rising 
stem. 


dedicated itself to the making of valves—and 
valves only. Thus Powell pioneered in the field 
of specialization long before the ‘‘age of speciali- 
zation”’ arrived. 


The soundness of this policy, backed by continual 
scientific advancement and the ability to meet 
every new demand as it has arisen, is attested by 
the high quality of Powell Valves today. 


The Powell Line is so complete that there’s a 
Powell Valve—in Bronze, Iron, Steel, Pure 
Metals or Special Alloys—to satisfy every known 
flow control requirement in every branch of 
modern industry. 





Fig. 199—150-pound Iron Body Bronze 
Mounted ‘‘iIrenew” Globe Valve. Has 
screwed ends, union bonnet and regrind- 
able, renewable wear-resisting ‘‘Powell- 
ium” nickel-bronze seat and disc. 


Fig. 3003—Ciass 300-pound Cast Steel 
Gate Vaive. Has flanged ends, outside 
screw rising stem, bolted flanged yoke 
and taper wedge solid disc. 


Fig. 1531—Class 150-pound Cast Steel 
Globe Valve. Has flanged ends, outside 


i ! fl ke, 
Fig. 480—All Iron “Pilot” Gate Valve with screw rising stem and bolted flanged yoke. 


screwed ends, outside screw rising stem, 
bolted flanged yoke and taper wedge solid 


disc, Fig.1708—200-pound Bronze Globe - 
Valve with screwed ends, union 
bonnet, renewable, specially heat- 


The Wm. Powell Co., Cincinnati 22, Ohio pw Pannen yah ph 


‘‘Powellium” nickel-bronze disc. 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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No waiting cost here! 


There are no costly delays, no men and 
machines standing idle, waiting for stock to 
be cut off from bars, when the stockroom is 
equipped with a No. 6A or 9A MARVEL 
High Speed Sawing Machine. 

These fast, all-ball-bearing high speed 
saws will cut off accurate lengths or slices 
at almost unbelievable speed. Equipped 
with an automatic bar push up, they will 
cut identical pieces from single or nested 

bars automatically, with no more operator attention than an automatic screw 
machine. Still, at any point, the automatic operation can be interrupted, a 
miscellaneous cut made, and the “production” run resumed by simply re-en- 
gaging the bar feed. A sing] MARVEL Automatic can keep well ahead of a 
large machine shop, increasing the earning time on all machines. 

There is a MARVEL Saw for every need—in every capacity range and price 
class. Your local MARVEL Sawing Engineer will gladly study your metal 
sawing problems and requirements and make recommendations as to methods 
and equipment. 

Send for Catalog 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People" 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 
Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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Pack BIG POWER 
ia small Sze! 


Médel 7020 Screw Driver 


ptedcual 
Give every worker exactly the right tool for his job! For ‘ 
example—ARO Air Screw Driver Model 7020 for No. 

4 to No. 10 screws. For midget screws, No. 1 to No. 4 

—ARO Model 7000 midget screw driver! In the com- 

plete ARO line, a wide range of precision-built Air 

Tools for screw-driving, nut-setting, drilling, grinding 

and other production jobs. Get top-speed, trouble-free 

performance... specify ARO! See your Aro Jobber. 

Write for catalog. The Aro Equipment Corporation, 

Bryan, Ohio. 
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Porto-Power is « Complete System of 
Portable Hydraulic Power for EVERY PLANT 


HE unmatched array of Porto-Power equipment ¥trves 
every department of your plant — handles 1001 main- 
tenance and production jobs. Myriads of units and 
attachments — in 2, 4, 7, 10, 20, and 50-ton capacities give 
Porto-Power an exclusive versatility and profit-making ability 


unapproached by any other equip- Mm 
ment. Compact, powerful, portable 
—one man can carry it to the job. CK aa 














COMPACT quarters and MACHINERY is lift- 
need for moderate force ed by the 4-ton 
require Bantam. Above— midget ram, low 
Loosening stoker ram. height of 152". 













MAINTENANCE — The 7- PULLING—10-ton Porto- 
ton short ram pushes pins, Power pulls without 
etc. in tight spots. loss of power. 











—— 
TOE on 20-ton ram lifts PULL heavy gears — using 
10 tons from 31," low. 50-ton Porto-Power. 
GUIDE TO PoRTO-POMER PROFITS! new Blackhawk 
catalog gives you the €omplete story of™Porto-Power. It 
contains information on the entire Porto-PoWer line including 
sensational new Postwar developments. It is chuck-full of tips 
and suggestions on extra uses for Porto-Power that mean big TELLI 
profit opportunities. If your company is a Blackhawk Dis- ++. about 
tributor, make certain that you have this catalog! Then use wniform 
; Kage the purt 
it to cash in — show your customers all the places Porto- matte ¢ 
RIGID 1-2" PIPE is range RIGID 11%,"-4" PIPE — Power can be used to save them money. — 
. 4g ter Porto- Power handled by 20-ton Porto- *There is only one Porto-Power . . . it is made by Blackhawk. ' 
ipe Bender. Power Pipe Bender. Trademark Registered. 
BLACKHAWK MFG. COMPANY, Dept. P1737 Milwaukee 1, Wis. | ome, | 
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_ BACKED BY 
~ 93 YEARS EXPERIENCE 


--. brings you fast, smooth assembly and. 





lasting holding power wherever Republic 
UPSON Quality Headed and Threaded 
Products are used. Throughout more than 
20,000 different sizes and shapes, the 
name UPSON represents one unvarying 
Top Quality. 


REPUBLIC STEEL CORPORATION 


k BOLT AND NUT DIVISION ° CLEVELAND 13, OHIO 
It Export Department: Chrysler Building, New York 17, N. Y. 
ro 


& TELLING YOUR CUSTOMERS 


S- + about the plus value of Top Quality that's 
e aallorm throughout the vast UPSON line, is 
the purpose of this and similar advertise- 
ments which are appearing regularly in 
Hardware Age, Iron Age, Steel, Railway Pur- 
chases and Stores and Southern Hardware. 


oe. 





Nis. Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars—Carbon, Alloy and Enduro Stainless Steels 
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the inside StOFry o+ ancucas 


MOST EFFICIENT SOLDERING IRON 





AUTOMATIC RETRACTOR 


400 HOUR TIP ae = 
MAES 
\ Y - 





Since Eject-O-Matic was introduced a 


COOLING FINS 


little more than a year ago, it has 
met rigid production tests in industrial 
plants from coast to coast. Today it is 
acclaimed by plants using this modern 
soldering tool as “the greatest advance 
in soldering methods in more than a 
quarter of a century”. Eject-O-Matic 
has these exclusive advantages: 


TRIGGER OPERATED, AUTOMATIC - FEED— 
a touch of the trigger dispenses the solder. 


MICROMETER CONTROL — measures the 
amount of solder ejected. 


AUTOMATIC RETRACTOR — prevents melt- 
ing of excess solder on tip. 


400-HOUR TIP, MULTI-CLAD—non-corrod- 
ing, never needs filing or tinning. 


COOLING FINS—keep tip at proper working tem- 
perature—no thermostat required. 


LOADING CHAMBER—easily accessible, holds 4 oz. 
reel of solder. 


EYELET HOLE—permits automatic feeding of solder 
from large rolls mounted on, or under, bench. 


MOLDED HANDLE—made of heat-resistant plastic. 


SAFETY-UTILITY BASE — provides resting place for 
idle or cooling iron. 


TRIGGER 


MICROMETER 


SAFETY BASE 


EYELET 
HOLE 


nil 















LOADING 
CHAMBER 


MOLDED 
HANDLE 


WEIGHS ONLY 18 OZS. 


Write for descriptive literature or, if you wish, we shall 
be glad to arrange for a demonstration. 


Available in 50, 75, 100 and 
150 watt models. Tips in 6 dif- 
ferent sizes and shapes. 


Individually packed. Shipping 
weight per carton of 12 units, 
approximately 35 Ibs. 








MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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A STATEMENT OF SALES POLICY a 





ristoCraft 
CWE. TOOLS 








AristoCraft . . . the great new name in Power Tools . . . is a line sold ONLY 
through recognized distributors. Upon this foundation rests the entire AristoCraft 
plan of distribution. All efforts to sell and help sell the AristoCraft Power line 
are designed in terms of your needs. Consider these important points in sales policy : 


1. Experienced AristoCraft sales engineers are available in every terri- 


tory ... to give you whatever assistance you require. 


2. AristoCraft Power Tools are second to none. Design and production 
standards are maintained at high levels . . . to provide precision 
equipment for quality . . . to give “sales points” that help you sell 


power tools. 


3. AristoCraft is the Power Line of the field . . . manufactured by mass 
production methods for prices that meet all competition. 


4. DELIVERY ... AristoCraft guarantees an equitable division of 
production to all distributors. Today with vast new production capacity 
available . . . AristoCraft can offer prompt delivery to you. 


Employing a selective plan of distribution, AristoCraft is now appointing dis- 


tributors in all localities. We invite your inquiry for complete information. 


ARISTO POWER TOOLS INC. 
601 WEST WASHINGTON BLVD. CHICAGO 64, ILLINOIS 
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START WITH YOUR JOB 
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Write for New Booklet: 


CAST-TO-SHAPE 
TOOL STEEL 


Gives you full details on 
FCC Air Hardening, Oil 
Hardening and other Cast- 
To-Shape Tool Steel Spe- 
cialties capable of saving 


you time and money. 


Get Your Copy — 
Write for it Coday 


ADDRESS DEPT. MS-51 


y 


enanneee 


Ka 


HEN it’s dies you’re making 
—small or large—or various 
other forming tools or gages or 
certain fast-wearing parts of ma- 
chines, FCC Tool Steel Cast-To- 
Shape can really save you money. 


Very intricate shapes can now be 
cast in one piece within an eighth- 
inch of finished size. This means 
that you pay for less steel to begin 
with, and reduce machining time 
substantially. 


Air Hardening, Oil Hardening 
and special Hot Work Tool Steels 
of various grades—each a thor- 
oughly dependable performer in 
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its class—are promptly available in 
this modern, economical form. 


Any Allegheny Ludlum branch 
office can give you full particulars, 
or write for data. 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION 


Forging and Casting Division 
DETROIT 20, MICHIGAN 

















“Built in” Fractional Grades in 
any size Bay State grinding 
wheel provides a wider range 
for a more precise selection. 
This exclusive Bay State devel- 
opment produces wheels of 
three distinct degrees of hard- 
ness within the range of one 
normal grade. 


You, like Bay State distributors 
all over the country, will find 
that “Fractional Grade” wheels 
will be of material help in your 
sales efforts. Technical bulletins 
on this subject are always 
available. 


























BAY STATE ABRASIVE PRODUCTS CO. © WESTBORO, MASSACHUSETTS, U.S.A. 
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TOOLS THAT EARN THE TRUST 





Universal Bevel Protractor 
shown measuring small 
angle is No. 496 with Acute 
Angle Attachment. Imme- 
diately above is No. 495. 


We urge buying through the Distributor 


Wf. Shi mutha 


(|BS 


| pom A MACHINIST lays out or establishes an angle 
with a Brown & Sharpe Bevel Protractor he has 
complete trust in the accuracy of a fine tool. That trust, 
whether inherited from an older craftsman, acquired 


from everyday use or even from apprenticeship days, 
has been earned by the superior performance of Brows 
& Sharpe Tools—by excellence of design and work 
manship. This trust is an intangible quality that adds 
a very tangible extra value to the tools themselves—that 
makes each purchase of Brown & Sharpe Tools a satit 
fying, wise investment. Brown & Sharpe Mfg. Co, 
Providence 1, R. I., U.S. A. 
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“Siluer Steel” 
BLADES 









































90% oo Set - 
KINF ANN women 
ee id Your customers can scrap 
BS fe. . all previous metal cutting job standards 
when they switch to Atkins “Silver Steel” blades— 


it's a proved change for the better. 


For one thing, it's a change-over to the only hack- 

saw machine blade with “Curled Chip” teeth. That 

means speedier, more accurate cutting...far longer 
RIA cutting periods for every blade...higher cutting effi- 
ciency at lower costs for every metal cutting job. 
These are typical of many Atkins advantages —veri- 
fied by actual case studies* in leading plants. 


° But most important, your customers can know in ad- 
vance what savings a change to Atkins offers them. 

Just say you want an actual demonstration of Atkins 

cutting superiority on material your customer or 
prospect chooses—an Atkins Cutting Engineer is ready 
to help. Write for details today. 


“(Typical reports, of many on record, available on request.) 


Ee. €C. ATKINS AND COMPANY 
Home Office and Factory: 
402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portiand, Oregon MA 
Branch Offices: ATLANTA + CHICAGO - MEMPHIS Pd 
NEW ORLEANS . NEWYORK «+ SAN FRANCISCO 
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ATKINS BLADES TAKE THE “HACK” OUT OF HACKSAWING 
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ASTER TQ SELL... 


because of their outstanding safety and convenience 


















AIR HOSE COUPLINGS 





The extra safety of Thor Air Hose Couplings is being featured 
in leading trade publications during April. Wherever air is used, Thor Couplings are 
a natural repeat-volume, long-profit seller for distributors. 

crap They are easy to sell because: 1. They’re safer—their positively-locked connee 

ards tions cannot break, jar or whip apart. 2. They are truly universal to fit every job. 

es— All sizes up to %-inch are interchangeable. Write or ask your Thor representative 

for full information. 


















ack- INDEPENDENT PNEUMATIC TOOL COMPANY 
That 600 W. Jackson Boulevard, Chicago 6, Illinois 

a Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston los Angeles Mitwavkee 
nger New York Philadelphia Pittsburgh  St.lovis St.Poul Saltlake City Son Francisco Toronto,Canada london. Enatand 
effi- . 
job. 
veri- 
ad- 
hem. 
tkins 

To connect, place ends together, push To disconnect, simply pull back sleeves . + + Jaws open automatically. 
ir OF and twist—they snap locked. 
-ady 
vest.) 
Look Ahead 

NY 
" Get Ahead PORTABLE POWER 
mA 


Stay Ahead with 


WLS 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY NEED 
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In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. et.» ten. 


These are made of the highest quality belt pn 


hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 


Saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 
strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 


EQUIPMEN 
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You can count on meeting the fastenings requirements of 
your customers when you handle Bethlehem Bolts and Nuts. For 
Bethlehem’s bolt-and-nut line is complete in every detail. What's 
more, most styles and sizes are carried in stock. 

Bethlehem Bolts and Nuts are just what your customers are 
looking for, too. Made from high-quality steel by men with long 
manufacturing experience, Bethlehem Bolts are tough and rugged— 
accurately formed— easy to install. 

Next time you need fastenings— regardless of type. size or 


quantity —put your requirements up to Bethlehem. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
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Photographs courtesy of the Gabriel Co., 
monufacturers of Gabriel Aerotype Shock 
Absorbers, and The Cleveland Tapping 
Machine Co. 
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“Product assistance” is an essential feature of 
the hard-hitting Besly “5-Step Plan” of sales promotion. 
When tapping problems come up, factory-trained men are 
available to help distributors’ salesmen select the right tap 
for every job. 

This on-the-job assistance is supplemented by powerful 
advertising in leading trade publications, direct-mail, prac- 4 
tical shop manuals and other effective aids. Besly Taps 
are sold through authorized distributors on a selective 
distribution basis. 

Nationwide acceptance of Besly quality and products 
has been established solidly by more than fifty years’ 
experience in precision tap-making. Write today for full 
details of the profitable Besly Plan. 





BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 


BESLY GRINDERS AND ACCESSORIES 





CHAS. H. BESLY & COMPANY, 118-124 N. Clinton St, Chicago 6, Iinois - Factory: Beloit, Wis. 
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AMERICAN STEEL & WIRE ‘COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY Nai (eS AMERICAN 


San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, ] my exae: , TIGER BRAND 
fea ty eae nest WIRE ROPE 


United States Steel Export Company, New York 


UNITED STATES STEEL 


The E1G Demand is tor Tiger Erand 
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WHEREVER 
TUBING 
1S USED 


... IMPERIAL 


HAS THE FITTINGS 


Whenever your customers use copper, steel, alu- 
minum or other thin-wall metal tubing, look to 
Imperial for the tube fittings! For in the broad 
Imperial line you'll find the right fitting for vir- 
tually every tubing connection job. There are 
over 1500 sizes, types and styles to choose from. 
And to speed tubing work Imperial has the tools 
to go with them—for cutting, flaring, bending, 
swedging, reaming, etc. A great combination 
that makes it easier to do faster and better work 
—means extra business for you. 

















Kt 


For All Kinds of Tubing . . . There are Imperial 
Fittings for use with all types of seamed and 
seamless metal tubing, including copper, alumi- 
num, thin-wall steel, Monel, stainless steel, etc. 


To simplify the selection of tube fittings 
Imperial recently published a series of 
Basic Data Sheets on tubing connec- 

tions. These sheets tell how to rec- 
ognize the various types of fittings 
—tubing with which each is used— 

typical applications — advantages 
of each fitting—and stock fittings. 
Large color illustrations show each 
fitting before and after assembly. 

Ask for Bulletin 345. For tools, 

ask for Folder 347. 










COMPRESSION FITTINGS 


ee 


Widely used for connecting gasoline, oil, vacuum 
and air lines and for other low and medium pres- 
sure applications because of their efficiency and 
simplicity. 





FLARE FITTINGS 


= 


Make joints that will withstand high pressures 
and severe tensile pull without failure. Pioneered 
by Imperial. 





HI-DUTY FITTINGS 


Protect against vibration breakege. No flaring 
necessary. A 2-piece coupling — exceptionally 
easy to assemble. Extensively used on machin- 
ery, tractors, power units, general purpose work. 





FLEX FITTINGS 


2 eS 


Ideal for applications where there is consider. 
able vibration, minor tube movement, or possi- 
bility of mechanical shock. Can be used in place 
of flexible lines in many instances. 


INVERTED FLARE FITTINGS 





Used for automotive and general purpose work 
—low, medium and high pressure. 


Pioneers in Tube Fittings 


and Tube Working Tools @ 


THE IMPERIAL BRASS MFG. CO., 511 South Racine Avenue, Chicago 7, Illinois 
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HERE'S THE 
LOW COST 
TO YOUR 
CUSTOMERS 


per $1,000 of financing 


12-Month Terms $ 32.50 
24-Month Terms...... ++» 67.50 


36-Month Terms e+es 107.50 


0 
| Surplus $ 99,000.00 


{MORE 2. “a 


Capital an 
BALT 











NO CREDIT RISK-NO COST- 
NO CONTINGENT LIABILITY 


Here is a plan that helps you close more sales of heavy 
machinery and equipment . . . by offering prospective 
buyers the convenience of liberal, low cost, Commercial 
Credit financing. 

Under our plan you get your full selling price in cash. 
We purchase your customer’s paper from you without 
recourse . . . and you are in no way liable if your customer 
fails to complete his payments under the financing agree- 
ment. 

Many buyers now are using this plan to pay for 
machinery and equipment . . . to a total of hundreds of 
thousands of dollars. Thousands have sent for and read 
the booklet shown at the left. Many of your customers 
know about this plan . . . from advertisements they have 
read in business magazines. 


Send for this booklet . . . and learn how our plan will 
work for you. Write to the nearest Commercial Credit 
office listed below for Booklet No. HI-1. 


COMMERCIAL FINANCING DIVISIONS: 
BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES 


SAN FRANCISCO, PORTLAND, ORE. 


“ FINANCING OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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Results Like These Mean 
Profitable, Repeat Sales! 

Here is a typical installation of an 
American Econ-o-matic Drive operat- 
ing on an air compressor. The user 
reports that former trouble with belts 

lipping and b ing is plete! 

gone and that belt life is three times 
longer than that of former drive. 





4216 WISSAHICKON AVE., PHILADELPHIA 29, PA. 








o Eliminate That Cost.. Aud Casch Iu On 


Profitable, Repeat Sates! 


Give your customers a sure way to 
eliminate belt slip—then watch them 
sit up and take notice! Yes, American 
Econ-o-matic Drives provide unique 
advantages that will help increase 
your sales of short center flat or 
V-belt drives. 


These efficient, cost-reducing drives 
eliminate belt slip because they auto- 
matically match the belt-tension to 
the load on the motor. When the load 
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increases, belts are automatically 
and instantly tightened to eliminate 
slip. When the load decreases, belt- 
tension is decreased—reducing wear 
on both belts and bearings. 


For easier, more profitable sales, de- 
cide today to give your customers all 
the cost-reducing advantages of 
American Econ-o-matic Drives... 
they will help you build sales, profits 
and customer good will. 
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The 158° wheelbase 1'4-ton 
Ford heavy duty chassis and 
Ford cab, with Van body built 
by Truck & Trailer Indus- 
tries, New York, N. Y. 


=e ONLY FORD GIVES YOU ALL THESE 
Xj LONG-LIFE TRUCK FEATURES: Your 
me, choice of two great engines, the V-8 or the 
Six—semi-centrifugal clutch that needs no main- 
tenance lubrication—rear axle design that takes all 
weight-load off the shafts (34-floating in half ton 
units, full-floating in all others)—heavy channel 
section frames, doubled between springs in heavy 
duty models—big, easy-action brakes, with heavy, 
cast drum surfaces, non-warping and score-resistant 


MORE FORD TRUCKS 





IT— OPERATORS KNOW IT! 


FORD TRUCKS 
| LAST LONGER! 


ONE big reason— 
FORD STEERING STANDS UP! 


Ford worm-and-roller steering gear reduces rubbing friction to a 
minimum. Rolling contact is employed to reduce friction at five 
vital points. This spares muscle and saves wear. The worm 
gear (1) is straddle-mounted on two large, opposed, tapered 
roller bearings (2 and 3). The worm acts upon an easy-turning 
roller instead of a common sliding cam or split-nut, and this roller 
is mounted on two needle-type roller bearings (4 and 5). Bearings 
of both the worm and the sector shafts may be adjusted, thus 
promoting long life and proper action with less replacing of parts. 





—extra-thick sheet metal in cabs, cowls, skirts and 
fenders—all told, more than fifty such examples of 
Ford endurance-engineering. 

That’s why FORD TRUCKS LAST LONGER 
. .. why, as the national truck count for 1946 just 
released shows, more than half of all Ford Trucks in 
use are at least 9 years old . . . why there are more } 
Ford Trucks in service now than ever before in 
history. More than 100 body-chassis combinations 
to choose from. Ask your Ford Dealer. 


IN USE TODAY THAN ANY OTHER MAKE 
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Another reason for handling 
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products by cARBORUNDUM 





When a customer runs into a tough problem 
on an abrasive application or operation, it is 
only natural to look to the CARBORUNDUM 
distributor for assistance. Supplied by The 
Carborundum Company with a steady flow of 
technical information, our distributor’s men in 
the field are furnished practical training in the 
handling of a variety of abrasive problems. 
Combined with on-the-job experience, this 
guidance enables them to step in on complicated 
situations. Their confidence is strengthened by 
knowledge that behind them is the experienced 
counsel of specialists in the field of abrasives. 


TRADE MARK 








It is this type of cooperation that helps distrib- 
utors of products by CARBORUNDUM build 
and maintain a reputation for intelligent serv- 
icing of their accounts. With a complete line of 
well known abrasives, tremendous trade adver- 
tising in leading publications, planned promo- 
tions and the close support of The Carborundum 
Company, it is logical to expect the industrial 
supply distributor to cash in on the large volume 
demand for abrasives by CARBORUNDUM.. It’s 
a program that asks only that you talk up these 
products in your territory. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 


CARBORUNDUM 


TRADE MARK 
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80 PASSENGER 
BOEING STRATOCRUISER 
ta be used on 
NORTHWEST AIRLINES 


COAST 10 COAST aad 
ORIENT ROUTES 


PHOTOS 
COURTESY 
NORTHWEST 
AIRLINES 


‘>the ORIENT 


AIRLINES 


Sold only through AUTHORIZED Sioux distributors 


ous WORLD OVER 
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DAKE is the name to remember when ordering arbor presses. 

All Dake Arbor Presses are built to quality standards. Every 
Dake Arbor Press is made with square ram for longer life. . . 
each press has the extra weight, scientific bracing, machined 
table, and accurate balancing that have made Dake models 
so popular. 

Your production or maintenance departments can now 
obtain prompt delivery on most Dake Arbor Press models. 
Send your inquiries or orders direct to Dake Engine Company, 
Grand Haven, Michigan... or mail the coupon below for 
complete Dake catalog. 



























The Dake line in- 
cludes simple and 
compound lever 
presses, hydraulic 
presses, and mis- 





cellaneous models Dake 50-ton hydraulic press with 
for special jobs extras. A rugged, powerful press for 
from 1 to 75 tons. heavy-duty work. 
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' Dake Engine Company 

| 606 Seventh Street 

; Grand Haven, Michigan 

' 

; Please mail me a copy of the latest Dake Arbor Press Catalog. 

\ 
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WHY 


Reliance Spring 
Lock Washer; 
sell better! 





pis ad is typical of the type, 
pnafadvertising Reliance is doi 
to make it easier and more profi 
able for you to sell Reliance Spring 
Lock Washers. It will be seen} 

hundreds of your custo 


Write for all the facts, 
are contained in 
Distributor Folder Ne, 





























quality guarantee certificate 
in every package. 


Reliance Spring Lock Wash- 
ers are now packed in the 
tough new “Red Seal” pack- 
age which protects their qual- 
ity finish, prevents losses and 
looks good on your stock 
shelves. Plainly marked with 
bolt or screw size, series 
classification, and quantity, 
this handy package facili- 
tates handling and inventory. 


Reliance Distributors offer 
‘over-the-counter ’”’ service on 
your spring lock washer needs 


Your Reliance distributor 
carries adequate stocks of Re- 
liance Spring Lock Washers 
to meet S.A.E. and AS.A. 
specifications. He is near 


service on your spring lock 
washer requirements. 

Reliance Spring Lock Wash- 
ers are manufactured from 
high-grade special -analysis 


A Reliance distributor is as 
near as your telephone. If 
you don’t know 
his name, we'll 





be glad to furn- 
ish it. 









you waiting to give prompt cold drawn steel. There's a 








SPRING 


Seales Offices: New York ¢ Cleveland * Detroit « Chicago « St. Lovis * Sen Francisco * 








RELIANCE DIVISION 
MASSILLON, OHIO 


EATON 


EATON MANUFACTURING COMPANY 
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GORHAM 
STANDARD 
for the 


Commercial Field 


GORHAM M-40-B 


for Heavy Cuts 
in Hard Material 


GORHAM GORMET 


for more 
Abrasive Materials 


/ | 


IN 
PROFITS-- 


SELLING 


GORHAM 


HIGH SPEED STEEL TOOL BITS 


@ The GORHAM line is good for sound, sustained 
selling. With our long experience in the selection and 
heat treatment of metals we are able to give industry 
BITS that meet the most exacting requirements. We 
have always made and delivered superior products and 
the exceptional quality and outstanding performance 
of GORHAM TOOL BITS has won nationwide recogni- 
tion. This recognition and the acceptance by industry 
spells good business for our distributors. New uses 
are being found daily and this in turn builds your 
prospects into paying customers. Our stocks are ready 
to fill your immediate needs. 


GORHAM TOOL COMPANY 14400 Woodrow Wiison 


Detroit 3, Michigan 
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caging their way to “Top Sellers” iia STEELS 
take the 







out of 


HACK SAW 
BLADES 








Blade finishes 
now black ex- 
cept Molders’ 
Shovels 
and Grain 
Scoops, which 
may be had 
with either 
face or back 
polished. 


"a euumeecee een) 
| ENGINEERING 





Ingersoll Shovels have this quality of extra toughness be- 
cause they are the only shovels made of Tem-Cross Tillage ' 184-1" 
Steel. This special tillage steel is first cross-rolled to produce — , 
on interlocking mesh-grain structure. Then it's made extra Steel is again available to 
springy by special heat-treating under exacting control. blade makers. Where “D-B-L 
That's why Ingersoll Shovels hold a keen cutting edge. That's 
why every blade edge is guaranteed split-proof. 

To get this extra value in finely balanced, super-service 
shovels, spades and scoops for your customers, specify the successful production of this steel 
“INGERSOLL” on all your orders. Watch them “edge their which insures blades with tough cutting 


way to top sellers” for you. edges, high impact resistance and rela- . 
tive freedom from decarburization. [ rf -4 -| 


Blades” are preferred, remember only 


ingersoll has had a 6-year record in 






*Furnished in the original D-B-L Reg- 


ai - —" , 
J es G E R S 0 LL ' ular, -"5-4" and D-B-L 2, -"6-5", 
D-B:! 


SHOVELS - SPADES - SCOOPS 
INGERSOLL SPECIAL STEELS FOR SPECIA! 





Alloy Steels Soft Center Steels IngAclad Stainless-Clo 
Armor Plate Shovel Steels Stainless Steels ‘and 
Clutch Plate Steels Knife Steels including 18-4-] 
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" tie SOFT RUBBER BINDER 
| CUSOIONS tdsherfbrasive 


Precision, Close-Tolerance 


BURRING—-FINISHING 
CLEANING - POLISHING 


Bridges the gap between grind 
and bufi—in one operation—to cut cus- 
tomer’s production costs through time and 
labor savings! Versatile Brightboy works on 
all metals and plastics—give you wide sales 

THREE TEXTURES opportunities. 


BRIGHTBOY STANDARD 
rovorite for warring, fishing ond Cersh in on Brightboy’s national advertising and dealer 


polishing on the widest varie 
metals and al parts. 7 - . 
cousient assistance program. Write today for full details about 
BRIGHTBOY TUFF-TEX e 
Tougher teeture, for finishing haa & Brightboy dealer franchise. 
the 


metala, The tougher binder accents th 
abrasive action, yet retains the soft 
rubber cushion, finishing and pre- 
polishing in one operation. 


BRIGHTBOY FINE-TEX 


Si ther, fi € o 
Secor, finer tester for work om BRIGHTBOY INDUSTRIAL DIVISION 
ishes and for applications where the 


coarse wheel might not be suitable. Weldon Roberts Rubber Co. 
Newark 7, N. J. 


ERTS 
vi Gere), mae Roe 
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ON JOBS LIKE THESE? 
.-- drilling Magnesium, Brass and other Non-Ferrous Metals 


7 Jastics, Slate, efc. 





bs: 


38 


HEN it comes to drilling Brass, die-cast 
Wire and other non-ferrous metals or 
plastics and slate, Morse special-purpose drills 
prove their worth. They give faster produc- 


tion and last longer. 


For like a/l Morse cutting tools... Morse 
drills, standard or special, are designed to do 
specific jobs better. They are made to exact 
specifications... 


cut.. 


length, diameter and twist- 
.to perform best when used for their 


"HERE ARE SPECIAL-PURPOSE MORSE TWIST Dams 























specific applications, under proper conditions. 


So no matter what your drill problems, look 
to Morse for the drill that will give you maxi- 
Re- 


Morse Engineering — 


mum performance at lowest drill-cost. 


member too, that 
backed by over 80 years of drill making and 
drill-use experience — can help you increase 
production and make substantial savings. 
Your Industrial Supply Distributor will co- 


operate in securing a Morse specification. 
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ay tricot ew Dritis (1363) a Brass Drills en. Morse Cotter-Pin Drills (1386) 
steel for deep- 
ms in aluminum, 
aK 9X ee 
Especially suited for —e 
screw machine work, 








The Original Manufacturer of Twist Drills 
Mien. 


YORK STORE; 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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HARPER 
fastening 


















Electric Utilities 
Demand 
Endurance at 
Low Cost 


Thousands of miles of power 
lines which feed countless homes 
throughout _ the 
country must be built as inexpeng. 
sively as possible yet with ruggedam 
endurance to stand weather co 
ditions and severe strains. 

This low cost is achieved in t 


and 





PULP and PAPER 
MACHINERY 
MUST BE TOUGH 


A packer screen which separates knots 
and extraneous matter from the pulp solu- 
tion before drying and forming, in the man- 
ufacture of paper, is jogged 600 times per 
minute against heavy loads. Vital bolts and 
screws which must stand this strain yet be 
constantly free for removal in servicing are 
of Harper non-ferrous and stainless alloys. 


 aieneeetiie ion 





FOOD PRODUCTS 
CORRODE 
COMMON METALS 


Food industries are particularly 
trying on metals. Most foods them- 
selves have highly developed cor- 





industries 


connectors, switches, tower ha 


and many other details throu 






ware, underground junction box 




























the use of non-ferrous fastening® 
Bolts, nuts, washers and scr 


that will not rust or corrode 


can be used again and again | 
achieve low maintenance cost. | 

These fastenings of silic¢ 
bronze, and other alloys hay 










great strength and can be d 


















pended upon to hold securely. 7 









rosive properties, yet it is essential 
that all containers be free from 
corrosion as is this evaporator 
equipped with Stainless Steel bolts, 
nuts, etc. 
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The H. M. HARPER COMPA 


2622 Fletcher Street 
CHICAGO 16, ILLINOIS 


Branch Offices—New York City, Philadelphi 


HARPER 
iis, 





HARPER SPECIALIZES IN EVERLASTING FASTENINGS | 


Leos Angeles, Milwaukee, Cincinnati, Dalles 
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table Electric 
Hoist 
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| ‘4, and 1-Ton 
Whitin 4) acne 


ew Whiting hoist is a 
t of the Whiting Cor- 
n, manufacturers of 
hoists, and industrial 
nent for over sixty 
There is no substitute 


enience. 


WHITING CORPORATION 





answers on 


THIS QUICK QUIZ WILL HELP YOU 
ANSWER CUSTOMERS’ QUESTIONS ON 
G-E INDUSTRIAL INFRA-RED LAMPS 


QUESTION: What is an infra-red lamp? 


answer; Jt is ao incandescent lamp designed especially to 

’ : ; ; : : 
produce controlled radiant energy for use in various industrial 
processes, such as drying, heating, curing, baking and de- 
hydrating. 


QUESTION: How de infra-red lamps work? 


ANSWER: Installed in properly designed ovens, General Electric 
Industrial Infra-red Lamps produce heat quickly, cleanly, 
economically. Heat is generated within the material being 
processed—where it does the most good. 


QUESTION: For what purposes are infra-red ovens used successfully? 


answer: Drying paint and other finishes, preheating plastics, 
baking ceramic products, dehydrating raw materials, curing 
rubber sheets—to name just a few. 


QUESTION: Is infra-red equipment costly? 


swer: No. Ovens are simply constructed and easy to install. 
rem fo ustrial Infra-red Lamps are moderately priced, last a 
long time (average life 5000 hours). 


G-E LAMPS 


GENERAL €3 ELECTRIC | 





Do you know the 












QUESTION: Can infra-red ovens be adapted fo suil special needs? 


answer: Yes. Equipment is compact, movable — easily 
arranged to suit large or small production line operations. 
General Electric lamps are available in various types and watt- 
ages to give exactly the right amount of heat. 


QUESTION: Can employes operate infra-red ovens in comfort? 


Answer: Yes. There’s no excessive heat around ovens because 
radiation is focused directly on the work. 


QUESTION: How does infra-red effect product quality? 


ANSWER: Controlled radiant energy makes possible more uni- 
form processing. And infra-red lamps facilitate visual detection 
of flaws. 


QUESTION: Where can you get full information on infra-red equipment? 


ANSWER: Consult a recognized infra-red oven manufacturer, of 
call your nearby General Electric Lamp Office. 


SEND FOR new bul- 
letin containing valu- 
able application data 
on G-E Industrial In- 
fra-red Lamps. Write 
to General Electric, 
Nela Park, Dept. M-3, 
Cleveland 12, Ohio. 
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THE STEEL.-- 


Here is how Lyon's modern sheet steel fabricating C 
facilities and ample skilled manpower have helped many 
stomers 0 


ies—and can help you if you or your cu 


Jon hand, or ava able: 
' plant expansion OF con- 


will accept your sheet steel (12 to 
and steel) and supply 
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The Armstrong line of “¢» 
Machinists, tool makers, 
7 industrial USers find th 

: lamps 


Clamps is 


$, greater 
Stock and sell 
amps as well as the 
“Across the Board.” 


—— Ci 
Armstrong lines 


Every arm 


STRONG Too 
Carries the 


Arm-ond-Ham. 
Ma 


HOLD-DOWN 
SET-UP TOC 
All Types ond Sires 


. BROS." 
ARMSTRONG Holder ga ae 12. U.S.A. 
¥ ve NCISCO AVE. St., New York 12, N.Y. 
-305 N. sn Wo od St 199 onnte th. ben Phansteis — 
Pacific Coast Whee. 
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Threadwoll Screw Plates w 

equipped with individual pressed steel ¢ 

assure perfectly straight threads. Stock has 

ae ee for cutting standard, oversize or under- 
size threads as desired. A best seller. 
















Threadwell COLD-TEMPER Taps are sold exclusively through 
selected mill supply distributors.* Threadwell advertising 
directs the tap user to you while it tells him why he should 
standardize on Threadwell COLD-TEMPER Taps for all high 
speed, precision threading — deep-freeze treated at 120° below 


zero for extra wear, polished flutes, greaseless rust-proofing, 





color ‘‘i-dot-ification’’, tap-capsule (a transparent plastic tube for 
Threadwell High Speed Counterbores a:- 


f io life. T ing lips, . , 
Sik cieel Genet nite dhemanse od oan each ground thread tap), personal attention service at the factory 


Easily sharpened. Non-chattering. With straight or 


taper shanks. For fillister head screws or for spot . fh 
Sallie, Wes con cad @ 100 of them, to back up the superior tap service you offer your customers. 


*The Threadwell Selective Distribu- 
tion policy means maximum volume and 
profit for the distributor — no excep- 
tions, no “‘special deals’’, no strings on 
all-out support in your territory, includ- 
ing the most effective merchandising helps 
and potent consumer advertising. 






“TAPS OF DISTINGTION 


| THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S. A, 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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Menvfacturers of Wire Rope and Strand « Fittings + Slings * Screen, Hardware and Industrial Wire Cloth «¢ Aerial Wire Rope 
Hard, Annealed or Tempered High and Low Carbon Fine and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel . Ski 


\ 7 Nt : se 





N 1844, three years before Alexander Graham 

Bell was born, and long before the first Prairie- 

Schooner crossed the Mississippi River, John August 

F Roebling’s confidence in the suspension principle of 

i etees wes ee - construction so impressed the engineers of the State 
PA ANE Me S of Pennsylvania, that they authorized him to build 


& pail A= 
: .- Ss the world’s first suspension aqueduct. 
én = ‘ £ . . 


= = How much is his confidence worth to all the 
onal —— thousands of engineers who followed and to hu- 


manity in general that have benefited from his pioneering venturc? 

And how much is the confidence of the John A. Roebling’s Sons Company in the future of American 
industry worth to you, that keeps Roebling development and Roebling products in the lead? 

Roebling’s greatest asset is your confidence in Roebling and its confidence in your future. That is why 
Roebling’s every effort is dedicated to the preservation of this confidence—your’s and Roebling’s. 


3 “EXTRAS” TO HELP YOU SELL WIRE ROPE 


OEBLING WIRE ROPE sells more easily because your cus- 
tomers are convinced it gives them the most in dependa- 
bility, service and long-run economy. But Roebling also gives 
additional push to this established preference with 3 big 
“extras”: 


Extra! ADVERTISING —Leading business publications 
reaching over half a million wire rope buyers are featuring a 
dominating series of double-page color ads, constantly re- 
minding readers of their own confidence in Roebling wire rope. 


Extra! ENGINEERING—Experienced Roebling field men 
are always on call to crack your customers’ technical rope 
problems. It’s a sales-boosting service that attracts rope users 

. . brings them back to you again and again for more business. 


Extra! WAREHOUSING—You can often change a “no 
sale” into a profitable deal if you promise rush delivery in 
emergencies. Roebling warehouses, well stocked and conveni- 
ently located in key spots throughout the country, are geared 
to back up your promises with efficient service, prompt deliv- 
eries. There’s one near you. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ° Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls « lawn Mowers 





A CENTURY OF CONFIDENCE 








WHEN IS A MACHINE 


In seven years some say—but in modern production 
practice it is not a question of years or how much 
the machine has earned or still owes you. The ques- 
tion is, will your equipment enable you to compete 
with the new, faster working, more efficient and 


flexible layouts in your competitors’ plants. 


A five-year-old Machine Tool is ‘washed up", for 
instance, if it can be replaced by one costing a 
few hundred dollars that will write itself off in 
less than a year through improved production. 
That's the story of Walker-Turner Machine Tools 


wherever metals, wood or plastics are drilled, cut 


or shaped. 


“Washed Up | 


These machines are “‘light’’ only in weight ¢ 
price. Their production output in the past 
years has astounded the management of 
sands of plants—large and small—throughout f 


country. 


A key io high manufacturing efficiency and 
manufacturing costs is the modern, flexible, li 
machine tool. It represents small capital inves 
flexibility of operation, increased productivity @ 


low operating costs. 


Walker-Turner Machine Tools are sold only b 


authorized Industrial Machinery Distributors. 


general catalog will be sent on request. 
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Words are powerful selling tools — 
but when you quickly, dramatically 
demonstrate the Laughlin Line’s 
sales-clinching advantages—you 
have a big edge over competition. 
Laughlin’s famous comparison, 
“Fist-Grip vs. Finger Pinch” con- 
vincingly proves the superiority of 


tional U-bolt. And the merits of 


Laughlin’s Safety Hook are clearly 
demonstrable by thumb-action as 
shown in the above illustration. 
Together, these items are real door 
openers because you're talking ex- 
clusive, unique features which 
give your customers worthwhile 
dividends on the job. Then the way 


is open for you to work in the com- 
plete Laughlin Line of rugged, drop- 
forged, weldless fittings. Yes, the 
“Fist-Grip” Clip and the Safety 
Hook will open doors that may have 
been closed to you...crack new 
markets that will expand your busi- 
ness—and your PROFITS. Send 
today for information that proves: 


Laughlin Protects the Distributor 


the Laughlin clip over the conven- 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


(= 
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COST SAVINGS | fe 
ALONG THE PRODUCTION LINE - -\ customers 


One immediate and practical way for manufacturers to 
make sharp cuts in production costs is through the use of 
MILWAUKEE POWER DRIVEN WIRE BRUSHES. 


You can sell your customers with full confidence that you 
are doing them a real service, for MILWAUKEE quality 
backs you all the way. 


In establishing the use of MILWAUKEE Power Driven 
Wire Brushes you build profitable sales sources. Now 
when your customers need this kind of help most, is the - 
time to concentrate on MILWAUKEE sales. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


“Mono-Bilt’ 
e Stee] Clad “7 





The Key to Industrial Brush Problems 


FLUE BRUGHES * FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES FOUNORY BRUSHES 
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..for More Satisfied Customers, Sell 


. |BARNES “ss BLADES 








. THE 
~ RIGHT BLADES 


. FOR THEIR 
POWER HACK SAWS 


you 


lity 





ven 
Now 


the | 


ae LET Barnes Service Engineers ‘“‘team-up” 


with you and your salesmen in solving 
your customers’ sawing problems. They 
know sawing from long, practical experi- 
ence. They can recommend the right Barnes 
Blades for your customers’ sawing oper- 
: ations and can show your customers how 
Red Arrow High Speed Steel they can attain greater efficiency with Barnes 

Power Hack Saw Blades Blades on their present machines. Let them 


help you win and hold more 





FAV Barnes Saw customers. mz 
— SERVICE ' 
OR S—Wolybovaum an ’ - 
ON SS a ae It’s a typical Barnes Dall 
service designed to help Your 
Service Molybdenum Power the salesminded, aggres- / NDUSTRIAL 


/ ISTRIBUTOR 
for speedy delivery 
of Barnes Blades 
and other industrial 


Hack Saw Blades sive distributor organi- 


zation ... another reason 
BARNES Better Hand Hack 


why selling Barnes Blades products. 
Saw Blades ‘i bi 
Red Arrow Molybdenum, Special Unbreakable, will result in more repeat This cut, appearing in 
Standard All Hard, Standard Flexible, Standard ““600"’. orders, greater sales vol- Barnes trade ads, directs 


buyers to you. 


ume and profits for you! 





If your territory offers sales possibilities for Barnes products, write us. 





ESTABLISHED 1919 


—W. 0. BARNES CO., INC. 





PET ea fogs 


Me <i P are , 
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When you need bearing alloys 
look for This Name-here’s why 


Federated Metals is first with a complete line of babbitt metals. . .“‘Thermodyne” and “ XXXX , 
Nickel” tin-base babbitts for heavy bearing loads; ‘‘Merit” metal and “Record” lead-base 
babbitts for lighter loads; and Federated “G” and Federated ‘‘S” lead-base babbitts for 
precision bearings or special properties. ® Federated is first in the non-ferrous field with its 
chemical and metallurgical facilities. When you buy Federated products, you have 

access to all this technical help. ® Federated is first with its nation-wide 

network of 11 manufacturing plants. You have more sources of supply, more opportunities 
for better service, all with the protection of Federated’s quality control. ® Federated 

is first in convenience, too; there are 25 Federated sales offices to serve you 

from coast to coast. For the office nearest you, consult your phone book or write 

Federated Metals Division, American Smelting and Refining Company, 
120 Broadway, New York 5, New York. 


Sedeiidcl NEIALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY 
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You'll find many spots for MILWAUKEE 
tools in every business OF industry. In 
each department — production, assem- 
bling, maintenance, shipping or construc 
tion work. sales opportunities 
everywhere: M\ ols lend 





ma 


terial ri 
inder 
sales greatly increa 
se yo 


. You can coun 


wportunitie e ce rie Lf r 
$s to s 
? accessories e 
i] Ww bru; 


the 

grind 

moves er 

weld spotter shown quickly 


for high vo s and contit yous 


profits. 


Remember also that there's a steady re 
Stier peat business in accessories. Drills — 
grinders — sanders — hammers — screw" 
drivers — nutrunners etc: They all pro 
duce profits and build goodwill, months 


and years after you've sold them. 


lor f small shops ore equipped wi 
ge or $ 

Most I sh uv d with 
o require. a bench grinder. This tool also 


meridesmony opportunities tosellocces | We'll be pleased to send you more com- 
“a saints plete information Upon request. Send 
one of your letterheads today — ovF 
new 1947 Catalog and jobber propos: 
tion should be in your files. 
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You Can SEE That 


It's ONLY the SIDE of a V-Belt 


That Grips the Pulley and 
Gets the Wear! 


Look at a V-Belt in its sheave and you see at once that the 
sides of the belt do all the gripping on the pulley and get all the y/ ; 


wear against the sheave-groove wall 


Notice, too—it’s the sides that pick up all the power delivered 
by the driver pulley. The sides transmit that power to the 
belt as a whole. And then, once more, it's the sides—and the 
sides alone—that grip the driven pulley and deliver the power 
to it. 


That is why you have always noticed that the sidewall of the 
ordinary V-Belt is the part that wears out first. 


—and Here Is How the 


CONCAVE SIDE © 


*REDUCES Sidewall WEAR 
and Lengthens Belt Life! 


Clearly, since the sidewall is the part that wears out first, any- 
thing that prolongs the life of the sidewall will lengthen the 
life of the belt. 


The simple diagrams on the right show exactly why the ordi- 
nary, straight-sided V-Belt gets excessive wear along the mid- 
dle of the sides. They show also why the Patented Concave 
Side greatly reduces sidewall wear in Gates Vulco Ropes. That 
is the simple reason why your Gates Vulco Ropes are giving 
you so much longer service than any straight-sided V-Belts can 
possibly give. 


* More Important NOW That STRONGER 
Tension Members are Used 


Now that Gates Specialized Research has resulted in V-Belts having much 
stronger tension members—tension members of Rayon Cords and Flexible 
Steel Cables, among others—the sidewall of the belt is often called upon to 
transmit to the pulley much heavier loads. Naturally, with heavier loading 
on the sidewall the life-prolonging Concave Side is more important today 
than ever before! 





THE GATES RUBBER COMPANY Denver, U.S. A.. 
“World's Largest Maker of V-Belts" 
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designed to produce the finest in Screw Products, 


Shop Equipment of Steel and Self-Locking Nuts. 


Every step in manufacture and fabrication of 


“Unbrako” Screw Products, “Hallowell” Shop Equip- 

ment of Steel and “Flexloc’’ Self-Locking Nuts is 

carefully controlled and accurately checked with 
a ALL()WELL | the latest and most modern testing equipment 

...@nd these products are made to sell and stay 

sold, make friends and assure repeat business 

that means more profits to you. 

Write for information about these products. 


FLE]{LOcC) "Unbrako” and “Hallowell’’ Products are 


sold entirely through distributors. 


R 44 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


OWN, PENNA., BOX 519 
- INDIANAPOLIS - ST. LOUIS » SAN FRANCISCO 
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SEE THIS POWERFUL 
MECHANICAL LOAD 
BRAKE 


The powerful automatic disc 
and helix type mechanical 
load brake in the Northern 
Hi-Lift Hoist controls the low- 
ering load, and can stop it 
independently of the electric 
brake. All wearing parts 
accessible—particularly brake 


ROLLER BEARINGS— 
HARDENED STEEL GEARS 


Machine cut hardened steel 
gears, ample size roller 
bearings, turned and ground 
shafts, press fits—one piece 
welded frame. 


Gears operate in oil bath, 
and distribute lubricant to 
bearings. 


New information on elec- 
tric hoists, dimensions, engi- 


neering data, etc., is ready in 


this complete bulletin. Write 
today for Bulletin H-110. 


This 5-ton capacity Northern Hi-Lift Elec- 
tric Hoist provides 2 feet more lift for the 


die shop in which it is installed. 


And it’s easy to see the extra lift is needed. 
Without it, the upper part of the die could 
not be lifted over the lower. 


Northern Hi-Lift Hoists provide 12” to 
36” extra lift, according to the capacity 
hoist—providing that much extra effec- 
tive height in your present buildings—or 


saving that much in new buildings. 


TYPES OF NORTHERN HI-LIFT HOISTS AVAILABLE 


Floor controlled hoists @ Motor traveled hoists 
Cab controlled hoists @ Base mounted hoists 


See our Catalogs in Sweet's Files of Mechanical, 
Process and Engineering Industries. 
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—— 


‘Barnacle’ Bill Undervater uses his Sterling Sander to 


make ships’ bottoms s-m-o-o-t-h. Bill says, ‘‘Barnacles 





disappear like magic... I'd be sunk without my Sterling.” 


eee Oe 
\Ve"\ 











Confidentially, “Barnacle” Bill is having a 
pipe dream ... the Sterling Sander might 
remove barnacles — but in any event, not 
under water. This lightweight, vibrationless 
machine is used for hundreds of sanding, 








Sterling Tool Products Co., 384 East Ohio Street, Chicago 11, Illinois 


STERLING porraste eectric 


AND air-DRIVEN SANDERS 


rubbing and polishing jobs on wood, metal 
and plastic — yes, even glass and leather. 
For curved surfaces as well as flat surfaces. 
Remember, there is a need .for Sterling 
Sanders in practically every industry! 
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Vorway Impulse Traps | 


& 


isu McGraw, Inc., of Richmond, Va., the distributor 
who sold these traps, finds that with the Yarway Impulse 
Steam Trap, sales got hotter, too! 


Their customer, Richmond Piece Dye Works, where more 
than 35 Yarway Impulse Steam Traps are on the job, says: 


“Because Yarway Traps discharge continuously on heavy 
condensate loads, they bring our big dryer up to desired 
temperature quickly, and their intermittent discharge on 
lighter loads keeps it hot—improves efficiency.” 


Yarway's acceptance is growing by leaps and bounds. 
More than 400,000 have been purchased in the few years 
since their introduction. 


Yarway’s sound Sales Policy of Selective Distribution 
makes sales territories secure— powerful advertising makes 
selling easy. 


YARNALL-WARING CO., 111 Mermaid Ave., Phila. 18, Pa. 


Ask about the Yarway 30-minute color and sound motion picture with Lowell 
Thomas speaking—available for group showings. 


YARWAY IMPULSE STEAM TRAP 
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with Continental 
Counterbores... 


You can reduce your tool cost, improve 


accuracy, and increase production with 
the Continental complete line of standard 
interchangeable cutting tools. Cutters have 


a balanced, indestructible drive— origi- 








nated by Continental—that will not stick, 


will not break, and is hand detachable. 


LS 


Division of Ex-Cell-O Corporation 


DETROIT 6, MICHIGAN 
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Have you met Ba th ie \yet?-He’athewne it character 
hired Greene, Tw Md \to-me ASI ore profitable 
for all us : ie . g abi, he’s 
the boy who can do it! @ For 


is showing-yoou 8 to incr¢ase your s¢ wv 
the same time assure repeat 4 
way ...In one hand he-has the ‘Bae e cea 


Face Veliieiec oil in the other the new 
Basa Mallet. They’re your cues to collect 
extra dividends now by selling their 
vantages. @ Your territory is loaded with | THE BASA REPLACEABLE-FACE HAMMER 
profitable prospects! Aircraft, radio, 
automotive, motor and ‘engine assembly; gauge 1 Protects the Work—Resilient Basa 


faces—will not mar or mark. 


. . ‘ 4 . ; 2 Prevents Worker Fatigue— Easy-to-hold 
and tool making; foundry work; laminating; aay perfect nco—exatealia’ 


tes sting. 


caulking; die sinking; tire and auto 3 Stands Hard Wear—Retaining-head of 
tough, malleable alloy... handles of 





° ° ed hickory. 
repair work—they all need these time- ota ha iii 
=" mitting fast replacement by loosening a 
time- ; single nut. 
tested, Saving tools. 5 Parts Lock Tight— A safe tool to use— 
special thread locks nut . . . assembly se- 


Write now for literature to help you cured with wedge and “lock-in” metal pin. 


hammer home the advantages of Basa— VEE GAGA 
they mean more profit for you. me 





1 Protects the Work— Wil! not mar or 
mark. 

2 Spark Proof—No metal or sparking ma- 
terials used. 

*®eesee#eeee ® @eeeée?ée ee 3 Non-inflammable—Basa material can- 


not ignite or burn. 


GREENE, TWEED « CO. nortu wWALes, PA. 


IN THE UNITED STATES AND CANADA THERE IS A DISTRIBUTOR NEAR YOU - ( 
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PROFILE MILLING. CUTTERS RADIUS CUTTERS GEAR CUTTERS COUNTERBORES, COUNTERSINKS, SPOT FACERS 


\W\\ 


SLITTING SAWS : END MILLS DRILL SLEEVES AND ADAPTERS 
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SSX Yr MIDWEST 
Nw “Safety Seal” 
XS Plastic Protects 


\ 


These Fine Tools 
In Shipment and 
KEYWAY CUTTERS REAMERS Handling. 








TO DEALERS: Midwest offers a complete line of Standard Metal Cutting Tools— ’ 
High Speed Steel and Carbide Tipped. They are sold on their merits, and have shania 
won nation-wide acceptance for accuracy and long life performance. 

The Midwest Program of Sales and Service includes substantial advertising 
on the Products—trade paper space, direct mail, trade contacts, Dealer sales 


helps and constant plant cooperation. Catalog 10 includes over 260 
pages of interesting illustra- 
_— tions and information on 
information is yours on request. Midwest Metal Cutting Tools. 


MIDWEST TOOL & MFG. CO. 


2354 W. JEFFERSON AVE. DETROIT 16, MICH. 


Progressive Dealers are selling Midwest Metal Cutting Tools. Complete 
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LAST LONGER... 
METER MORE ACCURATELY... 
HAVE NO STUFFING BOXES... 





FLOW-MASTER Pumps are setting the stand- 
ard for America’s Process Industries. They last 
longer because of their revolutionary new de- 
sign: The rotors are hydraulically balanced and 
thus severe metal-to-metal contact is minimized. 
The design also incorporates a unique auto- 
matic wear control feature, with the result 
that FLOW-MASTERS maintain volumetric effi- 
ciency longer in spite of normal wear which if t 
must inevitably occur. FLOW-MASTERS meter 








with extreme accuracy. They develop none of 

the packing troubles characteristic of conven- 

tional pumps. They are stainless, sanitary, easy ° EVE 

to clean. Pipe is 

Other important features of the FLOW- continu 

MASTERS are detailed in the Marco Cata- publicc 

log 25-U. Send for a copy. iad 
brand 
future 


PROCESSED 
ON THE 


00 mas re 


1S THE FINEST 
THING THAT CAN 
8t SAID OF ANY 
prooucr 





je 

FLOW-MASTER Pumps—Homogenizers f \+ 
Kom-Bi-Nators | j 

Equipment For The Process Industries | 


WH -4 


MARCO COMPANY Inc. Wilmington 50, Del. 
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* EVEN though the demand for Spang CW 
Pipe is the greatest in history, Spang advertising 





continues to appear regularly in leading trade 





publications read by your customers. It stresses 





the advantages of Spang CW Pipe... helps build 





brand acceptance...helps insure and protect your 





future business by urging purchasers to contact and 










THIS ADVERTISING 
ELPS BUILD FUTURE SALES-e- 
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This is one of a series of Spang ads which are appear- 
ing regularly in: Domestic Engineering, Mill and Fac- 
tory, Heating, Piping and Air Conditioning and Factory 
Manag t and Maint ‘e. Copies are available 
on request. 





SPANG 
CVU PIPE 


DISTRIBUTORS 


keep in touch with their Spang CW Pipe distributors. 


You can depend on Spang to continue its efforts 
to help build a lasting demand for its products. 
But more than that, you can depend on them to 
put forth every effort towards producing more 
and more Spang CW Pipe so that you can satisfy 
your customers’ demands. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 






























Ogan A NAME TO REMEMBER 


WHEN YOU THINK OF BETTER 
LATHES AND SHAPERS 


It 


Quick Change 
Geor Cobinet 
Turret Lothe 
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“To help you sell Logan Lathes 
and Shapers, advertisements of 
Logan Products appear in 41 
leading industrial publications and PRECISION GIVES LOGAN LATHES 


directories." 


BUILDING SUSTAINED ACCURACY AND 





LASTING DEPENDABILITY 





V and flat ways of the heavy-ribbed Logan Lathe bed are held to within .0005”¢ 
parallelism. The front bearing seat on the Logan Lathe ball bearing mounted spindle co 
vary no more than .0002”. Total spindle runout 12 inches from the bearing is less tha 


.0008”. To hold to tolerances like these, one of every seven men building Logan Laths 





is an inspector, skilled in the use of the most modern precision instruments. Operation 
individual parts, sub-assemblies and completed machines are checked. That is why! 
Logan Lathe has earned a reputation for sustained accuracy and dependable, low-cé 
service in all fields of industry. Full information on the complete line of Logan Lathes on 
Shapers at your Logan dealer's, or on written request. 


SPECIFICATIONS COMMON TO ALL LOGAN LATHES... swing over bed, 10/2"... bed length, 43) 
. size of hole through spindle, 25/32”. . . spindle nose diameter and threads per inch, 1%." —8.4 
12 spindle speeds, 30 to 1450 rpm... motor, Y2 hp, 1750 rpm... . ball bearing spindle mounting. 





drum type reversing motor switch and cord . . . precision-ground ways, 2 V-ways and 2 flat ways 
WOOLWORTH BLOG. 550 W. WASHINGTON BLVD. 1672 MISSION STREET 


DISTRICT OFFICES: NEw yYorK 7,N. Y. CHICAGO 6, ILLINOIS SAN FRANCISCO, CALIF. 
CORTLANDT 7-8024 CENTRAL 1246 UNDERHILL 6682 


LOGAN ENGINEERING €O. 








CHICAGO 30, ILLINO! 
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The ALEXANDER 
Distributor Franchise Offers: 


% — apricing policy that enables the distributor to meet direct factory 
competition without any sacrifice of margin of profit 


e Monobelt, with its special feature of controlled low inventory and 
quick turnover 


lt Pays a complete line of industrial leather products, including leather 


packings 


e@ ® 
Divi en S continuous advertising in trade journals reaching over 100,000 
industrialists 


the consulting service of a competent Sales Engineer 


a policy of referring all territorial inquiries from Advertising and 
Sales efforts to the distributor 





AN ALEXANDER FRANCHISE MAY BE AVAILABLE 
meee? 
Y IN YOUR TRADING AREA. WRITE US ABOUT IT. 
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ALEXANDER BROTHERS 


406 N. THIRD STREET PHILADELPHIA 23, PA. 
BRANCH OFFICES: CHICAGO + DALLAS + CHARLOTTE + NEW YORK 


Distributors in all Principal Cities 
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Here’showwehelpyou . — 
get YOUR share of — RECEIVE THE NAME | 


OF THE NEAREST 


EVERLASTING 
EVERLASTING |" 






















There's a good market for EVERLASTING Valves in 
your tesritory. Here’s how we'll help you find it—how 
we'll help you get your share of profitable EVERLAST- 
ING sales... 


Every month we place full-page advertisements in 
trade papers with national circulation. Each ad shows — 
valve users the advantages of EVERLASTING Valves. poe 

Each ad asks prospective users to write for further 
information, In reply—along with the requested in- 
formation—they always receive the name of the 
nearest EVERLASTING Distributor! 


Fig. 1100, Fig. 110! 
Straight lever typ 
EVERLASTING Valve, 
screwed or 
Furnished in ferrow 
and non-ferrous met- 
als and alloys fe 
such services a 
acids, alkalies, ce 
lulose, emulsions, 
oll, gasoline, steem 
water and air. 


Why not take advantage of our nationwide advertis- 
ing . . . and get your share of EVERLASTING sales? 
You'll find there’s a real need for valves that give the 
EVERLASTING kind of performance! 


The lever-type EVERLASTING Valve shown here, for 
example, is specially designed for services requiring 
frequent operation . . . specially built to withstand 
fluids usually destructive to stem packings. Quick- 
acting lever operation; rotating, sliding disc which 
constantly self-polishes sealing surfaces to a drop- 
tight seal; non-wedge action which prevents sticking 
or jamming . . . these are some of the features that 
make this valve easy to get orders on. 


Write us today for a supply of our illustrated litera- 
ture covering the complete easy-to-sell line of EVER- 
LASTING Valves. We're ready to help you get your 
share of EVERLASTING sales! 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, N. J. 





EV-321 
Trede-Mark *‘EVERLASTING'’—REG. U. S. PAT. OFF. 





EVERLASTING VALVES GIVE “EVERLASTING” SERVICE 
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... that’s the kind of quality you get 
when you handle the METRO LINE 
of Carbide Tipped Cutting Tools, 
Expanding Reamers, and Precision 
Gages ...the kind of quality that 
means MORE PROFITS and RE- 
PEAT SALES. 

For customers everywhere recog- 
nize the METRO name as one rep- 
resenting the highest standards of 
accuracy and precision. This recog- 
nition of quality plus a national 
advertising campaign means the 
METRO LINE IS EASY TO SELL. 

A few distributorships are now 
available in good manufacturing ter- 
ritories. Information furnished upon 
request. 











Tool and Gage Company 


4240 PETERSON AVENUE, CHICAGO 30, ILLINOIS 


MILL SUPPLIES © MARCH, 1947 71 





the best paintbrushes 
have Ny font 
ses 
JON B08" 


““VERY GOOD general painting quali- 
ties...very good distribution of paint 
... very good wearing qualities.” 
That’s what the painter who used 
it said about the nylon-bristled brush 


KNOW THESE 5 FACTS ABOUT 
NYLON-BRISTLED PAINTBRUSHES 


1. You can break them in with ease. 


2. You'll find they paint quickly and 
easily. 


3. You'll find they give top-notch 
results. 


4. You'll find they last far longer than 
any animal-bristied brushes. 


5. You'll be surprised at the money 
they save. 


above. And it’s characteristic of what 
painters through the country are say- 
ing about paintbrushes bristled with 
Du Pont nylon. These modern brushes 
cost no more, yet they last 3 to 5 
times longer than animal-bristled 
brushes...thus bring major savings. 
And they need little breaking in. 


But be sure you get nylon when 
you buy! Nylon is no substitute . . . 


there’s no substitute for nylon! Look 
for the name nylon stamped plainly 
on the handle of the brush you buy! 
Have your dealer reserve a nylon- 
bristled brush for you now. Try it 
and you'll agree: the best paintbrushes 
have Du Pont NYLON bristles. Ny- 
lon brushes are made by your regu- 
lar brush manufacturer. E. I. du Pont 
de Nemours & Co. (Inc.), Plastics 
Dept., Room 313, Arlington, N. J. 


RUS. us. par. ort 


DU PONT NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING 
a+. THROUGH CHEMISTRY 


ee 
Se PRS <. 2X 
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UNCOLN HEAVY-DUTY LEVER TYPE GREASE GUN 
—Develops 10,000 Ibs. pressure with ease. Hes 
@ 17-eunce capacity. 


DUTY DRUM rump. ‘ : it aut LINCOLN HANDI- 


as 
unit. Two wheel truck . ; 
gives portability Sf  &y ery pail into « high- 
— ‘i pressure grease gun. 
‘ Easily attached with- 
out removing con- 
tainer lid. 


LINCOLN POWERLUBER—A com- 
pressed air-motor-operated grease 
un. Pumps lubricant direct from 


LINCOLN PUSH-TYPE GREASE 
GUNS—Available in 9- and 
15-ounce capacities. All-Steel 


INCOLN Single- 

Line CENTRO- 

MATIC SYSTEMS 

~—Consist of a 

Lincoln Lubricant 

Pump connected 

through a single lubricant 

supply line, to a series of 

injectors (one for each beering). Pump can be 
hand-operated or power-operated with 


control. ae ee ee ee ee 
a single machine or a battery of machines. 





Regardless of plant lubricating equipment re- 
quirements, when you stock the Lincoln line 
you can supply the right unit or system—from 
hand guns and grease fittings to the “last 
word”—a Lincoln Centro-Matic Centralized 
the Sales-Building Line System. Eliminate lost sales and build profits 
Engineered to Protect by handling a line that is complete, soundly 


engineered, and which insures customer satis- 
and Increase the faction. A few of the many Lincoln products 
Productive Service-Life sahara aaien anaes 


of Machinery - Fe) 
ree 4 
Proncer Guilders of Sapo Lubricating Equipment 


Gentlemen: Please send me complete information on 
the Lincoln Line of Industrial Lubricating Equipment. 


iE r LINCOLN ENGINEERING COMPANY, ST. LOUIS 20, MO. 
i ee | 


Name 
Title____ 
Company _ 
Address_____ 
City 
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EASY-TO-SELL 


& 
UJrekman-[Jeven 
* STEEL-BONDED Diamond Wheel—and 
* Compact, Powerful BENCH GRINDER 


This combination of wheel and machine offers a special 1 h.p. spindle motor which provides 


unequalled speed and economy in sharpening 
single-point carbide tools. Note the following 
features, and consider their customer appeal: 


The Wickman-Neven Diamond Wheel is prac- 


the ample power required for full use of the 
steel-bonded wheel and permits reversing the 
spindle as frequently as desired. A coolant pump 
is provided, with reservoir in base of machine. 
The table is quickly set at any angle from 5° 


tically indestructible, for the diamond particles 
are bonded by STEEL. Thus it withstands hard 
service and abuse—can‘t be damaged even by 
ramming with a sharp-pointed carbide tool — 
outlasts several ordinary diamond wheels. 


above horizontal to 15° below; and the full-cir- 
cumference wheel guard can be swiveled and 
clamped for right- or left-hand grinding. 


Distributors are finding this equipment easy to 
handle and easy to sell. Write today for full 


The Bench Grinding and Lapping Machine has details, including territories still open. 


And Here’s ANOTHER Profit Maker! 


Habib Tube-Type Diamond Drills offer many exclusive advantages in drilling 
or trepanning glass and all other abrasive materials — highly practical a¢- 
vantages which your customer will welcome. Briefly: 


Habib drills have diamond particles throughout the entire wall section. 
Thus—unlike any other drills—they always cut with a diamond-impregnated 
EDGE (never with the sides alone); give cleaner, faster cutting throughout an 
extra-long life. Having a wall thickness of only .023” (approx.), they remove 
a minimum of material; and cores are ejected automatically. 


These drills readily cut through 4" of glass in 30 to 40 seconds. They ar 
available in all sizes from 3/32’ to 3’ diameter, and can be used in any drill 
press having speeds to 4000 r. p.m. Full details on request. 


& 
TORT, 15533 WOODROW WILSON AVE. DETROIT 3, MICH 


A C. Wicknran (Canoda) itd F ) Bor 9 totron N Toror 
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HERE'S SOMETHING THAT WILL SELL LIKE “HOT CAKES” 
Because It Saves Your Customers Acectes and Wloney/ 


duMONT’S VWiuute Plan KEYWAY BROACH KIT 


Every customer and every prospect 
you call on has been looking for a 
time and money saving kit like this. 
It cuts any size, any depth keyway in any gear, mill- 
ing cutter, pulley hub, collar, coupling, etc. and does 


it by hand, in one minute! 


Sold Strictly Through Selected Mill Supply 
Distributors. Act Now. Don’t Let The Other 
Fellow Get There First On This Money 
Making Proposition. 


This Kit sells on sight. Broach replacements mean 


MILL SUPPLIES 


steady repeat bus ness. 
Get in touch with us at once for Catalog and com- 
plete information on big profit, quick turnover sales 


assortments. 


The du MONT 
CORPORATION 


GREENFizLD, MASSACHUSETTS 


“¥ 


~ 
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C-LE*-FORGE "SPEED DRILLS 


TRADE MARK REG. VU.S.PAT OFF. 


Drilling a single hole in a forged 
brake lever, as shown in the photo, § 
is not a difficult operation. Yet even 
in this case, cost per hole has been the 

| determining factor in selecting the 
& proper drill for the job. <> On this 
basis you will find that CLE-FORGE 
High Speed Drills give you maxi- 
mum results at minimum cost. Be 
cause these drills consistently take 
heavier feeds at higher speeds, they 

produce holes at lower cost. 


Ps 
( oO 


‘CLEVELAND''Y 
\ DISTRIBUTORS EVERYWHERE 
\\ are READY TO SERVE YOU 


a 
\ _ 


oe \) 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 


7 
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more wastkine space 
greater accuracy 


DURO 6” Jointer offers many important advantages 


A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effeciive 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 42” depth on material 
6” wide. Has many other unusual features. 


Vv Vv v 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


DURO “!OOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2660 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DUR®O HAND TOOLS 
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YOU ARE SURE OF 


Satisfactiou 


when you sell MILLERS FALLS 
BLADES. No matter what kind of hack saw- 
ing jobs your customers are faced with, you can 
sell them the right type Millers Falls blade with 
absolute confidence that it will perform with the 
greatest efficiency and economy. There is a Millers 
Falls blade engineered to give top performance 
for every hack sawing requirement. 

Here they are: Blu- Mol High Speed hand and 
power blades (single and double edge), the most 
economical made for cutting hard alloy steels... 
Tuf-Flex, super-tough, super-flexible special 
alloy hand blades which are by far the most eco- 
nomical made for general all-around work on hard 
or soft metals... Tungsten High Speed, hand 
and power blades heat-treated to get maximum 
performance ... Standard Steel, hand blades in 
both all-hard and flexible types for high perform- 
ance on all “run of the mill” hand sawing. Metal 
Cutting Bands are also made by Millers Falls to 
meet every known requirement. 

Customer satisfaction means steady repeat 
sales, particularly when you are supported by 
the selling cooperation and engineering service we 
are prepared to extend to selected distributors 
who are interested in greatly expanding their vol- 
ume of hack saw business. 


ONE THING IN COMMON—QUALITY 
MILLERS FALLS 





MILLERS FALLS COMPANY 


en CEH PI &€ tt OD 
MASSACHUSETTS 
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BLU-MOL — High Speed Mg 
denum hand and power ble 
Power sizes in single or de 
edge. Guaranteed to give |e 
cost per cut of any blade 
Large users are definitely 
ing over to Blu-Mol. 


TUF-FLEX — Super-flexible 
super-tough of patented analysi 
steel. Top performance and ecor 
omy on hand work at or awa 
from the bench. Stands sever 
abuse and the teeth won't strip 








TUNGSTEN HIGH SPEED- 
Superior performance guoror 
teed on the particular set up and 
materials on which this type o 
blade operates most economically. 










LER 





STANDARD STEEL— Available is 
all-hard for bench work and flex 
ible for free hand cutting on iro 
and unherdened steels. Uniform 
high performance can be de 
pended on. 

















TWO SUPER SALES MAKERS 


r, 
7 


HANDY KITS 


tk SUPER Carbide Tipped 


sonry Drills in Handy Kits 
Display « Larger Sales 


Drills Protected When Stored 


MASONRY DRILLS 






; oY Lh 


we eee ® 
en an 


Thar’s profit in them thar drills! Super Carbide 
Tipped Masonry Drills are tapping a big reser- 
voir of demand among dozens of industries. 
Now that Super Masonry Drills are available in 
Extra Lengths (for deep hole drilling) you'll sell 
more than ever. Get your share of the profits now. 


@ FASTER 
By 50% to 75% of former drilling time. 
Use portable electric drill or hand brace. 


CLEANER 


Produce straight, true holes without damag- 
ing easily-broken building materials. 


BETTER 


Accurate fits permit rapid installation of 
Expansion Shields, etc. 


SILENT 
Permit drilling in occupied buildings without 
annoyance to tenants. 


FOR DRILLING 
Asphalt * Brick * Concrete * Slate * Marble 
Porcelain * Stone * Tile * Wallboard * Plaster 
Other materials. 


Carbide “Vipepeed “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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lalk of the Trade 




































CIVIC MINDED: Ted Kenny (S. B. Hubbard Co., Jacksonville, Fla.) puts 
the Florida Chamber of Commerce to shame when he starts talking about the 
sunny south, especially when his righthand man, “Slim” Gody, is on hand 
to back him up. 





SOUTHERN HOSPITALITY: Johnny Pye and Ben Barker (Pye-Barker, 
Atlanta) came to the rescue when your editors found themselves roomless in 
Memphis. . .. They gave temporary shelter and then Gunter Smith (Walworth 
Co.) came along with the permanent solution. 





MARDI GRAS: New Orleans distributors are wondering how it is that manu- At x 
facturers’ men can manage to be in N.O. just around Carnival time. . . . [> (he © 
Maybe I shouldn’t mention it—I managed it too. 


VITAL STATISTICS: Mr. & Mrs. Stanley Lambert recently became the 
parents of twin boys. . . . Stam is assistant sales manager of Heller Brothers, 


Newark. . . . Cigars also were handed but in Mitt Suppties’ office when a ie OF a 
° 7 ° » y x 
boy arrived at the home of Mr. & Mrs. Art West. . . . Art is manager of wa 
research and promotion for M.S. ae WJ 
7 - AY / / 


EXCITEMENT: Hugh Waterston (Waterston’s, Detroit) was in the basement 
when suddenly all the lights went out... . Hugh could hear people running 
around and then water began dripping down. .. . By the time Hugh got 
upstairs the excitement was all over... . / A light fixture in the newly panelled 
powder room had burst into a ball of flame. .. . Johnny Campbell grabbed a 
fire extinguisher and passed it on to Don MacKay who did a professional job 
of squirting the fire as well as Marilyn Weide who held the door open fer him. 


MEMPHIS MEMO: Southern distributors really did themselves proud at the 








Memphis meeting. . . . They not only outnumbered the manufacturers, but t 
they saw to it that the manufacturers were fully aware of what distributors are r 
thinking about (there’s a report on the meeting on page 96). 

\ 
CONGRATULATIONS: Dan Northup (Henry G. Thompson) played a co- . 
starring role on Jan. 30... . Dan and the former Mrs. Elmer Andrew Robinson > I 
were married on that day. 

ri 
+ . , ~ ( 
Y NOTES: Milton Cohn (Hagedorn Hardware, Valdosta, Ga.) has been 
named one of the “Young Men of the Year” by the Valdosta Junior Chamber 

‘ 


of Commerce. . . . To Walker Lewis (Lewis Supply Co., Memphis) accepted 
a joint Army-Navy citation for the Memphis YMCA of which he is president. 
. . . The award was in recognition of the Y’s USO activities. R.W.B. 
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NY JENKINS DISTRIBUTOR will tell you that this 

Diamond and Signature trade mark talks... 

and talks plenty whenever he is making new con- 

tacts, developing new business, or building up loyal 
relationships with regular customers. 


To every valve user it says... “We've met before. 
You know all about the reputation of my company 
and my products, You have the utmost confidence in 
my integrity.” 

Valve users know this famous trade mark is found 
only on valves that have been unsurpassed in design, 
quality of materials and workmanship for 83 years 
... valves they can count on for longer and more 
economical service life. 


Yes, it pays distributors to handle valves that have 
a trade mark that says so much. It simplifies their 


A Trade Mark that TALKS! 





selling efforts. It extends their markets. It builds 

bigger, more profitable sales. No wonder Jenkins 

Distributors regard the Diamond and Signature 

trade mark as one of their most valuable assets. 
Jenkins Bros., 80 White Street, New York 13; 

Bridgeport, Conn., Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal. 


LOOK FOR THIS te, DIAMOND MARK 


SINCE’ Deatiie A 


JENKINS 
VALVES 


Types, Sizes, Pressures, Metals for Every Need 


1864 
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REPUBLIC’S 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making por 
sible aggressive competition with reason 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts % 
that his sales force may be given the ad 
vantage of specialized training and a know: 
edge of the product sold. 
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W. F. CROWDER, Editor 
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R. W. BARNETT, Managing Editor 


TAXES AND THE BUDGET 


NEW FEATURE has been added to our tax making process 

this year that seems to make sense. After the Presi- 

dent submits his budget to the Congress, both houses 
through resolutions express their opinions of the magni- 
tude of federal expenditures they believe to be adequate. 
While not finally binding on Congress, these resolutions in 
effect act as restraining influences. 

A homely analogy will indicate why we probably feel 
this device makes sense. As boys our fathers used to fol- 
low this same course in limiting our expenditures. We 
were given twenty-five or fifty cents per week as spending 
money in return for the chores we did around home. We 
lived within this budget and spent the money on the things we 
felt would give us the most pleasure. And usually there was 
a lot of weighing of alternative expenditures to make the 
money go as far as possible. 

Now if we had been allowed to develop a budget of all 
the things we wanted, it might easily have run to ten, twenty 
or thirty dollars a week. The capacity of a small boy to 
think up things to want is almost unlimited. Good argu- 
ments for all such expenditures could easily have been 
developed. As it was, however, we got our twenty-five or 
fifty cents and had a good time with an occasional major 
expenditure for a bicycle, or roller skates or a sled thrown in. 

In effect, the Bureaus in Washington, under the directing 
hand of the Budget Bureau, draw a list of their wants. In 
the aggregate these requests for funds constitute the 
President’s Budget for any year. When you turn loose a 
group of intelligent and imaginative individuals in the 
various Bureaus, they are bound to see all sorts of areas 
where they could expand the scope of their operations— 
and, of course, their expenditures. Here too, very compelling 
arguments can be advanced which in the sincere opinion of 
these individuals conclusively demonstrates the need for the 
activity and justifies the request for funds. This sort of 
thing could go on almost indefinitely or until the tax burden 
on industry becomes so oppressive as to induce stagnation 
in the dynamic elements of the economy. 

Before such extremes are reached, serious thought must 
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be given to the consequences. It is believed that the 
current review of the budget by both houses of Congress 
serves this vital purpose. In a sense, Congress, as the 
direct representatives of the people, is reflecting the people’s 
desire as to how much in the way of government activity 
and expenditures they want to buy and pay for through taxa- 
tion. Whether the resolutions as finally passed induce a 
reduction in the budget of four and a half or of six billion, 
the move is certainly in the right direction. 

On purely logical grounds, the current drive to arbi- 
trarily reduce taxes on individuals twenty percent, would 
appear to put the cart before the horse. But as things work 
out in government circles, this may be the most effective 
way to get expenditures down. If taxes bring in the revenue, 
we can be quite sure that the funds will be spent. There 
is a lot of talk about reducing the debt—with justification— 
but the first move toward a solvent and expanding economy 
would appear to be the reduction of taxes that retard ini- 
tiative and the corresponding reduction in governmental 
activities and expenditures. 


As James H. McGraw, Jr. points out in his editorial on 
page 131 of this issue, federal taxes in 1929 took one dollar 
out of every twenty of national income while the current 
budget of thirty-seven and a half billion dollars, even assum- 
ing a six billion cut, will take one dollar out of every five 
of the national income. “Today the tax colossus that spreads 
across the national economy is unguided by aay central 
nervous system. Its crushing weight comes down first here, 
then there, as the giant wobbles around, unguided by any 
central purpose except to grab as much as it can.” 

This situation calls for the attention and action of all 
businessmen. It is doubly critical for industrial distributors. 
In the first place, in their own firms, they bear their share 
of the crushing weight. But more significantly their cus- 
tomers—the plants, factories and mines of America—also 
support a staggering tax burden. And we all know you 
can’t do an expanding volume of business with stifled or 
stagnant industries. 
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Spotlight On Credit 


THE ROLE of the credit man in industrial distribution, rele- 
gated to the background during the war by the easy money 
and the need for his services in other departments, will 
regain its importance in the immediate future. The sellers’ 
market is disappearing and the resurgence of the buyers’ 
market will be marked by canceled orders, more intense 
competition and increasing difficulties in credit extension. 
Distributors’ credit policies, long unattended, will need 
refurbishing for the tougher sledding ahead. There will 
be a need for timely and accurate financial information and 
more personal contacts. 

Commenting on the problems of credit men in general, 
Henry H. Heimann. executive manager of the National 
Association of Credit Men, sounded some warnings and 
gave some advice which distributors would do well to ponder. 
Mr. Heimann scouted the idea that with present labor costs 
it will be almost impossible to get a lower cost on a unit 
of merchandise. He believes competition will be so severe 
and most of it so unintelligent that a temporary price 
structure is going to be set in many instances by competi- 
tive conditions. Eventually, Mr. Heimann added, the struc- 
ture will rest upon the foundation of production cost but, 
in the period immediately ahead, competition, particularly 
where inventories have been accumulated, and not production 
cost, will set the price structure in many instances. 

Individual businesses must be strong and efficient if they 
are to hold their own in the years ahead, Mr. Heimann added. 
Every possible wartime extravagance must be weeded out 
and businessmen must wage an aggressive campaign to 
reduce taxes, the largest item of cost. 

Mr. Heimann advised evaluating customers carefully, 
finding out whether or not they are capable of conducting 
business in peacetime competition. whether or not they are 
war bloomers, where are their sources of capital. what are 
labor conditions in their plants. what are their tax liabili- 
ties and how satisfactorily have they been cleaned up. 

Other suggestions offered by Mr. Heimann are: 

Be prepared for an increase in failures. 

Check commitments against order duplications. They 
may not have been canceled. Some day companies may 
be faced with the delivery of goods for which they have 
no need. 

Work with sales forces to give the rudiments of credit 
management to them. 
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Selling Job Indicated 


More THAN 90 PERCENT of the nation’s warehouse opers- 
tors indicated warehouse occupancy will continue at capacity 
levels throughout 1947, according to a survey by the mer. 
chandise division of the American Warehousemen’s Associ 
ation. The survey, which covered 422 warehouses in 4 
states and the District of Columbia, is of significance to 
industrial distributors, many of whom list warehouse opera- 
tors as customers. Other distributors may have been over- 
looking these operators as potential customers. 

Warehousemen, according to Ernest L. Becker, chairman 
of the association’s committee on public relations who made 
the survey findings public, are aware of the increasing im- 
portance of efficient materials handling equipment. The 
survey showed that many operators are seeking a better 
utilization of their cubic space. Definite plans to purchase 
materials handling equipment during 1947 were reported 
by 62 percent of the operators canvassed. These purchases, 
the operators reported, will enable them to properly utilize 
their high space, heretofore classified as “waste area”. Fork 
trucks interested the warehousmen most with almost two- 
thirds of those planning purchase of equipment having 
designated such trucks. Portable elevators, conveyors, jack 
lifts and motorized and non-motorized hand trucks were 
other items of materials handling the warehousemen expect 
‘to add this year. Here is a job of selling and servicing for 
the alert distributor. 


es 

This Is It 

DistripuTorS have been warned so often of the approach 
of the buyers’ market and the need to gear operations to new 
peaks of efficiency, especially in selling, that some may 
have developed a callous indifference to repeated cries of 
“wolf!” However, distributors cannot afford to ignore the 
current monthly report of the business survey committee of 
the National Association of Purchasing Agents on Page 232. 
The report, which reflects the state of the industrial market 
as purchasing agents, distributors’ customers, find it, states 
that industrial markets are stabilizing, prices generally 
seemed to have passed their peak, supply is catching up 
with demand, more salesmen are making calls, competition 
is developing rapidly in many lines. These developments, 
according to the report, indicate that the change from the 
sellers’ to the buyers’ market is near. 
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SUPPLY SALES 
TOP 214 BILLION 


Higher prices in 1946 lift distributor sales perform- 


ance above dollar level in 1945 


through industrial _ distributors 
amounted to $2,262,000,000 in 1946. 

At this level, dollar sales exceeded those 
in 1945 by 14.3 percent and were 6.2 
percent above the wartime peak in 1942. 
Most industries in their post war 
planning set goals for themselves. These 
goals were expressed in terms of the 
percentage gains they hoped to realize 
above their pre-war performance. The 
Committee for Economic Development 
(C.E.D.), for example, conducted a na- 
tionwide survey of such goals among 
the various industries. On the average, 
the companies interviewed estimated 
that their volume in 194X—first full 
year after the war—would be 42 percent 
above 1939 (see special Mitt Supp.ies 
Bulletin, “Post War Markets,” August 
2, 1945). Against this background, it 
is significant that sales through indus- 
trial distributors in 1946 were approxi- 
mately 160 percent above those in 1939. 
Let us digress a moment at this point 
and say a good word for statisticians 
and for the receptivity of MiLt SuppLies 
to new ideas as a leader in its field 
The September, 1944, issue of Muti 
Supplies carried a series of estimates 
of post war sales volume in the indus- 
trial supply industry prepared by the 
present editor of Mitt Suppuies while 
he was then chief of the Distribution 
Division, U. S. Department of Com- 
merce. At that time, the estimate was 
made that the dollar volume of supply 
sales in 194X would amount to $1.77 
billion (in 1944 prices) under condi- 
tions of full employment. Prices for 
the year 1946 were approximately 25 
percent above those prevailing in 1944 
(yearly averages). If we raise the esti- 
mate to account for the price increase, 
the projected estimate of supply sales 
at 1946 prices comes out to be $2,212.- 


‘er OF SUPPLIES and equipment 


LUMI | 


500,000 (we may assume full employ- 
ment during 1946). This adjusted fore- 
cast may be compared with the sales 
figure of $2,262,000,000 reported above, 
which is not bad forecasting in any- 
body’s league. 


Price increases in 1946 boost 
doflar showing 

Dollar sales figures in 1946 were 
lifted substantially by price increases 
both before and after the 
O.P.A. 

While 
specifically constructed to cover the 
items sold through industrial distribu- 
tors, the wholesale price index of all 
metal and metal products compiled by 
the Bureau of Labor Statistics (B.L.S.) 


demise of 


we have no price index 


BY DR. WALTER F. CROWDER 
Editor 


‘ may be considered as fairly represen- 
tative of supply and equipment items. 
The price changes reflected by this in- 
dex are heavily weighted by the move- 
ment of basic iron and steel prices. But 
changes in basic steel prices quickly 
show up in the finished steel products 
sold by distributors. Furthermore, non- 
steel products in many instances fol- 
low a sympathetic price course. 

On the accompanying chart, “Trend 
of Supply Sales and Industrial Produc- 
tion, 1935-1946,” three series are plot- 
ted: 

(1) The monthly index of supply 
sales—1935 through 1946—regularly 
published by Mitt Supptiss. 

(2) The supply sales index adjusted 
for price changes—1940 through 1946. 


Trend of Supply Sales 
Industrial Production, 1935-1946 
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The individual monthly figures for this 
series was obtained by dividing the sup- 
ply sales figure for each month by the 
B.L.S. price index figure for the cor- 
responding month. 

(3) The monthly index of total in- 
dustrial production regularly prepared 
by the Federal Reserve Board and pub- 
lished in Mitt Supptis. 

If we assume that the B.L.S. index of 
metal and metal product prices is rep- 
resentative of the changes in prices 
which have occurred in supply and 
equipment items sold through distribu- 
tors, the curve of supply sales (ad- 
justed for price changes) gives us a 
fairly reliable indication of the physical 


volume of goods flowing through indus- — 


trial distributors. And it is against this 
physical volume that most distributor 
cost changes must be measured. 


What do the figures show? 


Over the year from December, 1945, 
to December, 1946, the B.L.S. metals 
price index increased 26 percent. This 
means that a distributor would have 
handled approximately the same phy- 
sical volume of goods in December, 
1946, as he did in December, 1945, if 
his dollar sales in the latter month were 
26 percent above those in December, 
1945. As stated the other way: if his 
dollar sales in December, 1946, were 
the same as in December, 1945, the 
physical volume of goods handled would 
have been*off about one quarter. 

Thus, in interpreting the chart, the 
exceedingly steep rise in dollar sales 
during 1946 must be evaluated with the 
price increases in mind. The curve, 
SUPPLY SALES (adjusted for price 
changes), indicates that in terms of 
physical volume handed distributors 
made a good showing in 1946 though 
not nearly so spectacular as the dollar 
figures would indicate. On the average, 
the showing was about the same as in 
1945. 

In a sense, the physical volume curve 
has particular significance for the sales 
management and salesmen of supply 
firms. The distributors’ salesman sells 
the long list of supply, equipment and 
maintenance items handled by his firm. 
Against this are the physical needs of 
old, new and potential customers. To 
make the wheels of industry turn, spe- 
cific tangible products are needed. To 
continue the analogy, specific items 
of power transmission equipment are 
being used up and replaced. The 


Percentage Increase in Sales 1946 over 1945 By Regios 
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salesman who only sells the same 
physical quantity is not expanding his 
market, in the sense of meeting real 
needs, regardless of what his dollar sales 
figures may show. 


Regional Showing 


Not all regions did equally well in 
1946 as compared with 1945. In the ac- 
companying map, the 12-month show- 
ing by major regions is - presented. 
These figure, as well as the aggregate 
dollar total for the entire industry 
shown above, are taken from the supply 
sales index compiled and published 
each month by Mitt Suppuirs. The 
validity and internal consistency of this 
index was confirmed by the independ- 
ent survey conducted last fall and pre- 
sented in the November issue. The fig- 
ures appearing in that survey were based 
on 8-month comparisons in 1946 and 
1945. In light of subsequent develop- 
ments (the sales drop during the last 
two months of 1946), the data presented 
in November and the 12-month figures 
shown here are consistent. 

As in the survey appearing in the 
November issue, sales by Southern dis- 
tributors in 1946 showed the broadest 
percentage gain over 1945. It was ex- 
plained at that time that a larger pro- 
portion of industry in the South is de- 
voted to the production of goods in the 
non-durable category. And output of 
non-durables during 1946 was at record 
levels, being relatively free of labor dis- 
putes resulting in work stoppages and 
having less of a reconversion problem 
than that which beset most durable 
goods plants. 
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The showing in the Western region 
must also be appraised in light of back. 
ground factors. The wartime gains in 
this region exceeded those of any other 
area. The region thus entered the pos 
war period at a higher level than other 
regions. Furthermore, much of the war 
time gains may be accounted for by the 
tremendous expansion in shipbuilding 
airplane construction and contributon 
industries—industries which could no 
be supported at wartime levels by peace 
time, civilian demands. 


Outlook for 1947 


In perspective, the year 1946 wil 
probably be viewed as one of recon 
version. It was a year in which al 
sorts of dislocations and maladjust 
ments developed in various segments 0! 
industry—the customers of industrial 
distributors. In some areas of the eco 
nomy, output was pushed beyond nor 
mal while it lagged in others. Prices and 
costs in many segments also got out @ 
line. If we follow a course anythin 
like our past experience would lead 
to expect, 1947 should be a year of a¢ 
justment. These adjustments in ow 
economy may not take the form of th 
best advertised recession in history- 
the one which our economists are al 
freely predicting for 1947—but there’ 
good reason to expect some minor dip# 
industrial output as the adjustment 
work themselves out. And, of cours. 
this dip may: be reflected in distribute 
sales. 

While all of the ramifications of pot 
sible adjustments cannot be analyze 
here, one such typical adjustment ¢ 
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particular importance to distributors 
ay be cited to indicate the nature of 
the changes whichmay- te in the offing. 
‘The accompanying chart, “Relation- 
jhip Between Sales of Durable and Non- 
durable Goods Retail Stores and Dis- 
posable Income of Individual,” pre- 
gents graphically the type of change 
that occurred during the war and after 
jn a sensitive sector of our economy. 
Sales in retail stores, of course, repre- 
gent sales to ultimate consumers. It is 
to produce the good which go across 
retail shelves that factories and mines 
are operated. And, remembering inven- 
tories in the pipe lines, as retail sales 
go so go the factories producing the 
goods sold. While not overlooking the 
manufacturers of producers’ goods, con- 
ditions as they exist at the point of sales 
at retail counters reflect back immedi- 
ately to manufacturers and, of course, 
are also felt by industrial distributors 
serving industry. 

On this chart the close relation be- 
tween retail sales and the disposable in- 
come of individuals is strongly pointed 
up. From 1929 through 1941 the plot- 
ted points fall closely along the lines 
of regression for both nondurable 
goods stores and durable goods stores. 
This means that for each year and at 
the appropriate level of disposable in- 
come, retail sales in the pre-war years 
established a definite, dollar-volume pat- 
tern. 

In the war years sales of retail stores 
predominantly handling durable goods 
fell far below the expected level as de- 
termined by pre-war experience and 
shown by the solid line on the chart. 
This is easily accounted for. The fac- 
tories making durable consumer goods 
(automobiles, washing machines, me- 
chanical refrigerators, etc.) were largely 
converted to the production of war 
goods. Thus while the disposable in- 
come of individuals mounted sharply, 
sales of durable goods through retail 
stores fell far below the level that would 
be expected at those high income levels 
{indicated by the circled dots, years in- 
dicated by numbers 742, °43, °44, °45). 
As the factories making durable goods 
whipped their reconversion problems in 
1946, sales through retail stores jumped 
back toward the line indicating the nor- 
mal relationship. It will be remembered, 
however, that it was not until the last 
months of 1946 that plants in these lines 
really got into production. 

Sales through non-durable goods 
stores (apparel, restaurants, food, shoes, 
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liquor, drug, etc.), on the other hand, 
mounted throughout the war as dis- 
posable income rose. The expected 
gains as indicated by past experience 
were fairly well realized despite short- 
ages, rationing, etc. In 1946, however, 
sales through non-durable goods stores 
far exceeded the volume that would be 
expected at the 1946 level of income. 
With peacetime volume of disposable 
income at record levels and the short- 
ages of durable goods, consumers spent 
a larger proportion of their income on 
non-durable goods than would be ex- 
pected on the basis of past experience. 
Plants producing goods in this cate- 
gory stepped up their output to meet 
this unprecedented demand. Tiiis is con- 
firmed by figures from the Federal Re- 
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serve Board index which shows the out- 
put of factories producing non-durable 
goods to be at record levels during 
1946. And for distributors serving plants 
producing non-durable goods, it meant 
record sales, 

The unusual performance in these two 
segments of our economy set the stage 
for the adjustments mentioned earlier. 
Several things can happen. 

(1) As the output of durable goods 
rises and becomes available through re- 
tail stores, a larger and larger propor- 
tion of the consumer’s dollar will go for 
the purchases of goods in this category. 

(2) This will leave less “hot” money 
to be spent in non-durable goods stores. 
This slackening in demand will imme- 

(Continued on page 275) 
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HE REALIZATION that comfortable 
| ees conditions induce 

greater productivity has made many 
plant operators aware of the economical 
possibilities of improving conditions in 
their own plants by the installation of 
unit heaters, ventilating fans and blow- 
ers. Other plant owners with plants in 
which conditions can be improved, have 
yet to be introduced to these products. 
All of which has opened new sales pos- 
sibilities for industrial distributors, 
many of whom have added these prod- 
ucts to their regular lines. Others have 
been prevented from stocking the items 
because the products have been in short 
supply. 

Up to recently, the chief argument 
against the distributor taking on these 
new lines has been that they required 


Industrial distributors have developed pattern for 
selling unit heaters, ventilating fans, blowers with 


regular staffs 


specialized technical training for indus- 
trial supply salesmen. However, the 
experience of a few pioneers in the in- 
dustrial supply field has proved that 
selling unit heaters, ventilating fans 
and blowers takes no more special 
preparation on the part of industrial 
supply salesmen than the selling of 
valves, gauges and other steam special- 
ties. These distributors are convinced 
that unit heaters, fans and blowers are 
logical additions to regular lines car- 
ried by the average industrial dis- 
Their experience indicates 
that the addition of these items to the 
salesman’s lines enhances the oppor- 
tunities for additional sales of regular 
and allied items such as traps, valves, 
pipe, strainers, fittings, air valves, 
gauges, thermometers, thermostats, 


tributor. 
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SELLING COMFORICA 


More packaged goods—twe big blowers are laid out on 
the display floor at Pate Supply Co., Birmingham, Ala. 
In the background, is a large ventilating fan. . 


E. R. Lindstrom, vice-president of Industrial Supply Corp., 
Richmond, Va., peruses a layout for unit heaters he 
designed for a textile plant. 
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V-belts, sheaves and even boilers, @ 
of which are used in conjunction with 
one or other of the three items. 

A spot check made recently amon 
Southern firms who have been and ar 
selling these products successfully, in 
dicates five interesting developments ip 
the attitude of industrial supply firm 
toward unit heaters, ventilating fam 
and blowers. These developments are: 

1. Industrial distributors generally 
regard these items as appropriate add 
tions to their current lines suitable fo 
marketing in the industrial and com 
tracting trade. All factories and plant 
are prospective customers, not counting 
contractors, commercial houses afi 
small shops. 

2. Most distributors provide engt 
neering service for estimating, recom 
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mending and designing layouts to in- 
crease sales and assure customer satis- 
faction. 

3. Some distributors rely upon spe- 
cial training for salesmen to enable 
the latter to spot sales opportunities, 
to discuss these products intelligently 
with plant superintendents and engi- 
neers, and to make basic recommenda- 
tions. For solutions to more complex 
installations, they turn to manufacturers’ 
representatives for assistance. 

4. Most distributors handling these 
products think a_ well-defined 
policy is required, especially in selling 
unit heaters, in order to protect install- 
ing contractors who are also customers. 
Basic features of such policies are: 
(a) -sales are made direct only to those 
plants which: (1) have their own main- 
tenance or engineering staffs capable of 
doing their own installing, and (2) do 
not have maintenance or engineering 
staffs but who let out such work as 
installations to contractors on a fee 
basis. 

5. The products are easily handled 
and marketed on a package basis which 
leaves the distributor a wide latitude in 
the selection of the methods to be used 
in selling them, and in the amount of 


sales 


Norbert R. Sherman 
and brother Bill in- 
spect a small exhaust 
fan which they find a 
good selling item at 
Sherman Bros. Mill 
Supply Co., Louisville, 
Ky. 





service he will render with products. 

These developments were drawn from 
the experiences of such industrial sup- 
ply firms as Industrial Supply Corp., 
Richmond, Va.; The Young & Vann 
Supply Co. and Pate Supply Co., Birm- 
ingham, Ala.; Graft-Pelle Co. and Sher- 
man Bros. Mill Supply Co., Louisville, 
Ky.; Mills & Lupton Supply Co. and 
Hajoca branch, Chattanooga, Tenn.; 
Gastonia Mill Supply Co., Gastonia, 
N. C., and Carolina Machinery and 
Supply Co., Rocky Mount, N. C. Most 
of these firms handle all three of these 
products with but slightly varying 
methods. In all of these firms, the sales- 


inspects the job. 
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men have been grounded in the basic 
fundamentals of heating and ventilation 
as applicable to the use of these prod- 
ucts. This enables them to recognize 
sales opportunities and to discuss these 
products intelligently with steam engi- 
neers and plant superintendents who 
are generally responsible for recom- 
mending or purchasing devices. 

Most of these firms also have the 
services of an engineer or an expert in 
heating and ventilating who is capable 
of estimating requirements, making 
direct recommendations or designing in- 
stallation layouts. After uncovering a 

(Continued on page 277) 


Unit heaters can be sold as packaged goods to contractors and 
plants doing their own installation work. 
arrived at Mills & Lupton Supply Co., Chattanooga, Tenn., and 
are being put in the stock room. 


Two units have just 


The large ventilating fan installed in the South Carolina Ma- 
chinery & Supply Co., Rocky Mount, N. C., serves as a good 
demonstrator, according to G. H. Booth, vice-president, who 





Many Small Orders 
Pile Up Big Records 
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Bill Landry, Mission Pipe & Supply 
salesman, off for more packing 
orders. 


W. G. “Birt” Lanory. salesman for 
the Mission Pipe & Supply Co., San 
Diego. Calif.. sold 1.000 Ibs. (deliv- 
ered) of packing in two and a half 
months which might tempt some skepti- 
cal folks to shrug their shoulders and 
say, “So what?” 

This is what. Bill’s firm took on a 
new line of packing in March of last 
year. In two and a half months, Mr. 
Landry had a thousand pounds of the 























“He has some very confidential in- 
formation for you.” 
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SALES TIPS om SALES MEN 


new product sold which made him elli- 
gible for membership in the Thousand 
Pound Club. To qualify for member- 
ship in this unique organization, a 
distributor salesman is required to sell 
a thousand pounds within two years’ 
time. To put it mathematically: 

Landry: Minimum Club Require- 
ments = 214 : 24 

Since Mr. Landry is quite modest, 
he pooh-poohs: the deep significance of 
the equation. However, he did say that 
it was not done by landing some big, 
special order. The business was 
grubbed out in the regular course of 
selling calls upon tuna boats, utilities, 
etc. The supplier of these packings 
says that Mr. Landry’s performance is 
a record as far as its line is concerned. 


War Sales Experience 
Valuable to Salesmen 


THE PAST FIVE YEARS have been rugged 
but provided invaluable sales training, 
according to E. C. Campbell. salesman 
at Riechman-Crosby Co., Memphis. 
Tenn., who is doing all right, in spite 
of scarcities and the back-order file. 

Ed’s theme in selling is “There’s 
more than one way to go to town other 
than by the direct route,” which has 
netted him more customers and retained 
old ones. 

One of the toughest jobs Ed ever 
ran across was when his firm was 
building a derrick for a lumber com- 
pany. All material had been furnished 
except channel iron, which was neces- 
sary for the “spud lag” (brace for the 
derrick). No one at his company nor 
the lumber firm could come up with 
any suggestions for substitution, as the 
channel iron could not be found. Ed 
was about to give up and remembered 
his theme and that it hadn’t failed him 
yet. There still must be a way to get 
to town and get the job completed. And 
there was! 

Ed furnished 10-in. pipe and squared 
it up with four angles which made it 
cover a 10-in. square as a 10-in. chan- 
nel would have done. This was done 
without having to change up any other 
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dimensions on the derrick. 

After it was completed, and put in 
use—customer found that this idea was 
much better than the channel iron. It 
was stronger and less trouble to in. 
stall, and required about a tenth of the 
time to make. There was less welding 
and less labor used. This feature could 
be made with a helper’s welder, whereas 
the former method of using channel 
iron required the welder himself. 

The lumber company was so happy 
about this that they placed an order 
with Ed for three more derricks at a 
cost of about $10,000 each! 

Another time, Ed relates, he was up 
against a proposition of a customer who 
wanted four posts 12 ft. long, made of 
6-in. I beams for setting a boiler. The 
I beams could not be found. Ed came 
up with the idea of using 5] lineal feet 
of 6-in. extra heavy pipe, which he cut 
and pieced out into 12 foot posts, which 
did the job equally as well. 

And Ed has a life-time customer! 


E. C. Campbell is grateful for the 
experience of the last five years. 
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“FACELIFTING-FOR SALES” 


MILL SUPPLIES, in a special May issue, will point the way to increasing sales 


through effective display, layout and common-sense stocking of related items 


have been likened to ‘the linemen 

on a championship foothall team— 
they are a necessary and important 
part ef the distributor’s operations but 
they seldom attract the attention that 
goes with an outside selling job. Dis- 
tributors, outside salesmen and inside 
workers have pointed this out to your 
editors and, as a result, there will be 
a special May issue devoted to inside 
operations and how they can be im- 
proved through proper display, layout 
and the convenient stocking of related 
items. 

By improving display and layout, dis- 
tributors can equip inside workers as 
well as outside salesmen with a razor 
edge sales tool—a tool to be used in 
achieving the contant aim of all dis- 
tributors: more sales and more profit. 

Among the distributors who have rec- 
ognized the need for a “facelifting 
operation” so far as layout and display 
are concerned is the L. L. Ensworth 
Co., of Hartford, Connecticut—a typical 
general line distributing company in an 
average-sized industrial city. Ensworth 
officials had just begun to draft plans 
for the modernization move when your 
editors proposed that the company 
serve as the chief case history for the 
May story. They immediately consented 
and pledged their whole-hearted coop- 
eration. 

The second preparatory step was to 
find an expert in display and layout— 
a man or group of men whose experi- 
ence meant that they could study a dis- 
tributor’s problems and make concrete 
suggestions that are practical, not theo- 
retical. 

This combination was found in Mar- 
tin Jenter Associates of Mount Vernon, 
N. Y. The head of the firm, Martin 
Jenter, not only has had 40 years ex- 
perience in commercial and industrial 
layout and display work, but at one 
time was associated with a hardware 
and industrial distributing company, 
The Warner Hardware Co., Minneapolis. 
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In fact, it was his experience with War- 
ner Hardware that launched him into a 
career of display work. Mr. Jenter, 
feeling that the window display could 
be improved upon, was granted per- 
mission to try his hand at it. He did, 
using Starrett tools for display. The 
window won first prize in a national 
competition and Mr. Jenter was started 
on his lifetime work. 

He studied design in Germany and 
France and was employed on the ad- 
vertising staffs of Selfridge’s London. 
and Yale & Towne Mfg. Co. In addi- 
tion, he served as an art director for 
several advertising agencies before start- 
ing his own business. 

As head of his own company, Mr. Jen- 
ter has done extensive department store 
and wholesale company layouts. He 
has designed and constructed displays 
for General Motors, International 
Nickel, Corona Typewriter, the Depart- 
ment of Commerce, Frozen Foods Insti- 
tute and numerous other nationally 
known organizations. He has been 
awarded several gold medals for his 
work in Paris, Philadelphia, Chicago 
and New York fairs. 

Mr. Jenter is assisted in his work 
by two sons, William and Martin, Jr. 
William Jenter is an American Insti- 
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Martin Jenter studies present layout on the spot at Ensworth Co. 





tute of Architecture prize winner and 
is now a practicing architect. Martin. 
Jr., has done extensive advertising and 
radio production work. 

Work on the May issue is already 
underway. Mr. Jenter accompanied by 
your editors have spent many hours in 
the Ensworth company. Preliminary 
sketches have been drawn. Countermen, 
telephone salesmen and other inside 
workers have been questioned and re- 
questioned as to their problems and 
any difficulties they may encounter in 
performing their jobs. 

When the work is finally completed. 
there will be a series of drawings show- 
ing what Mr. Jenter and his associates 
propose. “Before” pictures will en- 
able you to see exactly what the pro- 
posals will mean. In addition, there 
will be text, pointing up the principles 
of good layout and display and from 
this every distributor will be able to 
adapt any or all of the presentation 
to his own individual problems. 

There will be more to the special 
May issue. Photographs are now being 
collected from all parts of the country, 
showing what distributors have done in 
the way of layout and display. Con- 
structive criticism on these photographs 
will be included. 


91 











nt, er 
3, Burns, presiaen offi 
william uth de jstrib 
ith Miss ae a i 
se viden 
oor industr 8 
tead! 


NTO THE MANUFACTURE of the cos- 
| tume jewelry, rings, watches, brace- 

lets and scores of other trinkets with 
which we Americans adorn ourselves go 
quantities. of tools and supplies. The 
city of Providence. R. I., is the hub of 
a large part of this jewelry industry. 
and here the industrial supply firm of 
William J. Burns, Inc., does a note- 
worthy job of supplying the special 
items unique to the industry whose an- 
nual product value was over $100 mil- 
lion, by last-pre-war census. 

Because jewelry making requires cer- 
tain tools peculiar to itself, the jewelry 
supplies department of Wm. J. Burns, 
Inc., must stock many lines not found 
in the “run of the mill” supply house, 
and equip its salesmen with special 
know-how. Besides the jewelry indus- 


Working the design for a new pair of earrings in brass, 
Richard F. Paul use a chaser and special hammer at 
Silverman Bros., Inc. Other tools in foreground are files, 


gures 
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New England distributor serving jewelry 
manufacturers builds his value to cus- 
tomers on special lines and integrates this 


with service to other basic industries 


try, which accounts for more than 50 
percent of sales, Burns, Inc., serves the 
textile industry and machine shops, thus 
affording diversification of market and 
industrial products. 

Bill Lynch and Bill Perfetto are the 
two salesmen in the Providence area. 
Although they contact all three classes 
of industrial users, a large part of their 
time is devoted to the jewelry industry. 
It is their responsibility to know jewelry 
making from first to last stages. Per- 
fetto has had 10 years’ experience sell- 
ing supplies to the jewelry industry. 
having managed that department for a 
hardware store before joining Wm. J. 
Burns, Inc. Lynch, who formerly man- 
aged a laundry, is now completely at 
home in a jewelry plant, textile plant 
or machine shop. Both men had ex- 
tensive experience behind the counter 
before going outside. 
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While much jewelry manufacture is 
still a product of hand artistry, the 
industry has made strides in the use of 
machinery for mass production of cos- 
tume jewelry in the relatively low-price 
field. Thus, there have been and will 
be, many opportunities for the alert 
industrial supply salesman with a broad 
practical knowledge of jewelry manu- 
facture to offer real help toward in- 
creased production, at lower unit cost. 

Comprising the jewelry industry are 
several types of plants—those making 
rough stampings; those processing 
metal findings; those producing finished 
jewelry from stampings purchased out- 
side; and those making finished jewelry 
from raw stock. In all of these plants 
methods and processes are quite simi- 
lar. 

Typical of manufacturers of a com- 
plete line of finished jewelry whom 


gravers, pliers and micrometer. At the Hingeco Vanities 
plant, Richard Liebherr, die cutter, works on a hub from 
which will be made the die for a new vanity design. He is 
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INDUSTRY 


Burns, Inc., includes among their regu- 
lar customers are Hingeco Vanities, Inc., 
makers of Trueart creations, and Sil- 
verman Brothers. Manufacture of a 
costume brooch in these plants illus- 
trates the thinking and hand and ma- 
chine operations that bring forth a 
new piece of jewelry. 

Each new jewelry creation is born 
with an idea. Out of the idea comes 
an artist’s drawing. An engraver, work- 
ing from the artist’s drawing and detail 
sketches, outlines the design in brass 
(or precious metal) and beats out the 
design in relief with a graver’s hammer 
and graving tools similar to small chis- 
els and embossing points. The body 
design is carefully finished, ridges and 
valleys smoothed, then cut from the 
metal stock with a fine piercing saw. 
Interior metal stock is also removed by 
hand sawing. Burrs and rough edges 
are then removed by hand filing. 

The model, or first sample then goes 
to the tooling room. Here dies, punches 
and piercing tools are prepared. These 
operations again require special grav- 
ers, files and hand cutters, in addition 
to milling, grinding and drilling ma- 
chines. When finished, after long hours 
of intricate hand work and power ma- 


using a ground-nose graver. Assembly and inspection of 
jewelry requires a variety of tools. Miss Ida Scorpio puts 
the final touches on a vanity case. Among items used in 








A. C. Martin, member of the Wm. J. Burns, Inc. firm, discusses a problem 
with Bill Lynch (center) and Bill Perfetto (right), both specialists in sales 
and service to the jewelry industry. 


chining, the die is ready to mass pro- 
duce quantity runs of jewelry design 
bodies in conventional power presses. 
To turn out a piece of finished jew- 
elry requires many other operations, 
such as plating, soldering of clasp 
hinges and catches, jewel mounting and 
inspection. This gamut of operations 
requires large assortments of engraving 
tools, special hammers and mallets, 
sharp-nosed pliers, files, piercing saws, 
flexible shaft mounted points, 
rotary cutters, soldering torches and 
gages. In addition to these special 
hand and power tools are standard mill- 
ing cutters, drills, taps, dies, reamers, 
lathe tools and related lines such as 
lubricants, tool grinders, machine re- 
placement parts, and even fluorescent 
light fixtures. This is where the in- 
dustrial distributor comes into the pic- 


tools, 


ture. 
William J. Burns, president of the 
Providence supply firm, believes that to 
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serve any specialized segment of indus- 
try, the distributor must handle a com- 
plete and representative stock of all 
major lines necessary to that industry. 

“That is how we have made our serv- 
ice valuable to the jewelry industry,” 
he says. “We do a sizable counter busi- 
ness, too, and the reason for it is that 
if a customer wants drills, whether it 
be tiny dental drills or 14-in. drills, we 
have them in stock. If he needs needle 
files in a hurry, we can furnish them. 
And if he has a machining problem, 
we can usually call upon our experi- 
ence with other jewelry makers to help 
him solve it.” 

As it did in all industry, the war 
brought about many changes in the 
jewelry industry. The general increase 
in purchasing power and the demand 
for luxury items boomed the sale of 
all kinds of jewelry. At the same 
time, the war production drive obliged 

(Continued on page 288) 


quantity by jewelry plants are chain pliers, cutters, flex- 
ible shaft tools, rotary files, mounted points, ring man- 
drels, ring buffers and bristle brushes. 








NEW PRODUCTS 


With sales possibilities 





Pillow Block 


Small, Precision Made 





A NEW LINE OF CAST IRON POROUS 
BRONZE bearing blocks, to take shaft 
diameters from ¥%-in. to l-in. (in six 
sizes) is being marketed. All ma- 
chined surfaces, holes and bores are 
milled and drilled to exact specifica- 
tions and tolerances. Shaft bores, 
thrust faces and mounting holes are 
machined from finished base, thus as- 
suring square, parallel mounting. 
Bronze bearings plus integral machined 
oil reservoir insures constant lubrication 
into porous metal with no oil leakage 
with proper _ installation.—Precision 
Products Co., Atlanta, Ga.—Muu Sup- 
pLigs, March 1947. 


Air Louvre 
Adjustable Flow 





AS A NEW ADDITION TO a line of com- 
mercial air conditioning, heating and 
ventilating equipment, a multi-louvre 


94 


damper has been introduced. The 
manufacturer claims several advantages 
from features of effective, uniform con- 
trol, quiet operation, and tamperproof 
locking mechanism. Multi-louvre con- 
struction divides the supply air stream 
resulting in uniform distribution and, 
as an aid to accurate balance, more 
minute adjustment of air volume. As 
the air turbulence passing louvres is 
minimized, a decreased noise factor is 
assured. The damper can be com- 
pletely closed, opened or left in any 
position by turning the handle in the 
center of the unit. Louvres can be 
locked in position.—Tuttle & Bailey, 
Inc., New Britain, Conn.—Mit. Svup- 
PLies, March 1947. 


Ball Bearing Take-Up 


Conveyor Service 


A NEW STEEL FRAME BALL BEARING 
TAKE-UP for conveyor service is being 
marketed. The unit consists of a ball 
bearing inner crosshead enclosed in a 
cast iron housing provided with ways on 
each side for supporting guides. The 
housing has a hole for receiving the un- 
threaded end of an adjusting screw. 
The welded steel frame is designed to 
afford ample strength, in either ten- 
sion or compression, without excess 
weight. Adjustment is accomplished 
by turning the brass capatan-head nut. 
—Dodge Mfg. Corp.,.Mishawaka, Ind. 
—Mut Suppuirs, March 1947. 


Fittings 
Strong, Tough 


NEW, IMPROVED BRASS FITTINGS for con- 
necting copper, steel, aluminum and 
other thin-wall metal tubing, with 
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forged bodies on elbows and tees, have 
been announced. The new forged fit- 
tings are claimed to be considerably 
stronger and tougher than the usual 
cast fittings. It is also pointed out that 
the dense, close-grained structure of 
the metal in these fittings assures 
against porosity and blow holes. S.A.E. 
threads on pipe thread ends are longer 
than old style threads in sizes 14-in. 
and over, and are designed to provide 
tight joints.—IJmperial Brass Mfg. Co., 
Chicago—Mitt Suppiies, March 1947. 


Safety Goggle 
All-plastic 





A NEW LIGHTWEIGHT ALL-PLASTIC SAFETY 
GOGGLE with ventilated eye cups that 
reduce lens fogging has been intro- 
duced. The plastic frame and eye 
cups afford a large area of protection 
and permit wide angle vision in such 
jobs as clipping, grinding, babbitting. 
riveting, hand tool and machine opera- 
tion. A floating saddle bridge, shaped 
and positioned to fit comfortably against 
the nose eliminates pressure discom- 
fort. A swivel rod in the center, with 
clamp nut at top, enables quick re- 
placement of lenses, either clear or 
green.—American Optical Co., South- 
bridge, Mass—Mrit Suppuies, March 
1947. 
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PRODUCT 


Pillow Block 

Air Louvre 

Ball Bearing Take-Up 
Fittings 

Safety Goggle | 
Tap & Die Holder 





Gear Checker 
Socket Wrenches | 
Duplicator 
Handguard | 
| 
Hose Clamp 
Roller Trackage 
Power Winch 
Indexing Table 
Marking Device 
Rotary Pump 


Hacksaw Tension Meter 
Demagnifier | 
End Mills 
Percussion Bit 


Air Regulator 
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MAIN FEATURE 


94 Small, precision made 
94 Adjustable flow 

94 Conveyor service 

94 Strong, tough 

94 All-plastic 

95 Double function 

95 Production speed 

95 Force-formed 
296 
297 


Dies unnecessary 

Free movement 

297 All-around repair 

298 Heavy materials handling 
298 Safety hoisting 

303 Flexible 

303 Continuous impression 


305 Versatile application 


305 Lengthens blade life 
307 Rectifies magnetic chuck 


307 | Carbide tipped 


309 Rock drilling 


309 Constant pressure 











MANUFACTURER 


| Precision Products Co. 
Tuttle & Bailey, Inc. 
Dodge Mfg. Co. 

Imperial Brass Mfg. Co. 
American Optical Co. 
Falls Products, Inc. 
Orlandi Gear & Machine Co. 
Stevens-Walden, Inc. 
O'Neill-Irwin Mfg. Co. 
Industrial Gloves Co. 
The B. F. Goodrich Co. 
Engineering Products Co. 
David Round & Son 
Kaukauna Machine Corp. 
Jas. H. Matthews & Co. 


Worthington Pump & Machy. 
Corp. 


Simonds Saw & Steel Co. 
Hanchett Mfg. Co. 
Vascaloy-Ramet Corp. 
Kennametal, Inc. 


A. Schrader’s Sons 











Tap & Die Holder 


Double Function 
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A COMBINATION TAP AND DIE HOLDER, 
for use in both screw machines and 
engine lathes, has been introduced. It 
is designed to fill economically the 
need for a means of cutting external 
and internal threads on small produc- 
tion runs of lathe-turned parts. Made 


in No. 2 Morse Taper for use in lathe 
tailstock sockets, and in % in. and 
34 in. straight shank for use in screw 
machine turret heads, the combination 
holder takes common 1-in. button type 
dies or standard taps. It is claimed by 
the manufacturer that the holdér re- 
sults in savings of about 80 percent of 
the cost of conventional screw machine 
releasing tap and die holders with dies. 
The holder housing releases automati- 
cally at the end of threading operation, 
and backs off when rotation is reversed 
and tailstock or turret withdrawn.— 
Falls Products, Inc., Genoa, Ill.—Mi1. 
Suppuies, March 1947, 


Gear Checker 
Production Speed 


A NEW GEAR CHECKING MACHINE that 
makes possible rapid, accurate high 
production checking of all types of 
gears with pins and balls has been 
announced. Visual checking of pitch 
diameter, concentricity, size, tooth spac- 
ing, backlash, and parallelism can be 
performed as fast as an operator can 
lift one gear and replace it on the anvil 
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or locating pin with another—several 
hundred pins per hour, states the manu- 
facturer. Large and minute spur, heli- 
cal and worm gears, plain and cluster, 
can be checked with accuracy even by 
inexperienced help. Rapid three-wire 
checking of worm gears and precision 
parts is also possible with inexpensive 
conversion.—Orlandi Gear & Machine 


Co., Detroit—Muus. Sureiies, March 

1947. 

Socket Wrenches 
Force-formed 


A MANUFACTURER OF WRENCHES has de- 
veloped a new method of fabricating 
which, it is claimed, provides greater 
strength than the conventional means 
(Continued on page 296) 





Distributors meet with manufacturers to discuss 


MARKETING IN THE SOUTH 


Audience participation highlights regional sales conference 
in Memphis; 78 distributors from thirteen states attend, 
discuss today's sales preblems; two more meetings scheduled 





were 
J. E. Dilworth Co. 
Hays Supply Co. 
Industrial Supplies, Inc. 





Southern Hospitality 


A COCKTAIL PARTY for all who attended the regional sales conference 
was held by Memphis distributors between the time the afternoon session 
adjourned and the dinner. Lloyd Mize, president of the Southern Associa- 
tion, announced that the Association had offered to defray part of the 
expenses but that the Memphis distributors declined. Hosts at the party 


Lewis Supply Co. 
Pidgeon-Thomas Iron Co. 
The Riechman-Crosby Co. 











Lioyd B. Mize 
Southern Supply & Mach. Dist. Ass’n 


J. G. Geddes 
American Supply & Mach. Mfgs’ Ass’n 


was reached last month when the 
Southern Supply Machinery 
Distributors’ Association joined with the 
American Supply & Machinery Manu- 


| NEW HIGH in audience participation 


and 


facturers’ Association in sponsoring a 
regional sales conference in Memphis, 
It was the third conference 
staged by the Marketing Methods Com- 
mittee of the American Association. Two 


Tennessee. 


additional meetings are on the program: 
one was to be held Feb. 25 in Cleveland 
and the other on March 25 in Phila- 
delphia. 

thirteen states 


Distributors from 


traveled to Memphis for the one-day 


W. H. Gebhart 
Henry Disston & Sons, Inc. 


IN ATTENDANCE 


DISTRIBUTORS outnumbered manu- 
facturers at the Memphis meeting. A 
check of registration cards showed 67 
manufacturers’ men and 78 distribu- 
tors were present. The distributors 
hailed from thirteen states: Alabama, 
Arkansas, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, North Carolina, 
Oklahoma, Tennessee, Texas, Vir- 
ginia and West Virginia. 





Peabody Hotel. 
Association members were 
unanimous in the opinion that the 
session was outstanding and_ should 
point the way to future and more fre- 
quent get-togethers by distributors and 


conference in the 
Southern 


manufacturers. 

The same program that was presented 
in Boston and Chicago was put out 
in the south except that the distributor’s 
viewpoint on the four topics was ex- 
plained by Southern Association mem- 
bers. The four subjects and the speak- 
ers were: 


SALES TRAINING—W. H. Gebhart, 

vice-president, Henry Disston & 
Richard Alcott, vice-presi- 
dent and general manager, The 


Sons; 


Richard Alcott 
The Riechman-Crosby Co. 
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W. W. Kemphert 
American Supply & Mach. Mfgs’ Ass’n 


Riechman-Crosby Co., Memphis 

THE DISTRIBUTOR’S SALES 
MEETING—A. S. Gould, vice- 
president, The Oster Mfg. Co.; 
M. N. LeNeave, manager, indus- 
trial supply division Allison-Erwin 
Co., Charlotte. 

MARKET EVALUATION—J. A. 
Proven, vice-president, Sterling 
Tool Products Co.; T. J. Kenny, 
president, S. B. Hubbard Co., 
Jacksonville 

BETTER SALES PROMOTION— 
W. W. French, sales promotion di- 
rector, Dodge Mfg. Corp.; Frank 
Pidgeon, vice president and sales 
manager, Pidgeon-Thomas Iron Co., 
Memphis 

In addition to the prepared talks, the 
meeting was highlighted by lively dis- 
cussions on the speeches and other such 
pertintent subjects as the cash discount, 
deliveries and direct selling. 

Lloyd Mize, president of the Southern 
Association, opened the meeting by 
welcoming the group and outlining in 
general his association’s aims in par- 
ticipating in the program. He then in- 


A. S. Gould 
The Oster Mfg. Co. 


Frank Pidgeon 
Pidgeon-Thomas Iron Co. 


troduced J. G. Geddes, chairman of 
the American’s Marketing Methods 
Committee, who explained the program 
to be presented and introduced the 
speakers. 

Mr. Gebhart told of his company’s 
experience in training salesmen—both 
manufacturer’s and distributor’s. He 
stressed that salesmen “sell best what 
they know best” and that, therefore, 
good sales training was well worth 
the time, money and effort it requires. 

Mr. Alcott emphasized that training 
must be well planned to be effective. 
He cited seven ways in which distribu- 
tor’s men can obtain training: study 
of the catalog; promotion pieces; vis- 
ual education; manufacturers’ meet- 
ings; sales meetings; visits to the fac- 
tory; and working with manufacturers’ 
men. Sales people, Mr. Alcott declared, 
are a temperamental group but it is well 

(Continued on page 291) 


M. N. LeNeave 
Allison-Erwin Co. 


W. W. French 
Dodge Mfg. Corp. 


T. J. Kenny 
The S. B. Hubbard Co. 
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J. A. Proven 
Sterling Tool Products Co. 





TH THE FOLLOWING 16-page spe- 
We section, “Inventory Control’, 
Mit Supp ics inaugurates a new 
service for its readers. In these new 
special sections as they will appear 
periodically over the next year or 
two, we will present a detailed analysis 
of various phases of distributor opera- 
tions. Each study will be based on 
research designed to uncover ‘and de- 
velop new and better ways of doing the 
various jobs common to all distributors. 
After the principles have been thor- 
oughly explored, analyzed and _pre- 
sented, they will be backed up with 
experience “stories” from distributors. 
Thus, there will be developed a sys- 
tematic presentation of successful, 
proven methods by which distributors 
may improve the efficiency of their 
operations and thereby cut their costs. 
Some distributors in some phases of 
their operations may have already 
pushed their operating processes to 
the point where a considerable degree 
of efficiency has already been attained. 
But they may not have achieved equal 
efficiency in all phases of their opera- 
tions. Many areas for improvement 
still exist. The studies in this series as 
they emerge over the next few years 
will build up into a store house of in- 
formation”on operating methods. The 
whole series will constitute a manual 
or guide to efficient distributor opera- 
tions. 
Changes in any vast independent 
industry, such as industrial distribution. 
come slowly. Not all distributors will 


fher 


NEW SERVICE 


be ready at any time to_ institute 
changes, though completely convinced 
as to the wisdom of such moves. For 
example, a distributor may be _ thor- 
oughly “sold” on the advisability of in- 
stalling a perpetual inventory control 
system but may not be ready now. He 
should, nevertheless, set up a permanent 
file of these special sections for ready 
reference for use when he is ready to 
move. And so it will be with other 
special sections as they appear. 

As can well be imagined, a lot of 
thought, effort. research and expense is 
going into the preparation of this series. 
At all stages, we have had the coopera- 
tion of the industry. In fact, the germ 
of the idea came from the members of 
the New Activities Committee of the 
National Supply and Machinery Dis- 
tributors’ Association and from the 
Planning and Development Committee 
of the Southern Supply and Machinery 
Distributors Association (see below). 
We have had the counsel of both associ- 
ations in determining, in the first in- 
stance, the areas in distributor opera- 
tions that particularly need attention. 
While inventory control was not neces- 
sarily felt to be the most urgent, it 
ranked high on the list. 

Subsequent special sections will deal 
with: 

Layout and display, Sales analysis 
and control, Purchasing, Accounting and 
records, Warehouse layout and _ stock 
arrangement, Receiving, order filling 
and shipping, Pricing, Sales promotion. 
including advertising, Service functions, 





and other pertinent subjects. 
The second of the series as currently 
scheduled, will deal with “Layout and 
Display” as a sales tool and will ap 
pear in the May, 1947 issue. This 
special section will deal with the laye 
of a city sales room with sales counter 
and will embrace suggestions for im 
proving the building front and window. 
as well as the interior. For this job 
we have engaged the services of Martig 
Jenter Associates, experts in the fie 
of display and store layout. A Ne 
England distributor has cooperated 
giving us the run of his house for ew 
periment; and Mr. Jenter, after c 
fully analyzing the operations of the 
firm, is developing functional recom Bfnil-la 
mendations for improvement. 


Yes, this is a new service by Muuweedg-) 
Suppiies for its readers, the indust 
distributors of America. By adopti 
the more efficient methods of operati 
as they apply to the peculiarities By J 


each firm, distributors can go far tows 

putting their own houses in order 
Both the National and Southern assock 
ations are to be commended on their 
efforts to improve the industry. It is 
particularly significant that both of the 
above named committees stated as their HE | 
first objective the improvement of the [iw 
efficiency of the members of their re what 
spective associations. In this endeavor | Vice, th 
Mitt Suppies is pleased to be able working 
to lend a hand. Certainly, the improve | 20 or ; 
ment will be mutually beneficial to all. | investme 





Members of the New Activities Committee 
National Supply and Machinery Distributors’ Association 


R. C. Duncan, Chairman 


President, R. C. Duncan Co., Minneapolis, Minn. 


F. Marsena Butts 


President, Butts and Ordway Co., Cambridge, Mass. 


H. H. Kuhn 


President, The Hardware and Supply Co., Akron, Ohio 


Ray C. Neal 


President, R. C. Neal Co., Inc., Buffalo, N. Y. 


W. M. Patterson, Ex-Officio 


President, Frick and Lindsay Co., Pittsburgh, Pa., 
and president, National Supply and Machinery Distribu- 


tors’ Association 


R. H. Russell 
Vice President, J. Russell and Co., Holyoke, Mass. 
William T. Todd, Jr. 





And the place to start is at home. some ef 
The Editors | however 

keeping 

Throug| 


Members of the Planning and Development Commiftet | records, 
Southern Supply and Machinery Distributors’ Associatiot | investm: 


T. J. Kenny, Chairman The n 
President, S. B. Hubbard Co., Jacksonville, Fla. servicin, 
chief an 


John B. Crimmins 
President, Mills and Lupton Supply Co., Chattanoogs — a mana 


Tenn. 


crease I 

M. N. LeNeave cence, 
Vice President, Allison-Erwin Co., Charlotte, N. C. anes 
Lloyd B. Mize, Ex-Officio ing in ; 


President, Industrial Supply Corp., Richmond, Va. 
and president, Southern Supply and Machinery Dit 
tributors’ Association 
George G. Weaks 
President, Weaks Supply Co., Monroe, La. 


H. M. Young 


President, Somers, Filter and Todd Co., Pittsburgh, Pa. Texas 
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Manager, Supply Department, The Murray Co. D 
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HE INDUSTRIAL DISTRIBUTOR’S existence as a merchant 

depends on his ability to provide his customers with 

what they need when they need it. To perform this ser- 
vice, the distributor must tie up a major portion of his 
working capital in inventories consisting in many cases of 
20 or 30 thousand different items. Such an _ inventory 
investment is of prime concern to management and calls for 
some effective method of inventory control. Management, 
however, must understand the difference between merely 
keeping stock records and actually practicing stock control. 


Through continued study and analysis of well-kept stock 


records, management can tighten its control over inventory 
investments, increase efficiency and enhance profits. 

The maintenance of large and varied inventories for the 
servicing of industrial supply customers involves many risks, 
chief among which is that of overstocking. Overstocks are 
@ management problem, as they raise carrying costs, de- 
crease rate of turnover and induce losses through obsoles- 
cence, depreciation and price changes. In extreme cases. 
overstocks contribute to business failure. While overstock- 
ing in an industrial distributing firm usually arises from 
the desire to have on hand what the customer wants, man- 


agement can minimize overstocks by the proper exercise 

of administrative and detailed control of inventories. 
Carrying charges on overstocks run into higher figures 

than most distributors imagine. First, there is interest on 


Added to 


this are other expenses such as railroad freight charges, 


investment (6 percent is considered average). 
cost of cartage from depot to warehouse, cost of unpacking 
and distributing excess supplies to bins or shelves, storage 
and insurance costs. Most concerns figure it costs about 
12 percent to carry inventories, and others, which have kept 
cost records for years, estimate it as high as 20 percent. 
Thus, the longer the distributor maintains overstocks, the 
less chance he has of recovering original cost. Figuring 
carrying charges at 12 percent, he would have to charge 
double the original costs to recover his investment in items 
held for eight years. 

Distributors know substantial losses may be incurred by 
obsolescence and depreciation. War developments in pro 
duction have made products far less stable than in former 
years. Old tools have been redesigned and improved; new 
products that do the work of old products more efhciently 


and cheaper are appearing on the market; and color is 

















sti Fr 

* 7 
L THe GALINE OF IND 
Gt asus 










J THE DISTRIGUTOR'S BENEFITS \. 


(100) 





playing an increasingly important role in merchandising. 


Distributors generally are agreed an era of intensified 
competition lies ahead. This competition will come from 


manufacturers who sell direct and from new distributing 


firms determined to maintain their foothold in the industry 
More than ever before, the distributor will depend upon 
lean, but ample, stocks for efficient operation and improved 


service. He can do it with inventory control. 
Minimize Risks 


Although the industrial distributor is forced to carry 
ample stocks of many different items. it does not mean that 
he should be a speculator and overload himself with ex 
with the 


cessive quantities of each and every item. Even 


best means of inventory control, there is a speculative risk 
This risk is minimized when the distributor operates on the 
eficient turnover principle. Operating expenses have in- 
creased. Rents, payrolls, real estate and personal property 
taxes are higher, and new taxes on income and payrolls 


make 


capital do more work. One of the important spots where 


have added to expenses. The distributor must his 
“lazy dollars” exist is in inventories in the form of over- 
stocks. These dollars must be forced to do their full share. 
Profits on sales are definitely lower so more sales must be 


In 


turnover of capital invested in inventory must be increased. 


made per dollar of capital investment other words, 
Turnover is the completed cycle of receiving and disposing 
of merchandise, and the more often that cycle can be com 
pleted economically, the more profit will be made. A good 
inventory control system will accelerate turnover by locat 
which 
sid 


listributors 


ing non-moving or slow-moving items on inventory 


adjustments must be made. The need for ri control is 


further emphasized by the fact that most do 
80 percent of their volume with 20 percent of their stocks 


Aware of the inefficiency of operating on a low rate of 
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THE DISTRIBUTOR'S STAKE 


The distributor is admittedly inter. 
ested in improved customer service. He is — 
also interested in developing greater net 


profits for his firm. The practice of sound 


inventory control can help him toward § 
these objectives. It keeps inventory in bal. 


ance with demand, reduces inventory in- ; 


vestment, cuts inventory carrying costs, 


eliminates overstocks, prevents control. | 
able shortages, saves time, simplifies order. 
ing and controls selling prices and costs, — 


turnover, the distributor should not go to the other extreme 
of too high a turnover (operating with lean stocks). The 
penalty of an out-of-stock condition among items which 
account for the distributor’s greatest sales volume is_par- 
ticularly severe in the case of the industrial distributor 
since his chief stock in trade is his ability to deliver what 
his customer wants when he wants it. Being out of stock 
on any item, if too frequently repeated, will mean a lost 
customer. These customers usually look to some other dis- 
tributor or source of supply for the item or items they want, 
as it may mean a loss in production not to obtain the desired 
item at the moment. Customers have been, and still are, 
patient with shortages among distributors because such 
conditions are general. However, these conditions are not 


expected to last. With increased production, emphasis on 
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Every distributor knows it costs money to carry inven- 
tories. Determination of how much it costs can be made 
only by each individual distributor. This requires elaborate 
cost studies which few distributors would care to undertake. 
The study involves interest on capital investment, expenses 
of freight, cartage, handling, storage, insurance and taxes. 
The Department of Commerce analysis of costs in 22 indus- 
tries found the average annual cost to be 15 percent of 
inventory value. 


Whatever the percentage may be for the individual dis- 


tributor, he can reduce the annual dollar cost of owning 
inventories only by reducing inventory in proper propor- 
tion to sales. This means operating with smaller, but quite 
adequate, stocks which will give a higher rate of turnover. 
An increased turnover decreases inventory investment, and 
decreased inventory investment means lower inventory 
costs. The following example illustrates what happens when 


adequate stocks will be greater than ever. 

Inventory control minimizes overstocks and out-of-stocks 
through the systematization of purchases to correct either 
condition, From adequate stock records, management can 
establish: (1) the proper maximum and minimum stocks 
(2) 


to be carried, when more stocks should be ordered, 


and (3) how much more stocks should be ordered. In the 


case of inexpensive staple items, purchasing may be auto- 


matic within predetermined limits. 

Inventory control is essentially a management tool and 
should be utilized as such. It is up to management to deter 
mine whether the rate of turnover on various items is most 
profitable, how stocks can be kept in balance with demand, 
what items or lines should be dropped when all efforts to 
stimulate their movement have failed, and any other im 
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TURNOVER AND PROFITS 





turnover is increased: (The conservative figure of 12 percent 
is used as the carrying charge on merchandise for one year.) 


Costs of Average Turnover 
Goods Sold divided by laventory equals ‘ate 
$300,000 $75,000 4 
$300,000 $50,000 6 

Capital released $25,000 
Carrying charges 12% 


Additional Net Profit $ 3,000 


The $50,000 average inventory has been made to do the 
work of the $75,000 inventory by increasing the rate of 
turnover through inventory control. The primary function 
of the distributor — to deliver the goods when the goods 
are wanted — has been accomplished by keeping lean, but 
ample, stocks. It isn't the total dollar volume of inventory 
on hand that counts; it's the proper amounts of each item. 










portant policies regarding stocks or investment. Material 
for such studies and analyses are found in complete and 
well-kept stock records. 

In addition to maintaining adequate stocks for imme 
diate deliveries, the distributor offers other services which 
are improved by accessible and accurate inventory data. 
These services include prompt and reliable replies to in- 
quiries about stocks, delivery estimates 


price quotations 


and anticipation of customers’ seasonal requirements. Delays 
stocks 
vo to the 


in answering questions regarding on hand, or on 


order, because someone had to bins to count stock 
or to the order file to look up a particular order, are wasteful 


( alle d 


perform these functions and their time could be spent more 


of customers’ time. Executives often are upon te 


profitably directing sales and sales promotion 


4, OO YOU KNOW THE SOLUTION 


BY USING ROUTINES PREPAREL ENTIFICALLY AND BASE PON THE OPERATIN 
FACTORS OF YOUR BUSINESS, ORDERING AMOUNTS AND REORDERING POINTS AN 
BE CETERMINED FOR EACH STOCK ITEM WHICH Ww ASSURE MINIMUM TOTA 
OPERATING COSTS AND SUFFICIENT STOCK ON HAND TO PROVIDE ADEQUATE 
OUT-OF -STOCK PROTECTION 
CISTRIBUTION PAYING ARRYING 
RECEIVING & T s’ " Bi {ARGE* T a 
PURCHASING INSPECTION ROOMS ror st * ALARIE ns . 
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The industrial supply salesman has just as much at stake 
in a good system of inventory control as the distributor. 
The salesman is affected more by out-of-stock conditions 
than by overstocks. since immediate delivery is one of his 
chief selling points. But a good stock record is of utmos 
importance to the supply salesman who must rely on prompt 
and accurate stock information in his dealings with cus- 
tomers. In preparing for a day's or week's calls, salesmen 
usually check over inventories of items customarily pur 
chased by the firms they are to call upon. One method of 
checking inventory is by visiting the warehouse and looking 
over the stocks on hand. Another is by inspection of stock 
records. The latter saves time and encourages frequent 
review of stock conditions. 

Frequently, customers inquire about items they do not 
buy ordinarily and the salesmen must secure information 
about these items, prices and deliveries from the distributor's 
office by telephone. Delay may mean a lost sale. Up-to-date 
stock records can supply this information quickly since 
complete records would include not only product descrip- 
tion, cost price, disounts, vendors’ names, receipts, disburse 
ments and balance on hand, but also amount on order and 
when ordered. Similarly, stock records assist in the writing 
of large orders containing many different items. The sales 


man may be uninformed on many of these items and will 


need the information then and there. Commonly, the cus 
tomer wants to know about deliveries, prices and how many 


of each item he can obtain immediately 


Attention on Shelf Stocks 


Selling stocks that the company has on its shelves is 
more profitable to the salesman than selling items that are 
out of stock. Complete and readily accessible stock records 
assist the salesman in planning his selling efforts. With 
inventory inspection facilitated by good stock records, 
salesmen can anticipate management in organizing their 
own Campaigns to sell over-stocked or slow moving items. 
The enterprising salesman should study overstocks in tan 


attempt to determine for himself whether his own selling 


FIGURING RATE OF TURNOVER 





Many credit men accept rate of turnover as Inventory 


ASSISTING THE SALESMAN \_ 


At Cost divided into Sales At Selling Price. This formula 
has been contested as not indicating a true ratio. It is 
contended that both figures (inventory and sales) should 
be either cost or selling price. Since cost of sales is easier 
to obtain than selling price of inventory, the cost figures 
should be used. 

The practice of using annual physical inventory figures, 
when buyers purposely permit stocks to run down to make 
counting easier, to divide into cost of sales is considered 
@s erroneous also. An average monthly inventory divided 
into cost of sales is regarded as a more accurate turnover 
rete. 

The exclusion of direct shipment sales in the sales 
figure when items were never charged to inventory is ad- 
vised in determining the true rate of turnover. 








The industrial supply salesman is in- 
terested in all available information about 
the state of his company's inventory at all 
times. He is interested in keeping his cus- 
tomers informed about whether the prod- 
ucts that the customer wants are in stock. 
If they are not in stock, the salesman must 
inform his customer about the delivery pos- 
sibilities, and warn him of approaching 
shortages. Moreover, the salesman is inter- 
ested in anticipating his customers’ needs. 
Access to a complete inventory record will 
provide the salesman with these sales and 
service aids quickly, accurately and com- 
prehensively. 


efforts, the product or customer can account for the slow 
movement or non-movement of overstocked items. Such 
salesmen know that the location of any weakness is the 
first step towards increased sales. 

Out-of-stock information is valuable to the salesman in 
considering his customers’ interests also. Whether or not 
they act on the information, customers ‘are appreciative if 
the salesmen inform them of shortages or near-shortages. 
rhe customer, forewarned, is able to make suitable arrange- 
ments to offset the shortages with the minimum. incon- 
venience. By the same token, information about shortages 
and near-shortages in the supply house imposes on_ the 
salesman the responsibility of seeing that scarce items are 
distributed equitably among the customers whose need of 
the products are most urgent. 

Industrial supplies are so essential to customers’ produc: 
tion that the supply salesman cannot afford to deal any 
other way but frankly and honestly about delivery prospects. 
Inventory records inform him of out-of-stocks and the pos 
sibilities of deliveries from amounts and dates in the “on 
order” column. The salesman then can pass this informa 
tion on to the customer. This leaves the choice of whether 
to wait for the item to the buyer. The customer may give 
the order, or seek elsewhere for the items, but. in any event. 
the salesman retains his good will and the prospects of 
future orders from the same place. 

Complete stock records anticipate customers’ seasonal 
requirements because replenishment purchasing is based 
on a history of the past activity of each item. Customers’ 
seasonal requirements of any item are reflected in this his- 
torical record, which is usually total purchases by months. 
These purchases are made well in advance. Whenever the 
amount of any one item ordered is larger than the average 
purchase, it is a signal to the supply salesman that it is 
time to visit all customers using this item. Then he can 
plan his calls, review the products, applications and probe 
the possibilities of additional sales in these plants, well in 


advance. This is anticipating customers’ requirements. 
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TYPES OF INVENTORY CONTROL 


ETHODS OF INVENTORY control range from the relatively 

simple process of going out into the stock room to see 

what items need replenishment, to the most advanced 
and most complete forms of perpetual inventory. Moreover, 
each distributor handles his inventories just a little dif- 
ferently and has his own method of operating inventory 
control. These individual treatments are based on distinct 
requirements which the distributor believes to be most 
essential to the efficient conduct of his business. 

Despite this seemingly confused variety, inventory con- 
trol may be segregated into five fundamental types: 

]. Inspection of physical stock. 

2. Annual inventory and purchase record. 
3. Purchase record and stock count by lines 
4. Monthly count of stock. 

5. Perpetual inventory. 

Not all types are productive of equal benefits. Each of 
the five methods has its limitations which must be studied 
and understood before installation. Distributors have never 
agreed as to how complete inventory control should be 
although there seldom has been a question as to what the 
benefits should be. The form of inventory control a dis- 
tributor employs (and any method is better than none) 
depends entirely on the distributor’s concept of what such 
a control should accomplish. 


Inspection of Stock 


Inspection of stock is the simplest and seemingly the 
most inexpensive method. Periodic visits to the stock rooms 
are made by the buyer to see what items need reordering. 
Some distributors have stock clerks list items that are run- 
ning short or have run out upon a “want” card. This card 
is presented to the distributor or the purchasing official, 
who then decides when and how much to reorder. 

The installation of such a system, if such it may be 


COUNT OF STOCK 


called, entails no expense. Neither are there any apparent 
costs to running it. However, it is needless to point out that 
such a type of inventory “control” can do litthe more than 
prevent an occasional out-of-stock condition, The “hidden” 
costs of operating this way are many since it does nothing 
to eliminate overstocks and the costs of carrying them. 
There is a considerable waste of time in going to the stock 
room to find out if an item is in stock each time it is asked 


for and it leaves ordering on a hit-or-miss basis. 


Annual Inventory and Purchase Record 


Combining information from the annual inventory with 
the purchasing and receipt record is another general type 
a cycle of stock 
inspections are scheduled for finding out what items are 
Stock clerks, also, 


may be required to keep the buyer informed of any items 


of inventory control. Under this system, 
running low. Low stocks are counted 


which are nearing short supply. 

Knowledge of beginning and ending inventories and re- 
ceipts of the year give the purchasing official a fairly good 
idea of how much of each item to order. To the beginning 
inventory are added the number of units subsequently re- 
ceived. The balance on hand is subtracted from this total 
to give the number of units sold during this time. For 
example, the beginning inventory in January shows that 
thefe Another 100 
wrenches were received during February. A check of the 


shelves at the end of March reveals that there are only 


were 100 pipe wrenches on hand 


30 wrenches on hand. Stocks of wrenches in the three 
months were 200 (100 on hand in January plus 100 re- 
ceived in February). Of these, only 30 are left. indicating 
that 170 were sold in those three months. From these 
figures, the purchasing official estimates a replenishment 
order of 140 wrenches to bring stocks up to a three-month 


supply. This calculation leaves out such other factors as 


PLAN 





VERY POPULAR TYPE of inventory record and one which 

more closely approaches a solution of overstock, out-of- 

stock and turnover problems is the Count-of-Stock Plan. 
A complete purchase record is maintained, showing order 
date, supplier's name, order number, quantity ordered, cost 
price, retail price, quantities received, sales and balances. 
Another essential is an efficiently organized and well-kept 
stock room as. this will save time in counting. A count of 
stock must be made at least once a month, Fast-moving items 
may have to be counted once every two weeks, and, possibly, 
once every week. 

The job of counting is not as difficult as it seems, as the 
count of various items is staggered. The stocks are divided 
into 20 or 25 groups, depending upon the number of work- 
ing days in each month. In a distributing firm, this division 
may fall into lines since that is approximately the number 
of lines carried by the average distributor. An hour or two 


of work by all stock room workers each day will keep the 
record up to date. One part of the stock is counted each 
day. The count is entered into the inventory record as the 
new balance. The new balance-on-hand subtracted from the 
old balance is considered as sales. 

Such a plan keeps a reasonable check on overstock condi- 
tions since the balance on hand can be compared to the 
amount on order to keep stocks at reasonable levels. It also 
allows for a theoretical turnover of 12 times per year. The 
control over out-of-stock conditions is limited in that it 
provides only enough stocks for average demand during 
the month between counts of stock. Thus, if an unusually 
lai ge order was placed at any time between counts, the rec- 
ord would not show it until the count was made. Stock in- 
formation is not available immediately for telephone inqui- 
ries since it must be obtained by a call or visit to the stock 
room. This method involves delays and other losses, 








seasonal demand, local industrial conditions, ete., but illus- 
trates the control exercised on inventory through purchasing. 
Supply estimates may be made from the last annual inven- 
tory or from the date of the last count, if records of these 
counts are kept. 

The chief merits of this system are its simplicity, inexpen 
sive operation and what little it does to reduce overstocks 
However, it does not prevent out-of-stocks. Moreover, there 
is considerably 


too much dependence upon the buyer's 


memory and judgment. 


Purchase Record and Stock Count By Lines 
A similar type of inventory control, but almost entirely 
dependent upon visits by manufacturers’ salesmen, is prac 
ticed by some distributors. The features of this type of 
purchase records, counts of stock by manufac 


orde rs to kes 
plied until the next visit by the manufacturer's representative 


control are: 


turers’ lines, and large p the distributor sup- 


The manufacturer’s man is requested to notify the distrib 


utor ahead of time when he will make his visit. This gives 


the distributor a chance to count all items stocked in that 
- 


manufacturer's line or lines. Sometimes, if the line carried 


is small, the manufacturer’s men will do the counting. These 


together with the purchase record and annual inventor 
The same calculations for. determining how much to orde 
Inventory and Purchase 


used in the “Annual 


Record 
Method,” are used in this system of replenishing. 

The chief objection to this system is that turnover js 
partially dependent upon the frequency of the manufa 
Thus, if he calls only onc 
every three months, the best possible turnover will be thre 


turer's representative's calls, 


times per year. The distributor will have to order a four 
month supply — three-month supply to last until the ney 
call, and an extra month’s to offset any emergency or as 
safety factor against running out of stock. 

It is evident that a minimum of control is obtainab] 
through the use of these three methods of keeping inventon 
For effective control, the distributor 
should know all the facts about his stocks contained in: 


records, inventory 
1. Stock Record, which shows quantity received, sold an 
balance on hand. 
2. Purchase Record, which shows quantity ordered, dat 
of order, balance on order and cost per item. 
3. Sales History, which shows past activity of each item by 
monthly totals of sales. 

Since none of the three methods of keeping inventon 


records provide this data, they may be considered inad 




















counts usually are kept in a loose-leaf book or .on cards equate for the exercise of effective inventory control. 
= Two types of cards used fo hold 
Wemtrator Ward : : ia tabatkss] perpetual inventory records, 
= ‘ saeco dasstee Both reserve more space for 
; a a pone records of sales than for pur 
+ + ~~ + re ee er ee a 
chases and receipts. The average 
J L bo +, size of these cards are 4 by 6-in, 
ames 7 - : 4 Del. | Balance DATE NUMBER Rec'd Del | Satenes 
| oa | smear VIA Quantity DATE — NUMBER = ——— 
The card below was d& 
signed by officials of the 
Odell Mill Supply Ce. 
Greensboro, N. C. They are 
aericus 82 by I1-in. 
rw. 
: Ae 
s {ea 
€) + a 
; + oe 





Evelyn Strader shows how 
Odell Mill Supply.Co.'s perpet- 
val inventory records are filed. 





“ron 


1: 


volves 
tainin 
it, ma 
it. cla 
long | 
ducts 
buyin 
prove 

\l] 


tome! 


invols 
The « 
pliers 
mont 
turn 


utor 


ever 
post 
coun 

Ks 
pure 
hane 
atiol 
med 
supe 
stoc 
and 
char 

I 
torn 
firm 
all | 


sucl 














MILL 


UMI 






ventory 


to order 


Record 
over js 
Lanufar 
ly Once 
be three 

a four 
he ney 
Or asa 


‘ainabl 
venton 
tributor 
l in: 


old an 
d, dat 
item by 


venton 
1 inad 


i 


‘0 hold 
cords, 
se for 
r pur 
jerage 
y 5-in, 


1s de 
of the 
. 
py are 





l Yrent IS A SHARP DIVISION of opinion between adherents 
of perpetual inventory and those using other forms of 


inventory control, Most of this division of opinion re 


volves around the question of “so-called” expense of main 


taining perpetual inventory records. Those who do not favor 


it, maintain it is too expensive to operate. Those who do ust 


it, claim it is the most efficient and least expensive in the 


long run because of the many savings that result from re 
duction of overstocks, avoidance of out-of-stocks, increased 
buying efheiency. more productive rate of turnover and im 
proved service to Customers 


All purchase orders with suppliers and orders from cus 


tomers must he posted to a perpetual inventory record to 


provide an accurate and continuous balance-on-hand on 


each item. This may seem like a lot of work. but actually it 


involves less effort than maintaining a count-of-stock plan 


| 


The count-ol stock plan requires posting ol orders to sup 


pliers but not orders from customers. It depends upon the 


monthly count of each item to give balance-on-hand and to 


furnish monthly sales. Employing either system. the distrib 


utor with 20.000 items in stock would post all orders to 


vendors. Supposing that a distributor using a perpetual in 


ventory system averaged 5.000 sales per month, he would 


have to post these in addition to the orders to vendors How 


ever, it is far easier to post the 5.000 sales than to count an 


post 20.000 items each month as he has to do under the 


count-of-stoc k plan 


kor completent of control, perpetual inventory pe 


sesses many undeniable advantages. A complete reeord of 
purchases, receipts, disbursements or sales and balance-on 
Kull inform 


hand is maintained on each item continuously 


ation as to the status of stock it any time iailable im 
mediately and in compact form. It leads to the most str 

supervision of items possible, prevent overstocks, out-of 
stocks duplic ation of orders: combi mut of duplicating 
and unproductive line in chievin ivins m expres 


charges for 


emergency ordet 


There are hundreds of pecially designed stock record 


forms suited for various size ind types of indu trial upply 


firms and for certain kinds of items or materials. However 


all perpetual inventory forms derive from a basic formula 


such as described in the following illustration 


PERPETUAL INVENTORY 





CAT. NO. 


MAX. 





NAME SIZE LOC. | UNIT 





























IN OUT | BAL. | IN OUT BAL. | IN OUT | BAL. 
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inventory ever used 


tributer One card o1 et prepared tor each item cat 
ried in stock he ital imbe or of tl el ol 
both ul ntered in the first pace in th upper left corner 
Next are the name of the item. location in the stock room 
indicated by cod it used for recording and the maximum 
ind minimum quantities of stocks to be carried. Below is a 
running record of reeepits (in dis} ments (outs), and 
balance-on-hand » install the record physical count of 
ich item in stock made and entered in the balanee column 
Subsequent receipt taken from receivin lip and d 
bursements (taken frot tomers orders before shipment) 
ire entered a oon as received trom the ofhes 

Th basic formula emphasize balanee-on-hand the 
ost important tunctior oft perpetual inventory lt provides 
instant information as to whether the item is in stock, how 
much there 1 tock and whether mor hould be ordered 
It l i ha { \ ! lepl ! puire ibe H ck 
1 ina 

Partial Inventory Records 

In ome Cast perpetual nventory ecord ine kept on 

irt of thre tock onl thre mainder of the item Dew 


counted periodically and the counts ben entered as in the 


count-of-stock plan. This is done usually by distributins 
firms handling heavy equipment. Perpetual inventory ree 
ords are maintained on mall and fa t-moving item such 
1s ordinary supplies while periodical counts are made of 
bulky howW-movin iter uch a he ivy equipment 


Modern economic conditions, however 


lemand an even 


more rigid control of inventories than the control obtainable 
through such a basie type of perpetual inventory, Sales of 
even the most taple item fluctuate more than they once 
did. Many item because of constant re irch and deve lop 
ment ire not as I iple i they once were Many items have 


, 
easonal. fluctuations which must be anticipated by distrib 


utors in stockings md by ilesmen in arranging calls 


depre n, many distributors found them 


During the 


elves with unnecessarily large inventorie They began to 


pay more attention to the theory of increased profits through 


greater turnover. This meant operating with smaller, but 
adequate tocks, emphasizing the need for more inventory 
and purchasing record Shortages cause customers to ask 
for more information about stocks than merely balance-on 


hand. They want to know about delivery prospects. These 


new tactors mean a greater concentration of information in 
perpetual inventory record 
| } let 
(As an example of how a modern, complete perpetual in 
ventory record ha content may 


be taken as ty pie il: 


expanded the followi 


1. Permanent Data 


A. Catalog number, or size, or both 


Name of article and description, 


~ 


] ocation 
), Unit. 


Maximum and minimum. 
















2. Purchase Record 


A. Date of order. 

B. Vendors’ names. 

C,. Order number. 

D. Quantity ordered. 

E. List price. 

F. Discount. 

G. Invoice Cost (including freight charges). 
H. Delivery promise. 

1. Economical ordering quantities. 


3. Receipt Record 


A. Date of receipi. 
B. Quantity received. 


4. Stock Record 


A. Date of transaction. 

B. Receipts. 

C. Disbursements, and monthly total to date. 

D. Distributor’s order and stock room number. 
E. Balance-on-hand. 

F. Spot check date. 


5. Summary of Sales 


A. Monthly totals. 
B. Annual totals. 


6. Supplementary Controls 


A. Back order record. 
B. Future shipments. 
C. Reserve stocks. 


This may appear to be a staggering increase in posting 
to the distributor who already is surfeit with paperwork. 
However, the following points must be considered in esti- 
mating the actual increase in posting 
1. The entire list represents an extreme of inventory rec- 

ord which may or may not be necessary for a distribut- 

ors particular needs. 
2. Permanent data is repeated only when card is filled. 

With some equipment, never 
3. Summary of sales is posted only once per month. 

4. Supplementary control feature is optional 

Basically, the greatest amount of posting daily is in the 

stock record. Nor 


are 15 disbursements posted to each one receipt 


purchase and receipts record, and the 
mally. there 
posting. Therefore. the increase in the amount of daily post- 
ing required for a complete inventory record is not as large 
as it would appear at first glance 

Customers’ and salesmen’s dependence on more stock 
information than mere balance on hand. the need for a 
check against duplicating orders to suppliers, and shortages 
point up the value of a more complete purchase and receipt 
record in a compact and accessible form. In the case where 
a customer may want 100 units of a certain item. and only 
40 are on hand, additional information is important. The 


complete record will show how many more are on ordet 
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when the order was placed. the latest delivery estimate and The 
any price changes which may have been effected. From this a mon 
information, the salesman and customer can decide whether into b 
or not the customer should take the 40 units in stock and estima 
wait for the additional 60. In the system using only the ins, examy 
outs and balance, duplication of orders to venders is pos. past si 
sible since there is no indication on the stock form of any was 3 
orders placed. the av 
The price information facilitates costing of invoices. In the es 
supply firms where the job of purchasing is integrated with the 30 
stock control, and in other firms where order editing is com. Thi: 
bined with stock record keeping, price information kept sell is 
this way is a big help. Where order editing is combined with Not al 
stock record keeping, additional information necessary to of any 
the order editor is included on the stock record forms. not or 
Dating each transaction in the stock record gives a run- ing he 
ning picture of stock activity at any time during the month to det 
and facilitates the compiling of monthly sales totals for the to be. 
sales history. The “Monthly Sales to Date” column contains the m« 
the accumulated sales during the month so that the total Son 
will be available for transfer to the sales history immedi- figure 
ately. Without this cumulative total, it will be necessary to plete 
add up all disbursements for the month, thereby creating a tion r 
peak load at the end of the month. sales. 
With, or without, an inventory record, distributors base requil 
their estimate of future requirements on their knowledge of chase: 
past sales. The monthly sales record provides an accurate demat 
history in a compact and convenient form available for use creas 
and study at all times. The longer this summary is kept, the a deg 
more valuable this part of the inventory record becomes. and n 
Many distributors feel that this history is the heart of com- Th 
plete inventory control. the m 
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There are other important advantages to be derived from 
a monthly sales record. By dividing average monthly sales 
into balance-on-hand, the distributor has a fairly accurate 
estimate of how long the supply will last in months. For 
example: if the average monthly sale of wrenches for the 
past six months was 100 wrenches and the balance on hand 
was 300, how long would that 300 wrenches last? By dividing 
the average monthly sale into the balance, (300+ 1003) 
the estimate is three months. At the average rate of sale, 
the 300 wrenches would last three months. 


This knowledge of balance in terms of time required to 


sell is essential in keeping stocks in relation to demand.. 


Not all items move at the same rate and the absolute balance 
of any item indicates the state of balance at the moment. 
not one, two or three weeks or one month from now. Know- 
ing how long the balance will last, the distributor is able 
to determine accurately the miximum and minimum stocks 
to be carried and when they should be reordered to provide 
the most efficient rate of turnover. 

Some distributors believe that the maximum and minimum 
figures should be eliminated. Their theory is that a com- 
plete perpetual inventory system provides all the informa- 
tion requisite towards keeping purchases in proportion to 
sales. This requires translating balance into terms of time 
required to sell. If the demand for any item grows, pur- 
chases should be increased in proportion. Similarly, if 
demand for any item falls off, purchases should be de- 
creased accordingly. This, these distributors claim, permits 
a degree of flexibility not obtainable with fixed maximums 
and minimums. 

The rate of turnover desired is the basis of determining 
the maximum supply to be carried. If a turnover of six times 
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a year is sought on any item, the maximum should be a 
12-week supply. It works out this way. When the stocks have 
dwindled to an eight week supply, a replenishment order 
for an eight-week supply is placed. This allows four weeks 
for delivery on this particular item, and a four-week safety 
margin in the event of unpredictable delays. Time allow- 
ances for deliveries and safety margins may be altered for 
each item, depending upon the actual delivery time and the 
distributor's own idea of how much stock he needs for safety 
When the shipment arrives, the stock balance is expected 
to have dwindled to a four-week supply. Since there is an 
eight-week supply in the shipment, this brings the balance 
up to a 12-week supply. At the normal rate of sales, stocks 


will be reordered six times per year. 


Noting Trends 


Another advantage of the sales history is that sales trends, 
upward or downward, may be spotted easily by management 
which can take appropriate action, The history also indicates 
seasonal demands for specific items, enabling the buyer to 
prepare larger purchases and the salesman to arrange prop- 
er calls upon users of the item. 

Some distributors make a periodical count of stock to 
check the accuracy of the perpetual inventory as well as 
prevent pilfering or losses by misplacement. These periods 
per year vary from a single annual inventory taking to six 
The date of the last check 


“spot check date” column. This assures 


counts, once every two months. 
is placed on the 
management that the periodical checks are made on 


s¢ hedule. 







At left are two 
types of records 
for loose-leaf 
binders. Spac- 
ing permits 
margins to be 
seen plainly. 






































SELECTING CONTROL SYSTEM 
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ORGANIZING 


AVING ANALYZED HIS CURRENT STOCK control problems 

the distributor has a good idea of what functions his 

own system should perform. He may want it to (1 7 
crea 


se his turnover: or (2) eliminate out-of-stock condi 
tion or (3) prevent overstocks:; or to do all three jobs 
Therefore, the perpetual inventory record should includ 
items of information which contribute to the performance 


of the selected functions. 


The following charts, listing entries found in a complete 
stock record and a discussion of each item, will be helpful 


in making a selection. 





IN-OUT-BALANCE RECORD 


Mox. Min. 
es 


Tolonce it 


heart of any per 


Size. Unit____ Loe. 











RS No. Item 
Cecdiesnienisig ae 


aia 
es Order No. 


IN-OUT-BALANCE RECORD 


petual inventory record as it gives the balance on hand 


























Total Month 
o Date 


Received Sold 





, , 
This is the 


quickly and accurately. The earlier form of inventory 


include more purchasing in 


record has been expanded to 


order number, catalog. number, 


formation such as date. 
and to include a running total of sales for the month, both 


important to the practice of inventory control 


CATALOG NUMBER 


record by 


Some firms classify items in the in 


ventory their own catalog number for more 


positive indentification of products and to facilitate the 
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Cat. No, 





number and size. as the list will be used later to mak: 


name. 
out individual cards for each item 


Example 


Vame No, Size 

3041 V Belts No. 0 31-in, 
3042 V Belts No. 0 35-in, 
3043 V Belts No. 0 38-in. 
3044 V Belts No. 1 36-in, 
3045 V Belts No. | 38-in,. 


3017 Steel Sheave ] 1? \-in, 
3018 Steel Sheave 2 2%) -in. 
3049 Steel Sheave 2 3-in. 


Phis vist shows the number of cards that will be 


required 


record. The number of cards will determine the size 


or the 


of the drawer. tray. file. tub desk-or books which will be 


All individs 


ie above list for one 


items 


This total is 


ind dish irsements of 


month must be totalled 


divided by the number of working days in that month whic 


will give the avera number of postings to be made eact 


day in the inventory record. 


| <timates of the number Ol posting which can he nade 


i single day by one worker vary between 300 and 500 


everal factors affect the amount of posting which ean be 


performed in 


(1) ability 
») record kee pel 


type of equipment used for the 


1 day by an employee. These are: 


the individual keeping the records; (: 
knowledg: ot prod icts (3) 


ventory record; (4) method of classifying items (whether 


phabetically, numerically. by lines, et (4) how much 


information must be posted for each iten 


THE RECORD 


location of any item in the inventory record. 


ITEM 


1 
betically 


The popular method of classifying items Is alpha 


SIZE 


especially where 


Size is further identification of a particular product, 


alphabetical classification is used. 


UNIT — The unit 


used for recording purposes is placed here. This explains 


(single item, dozen, gross, package, et 


fractional entries such as 11/12 where dozens are used, 
96/144 where gross is used, ete. 

LOCATION — Location of stock in stock rooms is recorded 
mainly by firms with large stocks. However, smalle1 

houses find this information useful in quickly locating 

slow-moving items. The location may be indicated in 


code for floor, section, aisle, shelf or bin. 


MAXIMUM AND MINIMUM —These figures provide for auto- 
matic purchasing, particularly on low-priced, fast-moving, 
large-quantity items. Sometimes the inventory clerk is re- 
quired to make a memoranda of low stocks for the purchas- 
ing department. 


DATE OF TRANSACTION — The date aids in identifying the 
transaction, whether it is a purchase or a sale, when 
reference is to original orders are necessary. The state 
of the balance-on-hand at any time in the past may be 


ascertained. 
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ORDER NUMBER —This is positive indentification of an or- 
der. Where no additional purchase data is kept, details 
as to quantity, terms, etc., may be obtained from the orig- 

inal order. Some firms write in the name of.the vendor o1 

purchaser in this column. This is not as efficient as the 


order number, especially where back orders are involved. 


RECEIVED — Entries in this column are made daily from 
receiving slips which also give date, order number and 
vendor’s name. As soon as an entry is made in this column, 
back orders calling for this item are referred to for ship 
ments. Back order numbers may be attached to the in- 
ventory card for this item. 


SOLD —This is a record of each individual sale of this parti- 
cular item and is usually posted before shipment with 
date and order number from the actual order. The idea of 
posting before shipment is to prevent a subsequent sale 
of the same items. It also keeps the balance more up-to- 
date. 

TOTAL MONTH TO DATE 
sales for each month. Each sale is added to the previous 

At the end of the 


month, the total is underlined or circled in red. If a sepa 


This is a cumulative total of 
total for the month in this column. 
rate sales history by months is maintained, this figure 


can be transferred immediately at the end of the month, 


thus avoiding a backlog of totalling. 


BALANCE —This balance is determined immediately after 
the posting of each receipt or sale. Receipts are added to 
the previous balance and sales are subtracted to obtain 
the new balance. 




















[ PURCHASE RECORD 
Dote Vendor | Quantity List Discount Invoice Cost Balance On Order 
ae et eee eee - 




















Add 00 percent for freight. 


Vendors 





PURCHASE RECORD —This record is supplementary to the 
purchase data furnished on the In-Out-Balance Record 
(date, order number, quantity received). With this addi- 
tional information, it is possible to make out an order for 
replenishing stock, to check prices on invoices and to cost 
sales. Costing sales saves time where salesmen are paid 
on a commission basis. It is also important in figuring 
turnover (average value of inventory divided by cost of 
sales). This information also shows whether there is a 
sufficient quantity on order to take care of customer and 
stock needs. Obversely, the information is a check against 
over-ordering. 


DATE—This date helps identify the order referred to in 
the IN-OUT-BALANCE Record. It addi- 
tional stocks were ordered and helps the distributor esti- 


shows when 


mate deliveries. 
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VENDOR—This column is for 


lettered code (key to which is at the bottom) from whom 


indicating by numbered o1 


the item was ordered. 


QUANTITY — This is the total amount of items ordered from 
made. The 


balance on orde I 


which deductions of received shipments ar 
remainder on order is placed in the 


column at the right 


LIST AND DISCOUNT—These are prices and terms neces- 


sary for making out replenishment orders, estimating 


sales costs and checking invoice prices 


INVOICE COST —This cost 


centage for freight indicated at the 


(obtained by adding the per 
bottom to the list 


price less discount) facilitates the work of costing sales. 


BALANCE-ON-ORDER — By substracting receipts (shown in 
IN-OUT-BALANCE Record) ordered 
(dates and order numbers must correspond) the clerk 

It is 


a check against ordering too little and ordering too much 


from quantity 


obtains the figure for the balance on order column 


VENDORS The sources of supply for this item are keyed 
here to facilitate answering inquiries and pla ing re- 
plenishment orders. The name, address and telephone 


number of the supplier is entered for completeness, 


SALES HISTORY 





Monthly Soles 


Previous Years 


1946 1947 1948 1949 1950 1951 Yeor Sales 


Turnover 


1944 
1945 
1943 
1942 
1941 
1940 


1939 
1938 
1937 
1936 
1935 
1934 


SALES HISTORY 


included in’ the 


This is a compilation of figures already 


IN-OUT-BALANCHI 


more convenient form for study and use At the end of 


Reeord, but in a 


each month, the cumulative total of sales in the “Total 
Month To Date” column is transfered to this record 
\s explained on page 107. para. If. the sales history 


eliminates the need for maximum and minimum quan 


tities as purchase guide Replenishment is made on the 
basis of the rate of turnover desired. and the time re 
translating sales inte 
taking the 
Thus 
age sales of a certain item were 200 units per month, 
200 divided by 4 week 


number sold per week 


quired for delivery This mean 


terms of time required to sell by 


average 


sales per month as a four-week supply if the aver 
equals 50 units, the average 


Supposing that a turnover of six time a year were ce 
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sired. 52 weeks divided by 6. equals 8 weeks supply tems. Knowing the’ number of items to be included in the 
which must be ordered six times during the year. If perpetual inventory system, he will know how many cards “ 
delivery takes four weeks. the replenishment order must or pages will be needed. Thus, if a record is to be kept h 
be made when six weeks’ supply is left in stock. When of 13,000 items, 13.000 cards or pages will be needed and | 4 P 
delivery is made. stocks will have dwindled to a two- the necessary equipment tohold these cards. name 
week supply on hand. The delivery will bring stocks to There is a wide selection of standard inventory cards comp! 
a 10-week supply. and pages but if the distributor cannot find exactly what and s 
Under such a system. the quantity purchased will vary he wants among these, he can have his own printed. In a 
with the demand as reflected by the average monthly designing his own card or page, it is advisable to place inade 
sales. However. the rate of turnover will remain the all permanent information at the top of the card or page. purch 
same since replenishments are made on the basis of The largest portion of the card or page should be devoted histor 
time required to sell. When demand increases, re-stock- to data on purchases, sales and balance. In 
ing orders are increased; when demand decreases, re- Since the proportion of sales to purchases is anywhere inte 
stocking orders are decreased. from 5 or 10 to 1, some distributors have separated much chee 
Another advantage of a sales history is that seasonal of the purchase data from the in-out-balance record. This 1. It 
requirements are indicated. If the sale of an item. is eliminates the necessity of transferring purchase data from glo 
greater in one month than in others a glance at the his- a used up card or page to a new one. The same has been 2. It 
tory will reveal the increase and the need anticipated. done with the sales history which can hold a six-year tabu- ] balar 
lation of monthly sales. p 3. I 
Selecting Equipment Some manufacturers of record systems have signalling pred 
devices which flag various conditions of inventory, rate of A It 
With a knowledge of just what information should be turnover or seasonal demand for each item. These devices Be Mt 
recorded. the distributor can make a better selection of save management time in purchasing and reviewing prod re 
equipment from manufacturers of standard recording sys- uct performance and should be considered. ae 
and 
difle 
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Elmer R. Newman directs the oper- visil 
ations of inventory control system tion 
Battery of tray cabi- which performs five functions. wee 
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A supplementary file to hold orders on s¥ r 
George F. Motter's Sons uses the Kardex file with resplaceable pliers aids checking on back orders. = 
cards for in-out-balance, purchase and sales history records. ™ 
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PUTTING CONTROL TO WORK 


NALYSES OF THEIR OWN operations and requirements 

have led many distributors to different adaptations of 
[fH perpetual inventory systems. These range from the 
maintenance ot the basic IN Ol r-B \] ANCE Record to the 
complete file of ins. outs, balance, purchases and receipts, 
and sales by months. Simply because a distributor does not 
maintain a complete system doesn’t mean his system is 


| nade I 


purchase record may not be necessary Similarly. the sales 


inadequate for his needs particular routines, a 


history may not warrant tts separate maintenance, 
Motter’s Sons. York, Pa., the 


system of inventory control how used Was adopted bec aust 


In the case of George F. 


it executes satisfactorily five important functions: 
1. It provides information on quantity ordered and balance 
on order, 
2. It provides information on quantity received, sold and 
balance on hand. 
3. It indicates ordering pont for replenishing stock for a 
predetermined rate of turnover 
4. [t indicates cost price of each item 
5. It records monthly sales summary 

To perform these functions, a fairly complete perpetua 
inventory record was chosen. It contains stock, purchase 
and receipt records and a monthly sales summary on three 
different forms in order to obviate the need of transferring 
a lot of permanent information once a card was filled with 
entries. In the Kardex equipment, these three forms are 


available as a single unit in one flap provided for each 


item. These records are kept in trays and each flap has a 
visible margin revealing catalog number. item, size. loea 
tion. A signal is used to indicate balance in’ terms of 
weeks’ supply. Seasonal demands are also indicated by a 
visible margin signal 

The stock record. in which the bulk of the daily posting 
is done, is inserted in the top portion of the lower flap 
There are six columns in which entries are made. All in 
telephone and 


coming orders from customers. salesmen 


counter men are routed, as soon as received, to the in 
ventory record clerk. He posts the date. order number and 
quantity on the order into the steck record for each item 
He then figures the cumulative total of sales for the month 
(previous sales total for the month added to quantity just 
sold). 

Next he computes the new balance by subtracting the 
quantity just sold from the previous balance and enters the 
result as a new balance. Thus. if a customer's order shows 
a call for five No. 0 31-in. V belts. of whieh 15 had been 


sold during the month and of which 10 were on hand. the 


following entries would be made in the stock record 


Order No. Total Month Balance 


To Date 
15 40 
20 35 


Received Used 
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If the firm was out particular belts, or there 
were not enough in stock to fill the order. a notation to 
facilitate s the work 


of the order editor and invoice clerk. Some firms require 


this effect is placed on the order. This 


the inventory clerk to put cost notations on the orders to 
determine salesmen’s commissions and this information is 
obtained from the purchase and receipt record on the under 


side of the facing flap. 


Order of Routing 


Orders with vendors are also routed through the in 


ventory record desk for entering data. The date, order 


number, quantity, list price, discount and invoice cost are 


posted here Phe percentage to be idded to net cost to 
determine tnvetce cost is noted at the bottom of this card 
In addition to upplementing the stock reeord as a source 


of information, the purchase record prevents over-ordering 


duplication of orders, a guide to filling back orders. Fairly 


accurate estimate of delivery may he gleaned from. the 


date on which orders were placed and dates of partial 
deliveries. Back order sequence and information is kept in 
mentary record. This card shows 
rab date placed and quantity 

of the record is. the thly sale um 
mary to which monthly sales total transferred at the 
end of the month. The average sales per month determines 
the quantity to be ordered for replenishment of stock The 
irded as the current four 


red determines how 


average ile per month is. re 
week upply The rate of turnover ce 
-upply hall be 


iddition the 


many week ordered = for 


stocks In 


sales trends either upward or downward 


replenishing 

monthly sales summary. reflects 
and periods of 

increased requirement 

diction of Elmer R 


Stock records are under the juri 


Newman. manager of the material control department 
Th posting 1 done by two clerks An interofice commu 
nication ystem makes the relaying of inventory informa 


tion to all parts of the firm’s quarters a imple matter 


Order Handling and Inventory 


There i 
perpetual inventory and order handling which the H. D 
Faylor Co.. Buffalo, N.Y 
take idvantage of this 


i close relation between the maintenance of a 


recognized. The firm decided to 
relationship ino reorganizing for 
greater economy and efficiency and improved customer 
e. The system evolved is an excellent example of how 

itery control may be integrated with order handling, 
ind costing in an industrial 

The objective 
i Maxium Savings on 
freight charge 


2. Make outsice 


 o Relieve train oon telephone line TY economize on 


ipply firm 
of the reorganization were 

inufacturer igreements to pay 
on orders of a specified size 


ilesmen price consciou 


charges 


that include items 


entory inlorma 


(iin) 103 











Sample of order filled out 
by H. D. Taylor salesmen, 
including prices, from 


val inventory is done. 


A study of ways and means of attaining these objectives 
convinced Taylor officials that considerable efficiency and 
savings could be effected by coordinating order handling, 
pricing and costing with a tailored perpetual inventory 
A single 


was adopted for the 


designed for complete stock control 
kept in a 


item system 
visible binder inventory 
record. Basing the selection of data to be recorded on what 
it hoped to accomplish by the reorganization, Taylor Co., 
included complete costing and pricing information, most 
economical quantities to order and terms, complete stock 
and purchase record and a sales history. 

Telephone, counter, mail, outside salesmen’s orders are 
routed through the stock record clerk first. Memos of re- 
turned goods or exchanges are also routed through the 
stock clerk first. This assures accurate and up-to-the-minut 
balance information, 

The inclusion of economical ordering quantity informa 
tion in the record has made purchasing more efficient and 
informed of the 
size of a minimum order on each item. If stocks of a certain 


more economical. Buyers are constantly 
item need reordering, and the replenishment order does 
not meet the requirement of a minimum order, the stock 
records of other from the same 


items manutacturer are 


combed for short supplies. 


Telephone Pads 


Although the other benefits derive more or less directly 
from changes in handling procedure. these are closely tied 
in with the perpetual inventory system. Telephone salesmen 
use special pads on which they take orders and price them 


stor k 


clerk who enters the items as withdrawals. There is a space 


These telephone orders go directly to the record 


on the order sheet for the clerk to mark out of stock. in 
stock, and partial stock items and costs. The clerk also 









which posting to perpet- 


checks the selling prices on all orders including telephone 
These 
telephone salesman who writes up his charge sheet, using 
blanks for stock. 


special, direct and Telephone orders from 
I 


salesmen's order sheets sheets are returned to the 


white order items in green blanks for 


bac k orders. 


outside salesmen are confirmed in writing and checked 
against the order written by the telephone salesman 
Orders received by mail, other than confirming orders, 
are routed directly to the stock record clerk. The work of 
copying customers’ orders to Taylor forms is eliminated, 
the customers’ orders being used by the stock record clerk 
for stock 


done, they then go to inside salesmen and follow the same 


withdrawal entries. pricing and costing. This 


routine as telephone orders. 


Salesmen Price Conscious 
Outside salesmen have become price conscious through 
pricing all their own orders, of which they make triplicates 
Each customer receives a carbon of the order priced, the 
salesman keeps a copy and the original is sent to the office 
by mail, eliminating phone calls and spreading order fill- 
ing more evenly over the day. After handling the outside 
salesman’s order, the stock record clerk sends it along the 
same way as other orders. 

In setting up the system, Taylor officials were concerned 
over the possibilities of counter sales hindering up-to-the 
minute accuracy of inventory balance but the problem was 
solved with a double-check. 


the stock record clerk by phone of each sale. Entries are 


The counter salesman notifies 


made in the inventory record. Each counter salesman is 
provided with two sales books and. every two hours, one 
of these two is picked up and delivered to the inventory 


clerk, 


their own pricing; 


who double-checks the sales. Countermen also do 
the stock record clerk does the costing 
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} 
| | Loose-leaf inventory record sheet used 
| i} by H. D. Taylor is 102 by 4/2-in., and 
! i| contains a wealth of information. 
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and checking. 
When merchandise is returned by customers for credit 
checked for 


and a memo is sent to the stock 


or in exchange for other goods, these are 
quantity. quality, ete., 
record clerk for entering as a receipt of goods. An ex 
change goods pad is used also. Regardless of whether 
there is a differential in price, the form must be filled out 
and sent to the inventory clerk for adding and subtracting 


from the stock records. 


Streamlining Routine 


Streamlining of office and order routine to assure better 
and faster customer service was the aim of Linford C. 
White, president, White Supply Co.. Waterbury, Conn., in 
designing an inventory control system, Unnecessary tran 
different 


scriptions and calculations by individuais are 


conducive to errors and cause delay. To cut paper work 
to a minimum and to get orders out promptly, Mr. White 
introduced some short cuts in office routine and designed 
an inventory control system which made efficiency possible. 
Service was improved and costs reduced. 


White calls 


his perpetual inventory record, has made it possible to put 


The post index system, which is what Mr 


a rush order through the firm in three minutes — that is, 
from the time an order comes in over the telephone to the 
time the goods are on their way and the invoice is in the 
mail. All incoming orders pass over the desk of Daniel F. 
checked for 
specifications, He passes the orders to Miss Madeline M. 


Sullivan, general manager, where they are 


Rakish for entry on the perpetual inventory records, pricing 
and purchase if necessary. Orders then go to Miss Margaret 
McCaskill at the billing desk where invoices are typed out 
on an electric machine and are made ready for mailing. 
White Supply’s inventory record is kept in visible margin 
flaps kept in trays. Titles are typed on the visible margin 
Immediately above the title is an automatic pricing table 
devised by Mr. White. The sales records on each item in 
stock were checked to determine the most usual quantities 


ordered. The extended prices on these most usual quan 





Entries on loose-leaf sheets, permanent Infor- 
mation at bottom, are made easily. 


Post index system designed for White Supply Co., 
features price extensions for popular quantities. 


J STREAMLINING ROUTINES 





This precal 


tities are typed above the title on each card 
culation eliminates the necessity for repeated re-calculation 
of prices and enables the index clerk to simply enter the 
predetermined extension on the invoice. This short cut 
saves extending on about 90 percent of the orders. On 
orders for unusual quantities, the extensions must be cal 
culated individually. 

[Twelve columns on each index card contain all the in 
formation required to keep track of stock 
Dates of all transac 


purchasing and 
applied orders or direct shipments 
tions are kept in the first column. Purchase order numbers 
and quantities go in the next two columns and receipt in 
the fourth column. The order number is entered at the 
time the purchase order is written out and again when a 
shipment on. this particular order is received. On receipt 
of the full shipment, both entries are crossed out, including 
quantities. When purchase orders are written out and num 
ber entered, the received column is used for the supplier's 
initials 

There is a due stock column which is seldom used. The 
next three columns are for sales information — customer's 
name, charge number and quantity shipped. The next space 


is for balance on hand which supplies information on 


quantities in stock. 


Back Order Control 


The last three columns are assigned to “Total Coming, 


which reveals balance on ordet Customer Open,” for 
customers’ names whose orders have been applied on stock 
orders, and “Amount Ordered,” for quantity ordered by 
orders are entered with 


the Purchase Order and 


these customers. Direct shipment 


the order number and quantity it 


Quantity columns and order number in the “Charge 


column. However, these quantitic are not added to ot 


deducted from the balance The customer's initials are 
‘Customer Open” column and the amount 
column. Wher in invoice telling of 


the shipment of thi order received. the order number 


entered in the Pur 


entered in. the 


in the “Amount Owed 


quantity and custome nitial ire 












MULTI-CONTROL SYSTEM \_ 


chase Order Number, Quantity and Customer columns, and 
again in the Charge and Shipped columns. The previous 
entry is crossed out along with the purchase order numbeg 


and receipt of the new entry. 


Tested In Wartime 


The inventory control system developed by the Dallman 
Supply Co., San Francisco, Calif.. was tested in wartime 
when demands by the government for inventory data placed 
a strain on record keeping. The firm’s officials are con- 
vinced of its value and make every effort to keep it operat- 
ing smoothly and efficiently. Stock record clerks are respon- 
sible to the purchasing agent. Standard practice bulletins 
inform all employees working at inventory records of duties 
and methods assuring efficient performance 

According to Vernon S. Dallman, the purpose of the 
control was to provide means of determining from the 
records maintained the following information: 

1. Quantity of material on hand at any given time 
2. Quantity of materials on order 

3. Name of the vendor from whom purchased 

4. Cost. 


5. Quantity received and date of receipt 
6. History indicating quantity of stock 
period 
7. Cost value of merchandise sold for accumulating month 
ly cost information 
8. Priority breakdown of sales — of commodities — covered 
by priority regulations by departments. End use was break 
down of controlled materials as required for Government 
reports on commodities requiring such informationfl 

Stock records are kept on visi-record cards, (7 x 8-in.), 
the same form being printed on both sides. The informa- 


tion contained includes (1) description of item, catalog 


number and size; (2) steck number as assigned by pur 


chasing agent; (3) name of vendors; (4) quantity re 


Daliman Supply Co. s perpetual inventory records are kept 
on vertical cards with visible margins and signals. 





’ 
quired to obtain minimum discount; (5) pack (numbe 
in standard package); (6) list price; (7) f.o.b. point op 
other cost information; (8) maximum and minimum stock 
as determined by management. The card is columned to 
give all information as to receipts and issues of stock, 

The left side of the card is used for entering receipt 
information such as date of purchase order; letter indicat 
ing vendor; purchase order number, quantity ordered; 
quantity received; balance on order, and net cost. 

The right side is used for entering issues and showing 
balance on hand and requires entering date of posting from 
work card to stock record card: pick up of previous bak 
ance on hand; quantity issued; cost value of issued item, 
and balance on hand 

In order to segregate information on controlled items, 
a special work card mentioned in the above paragraph wag 
used. This is a 6 by 6'2-in. card ruled into columns té 
permit accumulation of sales in accordance with priorities 
Without priorities to worry about, the same card can be 
used to accumulate counter sales or all sales for a single 
day before posting to the stock record card. It provides 
for description of item (name, catalog number and size); 
cost (net or list and discount); stock number, and period 
covered by the card. The work card actually prevents the 
premature filling up of the “issue” side of the stock record 
card as sales run at least five to one as compared to pur 
chases. The work card is filed in the same place as the 
stock record card, being serrated at the bottom to fit in 
the same place in the file. 

Provisions for keeping a line on back orders are made 
by entering them an another card (6'2 x 4'2-in.) and 
keeping the card in the same place in the file as the stock 
record and work card. Upon receipt of any item, the back 
order card may be referred to for shipping instructions, 
Control over quantities on order is attained by checking 
back orders against quantity on order. 

These three cards are filed in portable posting trays. 
They are filed in numerical order by stock numbers. Until 
stock numbers are assigned, the cards are placed in the 
order of sequence they appear .in the standard catalogs of 
manufacturers’ lines handled by the Dallman company. 
Indexes are by departments and descriptions. Section 1 of 
Department 11 covers Blank’s plumbing fixtures. The index 
placed in front of these cards for these items would read} 
Department 11.1 (the 11 indicates the department and 
.1 indicates section of that department). In addition, 
*“Blank’s Plumbing Fixt.” is included. 

Addressograph plates are made for each item of inven 
tory handled by Dallman Supply and permanent informa 
tion such as item number, department and section numbers, 
stock number, size, description, list price. These plates are 
used to check stock records, for ordering stock, for sub 
mitting stock lists, taking inventories, making work cards 
for stock record clerks, running lists of obsolete items 
making bin labels and writing customers’ orders. 

The stock numbering system is coordinated with Dalk 
man’s price numbering book, stock record cards and 
addressograph plates. All merchandise in the warehousé 
is located on shelving in numerical sequence as far as if 

is practical and this permits any item to be located without 


difficulty by new employees 
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Removing carbon and other resi- 
due from motor after testing 
special lubricants. 


Photographs courtesy of the Lubrizo! Corporation 


All laboratory equipment must be free from all foreign materials, 
Osborn brushes keep them clean. 


Bettee Oids FROM BRUSHES! 


HO ever heard of brushes making 

oil better? Lubrizol Corporation, 
which develops addition agents that im- 
prove petroleum products uses Osborn 
brushes in their Wickliffe laboratories 
for motor cleaning jobs where the con- 
dition of gears and other moving parts 
must be precision-exact, so that prop- 
erties of specially-treated lubricants can 
be observed. In the chemical labora- 
tories, Osborn Monitor wheels have 
proven the fastest and most efficient 
method for removing corrosion from 
copper and brass laboratory equipment. 


And so on through the plant. 


No matter what you make—oils or 
engines; teapots ‘or telephones — mod- 
ern brushing techniques as developed 
by Osborn, can help you turn out your 
product faster, cheaper and better! 

This has been proved true in industry 
after industry. Let us prove it to you—with- 
out obligation, of course. Dictate that 
note or write that card to Osborn—today! 


THE OS80RN MANUFACTURING COMPANY 
5401 Hamilton Ave. Cleveland, Ohio 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Sales Salesman per Average Working 

Area Indicator perDay Salesman Order Day 
North Adantic Dec. 380 15 $15,170 $38.30 95 
Jan. 416 13 18,400 44.70 96 

Southern Dec. 323 16 $18,100 $36.70 111 
Jan. 349 16 19,750 37.00 122 

North Central Dec. 278 15 $15,660 $35.50 88 
Jan. 291 15 15,900 37.10 114 

Western Dec. 480 13 $14,750 $52.70 114 
Jan. 497 11 13,600 56.50 132 

Pacific Dec. 411 12 $13,650 $37.40 63 
Jan. 195 ae 10,100 38.80 78 


THE SALES INDICATOR has been revised and will hence- 
forth be figured on a new base, using the average monthly 
sales for 1935-39 as 100. This will facilitate comparison 
with Federal Reserve Board production indexes, also on 
the 1935-39 base. To convert new indicator figures to the 
old "1934-38 equals 100" base, multiply new values by 1.08. 
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A new peak of 346 was hit by the Sales Indicator 
January, and this augurs a good year. 


The size of 


average order also reached a new high of $40.60. Or 
per working day rose to 105, the salesman's volume w 
$16,720 and there were 15 orders per salesman per day. — 











THE SALES INDICATOR 
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The Oster No. 8 "RAPIDUCTION" illustrated is a high 
speed, high production pipe threading machine covering 
the range from 2!/." to 8" inclusive. For extreme accu- 


racy on continuous high speed production pipe threading, 


the Oster "RAPIDUCTION" is the machine for the work. 


Among the many important features of Oster "RAPIDUCTION" 
machines is the single, easily adjustable die-head which, with 
one set of holders, covers the entire range of each machine. 
A single set of high speed steel dies 
Suter “Reatteation” Geer-tse, threads all sizes of American and A. P. I. 
EES machines: fede ta toroe shea, Standards, where the pitch and taper 


are the same. 


From the big "RAPIDUCTIONS" to the 
No. 422 "Power Vise Stand" [illustrated 
at right) the Oster line of power thread- —_—No. 422 “Power Vise Stand” con- 
- ‘ 7 verts hand tools to power tools for 
ing machines and related equipment __ threading, cutting, reaming pipe. 
offers an exceptional range of selec- 4 

tivity to meet practically every pipe 

eries general pur i i t. - 
Seaton pt ye el 2 we threading nee No. 502 “Pipe Master,” the lowest 


die-head and open type vise. priced complete, portable power 
Three s B pipe machine on the market. 





Oster "Wilco" power threading 
machines designed for maint ) 
and production threading. Two sizes. 












No. 542 “Rapiduction Junior” with - = 

revolving die-head and open type No. 572 "Rapiduction Junior”... No. 531 "Tom Thumb,” rotary dle- No, 562 "Tom Thumb,” another 

vise. Handles wide variety of floer type power pipe machine for head type designed for threading Oster portable power pipe machine 
reading work, production threading of smallersizes, bolts, rods, studs, pipe, nipples, etc. designed for speed and accuracy. 





machines make jobs Zi 





— 
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|THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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ORDERS PER SALESMAN PER DAY 











1946 Profits Normal 
For Active Years 


Profits were in line with long term 
ratios in relation to the national income 
in 1946, according to a report prepared 
by the National Industrial Conference 
Board. Total corporate profits were 
estimated at 7.3 percent of total na- 
tional income, and this is in step with 
prewar years of high level employment 
and production when profits averaged 
between 7.5 and 8.5 percent. 

Last quarter 1946 profits of manu- 
facturing corporations were 5.6 percent 
of sales, and 4.8 percent for the entire 
year, the report stated. This compares 
with an average of 5.1 percent for all 
manufacturing in 1939. Thus, while 
dollar profits in 1946 were large, re- 
turn on sales was very close to past 
relationships. 

Manufacturing has received a de- 
clining share of the postwar profit pie 
while the distribution and service in- 
dustries have taken larger slices, said 
the economists who prepared the report. 


Farm Machinery Industry 
Hits All-Time Peak 


The farm machinery industry in 1946 
chalked up an all-time production 
record of $720,735,553, an 8.6 percent 
gain over 1945. In announcing the fig- 
ures, the Civilian Production Adminis- 
tration also stated that new production 














facilities should materially increase out- 
put in 1947. 

It was pointed out that the 1946 out- 
put represented an actual increase in 
production, because price rises were 
eliminated in comparing last year’s pro- 
duction with that of 1945. 

The largest production items in farm 
machinery volume for 1946 were repair 
parts and attachments, and they repre- 
sented more than 31 percent of the 
total. Although the record production 
ate heavily into order backlogs CPA 
said it didn’t reduce domestic and ex- 
port demand to normal levels. 





DISTRIBUTOR'S BAROMETER 


Changes in wholesalers’ sales for 
December 1946 as reported by the 
Bureau of the Census, Department of 
Commerce, in cooperation with the 
National Association of Credit Men. 


Dec. hs Dec.1946 From 


vs. 12 Mos. 
Dec. ‘945 Nov. 1946 1945 
Automotive 
ere +26 5 +43 
Industrial 
Chemicals ...... +43 —) +17 
Paints & 
Varnishes ...... +67 5 +31 
General 
Hardware ...... +67 aot +52 
Plumbing & 
Heating Supplies.. +73 coal +52 
Lumber & Bldg. 
Materials ....... +108 +1 +29 
Machinery, Eqpt. & 
Supplies (except 
Electrical) ...... +73 +9 +33 
EE cer dae sist +43 cans +28 
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Pig-lron Shortage 
Threatens Output, Jobs 


Curtailed automobile production a 
a drop in employment in the seco 
quarter of 1947 are threatened as 
result of the critical shortage of pi 
iron. These facts come as a warni 
from the Automobile Manufacture 
Association to the Office of Tempo 
Controls. First effects of the sho 
are expected by April, according 
George W. Mason, AMA president. 

Mr. Morgan’s report stated, “All 
dence we have is that the key tot 
pig-iron shortage is the allocations 
housing purposes, which seem to exce 
present realistic housing completi 
schedules. We are fully aware of o' 
conditions limiting pig-iron supply 
it is because of these that we maint 
it is absolutely necessary to avoid tyi 
up valuable tonnage where it will 
be put to immediate use.” 

The Association continues to belli 
that Government allocation and priori 
controls of the type mentioned she 
be terminated immediately, Mr. Ma: 
added. A free market, he contend 
will most quickly accomplish an eq 
table and productive distribution 
available materials and the Governme 
should make this possible without del 
Failing to do so, he said, it should f 
the fact that it is carrying the respo 
bility for curtailing enployment 
output of needed goods. 
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The question of selection of the proper 
D type and consistency of lubricants need 
offer no problem. LUBRIPLATE Lubricants 
are available from the lightest fluids to 
the heaviest grease types. All reduce 
friction and wear, protect against rust 
and corrosion, and are more economical 


than conventional lubricants. Let us 
prove our case. 











MACHINERY 





generc! oil type 
$, wick 
oilers. 


igh film 
No. 8— Because 7 bo pond 


f the most popular 
yam for general op- 
pressure gun or cups. 
_— For o wide range of greore 
tions pat be especially at tempera 
tures above 200 deg 
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FREEDOM FROM SALES COMPLICATIONS 


There are numerous reasons why so many Industrial 
Supply salesmen enjoy selling LUBRIPLATE lubri- 
cants. Salesmen definitely realize they are pre- 
senting an honest, meritorious product and know 
full well that those who buy LUBRIPLATE will be 
benefited by its use. Therefore a real service is 
being reflected and which will be long remembered 
by their customers. 


* * * * * * * * * 


Most salesmen prefer to sell clean cut products 
such as LUBRIPLATE that are time tested as to 
their superiority and with the knowledge that 
through satisfactory performance many repeat 
orders of ever increasing quantity will be forth- 
coming. Smart salesmen recognize the sales ap- 
peal of LUBRIPLATE lubricants and that they are 
a real entree medium in securing new accounts 
formerly not possible with other lines. 


* oa a * * oe * * 


LUBRIPLATE is easy to sell because of the wide 
consumer acceptance it enjoys. There are no com- 
plications to overcome in selling LUBRIPLATE. 
The line is simple. With a comparative few fluid 
and grease types practically every lubrication 
requirement can be satisfactorily met. Proper 
recommendations are easily and quickly made by 
explicit and non-complicated data furnished all 
distributor salesmen. They also have at their 
disposal the able assistance of highly trained 
LUBRIPLATE district sales and service engineers. 


* * * * * * * * * 


Wise industrial salesmen are those who are plan- 
ning for tomorrow—because they recognize their 
responsibility for the way business for their 
firm grows in the territories assigned them. In 
planning for tomorrow's sales it is an assured 
fact that LUBRIPLATE can play a most important 
part. To assist Industrial Supply salesmen to 
build up LUBRIPLATE sales the advertisement ap- 
pearing on this page is being currently run in 
over twenty leading trade magazines which have 
wide circulation throughout industry. 


* * * 7 + * . 7 
''"FOR SATISFIED CUSTOMERS—SELL LUBRIPLATE'' 
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It is poustFuL if any twelve-month 
period has witnessed more drastic shifts 
in basic economic factors than has the 
year just passed. Yet, despite violent 
price manipulation and unprecedented 
loss of man-hours, the beginning of a 
new year finds over-all production at a 
level comparable to that of the last 
few months of the war, late in 1945. 
The reason for it, in simple terms, 
is the insatiable demand for all nature 
of goods. The gradual recovery of pro- 
duction from the low point hit imme- 
diately following the war and in early 
1946 illustration of the 
fact that when people want things and 


is a forceful 
have the money (or credit) to buy 
them. production overcomes all tem- 
porary obstacles to satisfy that de- 
mand. 

But, as production of all goods pur- 
sues its upward trend, demand and 
saved purchasing power diminish ac- 
cordingly. In the months ahead a 
slackening of the total demand will re- 
move much of the curative magic for the 
ills of production. It is to be hoped, 
though, that real purchasing power will 
be maintained by a general drop in 
prices and’ that work stoppages will be 
minimized. If that proves to be the 
case, there will remain a market for 





Jan.* Dec. 
1947 1846 
Total Production .... 188 181 
Durable Manufactures 220. 210 
Non-durable Manufactures.177 173 


Jan. 
1946 


160 
166 
161 


@These figures are preliminary and subject 
to minor revision on the basis of additional 
data. 





capacity production of most basic in- 
dustries for many months to come. 
Analysis of present activity and esti- 
mates for the immediate future are 
better understood by studying the very 
dependable, barometer of ,all produc- 
tion—-steel. Production of steel is now 
near 94 percent of capacity, a peace- 
time peak for the industry. In the 
Pittsburgh area, production attained 
101 percent of capacity, and this in 
the face of weather and production 
difficulties and high scrap prices. 
Users of steel still complain that they 
are not getting sufficient steel to meet 
high manufacturing goals. National steel 
production is limited, according to 
sources within the industry, to about 
96 percent of capacity because of the 


necessity for repairs to equipment and 
high cost of new equipment. It 
believed, therefore, that there will be 
little change in the tight steel supply 
situation These 
factors, in combination with confidence 
that the labor picture will remain com. 
paratively serene for the next several 
months, has generated a feeling of 
optimism in the steel industry that 
should carry over into much of the 
industrial network. : 

Demand for new construction show 
less sign of slackening within the year 
than in any other segment of industry, 
Throughout 1946 construction of ney 
buildings continued to increase, in spilt 
of rising costs, near-crippling material 
shortages and lack of manpower. The 
total for last year was double 194 
construction volume and higher than ia 
any peace time year since the 1920’ 
Bottlenecks are disappearing, as shown 
by a Department of Commerce com 
posite index of 16 principal construction 
items, which has reached a new high 
60 percent above the prewar average. 

As for future aims, 1947 construction 
volume been set near 20 billions of 
dollars by the Department of Commerce 
and the Associated General Contractors 
of America. 


before this summer. 


INDUSTRIAL PRODUCTION INDEX 
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EValizing is on exclusive process for coating 
steel parts with abrasion resistant bearing 
material. 


EValizing reduces friction between moving 
steel parts, by approximately 50 per cent—it 
practically eliminates galling and freezing 
where parts must slide or turn freely in con 
tact with other steel parts. 








EValizing, developed for gall resisting 
qualities, also fights corrosion. 


EValizing is another Edward contri- 
bution to better yalve performance: 


Ox 
= wanda alias. {ee 


Subsi iary ng mpan 
ubsid of Rockwell Manvfacturi Co Pp y 


EAST CHICAGO, INDIANA 
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SELLING THE DISTRIBUTOR 


ORE AND MORE PEOPLE—people 
M who buy or originate requisitions 

—are becoming better and better 
acquainted with the distributor’s role 
in American industry. Instead of being 
a short-lived affair, Mitt Suppties’ 
campaign to publicize the industrial 
supply industry has swelled into an 
industry-wide movement with both 
manufacturers and distributors expend- 
ing time, money and effort. Virtually 
every industrial and business publica- 
tion in the United States is now carry- 
ing scores of manufacturers’ advertise- 
ments in which the distributor is either 
featured or mentioned. 

There is a growing trend among man- 
ufacturers to recognize that increased 
sales and user-acceptance can be 
achieved by making buyers and users 
of advertised products aware of the 


You SMH 


IN MANY WAYS 


when you put your 
emergency lock washer 


needs up to a 


RELIANCE 
DISTRIBUTOR 


Eaton Manufacturing Company 


services rendered by local distributors. 

On the distributors’ side there also 
has been extensive activity. Advertise- 
ments in local newspapers are becoming 
almost common-place. Many such ad- 
vertisements are duplicates of the ad- 
vertisements Mitt Suppuiies used last 
fall when it sponsored its advertising 
campaign in leading industrial and 
business publications. 

The booklet prepared by Mitt Sup- 
pLiEs, “Service and Dependability”, was 
used by some 100 distributing com- 
panies in every section of the country. 
These companies purchased from 200 
to 1500 copies each. Some distributors 
used the booklets as direct mail pieces, 
others held sales meetings at which the 
features were brought out and then 
gave the booklets to salesmen for per- 
sonal distribution. 






So near to your desk! 


We Say “Get in Touch With Our Distributor” 
nagy ton ee UTEARIGRADY Div. 


WE'VE EXPLODED THAT 
“STRAIGHT UNE” 


P DEMING DISTRIBUTORS LOCATED EVERYWHERE 

i ' Close cooperation between Deming field engineers and Deming Distributors 
(0 motes a hard-to-beat combination of seles-engineering “tnow-how™ to serve 
ne your pumping needs. If you don't bnew where te locate the nearest Deming 
k Distributor, write ws. 





i 


The Deming Company 


Why we've said for over 40 years 


erm ON me pate oR cmmpmectmen oeth 


hs 


& Moore, Inc. 


Delta Manufacturing Division 
Rockwood Manufacturing Co. 


Reproduced below are cutouts of typ 
ical advertisements being used by mang 
facturers. These advertisements were 
all taken from industrial publications 
but do not constitute a listing of all 
manufacturers who are featuring the 
distributor. Many manufacturers are 
not limiting their distributor-advertising 
to industrial publications but are using 
general publications on the theory that 
the distributor is entitled to recogni. 
tion by not only the industrial public 
but also the general public. 

The whole-hearted cooperation re 
ceived by Mitt Supp.ies in its cam 
paign to “sell the distributor” ha 
prompted the management of your mag 
azine to start drafting plans for 4 
continuation of its advertising. Mom 
details of the plans will be published 
at a later date. 









‘in 


~ "" Afiericén Chain & Cable Co., Inc 


Call in the 
Delta’ distributor 
near you 


He is listed under “Tools” in the classified 
section of your telephone directory .. . 


ine Fo 








Black & Decker Mfg. (! 


See Your Steck & Decker Die 
trimuter for helpful informatics 
on Sanders, Grinders, Drills, Saws 

Electric 





~S maintenance and repsir. For your 
tree copy of our complete catalog. 
write today to: The Black & | 
Decker Mfg. Co., 618 Pennsyk | 
vania Ave., Towson 4, Maryland. 
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Hugh E. Hulburd 


Hulburd, Weber 
Announce Retirements 


Hugh E. Hulburd, president, and 
Lewis H. Weber, vice-president in 
charge of purchases, of the George 
Worthington Co., Cleveland, have re- 
from the company. Mr. Hul- 
burd’s retirement was effective on Feb. 
19, the date of the firm’s annual meet- 
ing, and Mr. Weber’s was on Feb. 22, 
just 55 years after his joining the 
firm. 

Mr. Hulburd completed a long and 
outstanding career in the hardware 
field. He took his first job in a retail 
hardware store in Medina, N. Y. in 
1882. In 1889 he became associated 
with the Worthington Co. as a sales- 
man covering a New York State ter- 
ritory. 


tired 


After 17 years on the road, he 
was called to Cleveland to take charge 
of the firm’s cutlery, saddlery and sport- 
ing goods departments. A few years 
later he was made general sales man- 
ger, and in 1919 was elected to the 
board of directors. In 1927 he became 
vice-president and nine years later was 
elected president of the firm. 

Mr. Hulburd celebrated his 8lst 
birthday recently. He and Mrs. Hul- 
burd live at 13415 Shaker Boulevard, 
are the parents of three daughters and 
a son and have several grandchildren. 
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Lewis H. Weber 


Mr. Weber joined Worthington Co. 
as a boy on Washington’s Birthday 55 
years ago and six years later he began a 
22-year stretch on the road as a sales- 
man. He was then promoted to the 
front office from where he rose to posi- 
tion of vice-president. 

Though born in Cleveland, Nov. 11, 
1873, Mr. Weber spent most of his boy- 
Mr. 
Weber’s retirement will not be complete 
for several months as he has consented 
to “be on call” during which time he 
friends of the 


hood on a farm near Ashtabula. 


may be able to visit 


firm. 





Kinsey Named Head 
Of Virginia Firm 
C. Howard Kinsey, former vice-presi- 


president .of the 
Charles Leonard Hardware Co., Inc., 


dent. was elected 
hardware and industrial supply firm of 
Petersburg, Va. Mr. Kinsey was named 
at a special directors’ meeting called to 
reorganize the firm because of the re- 
cent death of Frank M. Hobbs, former 
president. 

Other officers named include: FE. O. 
Talmage, vice-president, formerly sec- 
retary; K. E. Collier, secretary, and 
H. L. Rogers. treasurer. 
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Cleveland Tool & Supply 
Marks 50th Anniversary 


The Cleveland Tool & Supply Co. 
celebrated its 50th birthday on Feb. | 
with Harry C. Ruhf, former salesman, 
sales manager, secretary and vice-presi- 
dent. as president. Other officers in. 
clude Charles C. Wright, former presi: 
dent, chairman of the board; Oliver C. 
Wittich, son of the late F. C. Wittich 
who was one of the founders of the 
firm, vice-president; John R. Coven. 
try. nephew of the late Charles C. Cov. 
entry. the other founder, assistant 
treasurer. W. E. Lowles is general sales 
manager and Ralph L. Fox is office 
manager. 

The firm was founded on Feb. 1, 1897 
by the late Charles C. Coventry and 
the late F. C. Wittich at 5 Leng St. 
This original building was enlarged, 
the back wall broken through for a 
new address on 8 South Water St. 
The first employee was Robert C. 
Locker who worked as a handy man 
until 1905 and then became a salesman. 

In 1901 the firm added a warehouse 
for its steel tubing business and in 
1913 the company leased a four-story 
building with 63,000 sq. ft. of floor 
space at 1427-1437 West 6th St., which 
it now occupies. The property was pur- 
chased about five years ago. Personnel 
of the firm increased from three in 
1897 to a working force of 125, includ- 
ing 15 outside salesmen covering a 
radius of 150 miles east, west and south 
of Cleveland. A new warehouse for 
steel tubing was obtained at 623 St. 
Clair Ave. in 1941. The previous year 
the company opened a branch in To- 
ledo at 1915 North 12th St. 

The late Mr. Coventry was president 
and treasurer from its start to 1930 
when he died. The late Mr. Wittich, 
who had been vice-president, took the 
post and served until 1935 when he 
died. Charles C. Wright, secretary since 
1909, became president and treasurer. 
He was succeeded by Mr. Ruhf, who 
had been with the firm since 1906. 
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, Plenty of Jobs Where 


| Black & Decker Standard Drills 
Make a Sale! - - - 


Sell Them for Intermittent Service 
in Maintenance, Repair, Construction 


You can always sell the right drill for the right 
job from the big Black & Decker Drill line. Take 
Black & Decker Standard Drills, for example. 
They’re specifically designed for intermittent 
drilling in maintenance, repair and construction 
jobs and priced for shops doing this type of 
¥ work. Jobs where a heavy-duty model, built for 
continuous production work, is just too 
much drill. 

You can sell Black & Decker Standard Drills in many sizes, for driving 
twist drills, wood augers and B & D Hole Saws. We’re pushing Stand- 
ard Drills with big color pages in leading industrial publications this 
month. So now is a good time to go after this intermittent drilling 
market. The Black & Decker Mfg. Co., 617 Pennsylvania Ave., 
Towson 4, Maryland. 


LEADING DISTRIBUTORS = EVERYWHERE SELL 
o 


= > Black& Deck 


PORTABLE ELectric TOOLS 


Black & Decker 
Vo” Standard ' 
Portable Electric Drill >. 





















Tell t wh When your customers standardize on Black & 
your customers y Decker Drills, they get a wide choice of models 


it pays to from 1%4"' to 114''—each drill designed to cut 
costs and speed up output within its working 


S ta n dardiz e capacity. They have convenient interchange- 


on ability of parts. They enjoy the facilities of a 
\ nearby Black & Decker Factory Branch, offering 
Black & D er quick service on replacement parts and repairs. 


: They benefit from your close-at-hand, expert 
Drills 





Black & Decker 
34,” Standard 
Portable Electric Drill 






help in all their tooling problems. 
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WINTER Hand Taps, designed for general purpose 
work, are available in taper, plug, and bottoming 
styles. Taper style taps are easier to start in correct 
alignment with the hole; but often require consider- 
able power because of the length of the cutting edge. 
Plug taps need less power to.operate in long threaded 
holes. Bottoming taps are designed to cut close to 
the bottom of blind holes. WINTER Service Engineers 
will be glad to recommend the type best suited for 
your needs. 


Craftsmanship of the high- 
est order always has been 
employed in the manufac- 


ture of WINTER Tape. Your local distributer carries a complete 


stock of WINTER Taps on his shelves— 
. as close to your tapping problems as the 
# phone on your desk. 


inter ‘Brothers COMPANY aR: 


WRENTHAM, MASS. and ROCHESTER, MICH. ¢ Distributors in Principal Cities 
A Division of the National Twist Drill and Tool Company e Branch Stores: San Francisco and Chicage 
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NATIONAL Taper Shank Drills, shown below, are 

especially recommended for heavy duty and deep : 
hole drilling. These drills provide quick and positive 
chucking. The tapered shank seats easily in the 


spindle, and becomes more firmly gripped as greater t ~ Ss U R E Ss 


pressure is applied. NATIONAL Taper Shank Drills, 
available in both carbon and high speed steel, are 
part of NATIONAL’S complete line of Rotary Metal 
Cutting Tools. 






The skill and facilities to 
make NATIONAL Tools the 
best you can buy are sup- 
plied at NATIONAL’S great 


new plant in Rochester, 


Leading distributors everywhere offer 
complete stocks of NATIONAL Cutting 
Tools and factory-trained men to serve 
you. Call them for cutting tools or any 
staple industrial product. 


Michigan. 








[ATIONAL rwisr nem anv Toot company 


ROCHESTER, MICHIGAN, U.S.A. Distributors in Principal Cities 
Factory Branches: New York © Chicago © Detroit © Cleveland © San Francisco 
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Walter H. Gebhart, vice-president, 
spoke on “Forging the Future” at 
the Henry Disston & Sons, Inc., 
Sales Forum in Philadelphia, Jan. 
13-18. 


and W. E. Knapp. 


The group attending the industrial meetings (above) 
heard A. A. Gardner, N. C. Bye, E. K. Spring, A. F. Uhl, 
E. L. Friek, W. Baumann, S. D. Allen, Fred Howard 


Gebhart and C. P. Smith. 






the program. 


S. Horace Disston, president; W. J. Williams of Seattle, Wash., division and 
Edward M. Holfelner, product engineer, attended. Talks were made by Mr. 
Disston, Mr. Holfelner, W. S. Armstrong, J. S. Disston, Jr.; G. A. Slacke, 
G. E. Hopf, E. J. Gebhart, Mark Harris, Henry Bain, Ill; Roy Coates, W. H. 


J. F. Wilkinson, assistant industrial sales manager, and 
Mr. Slacke, industrial sales manager, discuss their por- 
tion of the meetings which formed n important part of 


tiie heen eee lee 
Se eee 











Lewis Supply Co. 
Dispenses Bonuses 


Christmas bonuses of about 10 per- 
cent of yearly salaries were distributed 
to employees of the Lewis Supply Co., 
Memphis, Tenn., and Helena, Ark., it 
was announced by T. Walker Lewis, 
president. Total bonus to the 42 Mem- 
phis employees and eight at Helena, 
with a year or more service with the 
firm was about $12,000. 

Employees of the Lewis-Diesel En- 
gine Co., of which Mr. Lewis is also 
president, received the 10 percent 


bonuses, about 25 employees sharing in 
the neighborhood of $11,000. Mr. 
Lewis also announced a pay increase 
effective Jan. 1 of 10 percent or better. 

A Christmas party was held at Hotel 
Peabody on Dec. 30 with employees of 
both firms attending. 
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Rowland Joins 
Indiana Supply Firm 


George O. Rowland, advertising and 
sales promotion manager in charge of 
all industrial supply distribution at the 
Osborn Mfg. Co. for the last 12 years, 
resigned his position on Feb. 1 to be- 
come general manager of The North- 
ern Indiana Supply Co., Kokomo, Ind. 

Mr. Rowland expects to announce 
plans for expansion of. the supply firm 
The company is a distributor of 
industrial supplies and plumbing equip- 
ment, carrying a full line of abrasives, 
industrial leather goods, brushes and 
all-threaded goods of well-known manu- 
facturers. 

A Texan by birth, Mr. Rowland at- 
tended Texas Christian College and 
after finishing school, became general 
manager of Brushaway Products. 


soon. 
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Busser Supply Co. 
Marks 20th Year 


Busser Supply Co., Lewisburg. Pa., 
marked its 20th anniversary as a whole- 
sale distributor of industrial, plumbing. 
heating and sheet metal supplies dur- 
ing January. Marking the anniversary 
is an expansion program which will 
turn the firm into one of the most mod- 
ern wholesale distribution units in Cen- 
tral Pennsylvania. The firm has added 
air conditioning equipment, paints and 
paint accessories to its lines in recent 
years. 

Founded Jan. 17, 1927 when Wil- 
liam J. Busser, Jr., present head, pur- 
chased the plumbing and heating firm 
of J. F. Reber, father-in-law of Mr. 
Busser, the company transferred its 
interests to the broader field of whole- 

(Continued on page 142) 
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—for Progress in Industry 





y In 1903, pipe-fed air 
drills like these 
weighed from 300 to 
1500 pounds and 
struck from 250 to 


400 blows a minute. 





Vid 
"4 
Today modern hose- ag ~ > £ 
fed jack hammers 
veigh only 30 to 72 if 
ounds and strike 
800 blows per 
ninufe. 
Laing 
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HINK of the time saved by mobility of THE THERMOID LINE INCLUDES: Industrial Brake Linings 
equipment afforded by flexible, tough, and Friction Products * Transmission Belting * F.H.P. and 
abrasion-resistant Thermoid air hose over 


. Multiple V-Belts and Drives « Conveyor Belting * Elevator 
clumsy, slowly moved metal pipes. we = candied 


Belting * Wrapped and Molded Hose. 
What better picture can we give you of how 
Thermoid research and industrial rubber 
knowledge have contributed to ‘Progress 
in Industry.” 


Whether you operate a quarry, mine, cream- 


ery or brewery... are in agriculture, con- 
struction, oil or any manufacturing industry, h e rmol 


consult your local Thermoid Jobber or direct 





factory representative on all problems relat- 
ing to hose, belting or friction materials. 
When you do, you’ll find—‘“It’s Good Busi- 
ness to do Business with Thermoid.”’ 


Contributor to Industrial Aduancement Since 1880 
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The greater your practical 
knowledge of all industrial 
supplies, the more you'll 
sell and the more valuable 
you are to your company 
These 25 
questions are taken from 
the monthly quizzes ap- 
pearing in MILL SUPPLIES 
in 1946. Answers are on 
Page 293. 


and customers. 


QUESTIONS: 


1. What is the diameter of the smallest 
fractional-size drill, and what is the 
diameter difference in progressively 
larger sizes? 

2. What factors must be considered in 
drilling various metals if the drill is 
not to be damaged. 

3. How do recommended operating 
speeds and feeds compare for a twist 
drill and a machine reamer of the same 
diameter, cutting the same metal? 

4. The two most common reamer manu- 
facturing materials are: (a) carbide 
(b) high-speed steel (c) carbon steel 
(d) cast iron (e) wrought iron. 

5. What are the general classifications 
of file tooth coarseness? 
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YOU NEED THE ANSWERS 


\e 


6. There are three elemental ways of 
using a file. What are they? 

7. The purpose of the core in wire rope 
is to (a) increase over-all strength 
(b) fill up space and save expense in 
manufacture (c) act as a cushion to 
preserve rope shape and lubricate the 
wires (d) stiffen the rope against bend- 
ing. 

8. What is meant by “preforming” in 
wire rope manufacture? 

9. What are the five kinds of bond- 
ing material commonly used in grinding 
wheel manufacture? 

10. What is the general rule of grind- 
ing wheel application to hard, dense 
materials, and to soft, tough materials? 
11. Hand hack saw blades are identi- 
fied for different applications by num- 
ber of teeth per inch. What are the 
four common classifications? 

12. Name four common causes of hack 
saw blade breakage. 


13. What are the principal functions 
of the two integral parts of industrial 
hose,—the inner fabric tube and rub- 
ber exterior? 

14. How great a factor of safety should 
be observed in using hose? 

15. The prime purpose of lubricating 
moving machine parts in most applica- 
tions is (a) to overcome friction (b) 
to keep them from rusting (c) to elimi- 
nate vibration (d) to lessen noise. 

16. What are the basic machine tool 
mechanisms which require careful, con- 
tinuous lubrication? 
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17. From what section of a hide is 
first quality leather belting stock taken? 
What percentage of the total hide area 
is used for belting? 

18. Why must leather belts be dressed 
regularly? 

19. What are the principal types of 
chain drive? 

20. For correct application of chain 
drive between motor and shafting or 
machinery what factors must be 
known? 

21. What are some of the advantages 
of v-belt close drive over gear drive 
and direct drive? 


22. Functionally, there are three zones 
in the cross-section of a working v-belt, 
—outer, center and inner. What is the 
primary function of each? 

23. How many standard v-belt cross 
sections are there and what is the ap- 
proximate range of the dimension of 
their longest (outer) sides? 

24. What is a spur gear? 

25. Before the teeth of two gears can 
mesh they must (a) have equal ad- 
denda (b) be of the same diametral 
pitch (c) be of the same pitch diameter 
(d) be greased. 





Editor’s Note: If you have found these 
monthly quizzes helpful, take a look at 
page 295 of this issue. It will tell you 
how you may obtain 1946 quizzes in 
booklet form and how you may usé 
them to advantage. 
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“demonstrate its superiority over all the chal- 
ing varieties of collectivism? 
That’s the real question before Congress as it con- 
mts the long labor of remodeling the federal tax 
e. What Congress does about taxes will come 
close to making or breaking the U.S.A. 
Today the tax colossus that sprawls across the 
tional economy is unguided by any central nerv- 
s system. Its crushing weight comes down first 
re, then there, as the giant wobbles around, un- 
lided by any central purpose except to grab as 
h as it can. 
The central purpose of a tax system is simple. 
should raise the necessary revenue without plac- 
g unnecessary fetters on enterprise. 
As recently as 1929 federal taxes took only one 
out of every twenty of national income. A 
ose-jointed and inconsistent tax structure was a 
isance then. But it wasn’t serious. 
Today the federal tax burden is the dominant 
lement in the nation’s economy. 


Even if Congress succeeds in cutting $6 billions 

of President Truman’s $37.5 billion budget, fed- 
al taxes still will take about one dollar out of 
very five of the national income. And few Con- 
essmen are hopeful enough to think that they 
n get the tax load below $25 billion for any year 
hat is in sight. 


Drastic Budget Cuts Required 


Indeed, to get the tax load down to $25 billion, 
ongress will have to stop treating expenditures, 
e those for military purposes and veterans, as 
litically sacrosanct. Congress must scrutinize 
y item in the budget. Economy must go along 
ith tax cutting or we shall end in bankruptcy. 
Suppose that expenditures are slashed to the 
me, Our taxes still will be so heavy that the way 
y are loaded on the nation’s back will make a 
ig difference in how well the nation gets along. 
hat’s something which the postwar boom has 
nded to obscure. It will become much clearer as 
his boom wears off. Then a remodeling of the fed- 
ral tax system to remove its manifold obstructions 
) private enterprise will be of transcendent and 
pvious importance to everybody. 


Tax Experts Agree 


The remodeling will require political courage plus 
x wisdom. Congress must supply its own political 


TAX REVISION... 


‘tan Make or Break American Business 
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courage. But it can lean on tax experts for tax wis- 
dom. Fortunately, tax experts now agree on the 
necessary reforms—especially on those that will 
remove obstructions to business. How well the tax 
experts agree is shown in the charts on the next page, 


‘ summarizing answers to a questionnaire on possible 


federal tax reforms. The questions were asked by 
the Department of Economics of the McGraw-Hill 
Publishing Company. The answers came from a 
broad cross-section of tax experts, including the 
authors of a considerable crop of books on postwar 
federal taxes and what to do about them. 

The experts agree (see the charts) that double 
taxation of corporate dividends should stop. 

They agree that the tax rate on corporate income 
(now 38 percent) should be reduced as rapidly as 
possible to the initial rate on individual income 
(now 20 percent). 

And they agree overwhelmingly that it is desir- 
able to let net losses be subtracted from net prof- 
its over a 5-to-6-year period in computing business 
income for tax purposes. 

All three changes would stimulate corporate initi- 
ative and hence make jobs. Averaging business in- 
comes would make new ventures attractive even 
though these ventures might result in early losses. 
Reduction of the corporate income tax would have 
the same effect. So, too, would the elimination of 
that highly discriminatory provision whereby corpo- 
tate dividends are taxed first as corporate profits, 
and again when received as income by individuals. 


Penalties on Incentives 


Beyond these changes, there must be an end to 
tax penalties on individual initiative. Consider the 
enterprising business man whose income fluctuates 
markedly from year to year. Because of his enter- 
prise he may pay, on the same income, twice as 
much federal income tax as the man who plays it 
safe for a steady income. That’s because he can’t 
average his personal income over several years for 
tax purposes. He can count on heavy taxation of 
his good-year profits with no chance for offsetting 
against them his bad-year losses. It is a case of 
heads you lose, tails the tax collector wins. Eighty- 
six percent of the experts agree that an income- 
averaging allowance for individuals is desirable. 

Three-quarters of them also agree that tax rates 
at the top end of the individual income scale (now 
running up almost to 90 percent) should come 
down. In my judgment, the total tax should not 
amount to more than 50 percent to encourage busi- 
ness men to venture for high stakes. 












Advocating tax relief for men in the higher in- 
come brackets—and particularly for management 
men—has been considered political suicide for more 
than a decade. Some members of Congress still hold 
that view. A Democratic Congressman from Mich- 
igan told an Illinois colleague who advocated cutting 
upper bracket taxes, “If you put that idea forward 
at home, you won’t come back.” 

The Congressman has an even better chance of 
not going back if our economy bogs down. One éf 
the best ways to bog it down is to keep the taxes 
that destroy business incentives and block enter- 
prise—for example, the confiscatory rates which 


drive the people in 
the high brackets 
away from risk- 
taking. 

To give the 
American system 
of individual enter- 
prise a fair chance 
was clearly the 
mandate of No- 
vember’s election. 
To give it that 
chance, enterpris- 
ing business men 
must have achance 
to make large re- 
wards —as well as 
the always-present 
chance to lose their 
shirts. Under pres- 
ent tax rates, they 
don’t get a break. 


Prevailing fed- 
eral taxation throt- 
tles bold business 
enterprise in other 
ways. It fails, for 
example, to en- 
courage research 
and rapid indus- 
trial moderniza- 
tion. It tends to 
siphon investment 
away from private 
enterprise, driving 
it into tax exempt 
state and local se- 
curities. (The ex- 
perts agree almost 
to a man that such 


tax exemption must be eliminated.) The list of 
obstacles could be amplified. 


Hit-and-Run Revision Disastrous 


program of tax revision, 


Because we can not avoid enormous federal & 
penses in the years immediately ahead, all } 
eid tdtamce ot ts ont ce as 
confined obviously can’t be made at once. 
there are other tax reforms bearing on consump 
which obviously should be weighted in an ove 


But this is equally obvious: We should have 
general design for tax revision which would liz 
up all the necessary steps. Then we could get « 
with tax reductions as rapidly—and as sensibly 
as revenue requirements and political courage vy 
permit. Tax cutting may come piece-meal, but ¢ 








EXPERT OPINION ABOUT TAX REVISION 


% Of Tax Experts 
Favoring the 
TAX EXPERTS THINK WE SHOULD: Proposed Changes 
1 Eliminate double taxation of corporation divi- 
dends which are now taxed as corporate profit and then 
again as individual income. 


2 Reduce corporation income tax rate (now 38%) 
as rapidly as budget needs permit until it equals the 
initial rate for individual incomes (now 20%). 


3 Provide for averaging business’ taxable incomes 
over a period of about 6 years to allow for losses in 
bad years. 


4 Provide for averaging individuals’ taxable in- 
comes over a period of a few years so as to treat fairly 
those whose incomes fluctuate. 


5 Reduce upper bracket individual income tax 
rates to a maximum of 50% in the $100,000 bracket 
and 75% in the million and over bracket. 


6 Treat capital gains, now faxed at a lower rate, 
like other income but provide full allowances for losses. 


7 Remove the privilege of tax exemption from all 
future issues of state and locai government bonds. 











Most of the reforms needed to prevent the federal 


tax system from smothering enterprise would lower 
federal revenues, at least temporarily. Elimination 
of the double taxation of corporate dividends might 
lop off $800 million. Dropping the corporate income 


fu 


tax from 38 percent to 20 percent might cut away 


as much as $4 billion. 


way will it do the job of converting our pre 
jerry-built tax structure into a moderately 
abode for the American system of private initiat 
sparked by adequate incentives. 
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WHEN YOU SELL THE HOIST 
THAT’S IN DEMAND...... 


YALE 


CABLE KING 


WIRE ROPE ELECTRIC HOIST 


Because he gets a simple, easy -to-oper- 


ate hoist that lifts faster, does more 
work per day, speeds the handling of 
material, cuts his cost. 


Because The Yale 
Cable King gives you the following 
outstanding sales advantages: it is the 
only hoist equipped with a load brake 
with positive lubrication, exclusive air- 
cooling design. Rugged power. Comes 
in capacities from !4 to 12 tons. 
And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Ceared Hand 
Chain Hoist, Midget King Electric 
Hoist and the portable Pul-Lift, “in- 
dispensable tool of industry.” Keep 
yourself informed about the “hoists 
coat eae! that are in demand.” Address: The 
SALES one SE AVICE Yale & Towne Mfg. Co., 4530 'Tacony 


herileble Threwgh 


Your Distebute Street, Philadelphia 21, Pa. 





MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COS7S...SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


5 PRD ES RBA NI PNR ART AE ay Cte ERY oF SU ROR EY ey Gee 


a 
KRON INDUSTRIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS —HAND LIFT AND ELECTRIC 
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BOSTON—Some distributors in the 
New England area are in the process of 
expanding sales forces, but very gradu- 
ally. They are still having difficulties 
with selection of the right men for sales 
work. A serious shortage of female 
office workers exists in some of the 
larger cities where competition for this 
sort of personnel is keen. This has 
meant much night and weekend work 
for limited supply house staffs. 

There is a definite trend toward Sat- 
urday closing of industrial supply 
houses. Some have operated on a five- 
day week since the early part of last 
year. 

In Providence, R. L., the jewelry cen- 
ter of the nation, many manufacturers 
who expanded into new plants in out- 
lying city areas to increase production, 
have curtailed operations somewhat and 
are again operating in their old plants 
in the city proper. However, with the 
exception of numerous small jewelry 
makers who sprang up during the war 
to exploit increased luxury purchasing 
power and are now dropping out of the 
picture, the jewelry industry is still a 
thriving one. 

Almost all distributors would like 
more space, and several firms have 
definite plans for more modern and 
larger quarters to house improved dis- 
play, warehousing and office activities. 
New building, however, is generally be- 
ing postponed due to present high costs 
and much uncertainty as to the degree 
of expansion justified. 

Inventories are the object of some 
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concern, brought about by unbalance 
of lines. However, hopes for high sales 
volume in 1947 are stronger than fears 
of serious overstocking should deliveries 
suddenly loosen up. 





Utal Gains 
Reported 





SALT LAKE CITY, UTAH—Reports 
from practically all industrial distribu- 
tors in the area are to the effect that 
business volume in the past year was 
up to or over wartime peaks, although 
done the hard way because of difficulty 
in securing merchandise. The latter situ- 
ation, however, is getting slightly bet- 
ter, though spotty in character yet. 
There is no anxiety over top heavy 
inventories in any direction as yet. 

Depending quite largely on mining— 
coal, ferrous and non-ferrous metals— 
increasing activity among the mines and 
consequently the smelters, engenders 
a feeling of optimism among the dis- 
tributors. There is no expectation of a 
slump for some time to come. Some 
distributors predict good times for three 
to five years to come. 

In the fruit and vegetable canning, 
packing and processing industry, plans 
are being initiated to do much modern- 
izing work in the immediate future. 
This relates particularly to modern in- 
dividual and group drives, not only to 
increase the efficiency of the operations 
but also to minimize delays in all or 
large sections of the plants due to 
breakdowns. A hold-up of no more 
than a half an hour in the processing 
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of some of the products may result in 
great losses due to spoilage. There 
seems to be a feeling among plant man. 
agements that modernization is neces 
sary. Plans to replace miles of belt 
drives with more motors and speed re 
duction units are common. Many new 
frozen food plants are also prospects ia 
this field. 

As in other parts of the country, the 
city and whole area surrounding it 
is considerably under-built. The back- 
log of building projects—residential, 
commercial and industrial—is probably 
about the average. Plans have been 
drawn and some starts made on larger 
projects, and even a completion is re- 
ported now and then. For example, a 
$300,000 escalator installation in the 
leading department store in Salt Lake 
City was completed just before the 
holiday rush. 

Distributors are increasing their or 
ganizations and facilities so as not to 
be caught napping. Old-time selling is 
under way again and promotion plans 
are being rounded out. New salesmen, 
mostly men just out of the armed 
forces, are being placed and trained a 
fast as possible. 





Candas Field 
Active 


CHARLOTTE, N. C.—Although die 
tributors in North Carolina showed 
some concern over the tight delivery 
situation, there was general satisfaction 





with sales volumes which continued até | 


high level. Inventories, as a rule, wert 
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QUALITY . . . Shook products are giving full 
measure of service in every type sleeve bearing 
whether in precision instruments or mighty steel 
mills and fighting ships. Standard bushings are 
machined to exacting specifications from Shook 
Alloy 664, an improved phosphor bronze bearing 
alloy with unusually high compressive strength. 
These better bearings are giving the type of 
dependable service your customers expect from 


the best. 


AVAILABILITY . . . Excellent deliveries are now 
being maintained on Shook Standard SH Bush- 
ings, Shook Precision Machined Bronze Bars and 
Shook Babbitt Metals to our distributors. 


Look to Shook ...a 
dependable source 


for bronze bushings 
Son, 
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MANUFACTURING FACILITIES . . . Our 
two modern plants are now prepared to mainta‘n 
our high standards of quality at a greatly in- 
creased production rate to satisfy the growing 
demand for Shook Sleeve Bearings and Alloys. 


SALES POLICY... All catalog items... 
Standard SH Bushings, Shook Precision Machined 
Bars, Babbitt Metals are sold only through indus- 
trial and transmission supply houses throughout 
the nation. Shook stands behind its distributors 
with a square, consistent profit-making policy. 
Shook stands behind its products with a liberal, 
sales-making guarantee. 


HAVE YOU SEEN THE NEW SHOOK 
CATALOG? It's a “topper”... . lists 
all sizes of bushings and bar stock... 
gives complete bearing data. Write 
for it or ask our representative to drop 
by with a copy. 
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not appreciably increased, many dis- 
tributors reporting that theirs were 
down as compared to a year ago. Little 
concern was indicated over the possibili- 
ties of large deliveries on back stock 
orders as most distributors have ana- 
lyzed their markets pretty carefully 
and feel justified in a certain amount 
of expansion. Constant checks on cus- 
tomers’ back orders for possible can- 
cellations is a common practice. 

Distributors report that some slack- 
ening of activity in textile mills might 
be expected soon. Many of the mills 
are receiving merchandise back from 
customers for the first time since the 
wartime shortages took hold. The break 
in the cotton market late last year, 
plus some resistance from retail buy- 
ers, has turned buyers’ attention to 
quality. Distributors servicing textile 
mills are a bit cautious about any long 
term high activity in textile mills and 
believe that mills will catch up with 
demand in a year or two at the most. 
With most of the mills operating three 
shifts, supplies are needed in quantities 
which later will be regarded as _in- 
ordinately large. In short, distributors 
generally agree on a policy of watchful 
waiting and a continuous combing of 
the field for new products suitable for 
the area as a means of maintaining 
present volumes or alleviating the loss 
which a return to two or one shifts 
entails. Air conditioning products for 
sale among contractors, unit heaters, 
ventilating equipment—all of which 
may be handled on a packaged goods 
basis—appear to be best regarded in 
the territory. 

Increases in sales forces are taking 
place all along the line. The lack of 
suitable salesman prospects is holding 
up a rapid expansion in sales forces 
but most distributors are aware of the 
need for more intensive coverage of 
their areas rather than any extension of 
coverage. 


Detroit isis 


P, rogressing 








DETROIT, MICH.— Business in De- 
troit, so far, has not been effected ap- 
preciably by strikes in industry. Back 
orders are being taken care of as mate- 
rials arrive from the factories and 
cancellations are at a perfectly normal 
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level. Sales are well ahead of last year 
and salesmen are being added to the 
forces with particular emphasis being 
placed on sales specialization and fac- 
tory training. 

The ground work for future business 
in carbide tipped reamers and special 
tools is still in the blueprint stage in 
preparation for the day when new auto- 
mobile lines are ready for production. 
New catalogs are being prepared and 
definite plans for sending out adver- 
tising matter are being discussed and 
tested. Industrial distributors as well as 
their customers are improving their 
physical layouts and replacing worn 
out motors, hoists and machinery. They 
are doing what they can with available 
materials and are impatiently awaiting 
delivery of new equipment, metal shelv- 
ing, racks and displays. 





yp ee lory, Credit 
Unilse Study 


DALLAS—Inventory and credit are the 
chief subjects with which distributors 
in the mid-South and Southwestern 
areas are concerned. While deliveries 
are still slow in many lines, in. other 
lines manufacturers have not only satis- 
fied current needs but have filled orders 
entered in anticipation of delivery six 
to eight months in advance. This has 
created an unbalanced inventory situa- 
tion in many companies and has re- 
sulted in distributors taking action to 
move the stock, the action for the most 
part has consisted of holding special 
sales meetings at which the inventory 
situation is outlined, and detailed in- 
formation on products and their appli- 
cations is reviewed. 

The current situation is not consid- 
ered critical as yet, but its importance 
is being recognized by more and more 
distributors. Here in Dallas, for ex- 
ample, the first bankruptcy petition in 
many, many months was filed about a 
year ago. Since then, however, several 
petitions have been filed and they no 
longer are considered a novelty. This 
seems to be true in many other South- 
western cities. 

In cases where a large corporation 
closes down, the effect is felt by the 
distributor not only from the single ac- 
count but from the large corporation’s 
sub-contractors also. Failure by one 
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such large corporation to discount R 
bills creates a circle of slow cocoa 
Distributors are attempting to folloy 
the broad credit rule of sustaining m 
greater annual credit loss than ong 
half of one percent. This represents 
far larger sum than has been lost by 
distributors during all of the war ang 
post war years. Some distributors m 
ported credit losses in the war years 
as low as one one-hundredth of one per 
cent. 

Credit managers in distributing com. 
panies attribute the general slowdown 
of payments to two causes—(1) in th 
case of large companies, their invep- 
tories have taken up most of their work 
ing capital; (2) in the case of smaller 
outfits, the January 15 income tax pay 
ments absorbed most available cash, 

The five-day week is coming into ik 
own in the Southern area. Virtualh 
all New Orleans distributors now ap 
closed on Saturdays. Here in Dalla 
the matter has been up for consideratio 
for several weeks now, and it appeal 
likely that the plan will be adopted h 
most companies in the near future. 








Oppose P. rice 
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NEW YORK—Distributors here ar 
opposing further price increases by 
manufacturers of mill supply lines 
There was no objection to one round @ 
price increases following discontinue 
tion of the Office of Price Regulation 
but a second round of increases now 
being attempted by some companies are 
meeting with resistance from both dis 
tributors and industrial buyers. 


Precision gauge manufacturers ft 
ported that both distributor and direc! 
sales have slowed down and that im 
creased business would probably ne 
develop until domestic durable good 
industries start tooling up for new 
models to replace present designs, de 
scribed as “warmed-over model.” The 
slack, it was reported, has permitted 
time for greatly needed plant and equip 
ment overhaul. 


The offer by individual steel distrib 
tors to take off the hands of the Wa 


(Continued on page 140) 
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Yes, the Nicholson or Black Diamond 
Lead Float File actually “‘shaves’’ thin 
slices from such extra-soft metals as lead 
and babbitt. Its coarse, short-angle teeth 
or “‘blades’’ cut away stock rapidly under 
normal pressure. Yet the same file— 
used with a lighter touch—produces a 
smooth finish. 

Lead Float files are made in both Flat 
(rectangular cross-section) and Half 
Round shapes. In the above illustra- 
tion, the Half Round back of a Lead 
Float file is being used to smooth up 


the concave edge of:a babbitted bearing. 
This shape is also useful in reaming lead- 
pipe fittings and finishing off solder joints. 


Nicholson or Black Diamond Lead 
Float Files—both Flat and Half Round 
—are widely used by industrial plants 
and machine shops on soft bearings and 
moulded parts; and by shipbuilders, 
plumbers and plumbing manufacturers. 
“FILE FILOSOPHY,"’ the interesting, illustrated 48- 
page book on file kinds, use and care, will prove 
helpful to industrial salesmen in discussions with 


customers on The right file for the job. How many 
copies do you need? 


Oks NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, R. |. 


——\ y 


(in Canada, Port Hope, Ont.) 
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A Flat side 
HALF ROUND 


LEAD FLOAT 
Vv H.R. side 




















Assets Administration the entire remain- 
ing steel surplus disposal problem drew 
considerable attention here. Members 
of the Association of Steel Distributors, 
Inc.. which lists 62 representative com- 
panies from coast to coast, proposed to 
WAA that costs of handling steel sur- 
plus disposal can be cut and efficiency 
improved by this method. 

The distributors stressed four points 
of improved service to small plants if 
such a plan were accepted: (1) Small 
manufacturers cannot travel around the 
country to visit WAA site sales, but 
can be sold surplus steel by local dis- 
tributors; (2) small plants cannot al- 
ways buy the large quantities offered for 
sale, while distributors can buy large 
lots for resale; (3) small plants sel- 
dom need to buy the entire range of 
types and sizes of metals offered in 
large lots, while distributors can use 
all types; (4) some small plants have 
inadequate capital to enable them to 
buy surplus steel for inventory pur- 
poses, whereas ‘distributors have ample 
capital plus warehouse and yard space 
for surplus storage purposes. 


Other developments in steel ware- 
housing were revealed in statements of 
officials of the Pressed Metal Institute 
and metal working plant executives. 
Thomas J. Smith, Jr., executive vice- 
president of the institute, warned that 
the spot delivery market for sheet steel 
and strip is rapidly getting “out o! 
hand.” kegitimate steel makers and 
steel warehouses are not involved in 
these shady spot markets as far as any 
definite connection can be traced, he 
said. 

Obscure brokers, said Mr. Smith. 
have circularized steel stamping plants 
with offers and aggressive salesmen 
have continuously canvassed stamping 
plant purchasing executives by tele- 
phone for spot delivery orders at a 
wide variety of prices. Most outstand- 
ing discrepancies noticed included 
“weird” percentages of “cash with or- 
der” demands on “order bill of lading 
Some of these quotations have 
gone as high as 25 cents a pound for 
24-gauge steel, industry members re- 
ported. Mr. Smith warned that the 
situation warrants most careful con- 
sideration and the exercise of utmost 
vigilance by all producers, distributors 
and users. 


terms.” 


Metalworking plant executives sup- 
port the charges and add that prices 
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are in the most confused state in years 
because of fantastic trends in three cate- 
gories® (1) scrap prices; (2) inade- 
quate information of steel extras; (3) 
profiteering on sheets and strip steel 
by speculators. The three factors are 
forcing buyers to either discontinue 
some lines of products, or else adopt a 
“direct buying” policy of dealing only 
with mill sales representatives or with 
reputable steel distributors. 

As a result of recent “gouging prices” 
demanded by some sheet and 
steel vendors who are not associated 
with leng established mills or ware- 
several large plants 
adopted a buying policy of refusing to 
deal with any steel source other than 
a long established mill or warehouse. 
This policy may be applied also to 
other materials where speculators have 
created large gaps in prices between 
those asked by regular producers and 
those demanded by brokers. 


strip 


houses, have 
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WASHINGTON. D. C.—In an effort to 
accelerate disposals of surplus machine 
tools in the domestic market and to 
promote export, a 12% percent price 
discount on surplus standard general 
purpose machine tools was granted by 
the War Assets Administration to ma- 
chine tool rebuilders, 
exporters, dealers or other distributors 
who purchase for resale. The dis- 
count, included in a revision of WAA 
Regulation 21, applies to those machine 
tools listed in WAA’s fixed price cata- 
log. 

Previously recommended and unani- 
mously approved by the Metalworking 
Machinery and Equipment Advisory 
Committee, the discount is also expected 


manufacturers, 


to encourage rebuilders and manufac- 
turers of machine tools to purchase for 
their own account for rebuilding and 
resale. The discount will serve to com- 
pensate for the cost of performing the 
distributive function. 
who are entitled to purchase at the low- 
est price level will be entitled to the 
1214‘ percent discount. 

The existing WAA “approved dealer” 
program is not modified by the new 


Priority buyers 
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sales policy. Those approved dealeg 
making sales to users will continue 
receive a 124% percent commission 
services. However, if an approved ie 
purchases surplus machine tools 
his own account for resale, he will gq 
the 124% percent discount and no com 
mission. 

Current inventories of surplus mg 
chine tools and production equipmemt 
is estimated at approximately one bib 
lion dollars, original cost, and another 
billion dollars worth-is expected to he 
available for disposal. 


Meanwhile, reports from purchasing 
agents, production managers and dis 
tributors indicate that probably surplus 
disposal has reached a definite stage 
of substantial saturation of some indus 
trial markets. It was reported that 
some large buyers have decided that 
the effort required to try to buy war 
surplus materials and equipment is ex 
cessive and some small plants hav 
started to sell quantities of their prt 
vately owned surplus materials to um 
load excess inventories of metals 
parts before a general price recessi 
sets in. 


Ordnance exports are complaining 
that machine tool reserves are too low 
and that four times as many tools # 
those now scheduled should be held it 
Government ordnance equipment rf 
serves. Civilian specialists in ordnanee 
are worried about the present total dit 
mantling of machine tools and equip 
ment from ordnance production lines 
They call attention to their estimate that 
at least 250,000 machine tools should 
be held in full maintenance instead @ 
the 60,000 now planned for reserve. 
Replacement of the present machine 
tools now being sold or scrapped would 
be impossible within one or two yeaft 
at the earliest, they warned. 


To expedite the flow of saleable sur 
plus electronics equipment from owning 
agency depots to industry distributors 
WAA scheduled a series of meetings @ 
storage warehouses where agents ca 
make selections and place on-the-spdt 
orders for immediate shipment. 


Copies of WAA’s “How To Buy # 
Lease Surplus Real Estate” may be ob 
tained from any regional office of real 
property disposal as well as detailed 
information concerning specific offer 
ings and procedures. 





“time 


If it’s metal cutting, move the 
handy Wells saw to the job. It’s 
portable . .. self-contained ... versatile! 
Save the time lost in moving material in 
and out of metal cutting rooms. Get jobs 
finished quickly, indoors or out. Reduce 
shop congestion. 


“manpower 


Wells Metal Cutting Band Saws are easy 
to use... quick to set up... require 
little supervision. With a Wells, one man 
can handle many miscellaneous cutting 
jobs along with other work. 


*material 


The Wells saw does good work... cuts 
close ... removes minimum stock. Be- 
cause operation is simple, any shop man 
can use it safely and efficiently with 
minimum waste. 


“money 


No large capital investment is required 
for a Wells saw, the machine with many 
uses. Power operating costs are low. It 
occupies little floor space and is a prof- 
itable utility tool for countless shops. 
For complete information, send for in- 
teresting descriptive literature or see 
your local Wells distributor. 


The No. 8 showing new 
Wells Wet Cutting ‘System 


-an 
available for all No. 8 


Wells Saws. 





METAL CUTTING 
BAND SAWS 


CAPACITY: 
Rectangular . .. . 





eo eliella 8” x 16” 
Rectangular (special guides) . . . . 5” x 24” 
5 6d tt ee ee ee « Oe 

MOTGR. . .. c+ 2 « « « WEP, AG or Be. 

SPEEDS . . . . Selective 60, 90, 130 feet per minute 

WEIGHT. . .. . . . Approximately 665 pounds 





WELLS MANUFACTURING 
CORPORATION 


606 ADAMS STREET, THREE RIVERS, MICH. 


Products by Wells are Practical 
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SHELDON 


TRB-S56 


Precision Lathe 


More Profits with Lathes 


Industrial distributors are finding Sheldon machine 
tools profitable to sell — not only in numbers sold but 
in the worthwhile profit on each sale. 


Only recently announced, the New Sheldon TRB-S56 
has been rapidly making new sales records and setting 
a new standard for lathe performance. 


It has capacity for the great bulk of tool room and 
machine shop work with its 11%" swing, 1" collet 
capacity, 1%" hole thru spindle, 56" bed and equipped 
with a 1 H.P. motor with drive to the spindle thru V 
belts. It has accuracy with carefully machined parts and 
new zero inspection tapered roller bearing in 


the headstock. 
For additional profits in small machine 
tools, write Sheldon for details. 


* SHELDON MACHINE CO. ne 
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sale distribution. Previous to acquiz 
ing the firm, Mr. Busser was affiliated 
for seven and a half years as purchas. 
ing agent for the Roat Supply Co., and 
the White Hardware Co. of Kingston 
and Wilkes-Barre, respectively. Mr. 
Busser is very active in civic, fraternal 
and social activities. 

Included in the company’s real ¢& 
tate are three large warehouses, two 
showrooms and offices. The firm serves 
the Central Pennsylvania area and two 
additions to the present showrooms and 
offices are under construction. The 
building program will increase the pres 
ent office space by approximately 50 
percent and will add about a third more 
space for general display purposes, 
Completion of the project is scheduled 
for May ai 


Onondaga Supply Co. 
Observes 30th Year 


One hundred and eighty employees 
of the Onondaga Supply Co., Syra 
cuse, N. Y., and their wives were guests 
at the company’s 30th anniversary cele 
bration in Hotel Onondaga on Jan. 20. 
The occasion also marked dedication of 
the company’s new building at 34 
West Genesee St. The former quarters 
at 353 East Onondaga St. will be re 
tained as a branch store. 

An open house celebrating the opem 
ing of the new quarters was held on 
Jan. 23 and 24. Officers of the com 
pany include: H. Hiram Weisberg, 
president; Benjamin S. Arnold, vice 
president; Jack B. Phillips, treasurer, 
and Theodore Pierson, secretary. 





~ ee 
J. P. Murphy (left) handles sales 
to government departments, and 
J. H. Call covers the Virginia ter- 
ritory for Noland Co., Inc., Wash 
ington, D. C. 





m|DUFF-NORTON 


2 : .-the world’s largest and most complete line of 


Every Customer is a Prospect for Jacks—and there’s 
a Duff-Norton Jack for Every Customer Requirement. 


Every customer jack requirement furnished with utmost satisfaction 
from one manufacturer—that’s the service Duff-Norton offers you. 
To be assured of the right jack for your customer's application, 
makes jack ordering easy and profitable. Helps build goodwill, too, 
through satisfied customers. 

With the Duff-Norton line to help make quick sales, your salesmen 
will want to check jack requirements on every call, and incidentally, 
cash in on a lot of steady repeat business. Write today for Catalog 
203-A and sales promotional material that will help you sell more 
jacks. It's free, of course. 


DUFF-MORTOM 


mS § THE DUFF-NORTON MANUFACTURING CO. 


Pittsburgh, Pennsylvania 
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_ tagged for the big jobs! 


HEX ACON 
ELECTRIC 
SOLDERING 









| 
















Important news to 


DISTRIBUTORS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%" to 1%". All ore designed for long life and rapid, 
economical production. 


HEXACON ELECTRIC CO. 


138 -W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXAGON 


This production 
iron provides a 
large reserve of 
heat at the right 
temperature 

for sustained 
production. 


LQN 


SOLDERING 


IRONS 
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R. F. Cook, vice-president (left), 


and Bernard Rodgers, assistant 
sales manager, of Georgia-Alabama 
Supply Co., West Point, Ga., look 
over a catalog. 


Georqia-Alabama 
Supply To Build 


The Georgia-Alabama Supply Co, 
West Point, Ga., plans to erect a new 
building at a cost of approximately 
$80,000 to incorporate all modern im. 
provements and provide for all stock to 
be located on the street level. The one- 
story structure is expected to be started 
in early Spring and will be so designed 
as to allow trucks to load and unload 
heavy materials and supplies at the 
point of storage. 

R. F. Cook, vice-president, said that 
the plans for the new building will in- 
corporate the latest industrial supply 
functional designs and will provide easy 
access to stock and eliminate a great 
deal of materials handling. 

Paul Jones, salesman in the Alabama 
territory has resigned and has been 
succeeded by Jesse Wallace and Nathan 
Atkinson. R. G. Lumpkin, who recently 
joined the company as a salesman, will 
cover portions of South Georgia and 
South Alabama. 

Bernards Rodgers is now assistant 
salse manager of the firm. 


Republic Supply 
Opens Abilene Store 


The Republic Supply Co. has opened 


| its newest supply store at 1641 Pine St, 


Abilene, Tex. E. E. Copeland, who has 
represented the firm in the Fort Worth 
and Shreveport areas for many yeal’, 
is store manager. 

The appointment of Eugene H. Beard 
to the Republic sales staff was a 
nounced also. Mr. Beard has had exter 
sive experience in the supply business 
having started in West Virginia. He wil 
be stationed at Tulsa, Okla. 
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Band Saw Blades 4 
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LENOX 
SAFE-T-BOX 


Laying up a 12-in. rope at the 
American Manufacturing Co. plant, 
one of the processes described in 
a new product film. 


No wires to cut. 
Stock ready to draw 
out. 


American Mfg. Co. 
Issues Product Film 


“Forty Centuries of Service” is an 
industrial and educational motion pic- 
ture telling the story of rope. It is a 16 
mm. black and white, sound motion pic- 
ture having a running time of about 33 
minutes and was produced by the Amer- 
ican Manufacturing Co., Brooklyn, 
N. Y., cordage manufacturer. 

The film briefly traces the historical 
background of rope through early 
Egyptian dynasties going back nearly 
5,000 years and bringing present day 
manufacture of rope into contrast. End 
uses of the product are also shown. The 
film will be shown at exhibits, conven- 
tions and at jobber and dealer meetings 
throughout the country. 


Caine Steel Co. 
Constructing Plant 


A $250,000 new Caine Steel Co. of 
California plant at Emeryville, Calif., 
will be completed in March, Marshall 





Dangerousloose ends 
can be withdrawn 
into the box. 
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© ® No wires to cut 


® Stock ready to draw out 


. © Dangeros loose ends can be 
withdrawn into box 
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TRADE MARK Wais, vice president and general man- 
ae ager of the Oakland, Calif. firm, an- 
eR BAND SAW BLADES nounced. 
s The development, which purportedly 
iS will become the most modern and com- 
ee plete steel supply and servicing facility 
by on the west coast, will include a 68,000- 
J : 
S sq. ft. steel warehouse and service cen- 
' Especially adapted for soft metals that have a tend- ae. Cine egesiion anni onli 
BS ency to stick or clog in the Gullets of the saw tooth. service plants through:the nation. 
s NON-FERROUS METALS—Aluminum, Magnesium, Plas- Stock items will include hot and cold 
_. tics, Soft Brass, Brake Lining, Sponge Rubber, Hard rolled sheets and strip, special finish 
iw = Woods—Fibre Asbestos, Plywood, Builder's Board. and coated sheets, solid-drawn bars, 
‘ mechanical tubing, mild and alloy steel 
MS = AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. i, aint eet glete, eimaetnel ape 
- expanded and perforated metals. The 
= ae se a ee ee + ee ae plant will provide one of the few steel 
Saas slitting and roller leveling installations 
RADA AAW QQ Qw Fo AN Os FS Se s.8 ee | in the area. 
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Lunkenheimer advertising, over 
the past half century, has helped 
to educate buyers in the advan- 
tages of Lunkenheimer Valves. It’s easier 
to sell products that your customers and 
prospects have read about, year after 
year. Lunkenheimer advertisements regu- 
larly reaching the nation’s valve buyers, 
tell about our products and your service. 








At left is one of the ads 
appearing in publications with 
a combined fotal circulation 

of over 380,000 readers. 


SUGAR 
POWER 
PURCHASING 
FACTORY MANAGEMENT 

& MAINTENANCE 
POWER PLANT ENGINEERING 
MILL & FACTORY 
SOUTHERN POWER 


& INDUSTRY 
MECHANICAL ENGINEERING 


PAPER INDUSTRY 
& PAPER WORLD 
TEXTILE WORLD 


CHEMICAL & METALLURGICAL 
ENGINEERING 


INDUSTRY & POWER 













Quickly RENEWABLE 


EIMER 
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VALVES mye user insists thot jo 
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and the pwr No regrinding aye NATIONAL ENGINEER 
ening sey i: MMP Ya FOOD INDUSTRIES 
en gua ee ae Oil & GAS JOURNAL 
per Yass enanesen CO. CUMIN egy 10, PETROLEUM REFINER 


QS. arnee Yk 13, Sos econ Meso PETROLEUM ENGINEER 
CALIFORNIA OIL WORLD 
PETROLEUM WORLD 
COTTON 

HEATING PIPING 

& AIR CONDITIONING 


THE LUNKENHEIMER co 


CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13 © CHICAGO 6 © BOSTON 10 © PHILADELPHIA 7 © EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13, N. Y. 
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THESE TOOLS GIVE 
CRISIS PERFORMANCE 


on every Job 
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Celfor Tools possess two exclusive ingree 
dients . . . Clark engineering and Clark expe- 
rience: engineering known for thoroughness 
and resourcefulness, with noted achievements 
in several fields; and an experience difficult to 
equal in its breadth and variety. The Celfor 
Line is complete for satisfying every need: 


@ CELFOR HIGH SPEED TWIST DRILLS 

@ CELFOR REAMERS 

@ CELFOR CARBIDE CUTTING INSERTS AND 
CARBIDE TIPPED REAMERS 


The new Celfor Catalog has full specifications, 
plus a unique 28-page Engineering Data Section. Write 


for it on your business letterhead. 


CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTWER PLANTS —BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 


Products of CLARK © TRANSMISSIONS © ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS ANO BUSES © AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS © GEARS AND FORGINGS & RAILWAY TRUCKS 








Prices on CLARK products will not be advanced in excess of increased costs. 
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G. S. Weatherston (left) who selig © 
the city for Battey Machinery Co,, — 
Rome, Ga., learns some fine points — 
about saws from H. F. Yeargen, 
vice-president. 





Lamson & Sessions 
Employee Retires 


Frank Plevney was presented with a 
testimonial plaque in recognition of 
his 54 years of service with Lamson & 
Sessions Co., Cleveland manufacturer 
of bolts, screws and nuts. Mr. Plevney, 
who retired on Nov. 27; his 72nd birth 
day, was acquainted with three gener& 
tions of Lamson & Sessions employees. 


The plaque was signed by George 


Case, Sr., chairman of the board; R. H. 
Smith, president, and J. F. Donahue, 


vice-president as well as 80 other old” 


and new friends. Mr. Plevney began 
working for the firm in 1892 as an office 
man and for the past half century had 
occupied many important posts, includ- 
ing that of manager of the old Lake Erie 
Nut & Bolt office, which was later con- 
solidated with Lamson & Sessions. In 
recent years he served as chief of the 
order entry section under Charles Spurr, 
department head. 








C. W. Clarke, treasurer of Orr Iron 
Co., Evansville, Ind., is beginning 
his 21st year with the firm. 





size to 
Roper p 








3%, TO 50 G.P.M. SIZES 


HUB, FLANGE, 
FOR BELT, CHAIN, 


Embodying the new Roper venturi suc- 
tion and discharge principle, the new 
Series “K”” pumps are rugged, compact 
units that save space and reduce power 
costs. Liquid to the pumping gears is 
properly accelerated, then decelerated, 
improving operating efficiency and the 
ability of the gears to handle a wide 
range of viscous liquids at standard 
motor speeds without changing pump 
size to avoid cavitation and noise. 
Roper pumps have a high suction lift... ; 


ROpER 
Lolary Fump? 


OR FOOT 


ROPER ROTARY PUMPS 


- 


MOUNTED 
OR DIRECT DRIVE 


are unusually quiet and operate effi- 
ciently in either direction. 

They are precision built, self-lubricated 
by the liquid pumped, and adaptable to 
a wide range of jobs . . . pressure lub- 
rication, hydraulic service, fuel supply 
or transfer work pumping clean liquids. 
Equipped with mechanical seal or packed 
box, with or without relief valve. May 
be direct connected, belt or chain driven. 
Interchangeable mounting brackets and 
adapters .. . provisions for either hub, 
flange, or foot mountings. 


Get all of the Facts 


Send For Free Folder 


Complete details, including: specifi- 
cations, exploded view of construction 
features, and wide range of mounting 
conditions, will convince you that 
Roper Series ““K" Pumps insure a fast, 
dependable solution to pump appli- 
cation problems. 


- Other Models up to 300 G.P.M., Pressures up to 1000 P.S.I. 
to. D. ROPER CORPORATION, 333 BLACKHAWK PARK AVE., ROCKFORD, ILts 
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NEW VENTURI SUCTION AND 
DISCHARGE PRINCIPLE 
(Patent Pending) 


WHATITIS: Aa entirely new design application 
giving results unachieved with conventional pump 
designs. From the outside of the case the two 
ports are elongated, tapered openings extending 
to and across the full center area of the gear bores. 
It is a proportional means by which liquid velocity 
is kept in step with the velocity of the pumping gears. 


WHAT IT DOES: Causes the liquid to pass through 
the pump with a minimum of energy loss from tur- 
bulence, friction, and cavitation. Provides o uni- 
form distribution of liquid across the gear face 
increasing efficiency by reducing recirculation losses. 
dds quietness and reduces power cost. Provides the 
means for handling a wider range of vis. 

cous liquids at standard motor speeds, 
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WHEN THE FACTS SAY NO” 


Users of Globe Endless Woven Belts for high-speed operations 
have found these important “noes” sum up to “yes, we want 
that belt”: 


NO VIBRATION —Globe Endless Woven Belts are con- 
structed without joints or lap, eliminating all 
vibration. 


N @] SLIPPAGE —Globe Endless Woven Belts are especially 
treated to provide excellent friction surface. Pre- 
serves from oil, moisture and heat, too. 


NO STRETCH —Globe Endless Woven Belts insure practi- 
cally no stretch, yet sufficiently elastic to provide 
efficient tension. 


NO FRAYED EDGES —Globe Endless Woven Belts are so 
constructed that edges remain firm and smooth. 


These are qualities you want in high-speed belt performance. 





OTHER QUALITY They provide greater efficiency, 
GLOBE BELTINGS: better production, longer life and 


STITCHED CANVAS: For larger profits. Inquire today about 
severe power transmission. adel » 
Also elevating and con- the superiority of Globe Endless 
veying. 
KANRY-TEX: The super- Woven Belts. 
ior belting for food proces- 
sors. 

SOLID-WOVEN WHITE 
COTTON: “Tops” for light 


conveyor purposes. 
CELLULOSE-COATED: oO 8 
For bakery and candy \ 











manufacturers. © 4 (ais ¢ 
fa D 
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‘J. E. Dilworth Opens 


Jackson, Miss. Branch 
The J. E. Dilworth Co., Memphis, 


Tenn., opened a branch in Jackson, 
Miss. on Feb. 1. V. C. Foster who is 
branch manager of the Dilworth unit at 
Vicksburg, Miss. will supervise the 
Jackson division. 

The new branch which carries a com. 
plete line of electrical, general indus. 
trial supplies with the exception of 
heavy steel such as shafting, structural, 
etc., is located in an L-shaped building 
at Pascagoula and South State. It has 
been remodeled to meet the needs of an 
industrial supply firm. 

Commenting on the new branch, W, 
H. Allen, sales manager of Dilworth, 
said, “We feel that Jackson, Miss. is 
the center of one of the fastest growing 
industrial sections of the South.” 

At Memphis, Dilworth is now offering 
a complete engineering department 
headed by R. E. Overman, licensed 
mechanical engineer. The department 
was established to provide engineering 
service to plants too small to maintain 
adequate engineering departments. 


B. Gratz, Jr. Rejoins 
American Mfg. Co. 


Benjamin Gratz, Jr. 

A three-generation father and son as 
sociation with the American Mfg. Co, 
Brooklyn, N. Y. cordage mill, was com 
tinued recently when Benjamin Grats 
Jr., rejoined the firm after being 1 
leased from the Navy in which le 
served as a lieutenant. Mr. Gratés 
grandfather was a former presidest 
and his father a vice-president of 
American Mfg. Co. Mr. Gratz, formerly 
Ohio representative, was advanced 
southern sales representative and 
cover Florida, Alabama, Georgia 
South Carolina. 
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Aloyco Leader of 
Gate Valve 


No. 111 


uN 
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Ie BZ. corrosion-resistant 
re | valves 
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STAINLESS STEEL 
VALVES AND FITTINGS 





ALLOY STEEL PRODUCTS COMPANY, INC. 





0. BAD PROFIT LEAK IN MANY PLANTS IS VALVE 


MAINTENANCE—especially on pipe lines hand- 
ling corrosives. “It isn’t the first cost; it’s the 
upkeep that counts’”—is certainly true of 
valves. And the remedy is not just to specify 
“Stainless Steel Valves.’ There are many 
types of stainless steels and there are other 
corrosion-resistant materials to consider, as 
well. Just which is the one best alloy to use 
under given conditions of corrosion or con- 
tamination—that is a problem for specialists 
in the design and manufacture of corrosion- 
resistant valves. That’s where Aloyco comes 
in. And that’s where you can save a lot of 
money—by letting us select the correct alloy 
for valves which will stand up under the 
particular conditions in your pipe lines. Send 


for catalog. 


Consult us on your requirements 
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Don't let maintenance costs 
Si 
keep your pipe line 



















| HELPFUL SALES Hints 
| ON CASTERS 
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What isso 


remarkable 
about this 

, Bassick , 

Floating-Hub? 


The answer is: practically every- 





/ 










thing —including its possibilities! 





In design and performance it 
she 
is revolutionary. And the future of this new development is so promising that 


everyone who uses or sells casters should know the whole story. 


The Bassick ‘Floating-Hub” embodies the first practical shock-absorbing wheel, 
with built-in resilience between rim and axle. As a new, specialized caster its 
present applications are limited to special needs. But industry is steadily turning 
to it for amazingly smoother mobility, with greatly increased protection of 


loads, equipment and floor surfaces. 


In fact, the prospects ahead of the “Floating-Hub” are the very brightest. And 
once you're thoroughly familiar with this outstanding Bassick caster-development 
you'll be in a position to suggest some of the new uses that are constantly being 
discovered. Write for literature today. THE BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart-Warner Corporation. Canadian Division: 


Stewart-Warner-Alemite Corporation, Ltd., Belleville, Ontario. 


Bassick 
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Evaluation of lines is a must for 
distributors, according to E. 8B, 
Graft, partner in Graft-Pelle Co. 
Louisville, Ky., industrial supply 
firm. 





Milled File Standards 
Revision Plea Approved 


The National Bureau of Standards 
announced that the standing committe: 
in charge of Simplified Practice Recom- 
mendation R6-45, American Patter, 
and Curved-Tooth Milled Files has ap- 
proved a proposed revision of the ree- 
ommendation for distribution to all in- 
terest for comment, approval or both. 


The proposed revision would add 18 E 


items to the list as contained in R6-45. 
The kinds of files and rasps affected 
are Milled Files—1 Round Edge, Square 
Blunt Files, Three-Square Files, Double 
Ender Files, Taper Files and Horse 
Rasps. If approved by the industry this 
will be the third revision of R6-45 since 
wartime restrictions on the manufacture 
of files has been removed. Like the two 
earlier ones, it represents a further ef 
fort to adjust the recommendations for 
peacetime practice. 








Since his return from three years 
with the Army Air Forces, Richard 
R. Stockwell has been in charge 
of the city industrial sales desk at 
the Waite Hardware Co., Worce® 
ter, Mass. 
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Hard-hitting industrial supply organizations are 
going to town on this easily-sold product. During 
1947, the greatest advertising and sales promotion 
campaign in Rust-Oleum history is pushing sales to 
new heights. Already, all records are broken. Over 
1,000,000 buyers will see Rust-Oleum ads in leading 
trade publications every month. Our plan of selective 
distribution assures fast, profitable turn-over on min- 
imum inventory. RUST-OLEUM IS A TOP-PROFIT 
LINE. 

Every industry is a buyer. Because Rust-Oleum 
stops rust so effectively—factories, utilities, trans- 
portation lines, public works departments and thou- 
sands of other users need it for positive, low-cost, 
long-lasting metal protection. Rust-Oleum cuts prep- 
aration time and goes on faster right over the rust! 
... it saves 25% of application time, covers 30% more 
area per gallon and outlasts ordinary paints two to 
ten times. 

Write today for complete information and data 
on tested promotion and sampling campaign. 


2413 Oakton Stree Evanston, tinois 
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“WELDOLET 





You can render complete welding fitting service 


To render a fully complete welding fitting 
service means that you must supply the right 
fitting for every application on an entire pip- 
ing job. Regardless of what line of welding 
fittings you are selling, you probably are not 
selling fittings for making branch pipe outlets 
unless you include WeldOlet Fittings. 





These fittings are designed and made expressly for making full 
pipe strength outlets that are easy to install. In addition, the 
funnel shaped inlet provided by WeldOlet Fittings reduces 
turbulence and friction to a minimum insuring better flow con- 
ditions. These features make them easy fo sell. 


In order to get your full potential from every welding fitting sale, 
be sure you include WeldOlet Fittings. Write today for the new 
WeldOlet Catalog. It will give you complete information on these 
modern, money making branch pipe outlet fittings. 


Forged Fittings Division 


BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 
BUY MORE BONDS AND KEEP THEM 


WELDOLETS 


- SOCKET OUTLET *s 


r 32 anch Pine Outlets 
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Lawrence Appointed 
By Bronx Hardware 


The Bronx Hardware & Supply Co, 
Inc., New York City, announced the ap 
pointment of David Lawrence to its gen. 
eral sales force. Mr. Lawrence has 4 
background covering more than % 
years in varied industrial fields, includ. 
ing direction of purchasing, production, 
sales, design and development as wel] 
as applications engineering. 

Mr. Lawrence recently served in ap 
executive capacity as industrial and 
management consultant to several man. 
ufacturers in the metropolitan area. He 
also served the Department of Labor as 
field representative and has won an 
award for work in engineering training. 
He holds a degree in engineering from 
Columbia University and did post grad. 
uate work at Manhattan College in tech. 
nical and administrative engineering 
subjects. 


Goodrich Opens 
Cincinnati Office 





John S. Gulledge 


A new district office of the Industrial 
Products Sales division of The B. F. 
Goodrich Company has been established 
in Cincinnati and John S. Gulledge ap- 
pointed district manager. Mr. Gulledge 
has been in industrial product sales 
since he joined the company in 1923. 


| He served as manager of the St. Louis 


district from 1939 until called to serv 
ice in the Army Air Forces at the be 
ginning of the war during which he 
became a colonel. Since rejoining the 
company he has served as acting man- 
ager of the Denver district and on 
special assignments for the Industrial 
Products Sales division. 
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L. F. Atwood, owner of Atwood 
Machimery Co., studies expansion 
possibilities for the Los Angeles 
firm. 


Atwood Moves 
To New Location 


The Atwood Machinery Co., Los 
Angeles, has moved to new quarters 
at 695 South Santa Fe Ave., occupying 
5,000 sq. ft. of floor space. It is a new 
structure built by the firm and, al- 
though the new quarters are already 
bulging with stock, Atwood has plenty 
of space adjoining for an addition. 

L. F. Atwood is the owner of the 
firm which is engaged in the distribu- 
tion of power transmission equipment, 
wood-working machinery and general 
industrial supplies. Four salesmen are 
employed on the outside and two on 
the inside. 


Of these men, two have recently come | 


to the organization. Jack Kaufman, 
general salesman, comes from Boston 
where he was with Manning, Maxwell 
& Moore, Inc. John Lynch, motor sales- 
man, was formerly test engineer on 
motors with Lockheed Aircraft Corp. 


Express Shipments 
Surpass All Records 


Shipments by rail in 1946 surpassed 
all existing records of the company, 
it was reported today by Railway Ex- 
press Agency from its headquarters in 
New York. 

Climaxing a year in which 233,520,- 
508 express shipments were handled, 
the Agency reported that each month 
saw new shipping records established 
with December topping the list with 
nearly twenty-two and a half million 
shipments. The increase over 1945 ex- 
ceeded 24 million. 

New York City continued to lead the 
nation in the number of express ship- 
ments handled, with more than 30 mil- 
lion shipments received and forwarded 
in 1946, 
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© Real Profit-Makers 


Bonney sockets like all Bonney tools, 
are dependably hard and tough— 
they won't spread or crack or wear 
unevenly because they're ‘'‘cus- 
tom hardened”’. 


Each heat of steel that goes into Bonney 
Tools is analyzed and a heat treat- 
ment prescribed to insure proper hard- 
ness and toughness of the finished tool. 


You're cashing in on a 
profit-making line when 
you stock Bonney Tools. 





BONNEY FORGE & TOOL WORKS 


645 N. MEADOW STREET, ALLENTOWN, PENNA. 
In Canada: Gray-Bonney Tool Company, Ltd., St. Clarens & Royce Aves., Toronto 
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JACK OF ALL TRADES 
AND MASTER OF PLENTY 


It's quick, it's deft, it's conveniently 
small, yet the Handee Tool packs a terrific 
wallop! 

Handee is the original, single hand con- 
trolled, electrically driven tool—and it's 
the finest today. It can be used at the 
bench or carried right to the job. It 
reaches hard-to-get-at places on machin- 
ery, touches up perishable tools, grinds 
dies, chip breakers on broaches, re- 
moves burrs, etc. Runs at a cool 
25,000 r.p.m. AC or DC. 
Weighs 12 oz. 


Combined with its accesso- 
ries and exclusive attach- 
ments, the Handee Tool per- 
forms more operations with 
greater accuracy than any 
other portable electric tool at 


© 
any price. 
PRECISION ATTACHMENTS. £74 
Handee only. Offhand carving, rout- 
ing, shaping is exact as to depth of 
cut, accuracy of line. Indispensable to 
pattern shop. Set of 6, postpaid, $7.95 


HANDEE KIT —strong, compact steel 
carrying case holds the Handee Tool 
and a complete assortment of accesso- 
ries. Postpaid, $27.50. Handee with 7 acces- 

sories only, $20.50. 


GRINDS, DRILLS, CUTS, SAWS, ROUTS, 
POLISHES, ENGRAVES, CARVES, SANDS, ETC. 














OVER 500—ONE FOR EVERY JOB 


DISTRIBUTORS—This advertisement is appearing in leading industrial publica- 


tions. Write for Catalog and Engineering Survey Forms helpful in solving your 
customers’ grinding problems. 


CHICAGO WHEEL & MFG. CO. 


+56 MILL SUPPLIES © MARCH, 1947 








R. J. Burgess, shipping clerk with 


Anniston Hardware Co., Anniston, 
Ala., says a solid pack insures delly. 
ery without damage. 





Nutmeggers Name 
Cryne President 


The “Nutmeggers”, Connecticut hard. 
ware salesmen’s organization, installed 
new officers at a recent meeting held 
in the City Club, Hartford, Conn 
Officers are: George Cryne, Briggs 
Maroney Co., Inc., president; Douglas 
Arnout, Clemens Bros., first vice-presi 
dent; Harry McKinstry, Mack & Mack, 
second vice-president; Earle J. Hop 
wood, Olds & Whipple, Inc., secretary: 
treasurer; E. C. Sullivan, Sullivan Tool 
& Supply Co., assistant treasurer, and 
new directors, F. J. Trieber, Clark 
Bros. Bolt Co.; George Ellis, Hartford 
Belting Co.; E. A. Lawrence, Hardware 
Mutual Casualty Co.; R. Swigney, Wood 
Alexander Co.; Harry Friend, W. 0. 
Barnes Co., Inc., and Ray Rose, Benj. 
Moore Co. 








Herb Yost is one of the latest ad 
ditions to the inside sales staff of 
Herr & Co., Lancaster, Pa. He 
sells paints and spray equipment. 
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How more sales of DELTA equip- 
ment help you sell more supplies— 
No, 10 of a series. 





* (J You sell more Scw )yiyiptebedeetebetetiets 
Blades, for all kinds | OR anenenaceccoaeg 


peace late 


[ You sell more Machine Files in a wide 
variety of shapes — round, square, 3- 
square, half-round. crochet, pillar, lozenge, 
knife. 
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C] You sell more Sand- 
ing Attachments, for 
sanding both curved 





ate A 














niston, and flat surfaces. - 
» deliv. \ 
CI You sell more Multi-Speed Attachments, 
for converting the four-speed scroll saw 

t hard. into a multi-speed model. 
stalled 
g held § © 

Conn 
ell era? © 
ouglas 6 ad —7 
»- presi 

—_ 

Hop. 
retary ‘ oo 
n Tool 
T, and [) You sell more Individual Guides, io CENY sale 

Clark suit particular blades. 
artford se 
rdwan of a Delta* Scroll Saw leads to 
- Wood 
W. 0. another sweet supply account 
- Benj. 














(J You sell more Self- 
Centering Chucks, for 
mounting fine blades. 


[J Yousell more Lower Guides for Saber Blades. 


V-Belts. 


* 

















CL) You sell more 


Your profit from the initial order 
for a Delta Scroll Saw is plenty 
O. K. any time, But that is only 
the beginning. 

Attachments and accessories are 
necessary to operate the machine 
— and that means more orders 
that add up to a first-class supply 
account. Much of this is “auto- 
matic” replacement business — 
continuous for the life of the saw. 


The wide market for 
the popular Delta Scroll 
Saw makes it easy to 
get a foothold on this 
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profitable business. Live prospects 
are sign shops, cabinet shops, fur- 
niture factories, specialty shops, 
and similar woodworking plants. 
Besides cutting wood, the Delta 
Scroll Saw cuts thin metals, plas- 
tic, bone, etc. Check over your 
prospect list now. 

To sell more of the supplies 
shown here, first sell more Delta 
Scroll Saws to use the supplies. 


Delta Mfg. Division 
Rockwell Manufacturing Co. 
ELTA Milwaukee 1, Wisconsin 


*Trade Mark Keg. U.S. Pat. Off, 


0-49 
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SEAMLESS 


WELDING FITTINGS 


: oevagrmytee 


These Outstanding Ladish Features Increase Piping Efficiency and Assure Greater Reliability 


UNIFORM GRAIN STRUCTURE—The finer, more uni- 
formly compact metal structure of Ladish Seamless Welding 
Fittings substantially increases their dynamic strength and 
toughness .. . while rigid control of melting processes gives 
added protection against brittleness at low temperatures and 
provides increased resistance to distortion at high tempera- 
tures. The dense. homogeneous grain structure also provides 


measurably greater resistance to corrosion and erosion. 


HEAT CODE IDENTIFICATION—The heat code symbol, 
a permanent identification on Ladish Seamless Welding Fit- 
tings. 1s your assurance of complete metallurgical integrity and 
responsibility. Through this exclusive feature, Ladish’s cus- 
tomers can obtain upon request, ceruhed metallurgical reports 
giving complete chemical composition and physical properties 


of the particular steel from which any Ladish Fitting is made. 


LONGER SERVICE LIFE—Ladish 


assure greater strength by accurately controlhng the distribu- 


advanced processes 
tion of metal in accordance with the requirements of each 


type of fitting. The wall thekness of Ladish Elbows and 


Log _00us N 


in Ladi¢h Tees, wall 
thicknesses are scientifically proportioned to yield uniform 
stresses at all points. 


REDUCED PRESSURE LOSS—Easy sweeping curves, 
smooth inner surfaces, true circularity, and full effective 
radii reduce friction and pressure losses to a minimum. 


PERFECT ALIGNMENT—Uniform wall thickness, full cir- 
cularity, and accurately machined ends insure quick, accurate 
alignment. 

ASSURED WELDABILITY—Close metallurgical control 
protects against harmful impurities in metal, thus assuring 
Full length outlets on Tees 
provide greater welding accessibility. 

SIMPLIFIED PIPING MAKE-UP — Ladish Fittings are 


geometrically true in all planes. 


Return Bends is uniform throughout . . . 


sound homogeneous welds. 


Their accuracy of dimensions 
and included angles facilitates economical fabrication and 
insures truer, neater piping assemblies with greater flow 
efheiency. 
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ying on the tradition of Controlled 
ality... Ladish now introduces a 
plete new line of Seamless Welding Fittings 
t feature the same metallurgical integrity, 
t code identification and rigid control of 
sical dimensions which have long combined 
make Ladish Forged Steel Fittings and 
lish Forged Steel Flanges standards of com- 
ison for ease of installation, long life and 
ble-free operation. 
Products of years of intensive research and 
elopment in one of industry’s most com- 
ely equipped metallurgical and engineering 
oratories ... Ladish Seamless Welding Fit- 
ks employ significant advancements in de- 
and forging procedure to achieve the 
Ximum physical properties inherent in each 
de of steel and alloy tubing from which 
ings are formed. 


FITTINGS ar 
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n your community a Bunting 





Distributor has invested money to 
make Bunting Bronze available 
from his stock. Buy Bunting Bronze 
Bars and Bunting Standard Stock 
Bearings from him. The Bunting 
Brass & Bronze Company, Toledo 9, 


Ohio. Branches in Principal Cities. 














BRONZE BEARINGS x BUSHINGS x PRECISION BRONZE BARS 
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Junior's old gent is a busy man. 


He has to have plenty of “know-how” 
to keep on top of his job. 


Sometimes it takes home-work to keep 
abreast of things and right now he’s read- 
ing this issue of this McGraw-Hill maga- 


zine—the one you are holding in your hand. 


Obviously, he’s not looking for glamour, 
amusement, or entertainment. He is strictly 


on the make for ideas. 


He wants to know what the other fellow 








is doing — what's new in methods and 
processes that will help him do a better job. 


He's an avid reader of the ad-pages as_ 


well as the editorial content. The adver- 
tisements along industry’s shopping street 
give him an opportunity to inspect the 
products and services of America’s leading 
manufacturers — and he examines them 


with an eye to what they can do for him. 


Yes — Junior's old gent is a busy man. 


But he never misses a trick! 


Te keep in touch with the parade «++ read the 
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4% All regular mailings of this nature | ' 


= Fgoing to the general list are the com- 
sBpany’s own productions by its adver- 
= iising manager, Bernard M. Brady. 

pufacturers’ literature — stuffers, 
otters, etc., are sent out with the 
monthly billings. 
) The company is one of the few ma- 
binery distributing organizations in 
the west combining industrial supplies 
with machinery. The two departments, 
according to Mr. Christanson, work suc- 
cessfully together. Machine tool sales- 
men write a lot of orders for hand 
twols and supplies and the supply sales- 
men reciprocate by bringing in definite 
leads and information leading to sales 
of heavy machine tools. 
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MT The firm was recently incorporated. 
LosfPersonnel remains the same with D. N. 
cam-§Macconel, president; H. T. Christanson, 
es inf vice-president; N. Troop. 
g AS. W. Clawson, secretary; W. H. Hen- 
Thgnessey, sales manager machine tools, 
ineygand C. H. Bradford, sales manager in- 
tside§ dustrial supplies. 

e of 
lants 


sting 
y. {Parker President 
. To Direct Sales 


treasurer; 










Parker B. Allen 















] Parker B. Allen, president of The | 
«f Gharles Parker Company, Meriden, 
@an., has been appointed to the addi- 
post of general sales manager. 
it. Allen has served as president of | 
firm since February, 1946, following 
ireturn from overseas after two and 
Ralf years active service with the 12th 
Méctical Air Command. He was dec- 
fated by the British and United States 
governments. 

Mr. Allen is a direct descendant, of 
the fourth generation. of the original 
’EGharles Parker, founder of the firm in 
ni. 1832. 
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“TWICE TOLD 
TALE” 


@ When a mill supplies salesman tells a 
potential customer about the LAMSON & SESSIONS line of bolts, nuts and 
screws, the chances are his prospect already knows much of the story. For 
LAMSON national eonarnenns Sarees thousands of men who buy for indus- 
try—has been telling them about LAMSON & SESSIONS quality products 
for many years. 





Even when you approach a prospect for the first time, you have a mutual 
“friend” in the LAMSON & SESSIONS line. You both know LAMSON—so 
you're both on familiar ground when the talk turns to bolts and nuts. 


But the prestige of the LAMSON name can do more than just sell bolts, nuts 
and screws for you. It can be your “‘foot-in-the-door” leading to the sale of 
other products you carry. Once you're “in” you can talk about other items in 
addition to fasteners—thus increasing the “profit potential” of your call. 


Yes, LAMSON & SESSIONS’ prestige on a fact telling, national advertis- 
ing paves the way for you in many ways. Most importantly, it familiarizes 
buyers with the LAMSON line. It tells them about the many 
types of bolts, nuts and allied products available from you. 

It suggests solutions to tough fastener problems—shows 
industry how it can save money by using standard fasteners 
when standard fasteners, which you stock, can do the job. 

In short, LAMSON advertising performs a valuable service 

—both for your customers oad for you. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 


LAMSON SESSIONS 


/ 
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AT Bcan better compete 


h the line that’s 
COMPLETE 


Yes, you get a bigger slice of your customers’ saw business 
when you can meet ail their needs, whatever they use saws 
for. In the Star line there’s a saw that’s right for every job a 
hack saw or band saw can do—on metals, plastics, or other 
non-metallics. All you have to say is: “What are you cut- 
ting? ..."Here’s the right saw ... How many do you want?” 
The sale’s complete because the line’s complete. And 
your customer, thanks to Star’s faster, cleaner cutting is 
completely satisfied. 

“Metai Cutting”— richly informative booklet, complete 
with instructions on care, selection, use, and price of hack 
saws. Clemson will furnish you with a supply absolutely free. 


Li LEMSON 


CLEMSON BROS 


Inc, Middletown 


W. W. Whitman, purchasing ¢ 
partment head at Nashville Ma 
chinery & Supply Co., studies . 
stock report. 


Hewitt Rubber 
Appoints Bernhard 


Robert D. Bernhard has been ap 
pointed by the Hewitt Rubber divi 
of Hewitt-Robins, Inc., to supervise sale 
of industrial hose and belting a 
Indianapolis territory, which incl 
all of Southern Indiana and Louis 
Ky. This is an expansion of H 
service in the field and the ter 
formerly was served from the St. 
office by A. S. Purmort, who now 
concentrate his work in the Missoum 
and Southern Illinois territory. 4 

Mr. Bernhard joined Hewitt in ud 
194}\;,anid served in the Navy d 
the wat. Since returning to Hewit 
several months ago, he has been in the 
sales office at Buffalo headquarters. 
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“We're gradually converting to ed 
time predactiea” 
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CLEVELAND Cap Screws- 


JS) pROcESs® 


@ Cleveland dependability in threaded 
fasteners brings you two-fold economy— 
assurance against breakage, and fast easy 
handling in assembly. Cleveland Cap Screws 
are made by the Kaufman Process—the modern 
cold-forging method that assures you stronger 
fasteners than any other known process. 
And you can depend on their accurate-to-size 
heads, shanks and strong smooth-running 
threads. Cleveland High Carbon Heat Treated 
Cap Screws are the toughest fasteners in this 
class. Write the factory or ask your jobber. 
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Lee Dabney, Harry Alcott and B 
Watts are partners in new Mem 
phis, Tenn. supply firm. 


New Supply Firm 
| Founded In Memphis 


Lee Dabney, Harry Alcott and By 
| Watts are partners in the firm of D 





| ney-Alcott Supply Co., recently orgag 
| ized in Memphis, Tenn. Mr. Dabney] 
the founder of the firm, having | 
joined by Mr. Alcott and Mr. wauel 
Jan. 1. 4 
Mr. Dabney traveled for the Dine 
Mill Supply Co., Shreveport. La., for 
| four years before going into the Army 
| at the outbreak of the war. Before that 
time he was connected with the Oliver 
H. Van Horn Co., for five years. Last 
| April he moved to Memphis and 









Ya Here is a partial list of 

aa mee jood prospects for the 

17 ale of this multi-pur- 

— eee sale of this multi-pur 
pose 15 ton Jack: 


g- CONTRACTORS t- BRIDGE BUILDERS | founded his own supply firm. n 

| Mr. Alcott has been with the Lummus V 
- g- HOPS | Cotton Gin Co., Memphis, as a sales 
STEEL MILLS RAILROAD 8 | man since his release from the Army 

| Air Forces in which he served for four si 

p- OIL FIELDS g- MACHINERY MOVERS | years. Before that time he was with the t 

| Reichman-Crosby Co., Memphis. ‘ 

p- UTILITIES g- INDUSTRIAL PLANTS Mr. Watts was salesman for the Hays ; 
| Supply Co., Memphis, for the last two 

and throughout general industrial plants, where | years. Previously he was with the € 

| armed forces. G 


these rugged Buda Jacks can be used for more lifting The new ficm has ¢ capiteliantion 


jobs than any other similar type. $25,000 and will distribute general in- 


dustrial supplies and machine tools for 

Investigate the Buda Jack Line today. all types of industrial plants within a 
| radius of 150 miles of Memphis. } 
Worthington Pump 


SEND FOR THE NEW ff Elects Vice-President 
ILLUSTRATED CATALOG 


S. Riley Williams was elected vice- 
president in charge of foreign business 
by directors of the Worthington Pump 
& Machinery Corp., Harrison, N. J. 
He will have responsibility for the sale 
of the company’s products for export, 
as well as the administration of Worth 
ington Associated Companies, in South 


BUDA 
“CHORE BOY" f ‘ 
15413 Commercial Ave. - +» built in 4 America and Europe. His headquarters 





and | ton capacities. 





will be at Harrison, N. J. 


HARVEY (Chicago Suburb) ILLINOIS 
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UNSURPASSED 
V-BELT QUALITY 














and 

Now Dayton Rubber gives to its Distributors another 
ad V-Belt sales story... Rayon Cords in Dayton V-Belts! 
\rmy Rayon Cords make possible a V-Belt with minimum 
four stretch . . . greater flex strength .. . longer life . . . advan- 
the tages that make Dayton Thorobred V- Belts a product un- 
ad surpassed in quality, in performance, in dependability. 
wil Rayon Cords in V-Belts add new prestige to, and 


the confidence in, Dayton Rubber’s reputation as the 
originator of many improvements in the V-Belt field 


n of ‘ 
: . improvements that have helped make Dayton 


in- 

fa Rubber the World's Largest Manufacturer of V- Belts! 

na The industry-wide acceptance of the Dayton name 
plus a continuous and aggressive advertising and sales 
promotion program is a combination that enables 
Dayton V-Belt Distributors to make constantly increas- 

¥ ing sales and profits. For the complete story, write 

ess 

mp DAYTON RUBBER + DAYTON, OHIO 

J. 

ale 

rt, 

th- 





HE MARK OF TECHNICAL EXCELLENCE 
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IN NATURAL 


TENSION Section live, heat 
resistant compounds provide 
the ‘give’ for cooler running 


ONLY Dayton V-Belt 
Distributors enjoy these 
8 BIG ADVANTAGES 


COMPRESSION Section — fine 
fibres, embedded in special 


compounds, provide great 


cross-sectional rigidity 


7) Unsurpassed V-Belt Quality! 


© Packaged for I 
m Ow = Ce t 
ling and Faster ime 


N 
Tost Complete Catalog in 


al V-Belt Field! 
Oo Factory Man in the 


Utor’s Terrj tory! Distrib. 


Complete T. 


raini 
for Distriby ning Program 


tor’s § . 
8 Sales Force! 


Sales Hel 
. PS and Adve 
to Fit Distributor’, ue 


6 


9 A Complete V-Belt Line to 


Fit Every Power Drive Need! 


Warehouse S 
tock 
Up Distributor’, Stevket = 


AND SYNTHETIC RUBBER 


<< BVOW! Rayon Cords 
in Dayton V-belts 









‘Dayton khulsbex 
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CORBIN-PHILLIPS 
CENTERED 
SPEEDS 


= 


DRIVING 
PRODUCTION! 





Wopere-Worren ? No S7R/ 
He’s using CORBIN-PHILLIPS Screws 


He’s driving a CORBIN-PHILLIPS 
Sheet Metal Screw into the mirror 
bracket — where a slipped driver 
would scratch the finish and rip the 
fabric... But he’s not “wobble- 
worried” because he knows the driver 
can’t slip. It’s centered in the 
CORBIN-PHILLIPS recess, held 
rigidly and securely in a steel grip 
that will set the screw up tight. He 
can work faster with less fatigue — 
and no work for the “fix-up man!” 

CORBIN-PHILLIPS Screws 
offer you another big advantage — 
uniformity/ 





CORBIN SCREW DIVISION 
The American Hardware Corporation 
NEW BRITAIN e CONNECTICUT 


PHILLIPS 
COW 2. 
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OBITUARIES 


Frederick H. Smith 
Ex-Sales Official 








F. H. Smith 


Frederick Herbert Smith, retired 
southern sales manager for the Nichol- 
son File Co., Providence, R. I., died on 
Feb. 8 at his home in Cranston, R. I, 
after a long illness. He was born Jan. 
30, 1857, at Bath, N. H. 

Mr. Smith joined the sales organiza- 
tion of Nicholson File in 1897. After 
several years, he resigned to become 
affliated with the New Process Twist 
Drill Co. of New Bedford, Mass., and 
later was in the employ of E. C. Atkins 
& Co., Indianapolis. He rejoined Nichol- 
son File in 1910 and had charge of all 
sales in the southern territory until he 
gave up active work several years ago. 

Mr. Smith was a charter member and 
past president of the Old Guard of the 
Southern Hardware Jobbers Association 
and also a member of the Texas Hard- 
ware Boosters Club. Part of his yacht- 
ing activities included membership of 
the U. S. Coast Guard Auxiliary and the 
U. S. Power Squadrons. During the war 
he served as Task Group Commander 
in charge of rescue boats of the Rhode 
Island State Emergency Fleet. 

He was affiliated with several Ma- 
sonic groups and is survived by a wile 
and a sister. 


Rufus N. Hemenway, 
Fafnir Official 


Rufus N. Hemenway, formerly for 20 
years a vice-president of the Fafnir 
Bearing Co., New Britain, Conn., died 
on Feb. 9 at Daytona Beach, Fla., after 
a brief illness. He was 74. Born i 
Ludlow, Vt., he was a schoolmate of the 
late Calvin Coolidge. He leaves a widow. 
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Compressed Air offers Industry a new source of power and a 
new means to increase production, decrease operating costs and 
reduce industrial accidents. Schrader Air Control Products are 
performing hundreds of jobs, faster, easier, and more economi- 
cally than possible with any other method. Costs are slashed and 
time is saved when Schrader Air Control Devices are installed. 
Many fatiguing, pushing, pulling, lifting or lowering operations 
are easily accomplished with Schrader Air Cylinders. America 
wants and needs compressed air power. You can plug in on real 


profits by satisfying this demand with Schrader’s complete line 


of Air Control Products. Get complete information and litera- 
ture by writing to Schrader Dept. SM. 


Everything for Efficient Air Control 
@ Air Cylinders, Operating Valves 2, 2 and 4-way (hand, foot and remote control), 
Safety and Operating Controls, Air Ejection (Knockout) sets, Pneumatic Machine 


msc danebs types) Quick Acting Couplers, Blow Guns, Air Hose and Fittings, Cera Hex 


PRODUCTS 
NTROL THE AIR 
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A COMPLETE LINE 
COMPLETES 


—completes more sales— makes more money for me.” 
Free booklet of helpful hack saw hints ———— 
helps your sales. Helps customers order, with 
specifications, tips on use and care. Write for 
your free supply. 


@® 212 
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William S. Armstrong, 
Disston Official 


William Smith Armstrong, Sr., execy. 
tive vice-president of Henry Disston § 
Sons, Inc., tool manufacturers 6 
Tacony, Pa., died in Jefferson Hospital, 
Philadelphia, on Feb. 17 after a brief 
illness. He was 59. 

Born in Philadelphia, Mr. Armstrong 
attended the Wharton Evening School of 


Accounting and Finance of the Uni. 1 


versity of Pennsylvania, and 39 years 
ago joined the Disston firm as a stock 
clerk. He was a former director of the 
Abington Township school board and 
treasurer of the Elders Association of 
the Philadelphia Presbytery, a director 
of the Glenside Building and Loan Asso. 
ciation and treasurer of the Fidelity 
Federal Savings and Loan Association, 
He is survived by a widow, his 
mother, three daughters and a son. 


Herman W. Falk, 
Falk Corp. Founder 


Herman W. Falk, chairman of the 
board and founder of the Falk Corp. 
and a director of the Allis-Chalmers 
Mfg. Co., died on Feb. 17 at Daytona 
Beach, Fla., after suffering a heart at- 
tack aboard his houseboat. He was 79. 

Mr. Falk also was a member of the 
executive committee of the Allis-Chalm- 
ers Mfg. Co., chairman of the board of 
the Heil Company and president of the 
Falk and the Hope Investment om- 
panies. 


C. J. Breitmeyer, 
Ex-Belknap Employee 


Charles Jacob Breitmeyer, 77, who re- 
tired from the Belknap Hardware & 
Mfg. Co., Louisville, Ky., died on Dee. 
24 after undergoing a major operation. 
He entered the hardware field in 1884 
and had a long career as a salesman, 
having worked for Sievers Carson Hard- 
ware Co., Rankin Snyder Hardware Co., 
and Hart Hardware Co. He had been 
with Belknap since 1903. 


George E. Ingraham, 
Distributor Aide 


George E. Ingraham, 66, former secre- 
tary and office manager of the C. H. 
Wood Co., Syracuse, N. Y., dealers in 
machinery and industrial supplies, died 
recently in a Syracuse hospital after 4 
brief illness. He is survived by hie wile, 
a step-daughter and a brother. 
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Weatherhead Ermeto fittings 
will hold beyond the burst 
strength of the tube itself and 
will withstand excessive vibra- 
tion without loosening. 


These fittings can be reused 
again and again. They’re more 
easily installed, give perform- 
ance superior to any other kind 
of fitting and are cheaper in the 
long run than any other type 
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the fitting because their unique 

om construction permits the use of 
thinner wall tubing. 

Weatherhead Ermeto Fittings 

are widely used in the Railroad, 
Marine, Farm Equipment, Road 
Machinery, Diesel, Petroleum, 

de: Oil Refining, Refrigeration, and 

A Machine Tool Fields. 

ts Write today for the new cata- 

884 log describing the complete 

an, (Sharp edge of sealing ring cold line of Ermeto Fittings. 

“ forms a burst-proof seat in tube.) 3 

een 





Look Abead with 


Weatherhead Products Include : 


-| Weatherhead = | xiwerie 


b- | THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO tie eee te 
3 a Assemblies * Tube Fittings 
, * Refrigeration Valves 
i, |» °Dehydrators 


CARVELAND - NEW YORK - DETROIT + CHICAGO - ST. LOUIS » ATLANTA + DENVER » LOS ANGELES 
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THE “POCKET SIZE MACHINE SHOP” 
IS_A REAL PROFIT PRODUCER! 


A. Mote - Tool 
Universial Stand 
made of heavy 
cast iron holds 
Moto-Tool at any 
angle—$4.50 


14 REASONS WHY MOTO-TOOL SELLS FASTER 


B. Snesing Table C. Shaping Soate 
Stand in po- may be used i 

id verted to aid ee. 

curacy in rout- 

ing to precision 
depths—$2.50. 


Patented 
automatic chuck 


= popular Moto-Tool Kit. No. - » 23 access 
4 i Snow ce Rag meron and ind host 2° Mote. Toa “Took it ey a 
ails at $23. =. 
Model 2 Moto-Tool, only, with one emery point, $16.50 
Wherever there is a man or a woman 
working at a bench removing metal, polishing 
or cleaning by hand in order to obtain fit, 
finish or contour, there is a market for another 
Dremel Moto-Tool and a continuous 
demand for Dremel accessories. Set-up men 
use it for touching up tools and cutters, 
tool-makers for finishing dies and templates. 
Moto-Tool is a “war veteran" . thousands 
of them were used at far-flung maintenance 
bases by every branch of the armed forces. 
Moto-Tools in the hands of men and women 
were used to establish production records in 
plants such as General Electric, Westinghouse, 
Remington Arms, Ford, Nash-Kelvinator 
Consolidated Aircraft, Northrup, Douglas and 
many others. Write today for catalog and 
distributor prices. 


110 volt, 
universal motor 
‘we Sturdy, shockproof 
bokelite housing 


@ About 27,000 RPM. Cuts 
cleaner . . . saves cutters. 


— only 13 oz... . 
shaped to fit the hand. 


oD) : hal d for 
ae operation. 
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John Hays Allen, 
Valve Firm President 


John Hays Allen, president of the 
Everlasting Valve Co., Jersey City, 
N. J., died at his home in Orange, N. J, 
on Feb. 19 at the age of 89. Mr. Allen 
was born in Montoursville, Pa., gradu. 
ated from the Pennsylvania College of 
Pharmacy and operated drug stores in 
Philadelphia, Del Norte, Col., and St. 
Louis. He left the drug business in 
1900 and began selling equipment for 
the Standard Railway Equipment Co, 
In 1908 he organized the Patterson- 
Allen Engineering Co. in Jersey City, 
which later became the Everlasting 
Valve Co. 

Mr. Allen was past president of the 
Jersey City Chamber of Commerce and 
a director of the Machinery Club of 
New York. He was an ardent golfer 
and in 1943 at the age of 85 competed 
in the United States senior golf cham- 
pionship tournament at Rye, N. Y. 


Horace R. Grant, 
Hertford Industrialist 


Horace R. Grant, retired Hartford, 
Conn. industrialist, died in West Hart- 
ford, Conn. on Feb. 18 at the age of 70. 
From 1921 to his retirement in 1945, 
Mr. Grant was president and general 
manager of the Allen Mfg. Co., one of 
the largest makers of set screws and 
allied products in the nation. The firm 
was only six years old when Mr. Grant 
entered its employ in 1916. 

Mr. Grant leaves a widow, the former 
Mabel DeBarthe; a son, Ellsworth S. 
Grant, who is a vice-president and direc- 
tor of the Allen company, and two 
grandchildren. 


Frederick Schroeder, 
O. K. Tool Manager 


Frederick Schroeder, for many years 
Ohio manager of The O. K. Tool Co., 
Shelton, Conn., died recently after a 
long illness. Mr. Schroeder was the 
oldest employee of the firm in point of 
service, having joined the company in 
1907. He was well-known in the machine 
tool field, at one time having traveled 
the entire country for the firm. In re 
cent years he made his home in Cleve- 
land. 


F. J. Springhorn, 
Diamond Expansion Aide 
Frederick J. Springhorn, treasurer of 


the Diamond Expansion Bolt Co., Ine, 
Garwood, N. J., died on Jan. 26. 
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watch the 
ACT/ON 
CENTER 





ACTION CENTER of any lathe is the cutting \pol. Here all the power, speed and 
precision built into the machine focuses its prodUtive performance. Here Williams 
Tool Holders will insure clean, chatter-proof cuttinQand uniformly high production. 
Williams Holders are available in a wide size raNge of standard patterns for 
every regular operation of lathe, planer and shaper. . both High Speed Steel 
and Carbide Cutter types. All are drop-forged, pre&sion-machined and spe- 
cially hardened. Their sturdy construction assures a long, accurate cutter seat. 
Sold by Industrial Distributors everywhere. 
J. H. WILLIAMS & CO., Buffalo 7, New York. 
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Se one pears sag sie 


To Our Distributors 


This advertisement is one 
of a series being run in 
publications reaching more 
than 100,000 file users each 
month . . . including your 
own customers and pros- 
pects. 





This wide selection gives you exactly the right precision 
tool for every intricate or accurate filing job . . . and their 


sharp, long-lasting teeth assure best results at lowest cost. 
AS-133 


BUY FROM OUR AUTHORIZED DISTRIBUTOR 


American Swiss File & Tool Co., Elizabeth 1, N. J. 


C{meriean Sais» 


SWISS PATTERN FILES 
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Samuel H. Harper 
lowa Distributor 


Samuel H. Harper, 40, president of 
Harper-MclIntire Co., Ottumwa, Towa, 
died suddenly on Jan. 4, although he 
had not been in ill health previously, 
Mr. Harper was the grandson of the 
founder of the firm and became presi- 
dent in 1941, succeeding W. P. Myers, 
retired. 

Mr. Harper entered business with the 
firm after completing his education, 
Upon death of his father, Clarence 
Harper, in 1936, he. became vice. 
president. He is survived by a wife and 
three sons. He was active in civic 
affairs and had served on the Cham. 
ber of Commerce board, the Salvation 
Army board and the American Red 
Cross board. He was a flying enthu- 
siast, owned his own plane and was 
about to receive his license as a solo 
flyer. 


Lester J. Nichols 
80 Years With Firm 


Lester J. Nichols, for 80 years an em- 
ployee of the Malleable Iron Fittings 
Co., died at Branford, Conn.. after a 
brief illness at the age of 97 on Jan. 30. 
Born in Middlebury, Conn., Mr. Nichols 
started with the Malleable Company in 
1866 as a shipping clerk. He was secre- 
tary, assistant treasurer and a director 
of the firm at his death. He leaves a son- 
in-law, two grandsons and three great- 
grandchildren. 


Walter S. Mills 
New Jersey Dealer 

Walter S. Mills, 71, president of 
H. W. Mills & Co., Inc., Paterson and 
Passaic, N. J., distributors, died on 
Jan. 15, Mr. Mills was also president 
of Banister & Geyer Div., H. W. Mills 
& Co., Inc., Newark, N. J. 


H. M. Albertson, 
New York Distributor 


Herbert M. Albertson who conducted 
a plumbing and heating contracting and 
supplies business in Poughkeepsie, 
N. Y., for 40 years, died there at his 
home on Jan. 29 at the age of 63. 


Raymond L. Hagen, Sr. 
Office Manager Aide 


Raymond L. Hagen, Sr., 50, assistant 
office manager of Thomas H. Bradley, 
Inc., Watertown, N. Y., died of a 
heart attack recently. 
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IMONDS 
BRASIVE Means 

















ii} 





Business — 


Take the exclusive Red Streak Flanges, for instance. Simonds Abrasive ee ata enemeae 


is o division of 







resinoid bonded wheels with this patented feature speed up production 





on all types of floor stand and swing frame grinders—get more tonnage racer, Mas 
f ‘ Saws, Machine Knives, Files 
for every user’s snagging wheel dollar. For Simonds Abrasive distributors i Citar Divietone 


this means business—the opening wedge to many new accounts and gee 

everlasting satisfaction to old customers. Distributors who are not now Special Stet 

profiting with the Simonds Abrasive line are invited to write for ee 
Montreal, Can 


details of selective distribution plan. Simonds Products for Canada 





seth aly 





FLAN G 
PATENT 212) 656 

SIMONDS ABRASIVE 

PHILA. 37, PA. U.S 





SIMONDS 


ABRASIVE CoO. 








a gin 


SDSS asl as lean, Nailin 


SIMONDS ABRASIVE COMPANY © TACONY & FRALEY STREETS © PHILADELPHIA 37, PA. 
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THOUGHTS FOR MERCHANDISERS 
















BRUNNER 
AIR 


helps you serve better 

















Industry buys air and it’s a mighty impor- 
tant purchase...so much depends upon it. 
From chemicals aeration to sand blasting 
BRUNNER Air Compressors have long 
been recognized for their ee nro 
and long service life« When you tal 
“BRUNNER” you're among friends... 
sales resistance goes out the window. A 
BRUNNER factory representative can 
show you why BRUN ER Air Compres- 
sors can lift your air sales. 


BRUNNER MANUFACTURING CO. 
Utica 1, New York, U.S. A. 





7 


* 
4 
as. ¢ 








SINGLE 
AND TWO STAGE 
MODELS 
Ym HP. TO 10 HP. 


BRUNRER 


SINCE 1906 
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The sales staff of Winn Supply: Co,, 
talks with the boss. Left to right are: 
Frank Hastings, Jr., George Wilfong 
and D. M. Winn, salesmen, and L. K, 
Winn, general manager. 


Winn Supply Co. 
Reports Progress 


The Winn Supply Co., San Diego, 
Calif., reports substantial progress in 
its coverage of the San Diego and Im- 
perial counties in lower California. 
L. K. Winn, D. M. Winn and F. C. Ran- 
del are partners in the firm which con- 
centrates on transmission and materials 
handling equipment as well as bearings. 


P.E.S.A. Appoints 
Executive Secretary 


H. R. Safford, Jr., Houston, Tex., 

was named executive secretary of the 
Petroleum Equipment Suppliers Asso- 
ciation, according to Hugh H. Glen, 
president. Mr. Safford is a former vice- 
president of Ritchie-Safford, Inc., ad- 
vertising agency. He served four years 
with the Army Ordnance Department 
and was discharged last April with the 
rank of Major. 
_ A graduate of Yale University, Mr. 
Safford had extensive experience in 
engineering, industrial advertising and 
public relations, and for a time sold 
diesel and allied machinery in South 
America. 


Thermoid Plant 
Nears Completion 


A Thermoid Western Co. plant at 
Nephi, Utah, scheduled for completion 
next summer, will have a production ca- 
pacity of 12,000 fan belts and 40,000 
ft. of hose per day, in addition to other 
industrial rubber articles. 

W. D. Pardoe,. vice president, is in 
charge of the Utah construction. The 
plant will handle the west coast and 
northwestern business of the Trenton, 
N. J., parent company. 
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This valuable Keystone lubrica- improved machine operation...length- 
tion service is yours for the asking. ened bearing life. 

Simply get in touch with your nearest 
Keystone Distributor. Without charge 
or obligation, a Keystone Lubrication 


The Keystone Plant Lubrication Survey 
has proved the superiority of Keystone 
Engineer will gladly make a complete Specialized Lubricants time and time 
and comprehensive survey of all lubri- again in plants of every size and kind 


cation points in your plant. throughout the country. 


**The true cost of a lubricant is meas- 

‘ ; ured by its performance in the bearing 
he will prepare for you typewritten rather than the peice tn the contuiner.” 
recommendations to serve as a perma- 

nent guide. Follow the suggestions that | Your nearest Keystone Distributor will 
he makes and you will be well rewarded be glad to cooperate with you in 
... by effected lubrication economies making this service available to your Trade Marks Reg. U. S, Pat. Off. 


. . . lowered maintenance costs... customers. SPECIALIZED 


KEYSTONE LUBRICATING COMPANY - Est. 1884 LUBRICANTS 
2st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. 
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After a thorough study of your needs 
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As long as there's industry there'll be 
HOGS... 





As long as there's a need for HOISTS _ : 
Edward W. Rawlins, president of 


there'll be COFFING HOISTS to suit Rawlins Bros., Inc., confers with my 


R. A. Bogensberger, sales manager. 
the job . . . 


Rawlins Bros., Inc. 
Expands Facilities 


Established 18 years ago, Rawlins 
As long as there are COFFING Bros., Inc., Los Angeles, was primarily 
° engaged in the distribution of steel u iy 

HOISTS you'll have the opportunity to about three years ago when induy Le 

trial supplies and heavy hardware lines a “ 
were added. The supply department 
has expanded rapidly and it has been 
necessary to add a new building to the 


As long as you SELL COFFING plant which now covers several acres 


of ground. An almost complete rear- 


to SELL all requirements .. . 


HOISTS you'll be rewarded with rangement of stock to secure the most 
economical operation was also effected. 
good, steady, profitable returns ... The key structure that has been 





added is a steel warehouse, 130 by 
300 ft., crane-served over every foot 
of space. The former warehouse near 
the center of the group of buildings, 
is now being cleared and will be used 
principally for case stock. This stock 

includes. besides general industrial COW 
hardware and supplies, tools, both pre- 
cision and cutting, cutting oils and FAM 
what rates as one of the largest nut IN S 
and bolt stocks on the Pacific Coast. 

Another new building of large size 
has also been completed within the 
last year. This will be devoted in part 
to supply stock. Open supply stocks 
are carried in bins in the central build- 
ing where the offices are located. 

Officers of the firm are: Edward W. 
Rawlins, president; George Rawlins, 
vice-president; R. A. Bogensberger, 
sales manager. Eight salesmen cover 
the southern California territory. 



























QUICK- 
LT” 
ELECTRIC 
HOIST 




















COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS number of other buildings in the 
DANVILLE, ILLINOIS group, the aggregate floor space 


being several acres. 


The new steel warehouse of Raw- 
lins Bros. is at left. There are a 
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ial | COMING YOUR WAY...THIS 
nd | FAMOUS LINE OF HAND TOOLS 
™ [IN SENSATIONAL: -- 






The new OVAL designing of New Britain Drive Parts 
throws out the useless bulk in old, round shapes and adds 
material where it is really needed—in the direction of strain! 
Extraordinary strength has been packed into slim, streamlined 
Handles with palm-fitted grips that are a revelation in “feel” and 
utility. Also coming, are bulk-free heads on modern Ratchets 
of startling reduced weight but amazing turning power, plus 
sure-action simplicity... you'll have new-day, precision balanced 
Screw Drivers and rugged Box and Open End Wrenches that 
breeze with ease through the toughest jobs in the tightest 
corners. Here, indeed, are Mechanics Hand Tools that make 
money! The New Britain Machine Co., New Britain, Conn. 


Isrry ict 





GREATER STRENGTH = BETTER FIT HANDITOOLS: 
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VALVE DISTRIBUTORS 


= 








YOU‘LL GET AHEAD FASTER WITH OIC... 


HAT’s because you'll be treated as a respected partner, and 
you'll enjoy the advantages of OIC’s selective franchise 
policy. 
OIC gives you plenty of room to build and keep a good valve 
business! 
You’re ahead with OIC’s up-and-coming products and ad- 
vanced sales methods too. Progressive OIC engineers have 
scooped the field with many important selling advantages in 
their modern lines of steel, iron and bronze valves. And you 
get the benefit of OIC’s stepped-up, pepped-up promotion that’s 
going after and getting more business! 


To GROW in the valve field, GO with OIC! 
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STEEL - IRON - BRONZE 


STEP UP YOUR SALES WITH 
OIC’s LONG VALVE LINE 


TEEL, iron and bronze. A wide range of 
S sizes and types. Many different 
temperature and pressure ratings. Trims for 
varied applications. You get all these 
advantages in OIC valves... PLUS 


. advanced product design and manufactur- 


ing techniques. 

The patented OIC gland and gland-flange 
unit that facilitates repacking is in a class 
by itself. Improvements in bolting, bushings 
and threading have added to 
OIC’s reputation for strength 
and long service. So have the 
use of high quality metals and 
advanced casting methods. 


The modern OIC steel line is 
the /ast word in steel valve 
engineering, backed by 63 years’ 
experience in quality valve 
manufacture! Extra-deep stuff- 
ing boxes make OIC steel valves 
safer at high temperatures. 
Extra-strong pressure parts and 
better body-bonnet joints make 
them safer under high pressures. 








New Flim Tells How To Get More Valve Business 
To help you increase sales, OIC has prepared a 
sound slidefilm packed with facts about new 
trends and tomorrow's big opportunities in the 
major valve markets. Every valve distributor and 
his salesmen ought to see it! We'll be glad to 
arrange a private showing of this film . . . right 
in your place of business. Just mail the coupon 
to make your reservation. 
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THE OHIO INJECTOR CO., Dept. YY10, Wadsworth, Ohio 
I'd be interested in seeing your new film on valve markets. 
Please have your representative arrange a showing at my 
convenience. 

Name ‘ Position 


Firm ... 
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in the Rotary File Field 


Taey’re “TOPS” in every respect... 
quality .. . performance . . . long service. That's 
why Nicholson Rotary Files and Burs are largely 
preferred by experienced industrial craftsmen. 
For throughout their wide range of types, cuts 
and sizes, Nicholson Rotaries are manufactured 
to high precision standards — perfectly rounded, 
true centered, accurately cut or ground, expertly 


hardened. 


For delicate filing operations, Nicholson now offers 
Rotary Files (hand cut) and Burs (ground from 
solid) with 44” shanks. Available in 9 standard 
shapes, one degree of coarseness, with stock di- 
ameters from 14” to 544”. 


For general-purpose filing, there are 4” shank 
Nicholson Hand Cut Rotary Files and Ground Burs. 
16 standard shapes. 3 cuts — Coarse, Medium, Fine, 
¥,” to 114” stock diameters. 


For long production runs, there are Nicholson Ce- 
mented Carbide Burs — with wearing qualities up 
to a hundred times that of high-speed tool steel. 
4” shanks. 9 standard shapes. 14” to 1” stock 
diameters. 


Nicholson Rotary Files and Burs are opening up. 


new and profitable sales opportunities for indus 


trial distributors. Write for catalog and price lists. 


NICHOLSON FILE CO. « 91 ACORN ST., PROVIDENCE 1, BR. 1 


( In Canada, Port Hope, Ont. ) 
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—the Red Elastic Collar provides 


dependable locking torque for RE-USE! 


Army and Navy specifications for aircraft 
lock nuts include a specific torque test to 
prove locking effectiveness. Lock nuts 
have to maintain adequate locking torque 
through 15 on-and-off cycles. 

ESNA Elastic Stop Nuts—with the Red 
Elastic Collar that has become a symbol 
of security to all aviation engineers — 
temain self-locking against Vibration, 
Impact and Stress Reversal in both pre- 
stressed and positioned settings. 

In addition, the self-locking, self-sealing 
and reusable Red Elastic Collar protects 
the bolt. It does not deform the bolt, 
damage the threads or gall the finish. 


ELASTIC STOP NUTS 


Reusable ESNA Elastic Stop Nuts 
provide dependable protection against 
Vibration, Thread Corrosion, Thread 
Failure, and Liquid Seepage. This multi- 
ple protection — which has made Elastic 
Stop Nuts the standard fastener on many 
products—also achieves the double 
economy of inventory simplification 
and reduced procurement costs. ESNA 
engineers are now ready to study your 
fastener problems. Address: Elastic Stop 
Nut Corporation of America, Union, 
New Jersey. Sales Engineers and 
Distributors are conveniently 
located in many principal cities. 











The RED ELASTIC COLLAR 


denot ng an ESNA r 


. is threadless and dependably 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cuf) its full thread contact 
in the Red Elastic Collar to fully 
grip the bolt threads. In addition, 
this threading action properly seats 
the metal threads — and eliminates 
all axial play between bolt and nut 
threads. 

Torque tests— for Elastic Stop 
Nuts — are based on a steel-to-steel 
frictional coefficient of .18. Bolt 
loadings are figured at 40,000 psi 
for commercial bolts; 90,000 psi for 
aircraft bolts. 








INTERNAL ANCHOR B WING SPLINE CLINCH = GANG CAP 
WRENCHING CHANNEL 


PRopuUCTsS @F: ELASTIC STOP NUT CORPORATION OF AMERICA 
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ON THE BLADE YOU SELL MEANS 
Prestige 
Protection 
Profits 


PRESTIGE—Spartan Blades are the choice of 
metal cutting men—this preference is fully war- 
ranted by unexcelled performance. 


PROTECTION—Spartan Blade distribution pro- 
vides full protection against non-stocking distrib- 
utors. Distributors’ prices are extended only to 
houses that maintain stock. 


PROFITS—Spartan Blade sales thru recognized 
channels of distribution with full assurance of 
repeat business from satisfied customers are your 
strongest guarantee of profits. 





“Spartans Cut Cutting Costs” 
SPARTAN SAW WORKS, INC. Springfield, Mass. 
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Executives Inspect 
Foreign Properties 
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J. H. Goodwin, Jr. Franz T. Stone 









almost 
z ; sive Plu 
Franz T. Stone, president, and John ‘ 
: certai 

H. Goodwin, Jr., secretary-treasurer, 
p, Inc., F 


Columbus McKinnon Chain Corporation 
and Chisholm-Moore Hoist Corporation, 
Tonawanda, N. Y., flew from La- 
Guardia Field via Pan American 
Airways on Dec. 30 enroute to Johannes- } 
burg, South Africa, to visit their opera- 
tions at that point. Enroute they will] 
stop at Lisbon, Dakar, Monrovia and 
Leopoldville. 

The South African plant of the Tona- 7 
wanda concerns is located at Vereenig- 
ing and was established in 1935. Dur- ” 
ing the war, its entire production was 
for military purposes. The plant is now 
converted to domestic peacetime produc- 
tion. 

During their South African trip, Stone | 
and Goodwin will inspect the recon- 7 
verted production facilities and_ will 
survey export markets for their com- 
pany’s products. The firm has plants 
in Tonawanda and Angola, New York; 
St. Catharines, Ont., Canada; and 
Vereeniging, South Africa. 


Conway Promoted 
By American Brake Shoe 


Stephen S. Conway has been ap | 
pointed vice-president in the sales de 
partment of the Brake Shoe & Castings™ 
Division, American Brake Shoe Com) 
pany. 

Mr. Conway, who was formerly 
assistant vice-president in sales, has) 
been with the company since 1912, and) 
with the sales department of the Brake) 
Shoe & Castings Division since 1929 
In his new position, he will continue 
be located in Chicago. 

It was announced that, effective Feb 
ruary 1, Ralph L. Robinson, distrief 
sales manager of the Brake Shoe & Cast 
ings Division, will be made assistant 
vice-president in the sales department) 
Mr. Robinson has been with Brake Shoe 
in a sales capacity since 1928. 
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Quality Comes FIRST 
) quality has become a tradition among mill supply men. One 
stion has told the next generation, ‘A Plumb hand tool is made : P LUM B ; 
anence. The scientifically tempered head is built for years is FIRST in Quality 
years of service. The second growth hickory handle is shaped for 
and tested for strength.“’ 


almost a century master craftsmen have been combining these PF sin 

sive Plumb features into perfectly balanced tools. That’s why you Fs os ae ‘video 
certain it’s built to last——because it’s a Plumb. . . Fayette R. P soot 

p, Inc., Philadelphia 37, Pa. 





It positively... 





KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action" and con- 
stontly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 





J. C. Maxcy (left) and W. W. Cagle 
of Pye-Barker Supply Co., Atlanta, 
prepare supplies for shipment. 








bolt head. 
IN STOCK in all Standard Sizes; made of Carbon Steel, Rust-Oleum Issues 
Stainless Steel, Everdur and Duronze. New Sound Film 
SOR RD SS SHS SeRENS Rust-Oleum Corporation, Evanston, 
BEALL TOOL DIVISION (Hubbard & Co.) Ill., manufacturers of rust preventive 
130 Shamrock St., EAST ALTON, ILL. products, recently issued a new sound 





: film on “The Battle Against Rust.” The 
motion picture, according to Robert A. 
Fergusson, president, is intended for 
use at sales meetings with distributor 


organizations, conventions and open- 
SPRING WASHERS house gatherings for customers. 

The film’s 12-minute running time 
opens with statements and illustrations 
on cost and damage caused by rust. 
This leads into an animated explana- 
tion on reasons why Rust-Oleum differs 
i from regular paint. The following sec- 

tion of the picture deals with demon- 
strations on speed of application and 
ease of coverage. The fourth section 
of the film takes the audience on a tour 
through the Rust-Oleum plant, show- 
ing the various steps in manufacture of 














Electrically 
Tempered... 


Diamond Point 


Tested 


Chisels, punches, drills, 
nippers, screw drivers, 
staple pullers, and 
many other fine tools 


bear the name Dasco. 
They're quality built Silent Salesmen Displays 


the company’s rust preventive products. 

The concluding section of the picture 
includes cinematic suggestions on the 
various uses of Rust-Oleum. 





. smoothly finished heip you sell more tools 
and individually num- more profitably 
bered for easy re- 
ordering. 





SOLD BY LEADING JOBBERS 


8S. H. Rittenhouse, salesman for Mad- 


DAMASCUS STEEL PODUCTS CORP. dock & Co., Philadelphia, is well sup- 
*: ROCKFORD, ILLINOIS J | plied with manufacturers’ literature 
as he starts out on his morning calls. 
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Kennedy advertising -helps you 
sell Kennedy Valves. This full- 
page advertisement is appearing 
in industrial publications with a 
total circulation of 350,000. 


This...@ 


a Q Fittings: fire hydrants 


alves-pip cipal cities 


IRA, wew YORK 


Offices and Warehouses in Pri 
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tH 
SHOVEL VALUES 





EACH ONE THE STAND- 
ARD OF COMPARISON 
IN ITS FIELD OF 
QUALITY AND PRICE 
























Super Alloy Grade, Premium 
Priced Shovels of final cost econ- 
omy. Mo-iyb-den-um Alloy Steel 
Blades, heat treated, Brinell tested, 
XX Grode Northern White Ash 
Handles, smoothly sanded, thor- 
oughly waxed Unconditionally 
Guaranteed! ... to outwear any 
other shovels made. 


The Standard of Quality com- 
parison among all popular price 
shovels. High Carbon Steel Blades, 
heat treated. Quality X Grade 
Handles, smoothly sanded and 
thoroughly woxed. 


The undisputed Quality Leader 
among all lowest price shovels. 
Carbon Steel Blades, heat treated. 
Serviceable No. 1 Grade Handles, 
smoothly sanded, thoroughly 
waxed. 








Ralph V. Vincent, assistant general 


manager of Marwedel, directed 
firm’s sales conferences recently. 


Marwedel Celebrates 
75th Anniversary 


C. W. Marwedel, San Francisco, cele- 
brating its 75th anniversary this year, 
recently held a 34-day sales conference 
for its 31 outside men, the first such 
meeting in its history. 

Ralph V. Vincent, assistant general 
manager, explained that the meeting 
was designed to acquaint the men with 
the problems and conditions confront- 
ing a mill supplies distributor at the 
present time. Hour-long sessions in the 
meet covered the over-all industrial 
supply situation, following the com- 
pany’s lines from manufacturer to cus 
tomer. 

Invited in for informal talks with the 
salesmen were Robert Thompson, presi- 
dent of Lufkin Rule Co.; Don Brisbane, 
executive vice president of Columbus 
McKinnon Chain Co.; William Kunkle, 
sales manager of the Boston Gear 
Works; Nelson Harris, Pacific coast 
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Guarantee d ! manager of National Twist Drill, and 
L. M. Krouse, vice president of Stanley 
ors Digest « - . Footores 12 PERFECT SHOVELS | Electric Co. | 
Exclusive Constructi 5 wpplied with TO EVERY DOZEN Salesmen were briefed on the avail- 
ond open back sepdle Reinforcement ability of merchandise and given the 
@ Closed a oten ened Steel |-Beom Mo 4 Moly D Hon- reasons for extended deliveries in par- 
Bese ots equipped with h vamnable handle made- ticular lines so that they might in turn 
ota: nore” ae to speciol specifications, keep customers informed on the supply 

@ Stee! in A en Shovel engineers: picture. 
developed In the conference’s treatment of in- 


ternal problems, an intensive study was 
made of company inventories, stressing 
new uses that had been developed for 





WOOO 





standard items as well as newly-mant- oe 

; ‘i 3 ee cee . . factured items. | 

y | Notional Organization Specializing IFT ELLY | /f7 om caakaanel was accuracy in - 

writing up orders to avoid unnecessary He 

GHOVEL S 5, PA, DES SCOOPS delay in completing transactions. Com Asb 
siderable time, too, was devoted to a dis 


van 
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- cussion of credit problems and methods 


of judging a good credit risk. 

In the sessions the salesmen also con- 
sidered how general business conditions 
were affecting their customers and how 
expanded or curtailed operations of 
specific manufacturer-customers af- 
fected Marwedel selling activities. 


C. W. Marwedel, 84, president of the | 


company, is the son of its founder, C. F. 
Marwedel, who established himself in 
the machinist and engineers’ tools and 
supplies business in San Francisco in 
1872. President Marwedel’s two sons, 
Charles Arthur and Ferdinand, are vice- 
presidents, and H. D. Heitmuller, gen- 
eral manager. Charles Arthur Mar- 
wedel, Jr., recently entered the firm. 


Fornaciari Company 
Makes Appointments 


Walter Harbison, formerly at the 
California Institute of Technology 
where he did war work, has joined the 
sales staff of the Fornaciari Company. 
Los Angeles. 

Gene Tucker, recently out of the 
armed forces, has been placed in charge 
of the stock room. Primarily distribu- 
tors of contractors’ construction equip- 
ment, the firm is carrying lines of sup- 
plies and is offering customers com- 
plete parts and equipment facilities on 
lines it represents. Latest innovation 
is a complete jack servicing shop, not 
only for the hydraulic and mechanical 
jacks it represents but for all popular 
makes of jacks. 








George W. Marshall, Jr., (above) 
was made general sales manager, 
Asbestos Products Division of Ray- 


bestos-Marhattan, Inc., recently. 
He started with the United States 
Asbestos Co. in 1929 and had ad- 
vanced steadily. 








VICTOR BELTING 





® 


keeps FOWN PRODUCTS moving 
moves MORE-CUSTOMERS your way 


@® 2313 
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WHEREVER food products move, there’s a need 
for dependable belting. And you can serve every 
belting need in the food industry—as well as hun- 
dreds of other fields—when you handle VICTOR. 
That’s because the Victor line is the complete 
line—the line with a belting for every conveying, 
elevating, and power transmission need. 

The demands for Victor Belting are higher 
today than ever before. Replacements, put off 
for three... four...five years have got to be made 
now. Manufacturers now using Victor want 
Victor again—plants not using Victor are nat- 
urals for this superior line. 

In the complete Victor line are balata belting, 
solid woven cotton belting, and canvas stitched 
belting in a full range of widths and plies. 

For more belting customers, sell Victor. Write 
today for additional details about this all-inclu- 
sive line. 

THESE INDUSTRIES USE BELTING — SELL THEM VICTOR 


Meat Packing * Grain & Feed * Bottling * Canning * Baking * Stone 
Products * Packaging * Mining * Dairy Products * Confectionery 
Ceramics 
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YES—BLESSED WAS THE 


SHORTAGE which proved belts SUPERIOR! 
PRODUCTION RECORDS PROVE Wicchigan bbrasive Belts 


with Backstand Idlers will 
more than merely DUPLICATE 
90% of the work you now do 
with set-up wheels! Belts will 
do it with 

QUALITY! SPEED! ECONOMY! 


Here’s Why: 


1. Grain changes, when neces- 
sary,made four times faster... 

2. Inventory of wheels, glue, 
cement and various grains 
eliminated ... 

3. Number of grain sizes re- 
quired per job reduced... 

4. Specialized’ skill for gluing 
up wheels eliminated... 

5. Messing with glue, cement 
and odors removed from 
your shop to ours... 

6. Quality of work improved 
with less operator fatigue, 
greater speed... 

7. Idlers as well as belts, are in 
ample supply ... 

Write immediately for new bul- 

letins describing Michigan 


sail : : 

The counter and preduct display at © 
Herrick Co., Boston, are under the 
supervision of Joseph D. Meehan, 


Whitlam Adds 
Sales Representative 


David E. Todd, 2651 Wicker St, 
Highland, Indiana, has been appointed 
sales representative for the J. C. Whit 
lam Mfg. Company, Wadsworth, Ohio, 
for their specialties, pipe-joint cement, 
cutting and threading oil, and alumi- 
num coating. Mr. Todd will cover the 
Chicago territory and all of Illinois. 
A Chicago office will be opened by Mr. 
Todd soon. 


R. W. Rosin Heads 
Advertising Unit 


Robert W. Rosin was named head 
of the advertising department of the 
Chicago-Latrobe Twist Drill Works. He 
has had wide experience in the field, 
having been associated with one of 
the largest retail merchandisers in the 
field. In addition, he has handled pro- 
motional work while in the Army Air 
Forces. 


Abrasive Belts and Michigan Lapping. Belt polishing of electric irons 
Compounds. Our General Catalog before plating. (Dust Collector 
Price List on our complete line of duit removed fo: gasit -) 
abrasives is yours for the asking. Dealers Be Ai 

will be especially interested in the details 

of our sales plan. 


Arthur McCutchan (above) was 
named research engineer of the 
Product Engineering and Research 
Department of Tube Turns (Inc.), 
Louisville, Ky. 
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ioe Shiinyheads 


Se enhance the value of your product—specify 
justifiably famous Shinyheads. They give that finishing 
touch, that extra sales appeal, along with extra quality. 
Shinyheads are hexagon head cap screws—Full Fin- 
ished—of high carbon C-1038 steel, with bright, shiny 
heads—completely machined top and bottom .. . bear- 
ing surface washer faced. Top of head chamfered... 
sides parallel and smooth, mirror finish. Threads uni- 
form and accurate to close tolerance dimensions for 


perfect fit to standard gauges. 


Special Note—Very Important—In addition, Ferry Cap 
SHINYHEADS include a/l points machine turned and 


chamfered. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD +© «© +© «© «© CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


PAND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
IAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS @ ALLOY STEEL AND COMMERCIAL STUDS e FERRY PATENTED ACORN NUTS 
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Covers a greater area! Rubberset Nylon Brushes 
aint more surface per dip than best hog bristle 
5% more! 
independent laboratory, show that dip for dip 

this great new brush paints a greater area .. . saving 
you more time and effort! 


Smoothest pick-up and delivery! Not only does the 
Rubberset Nylon Brush pick up more paint—it 
delivers it more smoothly, with less brush marks! 
Because Rubberset’s exclusive auto-grind process 
tapers filament to a soft, fine tip, resulting in a 
smoother, more uniform film. 





















Permanent wave is reason why the Rubberset Nylon 
Brush picks up more paint than finest hog bristle 
brushes. This exclusive Rubberset development places 
a series of waves scientifically in Rubberset Nylon 
filament, providing more open spaces for picking up 
paint than best hog bristles . . . much more than 
ordinary nylon! 


! Scientific tests, conducted by 


Costs less! It’s true—Rubberset Nylon, the brush that’s 
80 many ways better, costs less than hog bristle brushes. 
And that’s only half of it. Rubberset Nylon costs less 
when you buy it, much less when you consider all the 
time and money it will save you through the 

years you use it! 
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Needs no breaking in! Thanks to Rubberset’s 
“chisel tip”, this remarkable brush comes to you 
already broken in with the chisel tip that ordinary 
brushes acquire only after weeks of tedious effort. 





L-o-n-g on wear! The great new Rubberset Nylon Brush 
wears 5) times longer than finest hog bristle brushes, as 
shown in bristle wear tests. After 1 million strokes, hog 
bristles wore 11/16 of an inch... Rubberset Nylon 
only 2/16 of an inch. That’s 51% times less wear... 

514 times more service! 





” Rueserser 


NYLON BRUSH 


The brush* with the permanent wave 


*Patent Applied For 


ts 


Rubberset Company—56 Ferry Street, Newark 5, New Jersey—Established 1873 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. Brai:ches: Los Angeles, California, St. Louis, Missouri. 


Famous for hog bristle brushes, too. Not only nylon brushes, but world-renowned hog bristle brushes, are er ce 
by the Rubberset Company. Since 1873, in fact, our famous trade mark name Rubberset has meant “The finest in brushes”. 
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on a lasting market! 


Keep a 


Only Desmond Simplex vises 
have the solid steel slide that 
makes them far stronger and 
more serviceable than ordinary 
iron slide vises. That’s just 
one of many good reasons for 
pushing the Desmond Simplex 
line consistently. Besides, from 
this line you can fill prac- 
tically all vise requirements — 
machinists’, combination pipe, 
welders’, filers’, drill press 


firm grip 


and milling machine, utility or 
garage, and woodworkers’ vises. 
There’s profit, too, in Desmond 
grinding wheel dressers and cut- 
ters—the only complete line of 
such tools available. And don’t 
forget Desmond’s long-standing 
dealer protection policy. Write 
for complete catalog today. 

The Desmond-Stephan Mig. Co. 

Urbana, Ohio 
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BALL BEARING REVOLVING 
DRESSERS CUTTER TYPE DRESSERS 
196 


hs HAND TOOLS WHEEL TYPE 


AND NIBS DRESSERS 
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sren-sue VISES 


Green Is Promoted 
By Thermoid Co. 





T. E. Allen 


Norris Green 


Norris Green of Birmingham, Ala. 
was named acting field manager of the 
Thermoid Co.’s oil field products divi- 
sion with headquarters at 1121 Roth- 
well St., Houston, Tex. He succeeds 
Paul Kelting who died in December. 
Prior to this appointment, Mr. Green 
was district manager for Thermoid in 
Birmingham. 

Before joining Thermoid, Mr. Green 
acquired considerable experience with 
other firms in the industry as well as a 
knowledge of oil field activities. He 
served as a lieutenant colonel in the 
Army during the late war. 

Appointment of T. E. “Ted” Allen to 
an executive position at the Trenton, 
N. J., headquarters was also announced. 
Mr. Allen will serve as assistant to the 
president, Fred E. Schluter, on public 
and industry relations and will assist 
the vice-president of automotive sales 
and service. He will also supervise ad- 
vertising policy and represent the firm 
in industry association meetings. Until 
recently, Mr. Allen was executive vice- 
president and general manager of the 
Brake Lining Manufacturers Associa- 
tion. 


Larner Is Elected 
To Porter Directorate 


Colonel G. deWreest Larner has been 
elected a director of the H. K. Porter 


, Company, Inc. Colonel Larner has been 


assistant to the president for several 
years, supervising operations and co- 
ordinating activities of the many 
recent acquisitions to the Porter organ- 
ization. Colonel Larner has recently re- 
turned from the Hinderliter Tool Co., 
manufacturers of oil field equipment at 
Tulsa, Oklahoma. 

Roland E. Nelson was appointed man- 
ager of the Chicago office, succeeding 
George L. Green. He will be located at 
the firm’s office at 332 S. Michigan 
Blvd., Chicago. 
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Roth. | Albert 6. Crush, president of Albert 
B. Crush Co., Louisville, Ky., glances 


‘eeds 

shat over power transmission stock which 
é ; has improved in recent months. 

een 





Rust-Oleum Names 3 
ren | Sales Representatives 
Rust-Oleum Corp., Evanston, IH., re 


He | cently appointed three factory sales rep- 
resentatives, one for the Pacific North- 


be west and two for the mid-West. U. Stan- 
at ley Ackles, Seattle, Wash., was named 
ton, representative for Oregon, Washington 
ced, | and part of Idaho; A. A. Ahliff, St. 


the | Louis, Mo., will have a similar assign- 
blic ment for Iowa, central and southern IIli- 
nois and eastern Missouri, and Paul 


ssist 

hut Moffitt, Jackson, Mich., will serve dis- 
ad. | ‘tibutors in western Michigan and part 
ww of northern Illinois. 


ntil Jack Thorp, president of John N. 
Soe Thorp, New York, was appointed rail- 
the road sales agent for certain railroads 
serving the New York area. His head- 
quarters are at 50 Church St., New 
York. 


cia- 





een 
‘ter 
pen 
ral 


iny 





ng Albert Neill of the inside sales serv- 
at ice staff at the Pate Supply Co., Bir- 
mingham, Ala., makes an entry in the 
Perpetual inventory record. 
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at repeat 


business 


Tue STEEL TUBE of this 
DIAMO-CARBO grinding 
wheel dresser—manufactured 
only by Desmond-Stephan— 
is packed with an extremely hard 
abrasive, ideal for hand-forming 
special shaped wheels. For many 
purposes this tool provides the effi- 
ciency of diamond tools. In fact, no 
wheel dresser on the market can equal 
DIAMO-CARBO performance on the class 
of work for which it is designed. 

This is one big plus for Desmond SS % Patented 
distributors, but the biggest advantage to 
stocking Desmond dressers is simply this: 

DESMOND offers the only 
complete line of dressing tools 


Stock this line and you stock the best. Write for 


complete catalog 
THE DESMOND-STEPHAN MFG. COMPANY ¢« URBANA, i(e) 


Desmond 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 


SS oF tm EP 

















BALL BEARING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
ORESSERS curren TYP Tree DRESSERS AND NIBS ORESSERS = STEEL-SLIDE VISES 
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Rotary 
POWER 
PUMPS 


Capacities 5 to 750 G.P.M. 
Pressures to 300 psi. 


Rotary 


HAND 
PUMPS 


Capacities 7 to 25 G.P.M. 
Pressures to 125 psi. 





A DISTRIBUTOR'S LINE OF ROTARY PUMPS 


Write for Catalog No. 106. It simplifies pump selling. 


BLACKMER PUMP COMPANY 


1810 Century Avenue Grand Rapids 9, Michigan 


POWER PUMPS - HAND DUMBS 





- EZY-KLEEN STRAINERS - 
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Joe Thigpen (left) shows William L, 
McDonald how to make customer's 
bill following counter sales at the @ 
Atlanta, Ga. office of J. M. Tull Metal @ 
& Supply Co. 








"The Coming Electrical Age" : 
Is N.E.W.A. Theme ; 


Opportunities for distribution in “The 
Coming Electrical Age” will be the 
theme of the 38th annual convention of © 
the 
Association, according to Charles G, ~ 
Pyle, managing director. Two special © 
afternoon programs are being planned, ~ 
one under the sponsorship of the appli- i 
ance division, with E. B. Ingraham as © 
chairman, and the other by the appara- 
tus and supplies division of which D. M. 
Salsbury is chairman. ‘ 

George E. Whitwell, vice president, 
Philadelphia Electric Company, will be 
the keynote speaker at the former meet- 
ing on the afternoon of May 5. On May 
7, at the latter, R. Stafford Edwards, 
president, Edwards and Co., and presi- 
dent of the National Electrical Manufac- 
turers Association, will speak on the 
“Go All-Electric” program. 

Other program features being 
planned for these special sessions are 
to include several dramatic skits and 
motion pictures on personnel selection, 
basic sales training, rural markets, light 
ing and adequate wiring. Details are to 
be announced later. 

Herbert Metz, chairman of the 
N.E.W.A. Planning Committee, will 
speak on electrical interdependence. 

Officers and members of the new 
Board of Governors (formerly the Ex- . 
ecutive Committee) will be elected dur- 
ing the Convention. Meetings of com- 
mittees of both Divisions have been 
scheduled, as well as committee reports. 

The Convention will be held at At- 
lantic City, May 4-8, with headquarters 
at the Hotel Traymore. It is expected 
that more than 1,000 members and 
guests will attend. 














National Electrical Wholesalers ; 








Electric Hoist-Power 
COSTS LESS 7 


“mu sippy | 
gout} 


CM ft 








NATIONAL 


~ ADVERTISING 


1 ton. Available for 
plug-in on 110, 220 
or 440 volt circuits 


One-hand control 
Industry nanneiind ei 
executives have ant years that 


name “Chisholm-Moore” signifies oyer- 
head materials handling equipment of, 


@ ECONOMICAL AUG TaneERG OF mate- oak the CM "ans a agi of tears 
® ® ® ; ft ' o ize *as' a mi - 
rials 1s inefficient "=> more ship in design, construction and on 


Sa PORTABLE so today than ever before. the-job advantages. oh 


The CM Comet makes sub- Though ‘ x" acne and chain hoists, . 

° . : . cranes, trolleys and accessory equi 
7 SPEEDY stantial Savings materials ment are accepted, national oFardsiggad 
handling costs... is doing appears every month in the leading ~ 


. : trade magazines...constantly reminding * 
* STURDY it every day 7" thousands your customers chat there en CM hoist . 
of plants. Possibly the CM to fit their particular requirements! 
Comet can save a good many dollars for It is a great advantage in selling when 
you too. Check up on the materials han- inl cncoab ee iis alking 
dling situation in your plant. CM Bulletin about something soutee otk battled 
138... available for the asking... will bring hoa oh up to profic gains ict for 


you complete details about the Comet. 


CHISHOLM-MOORE 


HOIST CORPORATION 


Affiliated with Columbus McKinnc 
¢ 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York * Chicago * Cleveland + San Francisco * Los Angeles 


1 
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C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 


>, 





\ 
ha — 


RAWHIDE. eas ts ced abide 
everything you want in top grade “soft” hammers and mallets. And 
Chicago means the best in Rawhide. C/R mallets and hammers are. 
made from resilient, tightly coiled rawhide. They absorb shock, 
deliver powerful blows yet protect delicate machinery and surfaces, 
and stand up under continuous hard use. They do not split, 
- erumble, or mushroom. Whenever you need 


durability, power 
ted ety. say pec Chicago Rawhide hammer and mallet 





1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt locings; 
gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 
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Harry Mincey, counter salesman a 
Matthews-Morse Sales Co., Charlotte, 
N. C., answers the phone while Mack 
Smith, partner, attends to a counter 
customer. 





Cleveland Market 
Area is Emphasized 


Within 500 miles of Cleveland, home 
of the great annual Mid-America Ex. 
position in Cleveland Public Audito. 
rium, May 22 through 31, are the 47 
major markets which buy two-thirds of 
the nation’s production to satisfy the 
constant needs of 75,000,000 people. 

Within the same great consumer area, 
are more than 5,000 manufacturers, the 
suppliers of this wholesale market. 

These factors make Mid-American 
Exposition in Cleveland the “best loca- 
tion in the nation” for the display of 
new products, it was pointed out today 
by Clifford F. Hood, president Ameri- 
can Steel and Wire Company and N. J. 
Clarke, senior vice president Republic 
Steel Company, and member of the 
executive committee of the show. 

“In this great cross-section exposition 
both trade and public interests will 
profit by the breadth of buying oppor- 
tunity under one roof at one time,” 
A. W. Steudel, president of the exposi- 
tion and president of The Sherwin-Wil- 
liams Co., said. 






































“Last year he caught some salesman's 
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..- But there’s no Illusion 
ome! ghout the Sales Advantage 


udito. 


rec} to the P-K Distributor 


rds of 


y the 1 @ With Size-Marked Gear Grip Socket 
le. Head Cap Screws, and with Ground 
area, | Thread Socket Set Screws, the P-K Dis- 
8, the | tributor can offer a Socket Screw line 
t. with the first really new sales features in 
rican | years. But that’s only one part of a win- 
loca- | ning combination. 
ay of In thirteen leading industrial maga- 
‘oday | zines, with over 300,000 readers, full page 
meri: | advertisements like these appear regu- 
N. J. | larly —presell the distributor’s prospects 
ublic { on P-K Socket Screw advantages. These 
the | advertisements stand out in reader inter- 
est because they dramatize new features 
in Socket Screws —features that offer real 






Guess Right 
on Size? 











































ition 

wil] | benefits to users. . . 

por. Add steady promotion with forceful 
ne” | Sales literature, and a smartly designed 


os (| Stmple kit, and you'll see why Socket 
Wil Serews are a fast-selling, profit-building 
line for P-K Distributors. 


PLUS A SOUND, UNCHANGING JOBBER POLICY 


It is Parker-Kalon’s 30-year-old policy to 
sell only through recognized distributors, 
to limit distribution to the number of 
jobbers a territory can profitably sup- 
port, to give them full protection right 
down the line. And that is a matter of 
record —not simply a claim. 





pas 3!) 


Certain territories are open for ap- 
pointment of new Distributors of P-K 
Socket Screws only. Parker-Kalon Corp., 


200 Varick St.. New York 14, N. Y. 


ANOTHER ADVANTAGE! P-K SOCKET SCREWS 
ARE AVAILABLE FOR PROMPT DELIVERY! 
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for hex nuts 
and bolts up 


Z \*SOCKET 


| WRENCH” 


with wee? 


SOCKETS 






The pocket-sized 
Hallowell ‘'Socket 
Wrench" Kits con- 
tain interchangeable 
6 and 12 pt. hex 
sockets to fit most 
all hex nuts and bolts 
from #4 up to !/," 
in their hollow 
handles. And they 
have a locking swivel 
bit-chuck for in- 
creased leverage. 


These Kits are an un- 
usual combination of 
high-grade alloy steel 
and plastic; the hol- 
low plastic handles 
are light-weight, 
shock-proof, warm to 
touch; the steel tools 
accurate and clean 
cut. These compact, 
rugged plastic-stee) 
Kits come in 2 sizes: 
#75:;, small; #100, 


large. 


Write for our profit- 
able Dealer proposi- 
tion and literature 
that fully describes 
these unusual, con- 
venient Kits. . . . 
You'll want to add 
them to your Stand- 
ard Pressed Steel 
Line. 


An ideal gift or 
prize. 


Kits: Pats. Pend. 
STANDARD PRESSED STEEL CO. 
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Arthur H. Starrett, president of The L. S. Starrett Co., accepts an accident 








prevention award and flag for a three-year safety record. 


Starrett Company 
Sets Safety Record 


A specia] ceremony held recently and 
attended by employees and officials of 
The L. S. Starrett Co., Athol, Mass., 
marked the close of the third year dur- 
ing which lost time accidents were held 
to a record low. Operating under peak 
production conditions when a record 
number of employees were exposed to 
accidents, the company succeeded in 
holding its accident rate down to a point 


76 percent below the average for the 
tool manufacturing industry. 

At the mass ceremony, a special Acci- 
dent Prevention Flag was awarded to 
the company by Parker Kemp, safety 
engineer of the Liberty Mutual Insur-. 
ance Co. The award was accepted on 
behalf of all company employees by 
Arthur H. Starrett, president, and raised 
by William A. Thorpe, assistant super- 
intendent and chairman of the safety 
committee, George H. Bigelow, of Lib- 
erty Mutual, also spoke. 





Brenner Handles Sales 
of RB&W Acquisition 


Charles D. Brenner, formerly _ in 
charge of the Russell, Birdsall & Ward 
Bolt & Nut Co.’s Los Angeles office, 
was made manager of sales for the 
former Cooper Screw Mfg. Co., Los 
Angeles, recently purchased by RB&W. 
R. A. MacDonald from the Port Ches- 
ter, N. Y. plant of RB&W, will be plant 
manager at Los Angeles. The acquisi- 
tion of the Los Angeles plant gives 
RB&W factories at Port Chester, N. Y.; 
Coraopolis, Pa.; Rock Falls, Ill.; and 
on the West Coast. 


Kobelenz Promoted 
By O. K. Tool Co. 
John A. Kobelenz of South Euclid. 


Ohio, was named district sales represen- 
tative for the northern section of Ohio 
by the O. K. Tool Co., succeeding Fred- 
erick Schroeder. who died recently. 
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O'Neil-Irwin Mfg. Co. 
Moves to Lake City 


The general offices and all manv- 
facturing O’Neil-Irwin 
Mfg. Co. have been moved to Lake 
City, Minn., where a new building was 
erected in the Hiawatha Valley on the 
main line of the Milwaukee Railroad, 
70 miles from Minneapolis. 

The increased floor space provided in 
the new, one-story manufacturing plant 
will enable the company to expand 
benders, brakes and 
shears as well as develop new types of 
die-less duplicating equipment. 


facilities of 


production of 


Western Electric 
Names Harrison 


S. H. Harrison has been appointed 
Pacific Coast manager of Western Elec- 
tric & Manufacturing Co. industrial di- 
vision, with headquarters in S*" Frap- 
cisco. 
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THESE (heck Lats SHOW WHY 
SALES ARE EASIER with 


*« 


READING HOISTS 


Te 1 





¥ Good Profit Margin 

V Complete Line 

Vv Competitive Prices 

v Exclusive Selling Features 
v Selective Distribution 

Vv User Acceptance 

v Selling Help 

V Advertising Support 


Decide today to step-up your sales—get your share of profitable, repeat 
orders—with the complete Reading Hoist Line. If there is a franchise open 











READING HOISTS 


READING HOISTS 


give your customers .. . 


V Extra Lifting Power 

V Low Maintenance Costs 
Vv Handling Speed 

Easy Hoist Portability 


V Accurate “Spot” Positioning 


Vv High Over-Load Capacity 
v Safe Handling 
v All-Steel Construction 


in your territory, we'll be glad to send you full details. Just drop us a line. 
And if you haven't already done so, ask for your copy of Reading’s newest 
selling tool—_the READING CHAIN HOIST CATALOG NO. 60. ..... 





READING CHAIN & BLOCK CORPORATION 
2107 ADAMS STREET 


CHAIM HOISTS © ELECTRIC HOISTS © OVERHEAD TRAVELING CRANES 


READING, PA. 
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SELLS ANOTHER 


One Hein-Werner Hydraulic Jack leads to the 
purchase of another when industrial users dis- 
cover the convenience, dependability and ver- 
satility of these powerful, easy-operating jacks. 


In a thousand and one applications—lifting, 
moving, bending, pressing ... in plant produc- 
tion and plant maintenance, the H-W Hydraulic 
quickly proves its efficient ability. Every Hein- 
Werner Jack is factory-tested at 1% times its 
rated capacity for absolute dependability and 
safety. 


e An H-W Hydraulic will quickly prove its 
ability to handle any number of tough jobs in 
your customers’ plants. Once they've tried one, 
they will order more. Made in models of 1%, 
3, 5, 8, 12, 20, 30,50 and 100 tons capacity. 
Write for details. 


HEIN-WERNER MOTOR PARTS CORP. 


WAUKESHA, WISCONSIN 





IT’S MORE THAN A LIFT! 


It is versatility in hydraulic 
power. It lifts, moves, bends, 
presses at any angle for any 
job—from vertical to hori- 
zontal. The H-W Hydraulic 


always delivers maximum 


power. 
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“Bar Fly” Al Smith, top cowhand at 
Kenyon Ranch, Tuhac, Ariz., steps up 
for a quick one. Al says “stuff” is 
served in open by bottle or wash pan 
as it is highly radio active. 





Farmer Co. Makes 
Personnel Changes 


Several changes in personnel were 
announced by C. W. Farmer Co., Ma- 
con, Ga. The addition of new salesmen 
and return of veterans has rounded out 
the organization to handle the increased 
volume of business, according to Y. H. 
Humphreys, vice-president and man- 
ager. 

C. F. Smith, formerly with the Geor- 
gia Kaolin Co. before he entered the 
army, has completed store training and 
has been assigned to the outside sale 
staff to cover northeast Georgia. M. L. 
“Shorty” Greer, former All-Southern 
basketball center while at Lanier High 
School, was added to the outside sales 
staff to bring that unit to seven sales- 
men. 

J. R. Blanks recently returned from 
the Army and is now an inside sales- 
man. Tom James, who served as an 
officer in the AAF in the Pacific, is a 
new salesman and H. L. Jones returned 
to the company after seeing service 
with the army. 

Jack Alexander was placed in charge 
of the shipping department and Bill 
Grovenstein will handle receiving. Clar- 
ence Tencyl was appointed as an assist- 
ant to Mr. Humphreys. Mr. Tencyl. 
who comes from Waco, Tex., was sta- 
tioned at Camp Wheeler. 

An air conditioning system has been 
installed in the clerical and executive 
offices as preparation for the summer 
months. 
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Heller VIXENS in standard, fine 
and smooth cuts, are supplied in two 
types (1) SOLID TANG RIGID 
type, as illustrated, and (2) PLAIN 
BLADE FLEXIBLE type, with a 
hole at each end for use in special 
holder in which the file is easily 
adjusted for curving outward 
(convex) or inward (concave). 
PLAIN BLADE RIGID type files 
also are obtainable. 


hard and soft metals 
and other materials 


Of a distinctive milled curved-tooth design, a Heller VIXEN 
File is particularly recommended for such soft metals and 
materials as babbitt, brass, bronze, copper, aluminum, lead, 
plastics and fibre. I¢ has been widely used for many years on 
hard and soft rubber and in metal pattern work. 


A VIXEN works with a genuine shearing cut. Ic produces 
a smooth surface in cutting soft materials. Chattering is 
eliminated and a more durable, long-lasting file is obtained. 


See us for the shapes, cuts, sizes and types that will meet your 
needs best. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 


Newark 4,N.J. * Newcomerstown, Ohio 


HELLER FILES 


NUCUT WAVY-TEETH . SWISS PATTERN 


VIXEN CURVED-TOOTH . ROTARY 


- 
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CUTS rapidly smoothly 
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ull if youn Sales 


with B STRAIN TEMPERED BARS 


Alert distributors can increase business volume and serve their trade 
to better advantage by carrying the popular B&L line of Strain- 
Tempered Bar Steels. 


These are available in plain carbon, special analyses, and free- 
machining steels. Strain-Tempering is accomplished by controlled 
furnace treatments applied to Cold Finished Bars. This provides a 
more workable type of steel for many fabricating operations and 
finished part applications. 

Strain-Tempered Bars may be made substantially free from cold 
working strains and thus can be machined with a minimum of dis- 
tortion in fabricating precision parts. 


On many jobs, they can be put straight through production without 
interruptions for heat treating, since the desired physical charac- 
teristics of the finished part are developed in the Satie Tempenes 
Bar and this greatly simplifies manufacturing. 


For minimizing 


For modifying distortion 


physicals 


For increasing 


For insuring bar service life 


uniformity 


ee For reducing 
For eliminating production costs 


heat treating 





Write for 
this Folder 


BLISS. LAUGHLININ 


e BUFFALO, N.Y. ¢ MANSFIELD, MASS. 


Offices in all Principal Cities 
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Cleveland Cap Screw 
Promotes Two 


Frank G. Kaufman 


G. Rider Neff and Frank G. Kaufman 
have been made vice-presidents by The 
Cleveland Cap Screw Co., Cleveland 
manufacturers of cap screws and special 
headed and threaded products. Neff, 
who has been general sales manager be- 
comes vice-president in charge of sales; 
Kaufman was named vice-president in 
charge of product engineering. He is 
the son of Charles Kaufman, inventor of 
the Kaufman Process for making headed 
and threaded products. Neff joined the 
company in 1944 after fifteen years in 
sales work at The Lamson & Sessions 
Co. 


Cross Made Head 
Of Clemson Bros. 


William E. Cross, formerly vice-pres- 
ident and treasurer of Clemson Bros., 
Inc., Middletown, N. Y. was elected 
president at the board meeting held in 
December. He succeeds R. D. Clemson 
who was elected chairman of the board. 

Other appointments made were: R. 
W. Canfield, senior vice-president; T. 
D. Vander Voort, vice-president and 
treasurer; W. A. Schrade, vice-presi- 
dent and general manager; Charles H. 
Dunning, vice-president and secretary. 


Carborundum Makes 
Personnel Changes 


Fred L. Born was designated as sales 
representative for the Carborundum Co., 
Niagara Falls, N. Y., in the Dallas, Tex., 
district, succeeding William Crocker, 
who has been transferred to the Houston 
area with headquarters in that city. 

James Daar, who had been sales rep- 
resentative at Houston, was transferred 
to a more immediate St. Louis territory. 
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R/M HIGH PRESSURE PACKING 





The quality of R/M High Pressure Packing, Style No. 122, is typical of 
the performance built into all R/M Packings. 


No. 122 consists of a specially compounded resilient, heat-resisting 
rubber core, wound with bias-cut, long-fibre, asbestos cloth. It gives 
exceptional service on valve stems and steam or air reciprocating rods 
where surface speed does not exceed 600 feet per minute and tempera- 
ture is not over 600°F. 


A variation of this packing is Style No. 121, in which a core of asbestos 
cloth, backed with a resilient rubber cushion, is.covered with asbestos 
cloth. No. 121 gives long and satisfactory servide on steam hommers, 
steam pumps, steam engines, air compressors, valves, and other equip- 
ment where temperatures are not over 600°F. 


Both packings are furnished either in coils, rings or spirals. They are 
but two of the many time-tested R/M Packings available to author- 
ized R/M distributors for their customers’ special needs. All R/M 
packings for maintenance and replacement are sold through authorized 
distributors only. 
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RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM, PA. + BRIDGEPORT, CONN. - NORTH CHARLESTON, S.C. © PASSAIC, N, J. 


IT’S “PACKED WITH SATISFACTION” wHen vou uss R/M 
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Tell your 






block and sheave buyers 


about armored construction! 





), 


sheaves! Give ‘em the list of AMERICAN HOIST armored construction 


features. Here's a start. Heavier pins... C bigger-diameter 
. 

axles... extra thick shell plates, extended well beyond the 

heavy straps te stiffen the shell... A 


oversize forged steel hooks and shackles. Tell them, too, that 


Raia ince those buyers 


hat there IS a difference in blocks and 


sheave flanges... 





AMERICAN Hoist blocks and sheaves are made solely for wire rope. Stock 


the full line, so you can give every buyer immediate delivery! 


American Hoist 
and DERRICK COMPANY 


Saint Paul 1, Minnesota 


Plant No. 2, South Kearny, New Jersey 





Chicago « Pittsburgh + San Francisco « New Orleans « New York 


Locomotive Cranes + Hoists « Derricks « Cone Cranes + Blocks and Sheoves + Ditchers 
Marine Deck Machinery * Cor Pullers + Pile Drivers * Revolver Cranes * Crosby Clips 


724 
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Production Tools, Inc. personnel takes 
to the sunshine. From left to right: 
D. E. Shimeall, stockman; T. F. Dunn, 
order clerk; C. L. Hampshire, office 
manager, and Richard S. Bell, sales 
manager. 


Production Tools, Inc. 
Finishes Remodeling 


Production Tools, Inc., San Diego, 
Calif. recently remodeled its quarters 
and now occupies a space 100 by 100 
ft. The firm made its bow in the indus. 
trial supply field early in 1946 and now 
has two salesmen in addition to officers 
in the selling end. J. C. Evenson is 
president; F. F. Evenson is vice-presi- 
dent and Richard S. Bell is sales man- 
ager and buyer. All three have a back. 
ground in the lumber and timber in. 
dustry on the Pacific Coast. 


Pattern Making Shops 
Indicate Tooling Activity 


Indications of a more active phase of 
tooling immediately ahead are revealed 
in the position of the pattern-making 
shops, according to American Machin- 
ist. 

“Metal pattern shops are working at 
capacity, and skilled men are hard to 
find. Among the wood pattern shops, 
the picture is not quite as good; rates 
are probably 10 percent or so away 
from capacity, and expectations are 
that a pickup from this level may not 
come before mid-March or thereabouts. 

“Pattern-makers in the Detroit area 
have recently profited by a 25 cents 
an hour wage increase across the board 
negotiated in a new contract between 
the shops and the AFL union involved. 
Average rate for metal men is now 
somewhere around $2.55 an hour, for 
wood men, 20 cents an hour or s0 
higher.” 

The magazine also points out that 
the much-publicized war of metals has 
not materialized at all in automotive 
plants and plans, this being in_ line 
with informed anticipation. Plastics, 
aluminum, and magnesium still have a 
way to go before they can replace steel 
in significant automotive applications. 














LUMI 


Diego, 
arters 


When you need a 
Meuiil sdliedii... 


Call this man! He's your Industrial Supply Specialist. And he's 
available to help find the correct answer tg ms. 


He knows 


ary. Or write to Hewitt Rubber of Buffalo, 
240 Kensington Avenue, Buffalo 5, New York. 


HEWITT RUBBER 
OF BUFFALO 


Division of Hewitt-Robins Incorporated 
“JOB-ENGINEERED” INDUSTRIAL HOSE BELTING © PACKING 
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INDUSTRIAL 
MARKERS 
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MARKING CRAYONS 
For Shipping Room --- 
© boxes , crates, cartons 


ors 


to mork ony 
surface that will 


hot and cold steel, 

glass, cellophane, leather, 
rubber—markers that will do 

an outstanding job on any surface 
—are included in the Old Faithful 
line. They're precision made by 
marking engineers . . . the product 
of 112 years of manufacturing ex- 
perience. 


Send to Dept. ML-19 for the FREE 
American Industrial Crayon Guide. 














Miles J. Stray of J. Russell & Co., 
dresses Worthington Pump & Machinery merchandising men at the 
Holyoke session of the third sales conference. At the speakers table, 
left to right: C. F. Oeschsie, W. H. Wheeler, W. W. Kemphert, all of 
Worthington, and Mr. Stray. 


Worthington Pump 
Holds Sales Conference 


The third merchandising sales con- 
ference of the Worthington Pump & Ma- 
chinery Corp., Harrison, N. J., was held 
from Jan. 27 to Feb. 6 starting at Akron, 
Ohio, and with subsequent sessions at 
the Buffalo, Wellsville, Holyoke, Harri- 
son and Gamon Works. 

The purposes of the conference, as 
outlined by Walter W. Kemphert, sales 
manager, were: (1) Refresher course on 
product presentation; (2) present new 
post war products; (3) show new manu- 
facturing facilities; (4) review mer- 
chandising plan and policy; (5) review 
old and new merchandising methods on 
distributor operation and original equip- 
ment sélling; (6) check present method 


Holyoke, Mass., distributors, ad- 


of handling orders; (7) clear the air 
on many questions in each salesman’s 
mind; (8) exchange ideas between 
shop and sales and sales and shop; 
(9) develop closer understanding and 
teamwork between factory and sales and 
sales and factory; (10) encourage a 
united front for the tough selling job 
ahead which will require keen selling 
and quick and dependable service to 
keep ahead of competition; (11) pre- 
pare our salesmen for the big sales job 
that lies ahead; (12) stress better repre- 
sentation, more productive sales effort 
at lower sales cost through more eff- 
cient operation and a_ well-informed 
sales personnel; (13) stress the impor- 
tance of multiplication of selling effort 
through effective distribution to sell 
more at lower sales. cost. 





Greene, Tweed & Co. 
Names Josephson 


Howard C. Josephson was named 
general sales manager of Greene, Tweed 
& Co. and will play an important role 
in the expansion program now being 
undertaken by the company, according 
to M. Delfiner, president. Mr. Joseph- 
son was formerly assistant to the presi- 
dent, Clark-Babbitt industries and was 
responsible for organizing distribution 
for the aluminum products building 
products division of Reynolds-Metals. 
Mr. Josephson is a past president of the 
St. Louis chapter of Society of Plastic 
Engineers and a national director of 
the society. 
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National Twist Drill 
Moves To Rochester, Mich. 


The National Twist Drill and Tool 
Company removed all manufacturing 
facilities to its new Rochester, Mich., 
plant. A modern building addition, just 
completed, houses the operations for- 
merly performed at the company’s De- 
troit plant. 

For the convenience of local cus- 
tomers, a stockroom and office is still 
maintained in Detroit at the same ad- 
dress, East Grand Boulevard at Brush 
Street. Customers outside Detroit have 
been asked to communicate directly with 
the company’s main office in Rochester, 


Mich. 





13) 


This catalogue illustrates and describes the most com- 
plete line of brushes offered today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


THE SOLO-HORTON BRUSH CO., INC. 


135 WEST 19TH STREET -~ Dept. A-2 ¢ NEW YORK 11, N. Y. 
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Standard Quality 
makes them a 
Quality Standard 


On Nearby Shelves 
of industrial Supply 
Distributors 


BAY STATE 


TAP & DIE CO. 


MANSFIELD, MASSACHUSETTS 
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Cameron & Barkley 
Promotes Jennings 





Glen B. Jennings 


Glen B. Jennings, who has been man- 
ager of the Tampa branch of The Cam- 
eron & Barkley Co., Charleston, S. C., 
since 1917 was recently elevated to 
the position of Director of Advertising 
for the entire firm. Mr. Jennings will 
retain his headquarters in Tampa, Fla. 

The Cameron & Barkley Co. was es- 
tablished in 1865 in Charleston, S. C., 
where the executive office is still lo- 
cated. The firm distributes industrial 
supplies and machinery throughout ter- 
ritories in South Carolina, Georgia and 
Florida. Branches are located in Sa- 
vannah, Jacksonville, Orlando, Tampa 
and Miami. 


Stainless Steel 
Demand Is Heavy 


Pent-up demand for stamped stain- 
less steel products, such as kitchen uten- 
sils, dairy, chemical, and textile equip- 
ments is so great, American Machinist 
asserts, that existing fabricating facili- 
ties are inadequate. 

“Predictions are being made in re- 
liable quarters that stainless steel will 
set a new record this year both in pro- 
duction and application. The expand- 
ing market demands a substantial in- 
crease in the number and plant capaci- 
ties of fabricators. 

“Steel output has risen to 93 percent 
and is expected to stay at the highest 
point since the war ended. With ex- 
tension of U. S. Steel’s contract with 
the steel union until April 30, the 
chances of a major strike are fading. 

“Steel companies generally are not 
accepting new orders beyond the sec- 
ond quarter,” the magazine reports. 





; 
— <= 
=<. 
~.. 
—-— 

-, 
- 








_UMI | 





man- 
Cam. 
5. 
d to 
rising 
; will 
Fla. 


iS 06- 
. & 
1 lo- 
trial 
t ter- 
and 
| Sa- 


mpa 















DISTRIBUTORS’ STOCKS..... 
JOHNSON SLEEVE BEARINGS AND 
UNIVERSAL BRONZE BARS 











Playing BALL ' 


Cooperation is the keynote of successful distributor-manufacturer relations. 
One reason why so many leading Industrial Supply Distributors prefer to 
sell Johnson Quality Bronze is the way we play ball with them. First, we 
give them a line of bearing bronze that is the highest quality possible. 
Rejections are unknown. Then we give them the widest, most consistent 
advertising support of any manufacturer of bearing bronze. These are 
importent considerations when selecting a line . . . but no matter how you 
compare it, the Johnson franchise is -your best bet in bearing bronze. 
Write TODAY for complete details. 


JOHNSON BRONZE CO. 


General Purpose 535 SOUTH MILL STREET, NEW CASTLE, PA. 


Bearings... avail- 
able in over 850 
stock sizes... UNI- 

ERSAL Bronze 
Bars in over 350 
sizes, allcomplete- 
ly machined. 
























BRANCHES IN 
18 INDUSTRIAL 
CENTERS 


JORNRSON 
yAx 


SLEENE VANS WREDURRATERS 
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Smooth, Fast, 
Accurate Lifting, 
Pushing or Pulling 
of Loads 


Because air-powered cylin- 
ders lift, push or pull with 
speed and accuracy, Curtis 
Air Hoists and Cylinders are 
cutting labor and produc- 
tion costs. From bakeries to 
foundries, dairies to automo- 
tive parts, Curtis Air Hoists 
have proved their value in solving many load-handling 
problems. 


Low original cost—minimum operating and maintenance 
expense. 

One-man operation — finger-tip control 

Immunity to abuse or overloads 


Light weight — pendant, bracketed or 
rope-compounded types 


Capacities up to 10 tons 


See how Curtis air-operated hoists and cylinders speed produc- 
tion and reduce handling costs. Write for Bulletin C-7 today. 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1919 Kienlen Avenue ~+ St. Louis 20, Missouri 


ete 5S RS A Se BW lt iieeieiienien | 
CURTIS PNEUMATIC MACHINERY DIVISION H-540 & 


of Curtis ing 
1919 Kienlen Avenue, St. Louis 20,.Missouri 
Please send me Form C-7 on Curtis Air Hoists, Air Cylinders and Curtis Air Compressors. ra 


GS Years of Successful Manufacturing 
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Executives at the Frank Groves Co,, 
San Francisco, line up: (left to right) 
Ed Thirkell, Portland manager; Dan 
Smith, San Francisco marine sales; 
Harold Waldron, San Francisco man- 
ager; Frank Groves, general manager, 
and Frank Scott, Seattle manager, for 
a conference. 





Toledo Steel Moves 
To Large Quarters 


J. E. Adams, vice-president and gen- 
eral manager of the Toledo Steel Prod- 
ucts Co., revealed that the firm has com- 
pleted the first step in an extensive ex- 
pansion program with the moving of 
offices, executive personnel, and a por- 
tion of its shipping and warehousing 
activities to enlarged quarters at 3300 
Summit St., Toledo, Ohio. 

The offices moved were formerly lo- 
cated at 720 Monroe St. The Monroe St. 
building will be continued in service. 
The new location offers more than 
double the amount of floor space than 
the Monroe St. building. New handling 
equipment is being installed in the ware- 
house section and a new conveyor sys 
tem has been added to speed packing 
and shipping operations, Mr. Adams 
said. 








Ed Morgan, counter salesman of 
Industrial Supplies, Inc., LaGrange, 


Ga., checks the operations of & 
ratchet wrench. 
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Low WAA PRICES MEAN (1/02 PROFITS 


The War Assets Administration is today the world’s largest single 
supplier of valves and fittings. For instance, you can buy those 
hard-to-come-by valves and fittings for water, oil and steam lines 
from any WAA Regional Office and, more important, you can get 
delivery NOW. Prices are so low that extra profits are practically 
assured either on re-sales or installation jobs. Purchases must 
total $300 or more. All items offered subject to prior sale. 





Valve sizes: 2" to 24" 
Fittings sizes: Y4" to 36" 
Pressure ranges: 100 Ibs. p.s.i. to 3000 Ibs. p.s.i. 


While every Regional Office hos a supply of 
vaives and pipe fittings, the largest inventories 


are located in these cities: 
Atlanta San Francisco 
Birmingham Portland, Oregon 
Boston Nashville 
Chicago Philadelphia 
Cincinnati New York 







All valves and fittings are sold under existing pri- EXPORTERS: Your business fs soticited. If sales 
ority regulations of WAA and of the National are conducted at various levels you will be con- 
Housing Expediter. VETERANS OF WORLD sidered as a wholesaler. Any inquiries regarding 
WAR II are invited to be certified at the War export control should be referred to Office of In- 
Assets Administration Certifying Office serving ternational Trade, Department of Commerce, 
their area, and then to purchase the materials Washington, D. C. 

offered herein. 


See our display booth at Western Metal Exposition and Congress 
Show at Oakland, California, March 22 to 27, 1947. 


OFFICE oF GERERAL pisepesal 





x 


WAR ASSETS ADMINISTRATION 


Offices located at: Atlanta » Birmingham - Boston + ——s » Chicago « Cincinnati . Cleveland . Dallas 
Denver ~. Detroit «+ Fort Worth « Helena « k ile »« Kansas City, Mo. « Little Rock 
Les Angeles - Lovisville » Minneapolis « Nashville » eesmiens « New York .« Omaha « Philadelphia 
Portland, Ore. + Richmond « St, Lovis « Salt Lake City » San Antonie « San Francisco «+ Seattle « Spokane « Tulsa 
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There’s a long spread between the price of a fas- 
tener and its cost. 


To the price, your customer should add the 
costs of selection, purchasing, stocking, inspec- 
tion, application — and should consider the serv- 
ice he expects the fastener to give: its holding 
power per dollar of purchase price, its contribu- 
tion to the assembled product’s appearance. 


Acquaint him with these extra costs . . . show 
him that True Fastener Economy is the lowest 
total cost for fastening ... then you can make him 
a good customer by furnishing him with top 
quality fasteners. 


You gain because his continued satisfaction 
will make him a steady customer. And you can 
gain further by promoting the part you play in 
True Fastener Economy — handling the complete 
RB&W line, helping your customer (through 
RB&W’s engineering staff) to standardize, etc. 


“T.F.E.” — not an advertising idea 
- «+ @ principle of good purchasing 


“T.F.E.” — True Fastener Economy is the theme 
of RB&W’s national advertising in a long list of 
business magazines. The reproduction on the op- 


RBaWw 
The Complele Quality Line 
RUSSELL, 





posite page shows that ““T.F.E.” is practical as 
well as good advertising. 


Every Bolt — A Low-Cost Fastener 

Pick an RB&W bolt from a distributor’s stock in 
Philadelphia — another from a distributor’s stock 
in Dallas. The identical characteristics of the two 
bolts — clean-cut head, well-finished barrel, per- 
fect threads, high physical properties — demon- 
strate the uniformly high quality of the RB&W 
brand. It’s the brand you can offer, with confi- 
dence, for True Fastener Economy. 








Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


BURDSALL & WARD BOLT & NUT COMPANY 
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WHEN YOU LOWER THE COST 
OF USING FASTENERS... THAT’S 


Since the time and labor costs of assembling a nut on a bolt 
usually exceed the cost of the fasteners, it’s True Fastener 
Economy to buy the brand that gives maximum speed and 
convenience in assembly. 


RB & W Nuts Save Assembly Time 


The care which RB & W takes to produce nuts with utmost 
accuracy and uniformity . . . pays off in terms of lower assembly 
cost. Careful selection of material; cold-punching that insures 
toughness, freedom from splitting, uniformity of size; repunch- 
ing that guarantees concentricity of hole; burnishing that as- 
sures smoothness of all surfaces; tapping on machines of special 
design that provide accurate, clean threads . . . result in nuts 
that run on quickly and take severe wrenching in their stride. 





qvrue 
fastener ' 
* * Ce ee. 


You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 

2. Make your men happier by giving them fasteners that make 
their work easier 

3. Reduce need for thorough plant inspection, due to confi- 
dence in supplier's quality control 

4. Reduce the number and size of fasteners by proper design 
5. Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 

6. Simplify inventories by standardizing on fewer types and 
sizes of fasteners 

7. Save purchasing time by buying larger quantities from one 
supplier’s complete line 

8. Contribute to sales value of final product by using fasteners 
with a reputation for dependability and finish 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making strong the things 


thal make sdmerica strong 


RB&W bolts, nuts, screws, rivets 
and allied ~ yr}! products are 
manufactured in a broad range of 
styles, ered and Gnicies. 


Plants at: Port Chester, Nw. Va 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also—the industry's most 
complete, easiest-to-use catalog. 


RBay 


Wai, 








Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, Machine Design, 
Product Engineering, Farm Implement News, Iron Age, Steel, Engineering News Record and others. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


MILL SUPPLIES © MARCH, 1947 









3 Major 
Improvements 


RESIN FIBRE DISC 


1. STRONGER RESIN BOND! 


f 2. HEAVIER FIBRE BACKING! 


RESIN FIBRE Dig 


3. SHARPER CUTTING ACTION! 





Now. .. Faster, more productive metalworking with 
the New ARMOURCLAD RESIN FIBRE DISC! 


Actual production tests have proved that this 
new dise cuts faster. This greater initial rate of 
cut lowers production costs, reduces labor costs. 


The new Armourclad Resin Fibre Disc cuts 
faster longer because its especial resin bond 
gives better grain adhesion—greater resistanco 
to heat and humidity. 


Better for all disc operations, the new Armour- 
clad Resin Fibre Disc is especially good for 
severe grinding jobs. 






















ARMOURCLAD 


Hee Look for This Label on the Green-Backed Disc 





ARMOUR WORKS 


Division of Armour and Company 


1355 West 31st Street ° Chicago 9, Illinois 
Export: Durex, 63 Wall Street, New York 5, N. Y. 
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Bening To Head 
Coupling and Brass Unit 





C. A. Bening 


Harold C. Schott, President of the 
United States Air Compressor Company 
of Cleveland, Ohio, manufacturers of 
automotive service equipment, has an- 
nounced the entrance of that firm into 
the industrial field through the addition 
of a department to be known as the 
“Bowes Coupling & Brass Division.” 
Plans have been formulated for the 
building of additions to the present fac- 
tory, which will provide greatly ex- 
panded facilities in all the company’s 
lines. With the enlarged plant capacity, 
the company will manufacture and mar- 
ket an extensive line of Bowes Hose 
Couplings, Air Valves, Blow and Spray 
Guns, and miscellaneous hose fittings 
for industrial plants. The Sales Depart- 
ment of the new division will be headed 
by C. A. Bening, long closely associ- 
ated with the sale of compressed air 
products. 


Wineman Replaces 
Ranyard In Seattle 


F. D. Ranyard has retired as district 
manager of the industrial products sales 
division, B. F. Goodrich Co., Seattle, 
Wash., and has been succeeded by P. R. 
Wineman, who has been associated with 
the division since 1925. Mr. Ranyard 
had been with the company for almost 
40 years. 

Robert B. Wetsel was named manager 
of anode sales in the Industrial Prod- 
ucts Sales Division, it was announced 
by E. F. Tomlinson, general manager. 
Mr. Wetsel is a graduate of Purdue 
University in mechanical engineering 
and joined the firm in 1935. He has 
been a sales engineer on rubber-lined 
equipment for the last five years. 
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Subject: WRIGHT HOISTS 


What Happens When You 
Get a Letter Like This?... 


"We need a hoist to move and transport a type of 
material we've never handled before." Here the 
manufacturer outlines the job to be done, then asks: “What 
type of hoist will do the best job for us?" 


This is When it Pays 
to be WRIGHT 


Now if you are a WRIGHT distrib- 
utor, and this particular problem 
puzzles you a bit, you know you 
have free access to the experience 
of a WRIGHT sales-engineer. So you 
turn to him and together you visit 
the plant, study the problem, then 
recommend the exact type and size 
of hoist, and trolley or crane. The 
installation ‘‘works swell” and you 
have a customer who will depend 
on you for years to come. 


To help you sell your prospects is 
an important part of every WRIGHT 
man’s job. More than this, he al- 
ways welcomes any opportunity to 
tell your customers how better to 
care for their WRIGHT equipment, 
so that it will give longer, safer, 
more efficient service. 


When you sell WRIGHT 
«++ You’re right! 












Easy-running 
Abuse-absorbing 
Trolley 








Drop-forged 
Heat -treated 
Tested Steel Hook 


Safety 
Load Chain 
Guard 


Non-fouling 
Wand Chain © 
Guide" | 
mh Special 
Precision mh ¢— Analysis 





WRIGHT MANUFACTURING DIVISION 


AMERICAN CHAIN & CABLE 
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TRADE MARKS BEG 


ALLIGATOR 


US Pal. OPE 


STEEL BELT LACING 


OR use on leather, rubber, balata, stitched canvas or 
solid woven belting, giving a smooth, flexible joint 
excellent for general service, high speed and heavy duty. 
Efficient separable hinge lacing of extreme strength. 
Protects ends of fabric belts. Operates successfully with 


an idler or on serpentine drives. 






































List Prices per Box of Alligator Belt Lacing 
Monel and Belt 

Size |Steel |“ Everdur Contents Thickness 
00 /|$1.40 $5.50 6 sets for 6” belts Up to 1/16” 

1 1.60 6.00 6 sets for 6” belts | 1/16" to 3/32" 

i) 1.80 6.50 6 sets for 6” belts | 3/32” to 1/8” 
18 1.90 6.75 4 sets for 12" belts 1/8” to 5/32" 
20 2.00 8.00 4 sets for 12” belts | 5/32" to 3/16” 
25D | 2.50 9.75 4 sets for 12" belts | 3/16” to 7/32" 
25F | 2.50 6 sets for 8 belts | 3/16" to 7/32” 
25G/ 5.00 8 sets for 12” belts | 3/16" to 7/32" 
27K | 2.65 11.50 4 sets for 12" belts 1/4” to 9/32” 
27L | 5.30 8 sets for 12" belts 1/4" to 9/32” 
35M! 2.30 4setsfor 8” belts | 9/32" to 5/16” 
35N | 3.40 15.00 4 sets for 12" belts | 9/32" to 5/16” 
45U| 4.50 19.50 4 sets for 12” belts | 5/16" to 3/8” 
SSWi 5.20 29.00 4 sets for 12" belts | 3/8" to 7/16" 
65X | 6.00 36.00 4 sets for 12" belts | 7/16’ to 1/2" 
75 | 8.80 57.00 4 sets for 12” belts | 1/2” to5/8” 





For belts wider than 12 inches always use continuous 
lengths for best results—Furnished to order in any length 


for any width of belt. 


at nek pins supplied regularly with Nos. 00, 1 and 5 





g s. These pins are also used with the 


larger ioe  kesteneee for conveyor and elevator belt service. 
Sectional steel rocker hinge pins supplied regularly with 
Nos. 15 to 75, inclusive, for transmission service. Rawhide 
hinge pins supplied with Nos. 00 to 45, inclusive, only upon 


request. 





|FLEXCO| HD 





ACG UL Pat OFrice 


BELT FASTENERS and RIP PLATES 
for Conveyor and Elevator Belts 


The Compression Principle. Scientific design and construction of 
Flexco HD Belt Fasteners provides the maximum application of the 
principle of compression to the belt ends and is by far the most 
successful method of mechanically joining heavy duty conveyor 


and bucket belts. 


Notice that the plates are cupped to receive the nuts and bolt 
heads. The finished tight butt joint is leak-proof, practically flush 
with the belt and will operate satisfactorily through trippers and 


take-up pulleys. 


The Rip Plate is an outgrowth of the Flexco HD Fastener. It is 
longer, for a better grip on irregular tears, while the center bolt 
keeps the fastener from bulging. Used only for repairing length- 
wise rips. Not to be used to repair breaks or tears across belt width. 


























Thickness Price per 

of Belts Min. wt. box of 10 

/ [Size No. for whic! Pulley| Per | Sets Steel 

suitable Diam. Box j|Fasteners 
1 1/4" to7/16"} 12°11 = Ibs.| $ 6.00 
® 1-1/4 $/16” to 1/2” 14" | 1.8 lbs. 6.50 
£ 1-1/2 3/8" to9/16"} 18” | 2.3 lbs. 7.00 
& 2 1/2"to 3/4" | 30"|3 Ibs.| 8.00 
& | 2-1/2 | 11/16" tol” 42" 16 Ibs.| 12.00 
3 7/8" andu 48" | 6.6lbs.| 13.00 
as RP1 1/4” to 1/2” 1.8 lbs.| 10.40 
=2 RP2 3/8” to 3/4" 4 Ibs.| 12.30 











ALLIGATOR 


V-BELT FASTENERS 


Alligator V-Belt Fasteners make possible the use of open 
end or non-endless V-belts on installations where replace- 
ment of endless V-Belts requires dismantling oi line shafting 
or machinery. They are to be used only for joining specially 


constructed V-belts having cross-woven fabric or " 


duck ten- 


sile’’ center. They are not to be used tm shorten or repair 
the conventional endless V-belts of cord center construction 
for such belts do not have the “carcass” to hold the fastener 


wad make a sufficiently strong joint. 


PRICES SUBJECT TO DISCOUNT 























JUST A HAMMER 








TO APPLY IT 


ECONOMY PACKAGES 
FOR THE SMALL USER 


In five sizes packed 10 pack- 
ages of a single size to a carton. 
Each ckage contains one set 
of lacing complete with gauge 
and hinge pins for a 12-inch 
belt. Easily broken to length for 
narrower belts. Avoids the ne- 
ote of “breaking” a standard 

x. 





















Size List per 
No. Carton 
15-E $4.75 
20-E $5.00 
25-E $6.25 
27-E $6.65 
35-E $8.50 





Bulletin A-60 gives complete 
details on Alligator lacing. 





ALLIGATOR BELT CUTTER 


Will cut any belt (except metal 
stitched) up to 1/2 inch thick by 
8 inches in wicth. Used in a 


horizontal position on bench or 
up-ended on floor. 











View above shows how the belt 
ends are compressed. 
Flexco Fasteners are also made 
of Monel (acid-resisting), Ever- 
dur (non-sparking) and Promal 

(abrasion resisting). 

Flexco Tools should be used in 
the —— of these fasten- 
ers. Bulletin F-100 gives com- 
plete information. 





























Wt. per 
For Belt box, 
Section | Size | Box of 10} Ibs. 
B B437| $13.00 0.6 
Cc C625 15.00 1.4 
D D750 19.00 2.5 
Alligator V-Belt sate should be 








hi th fas- 
tenors. Bulletin V- 208 ques com 
plete 












W. Kenneth E. Sulley, manager of 
Galbraith & Sulley, Ltd., Van 
couver, B. C., Can., machinery and 
equipment distributors, recently 
dropped into MILL SUPPLIES’ Los 
Angeles office. He is shown chat- 
ting with Don Hanson (right) of 
McGraw-Hill Publishing Co. 


| Vancouver Distributor 


Visits California 


W. Kenneth E. Sulley, manager of 
Galbraith & Sulley, Ltd., 
B: C., Can., 
recently to study distributor possibili- 
ties on a number of lines manufac. 
tured in southern California. 

While 
Sulley also called on other distributors 
to gather merchandising ideas. 


Vancouver, 


visiting manufacturers, Mr. 


| Standards Association 


Names Six Directors 


Six directors were named to the board 
of the 
each of them to serve three years. They 
are: R. L. Pearson, vice-president of the 
New York, New Haven & Hartford Rail- 


road Co.; 


(American Standards Association, 


Curtis W. Pierce, president o! 
the National Fire Protection Association 
and the Factory Insurance Association; 
J. H. Hunt, director of the Devices See- 
tion of General Motors Corp.; J. H. 
McElhinney, vice-president of Wheeling 
Steel Corp.; R. Oakley Kennedy, retired 
vice-president of Cluett, Peabody; 
Auguste G. Pratt, president, The Bab 
cock & Wilcox Co. 

Messrs. Hunt, McElhinney, Pearson, 
Pierce and Pratt are serving on the 
board for the first time and Mr. Ken- 
nedy has been reelected after serving for 
a short time in the unexpired term o! 
William B. Warner, former president o! 
McCall Corp.. who died. 

Directors whose terms have just e% 
Carl Breer, executive et- 
Wallace Falvey, 
executive vice-president, Massachusetts 
Willits H. 
Sawyer, director, Cincinnati and Lake 
Erie Transportation Co.; Ole Singstad, 
and R. E. Zimmet 
man, vice-president, U. S. Steel Corp. 


pired include: 
gineer, Chrysler Corp.; 


Bonding and Insurance Co.; 


consulting engineer, 





made a tour of Californal o 
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PERFECT 
PIPE THREADS 





| Fast safé 
LONG TAPER 
PIPE 


REAMING 























RikaiIb 
\ Extra-long-taper 
\ reamer saves 


Semi-automatic 


Riksib No. 65R is ready 


to thread I to 2” pipe almost instantly 


@ Sell your customers a self-con- 


@ Now they can ream pipe or conduit easily tained No.65R and save them a lot 
and quickly without risk of thinning, flaring of fooling around when threading 
or splitting it. That’s why it pays you to sell 1" to 2" pipe. One set of high-speed 
the improved action of the extra long taper steel dies adjusts to pipe size easily 
of this rettmim Reamer that whisks burr out in 10 seconds. Mistake-proof work- 
safely in a few easy strokes. Comes complete holder sets instantly—one screw to 


with ratchet handle. Push it for bigger sales. tighten,no bushings. Perfect threads 
Reamer unit quickly, with least effort. Every tool 


fits weemct> No.0OR ___amemeaaal, - . Give them more for : 
Ratchet Threader eteny-teeten: Cove Ge © POF It stands up hand- 
Handle, also. their money — sell rimmim No. 65R. ily on the floor. 








4 THE RIDGE TOOL COMPANY = ELYRIA, OHIO 


| TD> WORK-SAVER PIPE TOOLS 
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BUILT FOR THE 
REALLY TOUGH 


JOBS GR 


Bending of big 4-inch pipe is taken 
right in stride by the GREENLEE Hy- 
draulic Bender shown above, on the 
job for Paul H. Jaehnig, Inc., Electrical 
Contractors,-Newark, New Jersey. 

It's one of the 12 GREENLEE Benders 
owned and regularly used by that 
company. And, as they report, ‘It has 
the strength for tough work . . . does 
the job efficiently.” 

Yes, your customers will find the 
GREENLEE a husky, hard-working, 
dependable piece of timesaving equip- 





ENLEE BENDER 


ment. And they will especially like 
the big time, labor, and materials 
savings brought by a GREENLEE. 
For, with a GREENLEE one man 
quickly and easily makes accurate 
bends in pipe wp to 412”, rigid and 
thin-wall conduit, tubing, bus-bars. 
Often pays for itself on first few jobs! 
Get complete sales facts 
now. Write Greenlee 
Tool Co., Division of | 
Greenlee Bros. & Co., 
1923 Herbert Avenue, 
Rockford, Illinois. 


On 





TOOLS FOR CRAFTSMEN 


GREENLEE 





YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Baor Benders * 


Pipe Pushers * 


Knockout Punches and Cutters 


Steel and Copper Tube Benders * Hydraulic 


* Radio Chassis Punches * Joist Borers 


Cable Pullers * Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive 


Bits * Bit Extensions * Draw Knives °* 
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Chisels and Gouges * And Many More. 
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“ERFORTLESS LIFTING!” 


You know the story —that fast, 


effortless electric lifting with 
‘Budgit’ Hoists enables the work- 
er to produce more at less cost, 
saves his energy for production 
and frees him from the fear of 


rupture and sprains. 


When ‘Budgit’ Hoists do the 
lifting waiting time of machines, 
trucks and men is reduced — no 
more lost man hours from too 
sudden lifting — speeded work, 
etc. etc. And, because you simply 
hang them up, plug into the near- 
est electric socket and start us- 
ing, savings can start immed- 


iately. 


The way to sell ‘Budgit’ Hoists 
is to show the need for them. 
And the self-interesting, profit 
motive is the most forceful one 
you can use. 


Bulletin No, 371 will help 
you sell ‘Budyit’ Electric 
Hoists. Write for copies, 


as many as you need, ie 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves @ 
‘American’ industrial instruments. 








DISTRIBUTORS 


LONG LIFE 
LINE 


... 1S A PROFITABLE LINE 


that SELLS FAST and STAYS SOLD 


Every product in the line gives dependable, 
trouble-free service . . . makes profitable 
friends . . . assures a steady, repeat 


business. 


Our engineering facilities, sales promotion 
activities and consistent business paper ad- 
vertising eases your sales efforts. 


Investigate this Long Life Line... it's a 
Quality Line developed through more than 
88 years’ experience in the design, manu- 
facture and application of Power Transmis- 
sion Equipment. Some profitable terri- 
tories are still open. Write for details, 
today. 
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Its Basy 
for shop men 
to requisition tools 












and supplies 
from 
Donnelley-made 
catalogs 
like these. 


Do your customers 
have such help? 


K.R. Donnelley& Sons Company 


350 EAST TWENTY-SECOND STREET * CHICAGO 16, ILLINOIS 
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H. M. Gustafson has been appointed 
manager of the General Electric 
Co.’s apparatus department in Seat- 
tle, Wash., to succeed the late H. 


E. Plank. He will serve western 
Washington and Alaska, J. R. 
Murphy, northwestern manager, re- 
ported. 





Radio Engineers 
Honor D. G. Fink 


Donald G. Fink, editor of Electronics 
magazine. has been made a Fellow of 
the Institute of Radio Engineers in rec- 
ognition of his espousal of high stand- 
ards of technical publishing, and for his 
wartime contributions in the field of 
electronic aids to navigation. Mr. Fink, 
whose most recent book is “Radar Engi- 
neering,” served during the war at the 
Radiation Laboratory, 
Institute of Technology, on the develop- 
ment of the Loran navigation system. He 
also acted as consultant on aircraft 
navigation and the use of radar by 
ground forces for two years in the office 
of the Secretary of War. In the Opera- 
tions Crossroad project, Mr. Fink 
worked with the electronics coordinat- 
ing officer supervising preparation of all 
reports on electronic activities of the 
Bikini task force. 


Risselt To Expand 
Line of Valves 


Massachusetts 


Expansion of the line of Risselt Air 
Eliminator valves manufactured by the 
Risselt Division, Lodge & Shipley Co.’s 
special products division! was  an- 
nounced by William F. Stametz, man- 
Added 
to the line is a companion valve for in- 
dustrial use and readily applicable to 
all steam processing. The valve can 
be applied for high pressure heating 
up to and including 125 pounds pres- 
sure. 


ager of the valve department. 


-_ 








TC 


_UMI | 


d 
c 
t- 
F 
n 
. 








When Teddy Roosevelt inaugurated 
Trans-Atlantic Wireless... -we=ex=—lilbelie=— 





TOLEDO was Building Better Pipe Tools! 


A message from President Teddy Roosevelt to 
King Edward VII spanned the Atlantic by wire- 
less in 1903. It was sent from one of the first 
radio stations on the coast of the United States, 
built at Wellfleet, Massachusetts, by the Marconi 
Wireless Telegraph Co. of America. A 1500 
meter wave length was used. Although the 
station did not become a commercial success, 
due to lack of power—it was one of the first in 
trans-Atlantic wireless operation. 


This was at the time of our first birthday— 
when Toledo Pipe Tools were first showing 





the way to easier, simpler, more efficient 
threading on the job. Demand for the four 
basic threaders introduced in 1902 grew 
steadily ... resulting in the wide range of 
TOLEDO-engineered Pipe Tools and equip- 
ment of today. Do the job right—keep costs 
down—with Toledo Threaders! The Toledo 
Pipe Threading Machine Co., Toledo, O. 
New York Office, No. 2 Rector St. Bldg. 


"TOLEDO" 
| \ 
Toledo No. 1 Plain 1” to 2” 


Threader pioneered the Toledo 
line and is still preferred by 
many users today. 


BO 
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_ This Proven ALMCO Finishing 


*Team” 
Offers MORE 










To Your Customers 
..- MORE PROFITS 
to YOU! 


Greater output with tremendous labor savings—that's 
what users report on this team" of related production 
units for precision deburring and finishing. 


Here’are some of the features offered. Check them over and con- 
sider their sales-appeal to your customers: 


I ALMCO 4-SPEED TUMBLING BARREL. I! sizes; welded steel, 
plain or neoprene lined. Has light-weight doors, clamped by lever; 
extra-wide openings; hydraulic brake; quick speed change. 


2 PORTABLE POWER SCREEN. Fits under barrel. Quickly sepa- 


rates load on discharge. Screen size readily changed. 


<8 MOBILE ELECTRIC HOIST. For lifting and transporting abrasive 
in hoist pan. Eliminates hand loading of barrel. Rolls freely on ball 
bearing casters. 


4 MOBILE HOIST PAN. Fits under screen and barrel; moves on 
casters. Covered snout facilitates pouring. Drain-off provided. 


3% TWO-COMPARTMENT STORAGE HOPPER (not shown). Gives 
quick discharge of abrasive into hoist pan through non-sticking lever- 
operated valves. Sloping bottom assures free flow. 


This equipment has been thoroughly proven in many appli- 
cations; yet it is relatively new to the national market and 
seg territories are still open. Write for full details, including 
ree sales engineering help and zero inventory requirements. 

+ 





.« Ae 

ef m * 
* mae RSC ORPSRENN 
“TALMCO INCORPORATED 
231 EAST CLARK STREET, ALBERT LEA, MINNESOTA 
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Williams Names 
Tool Sales Manager 


John B. Perkins 


John B. Perkins, former manager of 
the New York tool sales district, was ap- 
pointed sales manager of the J. H. Wil. 
liams & Co. domestic tool division. Mr. 
Perkins has been associated with J. H. 
Williams & Co. for more than 30 years, 
He will make his headquarters in Buf. 
falo with E. J. Wilcox, vice-president, 
who will continue his close contacts 
with the trade and direction of sales 
policies and activities. 


National Hardware 
Show Is Scheduled 


The 1947 National Hardware Show 
will be held Oct. 15-18 at Grand Cen- 
tral Palace, New York City. Plans 
for the show call for more floors at 
the Palace because of the great de- 
mand for space by exhibitors. Ex 
hibitors at last year’s show have doubled 
their space requirements and many re- 
quests have been received from manu: 
facturers who will exhibit for the first 
time. 

Floor plans for the first three floors 
are now ready and may be secured 
at show headquarters, 331 Madison 
Ave., New York. Partial lists of ex- 
hibitors are also available 


Baumhoff Named 
Idaho Steel Chief 


Fred Baumhoff, an Idaho state sena- 
tor, has been elected president of the 
Idaho Steel Products Co., Boise. He 
replaces J. W. Buckingham, who also 
resigned as general manager. Filling the 
latter post now is Walter Y. Yarbrough, 
former sales manager. 


° 
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They Look Just The Same, BUT... 


The “Greenfield” Gage Will Outwear Gage “X” Many Times. 
And Here’s The Reason Why! 















if ani gages could be magnified sufficiently this is how the 
profiles of their threads would — 


Many points of surface 
contact insure long wear 


before losing accuracy 





Few points of surface 
contact mean short wear 


early loss of accuracy 


A comparison of ground and lapped, and ground only surfaces is indicated 
in the following Microphotographs. 
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GROUND ond LAPPED SURFACE GROUND ONLY SURFACE 
Both gages will pass all measurement requirements. 
But the “Greenfield” Gage, because of its finely lapped surface, 
will outwear the other many times. All “Greenfield” Gages are 
lapped to an extremely high degree of finish. This “inbuilt” 
extra wear which gives long and accurate service and better 
value to users, is one reason for “Greenfield’s” reputation in 
the gage field. For better gaging, recommend “Greenfield” 
Gages to your customers. 


GREEN TAP and DIE CORPORATION «< Greenfield - Massachusetts 
FIELD and its New Haven Division The GEOMETRIC TOOL COMPANY 
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SHOW YOUR CUSTOMERS HOW TO 
SAVE ON LIGHT PRESSWORK WITH A 


——{fameo| —— 


FOOT 
PRESS 


yo 


Ho 
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When you sell Famco Foot Presses, 
they go to work immediately giving 
your customers worth-while economies 
on light punching and forming jobs. 
Famco Presses can do the work of 
more costly, space-consuming equip- 
ment that uses electric power. For 
example, Webster Electric Co., of 
Racine, Wis., uses dozens of Famco 
Foot presses to put pep into production 
lines. Famco has ten sturdy models 
for bench or floor stand mounting. 
Investigate the profit possibilities of 
the Famco line today. 





OTHER POWERFUL MACHINES 
THAT NEED NO POWER 


Famco Arbor Presses, in 32 models, 
bench and floor mounting, will 
deliver up to 15 tons pressure . 


require no electric power. 
Famco Foot-Powered Squar- D> 
ing Shears will cut up to 
18 gauge mild steel with accur- 
acy and speed. Ruggediy con- 
structed and available in five 
sizes. 


FAMCO MACHINE CO. 
1321 18TH ST. © RACINE, WIS. 
cOsT 


famco (an 
machines 


e SQUARING SHEARS 
ARBOR PRESSES e FOOT PRESSES 


Sanwa 
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Officials and factory sales representatives of The Deming Co. pictured at 
their annual sales conference in Salem, Ohio. 


Deming Holds 67th 
Annual Sales Session 


Extension of the “Deming Pump 
School for Jobber Salesmen” to “Job- 
bers’ Pump Schools for Dealers” was an 
important phase of the recent 67th an- 
nual sales conference of The Deming 
Co., at Salem, Ohio. Other subjects 


covered in the three-day conference in- 
cluded new developments in the Deming 
line of pumps and water systems. 

Enlarged production facilities, to- 
gether with expanded markets for 
Deming products, were two basic factors 
that gave an optimistic outlook for the 
future, officials reported. 





SKF Charts Expansion 
Of Facilities 


Plans for expansion of plant facilities 
to meet increased postwar demands for 
spherical roller bearings were an- 
nounced by William L. Batt, president 
of SKF Industries, Inc. Production of 
this type of bearing will be increased 
eventually by approximately 50 percent 
as new facilities become available next 
year. 

As part of the expansion, the cast iron 
department, which produces anti-fric- 
tion bearing pillow blocks, will be 
moved gradually to Hornell, N. Y., and 
the cage stamping department to Ship- 
pensburg, Pa. Occupancy of these plants 
is expected to begin about July 1. 


Production Engineering 
Buys Parts Plant 


The Production Engineering Co., 
Berkeley, has purchased a marine en- 
gine parts plant in that city from WAA 
for $88,500. The plant, which will be 
used for the production of industrial 
and contractor machinery, was operated 
during the war by the Goldfield Con- 
solidated Mines Co., an assignee of the 
Hendy Iron Works. 
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Bethlehem Pacific 
Changes Personnel 


Harvey Hewitt, formerly manager of 
sales of the Los Angeles district, was 
made vice-president in charge of sales 
for the Bethlehem Pacific Coast Steel 
Corp. He succeeds Paul W. Cotton who 
is retiring. 

William J. McClung, formerly gen- 
eral manager in charge of operations 
of steel plants and mill depots, was 
made vice-president of the division, 
succeeding T. S. Clingan, also retiring. 
Lionel J. Soracco, general superin- 
tendent of the Los Angeles plant, will 
replace Mr. Hewitt as manager of sales 
in Los Angeles. J. T. Rea will suc- 
ceed Mr. Soracco. 


Globe Woven Belting 
Completes Plant 


The Globe Woven Belting Co., Inc., 
Buffalo, N. Y., has completed a modern 
plant for the manufacture of stitched 
canvas belting for elevator, conveyor 
and power transmission purposes. The 
new division is under the management 
of Martin J. Wagner, who was head of 
the belting division of the Hettrick 
Mfg. Co., Toledo, for many years. 
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KESTER Cored SOLDERS 





~ —— 


Quality products that pack 
their own SELLING POWER 


Backing their established reputation for economy, convenience and superior 
results, powerful national advertising consistently reminds consumers of the 
advantages of Kester Cored Solders. And your customers know the name 
Kester means dependability and uniform high quality of product. That's the 
unbeatable combination of facts that makes Kester Cored Solders easy to sell— 
makes them Standard In Industry. 

Kester Cored Solders are made in the precise formula for every type of solder- 
ing operation. The complete Kester line covers the requirements of all cus- 
tomers, assuring greater volume, bigger profits. 

After nearly half a century of practical experience and extensive laboratory 
research, Kester Cored Solders are sold with the foreknowledge of customer 
satisfaction and repeating sales. All Kester products are carefully prepared 
to give top performance under any given condition. 

Kester Cored Solders are available in a wide range of strand and core sizes, 
flux and alloy combinations. For electrical connections, recommend Kester 
Rosin-Core Solder; for general work, Kester Acid-Core Solder. 


KESTER SOLDER COMPANY 
4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 


<a Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ontario 


KESTER 
Svller— 
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STANDARD FOR teh Oo URtitum 
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NEW LINES 


“lake ou by 


DISTRIBUTORS 


Hawaiian Equipment Co., Ltd., Hono- 
lulu, T. H. was appointed distributor 
of the camplete line of Hewitt Rub- 
ber Division of Hewitt-Robins, Inc., 
industrial hose and belting through- 
out the Hawaiian Islands. 

4. C. Pelz Co., Cincinnati, Ohio, was 
named representative of the O. K. 
Tool Co., Inc., for inserted blade mill- 
ing cutters, boring heads and single 
point tools for southern section of 
Ohio. 

Victor Belting & Rubber Co., Los An- 
geles, Calif., is now stocking distribu- 
tor for Quiggley Co., in industrial 
paints, including aluminum and mill 
whites. 

Goddard-Jackson Co., Los Angeles, 
Calif., has acquired the line of gears 
made by Charles Bond Co. 

Canadian Charts & Supplies, Ltd., Oak- 
ville, Ont., Can., was appointed ac- 
credited representative of complete 
line of Kontrol-Motor Diaphragm 
valves, pressure regulators, pump 
governors, float valves, etc., made by 
Kieley & Mueller, Inc. 

C. W. Farmer Co., Macon, Ga., is now 
exclusive agent for the Manning, 
Maxwell & Moore, Inc., line and 
quick cut pulpwood saw made by 
G. F. A. Machinery Co. 

Frank Groves Co., San Francisco, Calif., 
is Pacific Coast distributor of Foster 
Engineering Co. products—tempera- 
ture regulators, reducing valves, 
pump governors and relief valves. 

Rogers Welding Supply Co., Buffalo, 
N. Y., was appointed distributor for 
complete line of electrodes made by 
the Alloy Rods Co. 

H. & H. Foundry Supply, Detroit, 
Mich., was named district representa- 
tive for chain hoists, electric hoists, 
traveling cranes and monorail sys- 
tems made by Reading Chain & 
Block Corp. 

Rickert Industrial Supply Co., Mil- 
waukee, Wis.. was named authorized 
distributor for hard metal carbide 
products of Carboloy Co. in eastern 
Wisconsin and upper Michigan. 
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For stoker flights and other machine parts that 
must resist corrosion and abrasion to give satis- 
factory service many manufacturers are standard- 
izing on J&L Otiscoloy steel. They find that it 
welds readily yet retains its extra strength without 
special heat treatment. Parts made of Otiscoloy 
wear longer, reduce replacement and maintenance 
costs. make for satisfied customers. Write for 


Otiscoloy booklet today. 


JONES & LAUGHLIN mi 
STEEL CORPORATION 
PITTSBURGH 30, PENNSYLVANIA STEEL KA 
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for a 


COMPLETE 
PROFITABLE 
DISTRIBUTOR 

SERVICE 








All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 





oe 


ee 
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The value of the Calder line has 
already been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 

DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4. 5. 6, 
“Ga.” diamonds in any size 
diamond or nib are also 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 


ee cece at, Se, Bushings are threaded right and left 
tory service assures full hand for automatic tightening by 
protection to both distributor cutter rotation. They are long wear- 
and user. ing. cannot become loose and are 








easily replaced when necessary. 





CALDER MANUFACTURING CO., 


- 628 N. PRINCE ST., LANCASTER, PA., U.S.A. 
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Kendall Hardware-Mill Supply Co, 
Battle Creek, Mich., will represent 
Carboloy Co. in the Battle Creek ang 
Kalamazoo areas of southwestern 
Michigan. 

Ellis Scott Co., Indianapolis, Ind., wil} 
handle chain and electric hoists, tray. 
eling cranes and monorail system 
made by Reading Chain & Block 
Corp. 

Hall Equipment & Engineering Co, 
Cincinnati, Ohio, was made distriet 
representative for Reading Chain § 
Block Corp., products. 

Russel C. Hedeen Co., San Franciseg, 
Calif., will handle products made by 
Reading Chain & Block Corp. 
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Composite opinion of purchasing agents 
who comprise the N.A.P.A. Business 
Survey Committee. 





The volume of business is continuing 
at high levels reported in January and 
is generally considered very good by 
purchasing agents. However, mixed 
conditions on new business show up in 
the February reports, for those show- 
ing further increases are balanced by 
others reporting some decline. By far, 
the larger percentage reports continu- 
ing high production. Optimism is ex- 
pressed that labor difficulties will not 
retard the present high output. Heavy 
backlogs of orders and favorable pro- 
duction prospects are pointed to as as- 
suring a good volume of business 
through the first half of the year. 


Prices 


While prices have continued to ad- 
vance, the over-all effect on industrial 
commodities is very slight. Buyers re- 
port markets are stabilizing and prices 
generally seem to have passed their 
peak. Supply is catching up with 
demand; more salesmen are calling; 
competition is developing rapidly in 
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GENERAL 


SEALED BID SALE 


If you use or sell fittings to take electric cable through 
walls, ceilings, floors, decks, bulk-heads, housings, tanks, 
etc., here are items you can use. The component parts are 
made of Brass, Steel, Bronze or Aluminum and may be 
adapted to the production of a variety of industrial equip- 
ment. Best quality (used for battleships and submarines 
during the war) and ata price you set yourself. $1,200,000 
worth of these fittings will be placed on sealed bid sale in 
March. Make sure you have an opportunity to bid. Write 
today to each of the WAA offices listed below and ask to 
have bid offering lists mailed to you. Each of the listed 
offices will be conducting its own sales. You have 12 
chances of being low bidder. 


List of WAA offices conducting sales of Navy Type Ter- 
minal and Stuffing Tubes during March: 


Atlanta + Birmingham + Boston + Los Angeles - Minneapolis > New York 
Portland + Richmond + Philadelphia + San Francisco * Spokane « St. Louis 


NO PRIORITIES NEEDED 


DISPOSAL 


WAR ASSETS ADMINISTRATION 


located at: Atlanta + Birmingham + Boston - 
« Detroit . Fort Worth - Helena 


« Lovisville » Minneapolis « Neshville « New Orleans - 


Charlotte 
« Houston + Jacksonville - 
New York - Omahe .- 


« Chicago - Cincinnati - Cleveland « Dallas 


Kansas City, Mo. « Little Rock + Les 
Philadelphia + Port- 


Ore. « Richmond « St. Lovis + Sali Lake City + Son Antonio + San Francisco + Seattle + Spokane «+ Tulsa 
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Templeton. Kenly & Co. 


Esablened 1809 Incorporate 


Manufacturers of the 
Simplex Jacks ~Temicenco” 


for all Industries 


1020 South Central Avenue 


Chicago 44, IIL,U.S.A. 
January 8th, 1947 


Mr. Alfred M. Staehle 
Factory Management and Maintenance 
McGraw-Hill Building 
330 West 42nd Street 
New York 18, New York 


Dear Mr. Staehle: 


The biggest industrial advertising program ever 
launched by Templeton, Kenly for the Simplex 
Util-A-Tool will be initiated with the March 
issue of "Factory". 


We know from past experience that this publica- 
tion reaches the production men throughout in- 
dustry who determine the success of almost any 
industrial selling progran. 


We know, too, that experienced distributors re- 
spect its editorial influence and appreciate 
its power to move goods for then. 


With best wishes for your continued success, I 
am 


Very truly yours, 





J. B. Templeton 
President 
JBT: LK 
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When you get a Util-A-Tool set on the job, you'll be amased 


at the time and labor it saves .. . at the ease with which it 
enables you to handle otherwise difficult operations .. . at its 
versatility ! 


For example, a Util-A-Tool is idea) for clamping and holding 
parts for welding and assembly ... moving machinery, straight- 
ening frames and structural members. It can be used for pulling 
in bulged car and truck sides, car doors and other frozen or 
wedged members; also for pulling machinery or engines on 
skids, etc. It is a handy beam clamp for chain hoists with the 
use of sky hooks. It really pulls pinions, bushings, wheels and 
gears... is the fastest 





universal wheel puller 

THE TOOL OF A THOUSAND USES... yet devised! 
Util-A-Tool sets are 
peered OODLE romney, available for immediate 
7 delivery through dis- 

PPVOGOID. Coos, 

orto cee tributors everywhere 
om oot, . at prices that can 





easily make this “Tool 
of a Thousand Uses” 
pay for itself through 
time and labor savings 
on a single job. Write 
for Bulletin P & P— 46. 


>. 











TEMPLETON. KENLY & CO 
20 South Conwe! Ave Chicago 44 











HELPS 





~ FACTORY. “EDITORIAL INFLUENCE” HELPS 


DISTRIBUTORS SELL TO INDUSTRY... . says Templeton, Kenly Co. 


In a letter announcing a new advertising series—‘‘the biggest industrial advertising 
program ever launched by Templeton, Kenly'’—Mr. J. B. Templeton, president of that 
company, wrote 
“We know that experienced distributors respect FACTORY's editorial in- 
fluence and appreciate its power to move goods for them.” 
EDITORIAL INFLUENCE . . . is a basic value manufacturers look for when purchasing 
space for their product advertising. For circulation and reader interest are both de- 
pendent upon the kind of editorial material a publication carries. To do a job for 
reader or advertiser, it must provide arresting, timely, accurate, helpful articles about 
subjects of daily interest to the men you want to sell. 
MORE PLANT OPERATING MEN BUY FACTORY THAN ANY OTHER BUSINESS 
PAPER PUBLISHED . ... AND THOUSANDS MORE REGULARLY READ “'PASS- 
ALONG" COPIES 


FACTORY will be glad to send you a complimentary copy of the current issue if you'd 
be interested in seeing the kind of constant editorial treatment which has built this 
unequalled ‘‘editorial influence." 


ADVERTISING 
IN FACTORY 
HELPS YOU SELL TO 
INDUSTRY 
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SAFETY APPAREL LINE 


STEEL GRIP 


‘=r 


MANY TYPES OF PROTECTIVE GLOVES 
IN OUR LINE 





Industria. 





FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 


* Let us give you the complete FINGER 

GUARD story—then see the profit 

ibilities for yourself. The bulletin 

“ red is but one of numerous bul- 

letins we have of our complete line. 

Included is a 20-page catalog. You’ll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as you go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long — in the field. 





There are more than 4300 items in 
our line of STEEL-GRIP Protective Work 
Handlers and Safeguards. 











602 Garfield Bivd. 
Danville, Hl. 


GLOVES COMPANY 
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| many lines; a switch from the sellers’ 
to a buyers’ market is forecast in the 
near future. 


Inventories 





The trend is definitely toward lower 
stocks, though the reduction is gradual, 
It will take several months to reduce to 
carefully scheduled operating levels, 
There is considerable unbalance in a 
number of lines, particularly items for 
assembly production. The “take any. 
thing any time” phase of procurement 
is rapidly passing. Purchasing agents 
must negotiate more realistic delivery 
schedules and, in some instances, are 
resisting acceptance of deliveries earlier 
than called for. 

Manufacturing schedules are being 
adjusted to the materials available, thus 
obtaining a better balance in raw ma- 
terial and purchased part inventories, 
as well as the quantities tied up in 
process 


Buying Policy 


The continuing trend to shorter-term 
commitments is favored by improved 
production, better balanced inventories 
and production schedules. A _ greatly 
reduced use of price escalator provi- 
sions is reported; also, more numerous 
offers of firm-price quotations for near- 
by delivery and extending for longer 
periods, especially in heavy goods. 
There may be “breakers ahead” for 
some long-term buyers—and caution is 





considered advisable. 


Commodity Changes 


Among the important commodities 
advancing in price this month are 
paper and paper products. Supply re- 
mains short of demand, which con- 
tinues to increase. Another commodity 
causing a lot of comment is copper. 
There is the unusual situation of a 
split market price—producers at 1944 
cents, custom smelters at 201% cents. 
The world supply is considerably short 
With 4 cent duty 
on foreign copper, and the Government 
stock pile at its lowest point, many 
users believe the only relief can come 
from elimination of the duty so as to 
permit free importation of copper until 
domestic production can meet the de- 
mand. 

Malleable iron and gray iron castings 
are in short supply; so are coking 
coal and gas. Drying oils and white 
lead are hard to get. Small sizes of 


of world demand. 








| UM 
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pipe created a bottle neck for many 
users. Steel scrap and pig iron are stil] 
short. Lumber is reported seeking 
buyers at lower price levels, with bet. 
ter grades in more abundant supply. 





Employment 


February employment is on a definite 
upward trend. Some plants report 
they have reached their maximum; 
others have added shifts as more ma- 
terials have become available. Better 
class workers and more skilled labor 
are obtainable in several areas; better 
labor conditions are reported with 





more full crews—less absenteeism. 


Canada 


Canada is getting the reaction from 
partial decontrol of some items and — 
higher price ceilings for others. Condi- 
tions are somewhat similar to those ex- 
isting in the United States in October, 
November and December, but the price <a 
upswing has not been so drastic. Gen- 
eral business in Canada is reported ba 
good and on the increase. Prices 
higher; inventories static, with down- 
ward trends. Employment higher, with 
large unsatisfied demand. Buying pol- 
icy dictated by availability of goods, 
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with strong desire to keep within 90- 


WANT THE BEST 


Among your customers there are many £2 ott 
who recognize the significant relationship ais 
of quality tools to good work. Klein 
pliers are built for these men. 


day commitments. 


Klein pliers have the proper balance— 
the proper spring in the handles to pre- 
vent tired hands. The sharp knives stay 
keen even after years of service, and the 
fitted hinge keeps jaws perfectly aligned, 


assuring a positive grip. 


















Eg 
You will want a stock of Klein’s side- 
cutting pliers, Klein’s long-nose pliers 
and Klein's oblique-cutting pliers for your a 
most discriminating customers. The de- | 
mand for these tools is great and if you | a 
cannot receive immediate stock, keep 
Klein’s on your want list. Genuine Kleins | 25 Years Ago 
are now being distributed asrapidlyasthey | iw 
can be produced, and it will not be —_ The Machinery Supply Co., San Di- 
before your order can be promptly filled. ego, Calif. changed its firm name te E 
Machinery Pipe & Supply Co. 
The Biggs Pump & Supply Co., Lafay- he 
This book on the ette, Ind., rounded out 54 years of 
care -_ >. Pye business life, first as a manufacturer é 
—— chante and later as a jobber. It has outlived 
both boom times and periods of depres- a 
Since 1857 sion and as proof of the value of ex- 
a | perience, it was pointed out that in 
Mathias SST) i LSE | 1921 its total volume of business was . 
only 15 percent less than that of its 
[Established 1857| Chicago, Ill, U.S.A. best year. Established in 1868 by 
Benjamin F. Bi ture : 
3200 BELMONT AVENUE CHICAGO 18 ILLINOIS | _aeomgen may te mentees 
| pumps, the company is still doing busi- 
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Di ee aR All Recessed Head screu's have definite advantages over the older, slotted 
m head type but ONLY REED G PRINCE Recessed Heads can be driv- 
De Sep tieele tage ST en in any size — from the smallest to the largest — with ONE driver! 
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MARSHALL STEEL? 


240 





WHAT DO YOU 
KNOW ABOUT 


& MARSHALL STEEL eliminates 3 costly steps! 


MR. 
pe 


Is a high-carbon tool steel prefabricated into graduated thick- 
nesses: from 1/64” to 1” and in width of 4” to 10”. Preci- 
sion ground to plus or minus .001” on very best surface 
grinders—for absolute uniformity of finish. Made in stand- 
ard 18” lengths for easy stocking. Special sizes produced upon 
request in volume quantities only. Used for DIES-JIGS- 
TEMPLATES-FIXTURES-MODELS and GUAGES, Bor volume 
tool, machine or special requirements MARSHALL STEEL is 
3 steps closer to your finished product with BIG savings to 
you! World’s largest line of ground Hi-Carbon Tool steel. 


MARSHALL QUALITY 


Electric-furnace produced and annealed to perfection for easy 
machining. Velvet finish, FREE from scale and decarboniza- 
tion. Accurate uniform surface on all MARSHALL STEEL 
makes it a LEADER. 


EXCLUSIVE TERRITORY 

MARSHALL STEEL is sold exclusively to recognized distribu- 
tors only! Therefore, guaranteed freedom from competition 
from their source of supply,—either direct or indirect among 
the trade. In fact,—WE URGE BUYING THROUGH THE 
DISTRIBUTOR! 


PROFITABLE 

MARSHALL STEEL is in popular demand by many users be- 
cause of the economy in manufacture—it is 3 steps closer to 
the finished product! It is a product of over 101 uses. Our 
price structure, accepted by progressive distributors as highly 
desirable, because it yields a better-than-average profit! All 
prices quoted are based on full freight allowance on 100 Ib. 
shipment or over. 


AVAILABILITY 

MARSHALL STEEL is available for immediate shipment in 
almost all sizes, thicknesses, lengths and widths! Our ware- 
house awaits your orders. All shipments are carefully 
wrapped and sealed for protection. 


ADVERTISING SUPPORT 

MARSHALL STEEL advertises in leading Trade Papers, and 
all inquiries are directed to distributor with stock on hand to 
assure quick delivery to consumer. Direct Mail and catalog 
price sheets provided. 


DISTRIBUTOR: MARSHALL STEEL stocked in your bins assures your cus- 
tomers of service—means ee business for you with a good long profit! It will 
you -. a 


write TODAY for more detai 


| Ask about our introductory offer. 


@ MARSHALL sree: 


228 NORTH LASALLE STREET * CHICAGO 1, ILL. 
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ness at its original location at the cor. 
ner of Brown, Erie and 13th Sts., just 
opposite the freight depot of the Lake 
Erie & Wabash Railroad. In 1891 the 
firm was incorporated and soon after 
began to job mill and plumbing sup. 
plies, in addition to manufacturing. Re. 
cently, the company discontinued jts 
manufacturing activities and now has 
six salesmen covering central Indiana 
and Illinois. E. S. Timberlake is presi. 
dent; F. B. Timberlake, vice-president; 
R. M. Ohaver, sales manager and secre. 
tary, and J. E. Allen, treasurer. - 

Secretary Thomas A. Fernley of the 
National Supply & Machinery Dealers’ 
Association announced that the annual 
convention of the association would be 
held in Atlantic City in May. The 
Southern Supply and Machinery Deal. 
ers’ Association will convene in Bir. 
mingham Ala., on April 24-26. The 
American Supply & Machinery Manw- 
facturers’ Association plans to attend 
both conventions. 


10 Years Ago 


William Staniar, mechanical power 
engineer of E. I. du Pont de Nemours 
& Co. was the principal speaker at a 
meeting of the North Jersey Power 
Transmission Club held in Newark, 
N. J. 

Two large warehouses were added to 
the facilities of J. J. Moreau & Sons, 
Manchester, N. H. According to L. H. 
Chalifour, a new 130 by 30 ft. show- 
room has been installed for selling 
and displaying the firm’s complete line 
of industrial and domestic supplies. 

The Bostwick-Braun Co., Toledo, 
Ohio, purchased the seven-story ware- 
house formerly occupied by the Stand- 
ard-Simmons Hardware Co. 

The Quarter-Century Club of the In- 
terstate Machinery & Supply Co. 
Omaha, listed Carl Johnson, John 
Young, James Lynch, E. B. Anderson, 
D. M. Edgerly, G. C. Edgerly, presi- 
dent, and C. P. Segura. 

C. H. Bleil, a director of The George 
Worthington Co., Cleveland, resigned 
his post after serving the company for 
50 years. 

Leroy Kendall of Kendall Hardware 
Mill Supply Co., Battle Creek, Mich., 
became the father of a boy, Leroy Ken- 
dall, Jr. 

Otto Herrmann, Jr., joined the sales 
staff of Otto Herrmann, Inc., Glendale, 
L. IL, New York. 

C. R. McConnell was appointed as 
sistant purchasing agent for the Me- 
Junkin Supply Co., Charleston, W. Va. 
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It’s A Bright Idea | 
To Add... CHAMPION 


LAMPS 
“/o Your Line 


The demand for good industrial lighting and lamps has never been greater 
than it is today. 


Every customer and prospect in your territory buys lamps. Are you getting 
your rightful share of this steady and profitable volume business? 


Champion Lamps are particularly suited to mill supply marketing needs. 
They have the performance that keeps the repeat business coming in to you. 
There's no red tape, no forms to fill out, no restrictions or contracts to hinder 
you from getting all the business including good accounts you've never been 
able to sell before. 


Champion's low-cost production set-up and clean-cut, direct-to-distributor- 
only selling policy assures maximum profit for you. 


You can do more business and make more money selling Champion Lamps. 


AMPIC Wile YF f 


Perey 
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ENLARGEMENT OF %” x 3” COTTER PIN 











ACCO COTTER PINS ARE 
MADE TO AMERICAN CHAIN: 
— STANDARDS OF QUALITY 


There’s more to a cotter pin than simple dimensions. 
ACCO cotter pins are precision-made from ac- 
curately drawn wire. They are easy to insert. 
They fit the hole size for which they are made. 
Prongs spread easily and hold tight. And they 
are packed in substantial boxes, clearly labeled. 





YORK, PA.—American Chain makes two types of cotter 
pins in a full range of sizes. In addition to the Acco 
(regular type, shown above) American offers the CAMPBELL 
HAMMERLOCK, which locks positively and permanently by 
simply striking the head with a hammer—a distinct ad- 
vantage on a production line. 

Look to American for sound quality, whether it is cotter 
pins—electric or fire-welded chain—any type of weldless 
chain made of formed wire or stampings—chain fittings, 
attachments and assemblies—repair links—hooks. 

Sell American—the complete chain line. 


Cc re] York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philodelohia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION | 
AMERICAN CHAIN & CABLE | 


name i“ In Business for Your Safety | 
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The Busser Supply Co., Lewisburg, 
Pa., celebrated its 10th year under the 
management of W. J. Busser. 

Walter Gerhardt and E. N. Bossert 
joined the sales staff of EHfeldt Hard. 
are and Machinists Supply Co., Kansas 
City, Mo. 











Mar. 16—American Warehousemen’s 
Association, Merchandise Div., Hotel 
Jefferson, St. Louis, Mo. 

Mar. 17-19—Chicago Production 
Show, Stevens Hotel, Chicago. 

Mar. 17-20—National Railway Appli- 
ance Association, Coliseum, Chi- 
cago. 

Mar. 18-20—Packaging Conference 
and Exhibition, Auditorium, Atlan- 
tic City. 

Mar. 18-21—New York State Associa- 
tion of Highway Engineers, Hotel 
Statler, Buffalo. 

Mar. 19-22—American Society of Tool 
Engineers, Convention, Rice Hotel, 
Houston, Tex. 

Mar. 20-21—Paint Industries Show, 
Southern Paint, Varnish Production 
Club, Peabody Hotel, Memphis. 

Mar. 22-27—Western Metal Exposi- 
tion, Civic Auditorium, San Fran- 
cisco. 

Mar. 25—American Supply & Machin- 
ery Manufacturers’ Association and 
National Supply & Machinery Dis- 
tributors’ Association joint meeting, 
Hotel Warwick, Philadelphia. 

Mar. 27-29—Black Hills Building & 
Industrial Show, City Auditorium, 
Deadwood, S. D. 

Mar. 31-Apr. 2—Midwest Power Con- 
ference, Palmer House, Chicago. 
Apr. 7-10—National Association of 
Corrosion Engineers, convention, 

Palmer House, Chicago. 

Apr. 8-l1l—American Management 
Association’s 16th Packaging Ex- 
position, Convention Hall, Philadel 
phia. 

Apr. 11-12—N. J. Society of Profes 
sional Engineers, Essex House, New- 
ark, N. J. ; 

Apr. 14-15—Industrial Accident Pre- 


vention Associations, convention & 


UM | 
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otel, Many types of Airport and Airway lighting equip- 
ment including runway marker lights, cone assem- 
_ blies, globes, portable field lighting sets and 
“tion associated equipment, are now available. 
\ Much of this equipment can be adapted to 
posi- 


many uses calling for outdoor portable lighting 
fixtures. 


chin- Most of this inventory is offered on a sealed 
and bid basis. You may bid on entire sets complete 


Dis- or on such parts as are specified in sealed bid 

ting, ap “a e 0 a offering lists. Some items are sold at fixed prices 
only. 

is & Write to the Birmingham Regional Office re- 


> a“ 
— Variet of uses questing that your name be placed on their 
mailing lists when offerings are made of this type 


Con- 


‘ran- 













3 of equipment. 
1 of 
~ OFFICE OF GENERAL ODISPOSal AN 
ment « X\ Vis 
% AA 
ade! 
WAR ASSETS ADMINISTRATION && ZB. 
= Ww A. 
ie eres 2 ee ee oe cea | (SN 
m & '  Amgaten by ~- 4+ Ray ell  tasintie ¢ UbGitane « Meavek , @eatee Cbebtite 

Portland, Ore. « Richmond « St. Lovis + Salt Lake City - San Antonio - San Francisco «+ Seattle « Spokane » Tulsa 

MILL SUPPLIES © MARCH, 1947 243 














you need j 


tie... y VALDURA . 


M&F ENAMEL 





The Enamel that’s “Made to Take It” 


Wherever machinery and industrial areas are exposed 
to severe conditions—wherever coverage and durability 
count — those are the jobs for VALDURA M&F 
ENAMEL. This rugged enamel safeguards plant equip- 
ment from fumes, dirt, grease, corrosion and tempera- 
ture extremes. Recommend it for use on dadoes, pipe 
identification markings and painting around danger 
areas. On floors—where the “‘going’’isrough, VALDURA 
M & F ENAMEL provides positive protection to wood, 
concrete, brick and linoleum surfaces— retaining its 
attractive, hard glossy finish despite the abrasive grind 
of countless footsteps. VALDURA M & F ENAMEL is 
. made to take it. Recommend M&F for Results... 
you’ll be proud that you did. 


AMERICAN-MARIETTA COMPANY caucaco ‘i sitinors 
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exhibition of industrial safeguard. 
ing, Royal York Hotel, Toronto. 

Apr. 14-17— Southern Wholesale 
Hardware Association’s 56th annual 
convention; American Hardware 
Manufacturers’ Association’s 92nd 
semi-annual convention; Palm 
Beach, Biltmore Hotel, Palm Beach, 
Fla. 

Apr. 14-17—Southern Machinery & 
Metals Exposition, Municipal Audi- 
torium, Atlanta. 

Apr. 21-25—National Sanitary Supply 
Association, Morrison Hotel, Chi- 
cago. 

Apr. 28-May 1—American Foundry. 
men’s Association, convention, Book. 
Cadillac and Statler Hotels, Detroit. 

Apr. 29-May 1—Industrial Packaging 
& Materials Handling Exposition, 
Hotel Sherman, Chicago. 

Apr. 29-May 1—Western Pa. Safety 
Engineering Conference & Exhibit, 
Hotel William Penn, Pittsburgh. 

May 4-8—National Electrical Whole- 
salers Association, convention, Ho- 
tel Traymore, Atlantic City, N. J. 

May 5-8—Midwest Safety Conference, 
Sherman Hotel, Chicago. 

May 5-11—National Plastics Expo. 
sition, Coliseum, Chicago. 

May 6-8—Petroleum Industry Elee- 
trical Association, conference, Rice 
Hotel, Houston, Tex. 

May 11-14—Triple Mill Supply Con- 
vention (American Supply & Ma- 
chinery Manufacturers’ Association, 
National Supply & Machinery Dis- 
tributors’ Association, Southern Sup- 
ply & Machinery Distributors’ Asso- 
sociation), Hotel Traymore, Atlantic 
City. 

May 12-15—American Mining Con- 
gress, convention & exposition, 
Cleveland Public Auditorium, Cleve- 
land. 

May 12-17—National Marine Expo- 
sition, Civic Auditorium, San Fran- 
cisco. 

May 22-31—Mid-America Exposition, 
Public Auditorium, Cleveland. 

May 22-24 — Virginia Safety Con- 
ference. (site not determined). 
May 25-28—National Office Manage- 

ment Association, Cincinnati. 

May 27-29—Regional Safety Con- 
ference & Exhibit, Bellevue-Strat- 
ford Hotel, Philadelphia. 

June 2-4—National Association of 
Purchasing Agents, Waldorf-Astoria, 
New York. 

June 3-5—National Federation of 
Sales Executives, annual convention, 
Biltmore Hotel, Los Angeles, Calif. 

June 15-Sept. 15 — (Tentative) 
World’s Industrial Fair, Million Dol 
lar Pier, Atlantic City. 

June 16-19—National Association of 
Cost Accountants, Palmer House, 
Chicago. 
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BOLTS 

NUTS 

CAP SCREWS 
LAG SCREWS 
RIVETS 


é 


The Types and Sizes 
You Need 


And the High Quality 
You Demand 


Your customers are happy—your 
sales greater—your repeat business 
better—when you sell Oliver In- 
dustrial Fasteners. The complete 
line of types and sizes enables you 
to quote on a large variety of jobs, 
and the high quality of these well- 
known products pleases your most 
critical customers. 
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BAYLOR PIPE FITTINGS... 
; ision-Fabric ated 


Pree wee 
ations 


to Exact Specific 


Above Photo Unretouched 


One of the most interesting sections of the Naylor Catalog 
deals with Naylor's fabrication service. This service can 
save time, work and money for your customers by supplying 


Naylor pipe and fittings accurately fabricated to meet the 








most rigid specifications. You'll be doing your customers a 


story. Write for the Catalog today. 


NAYLOR PIPE COMPANY 
1253 East 92nd Street ° Chicago 19, Illinois 
New York Office: 350 Madison Avenve ¢« New York 17, N. Y. 
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service by getting the complete 
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June 16-20—American Society for 
Testing Materials, annual meeting, 
Chalfont-Haddon Hall, Atlantic City, 

June 23-28—Railway Supply Manu- 
facturers Association, Atlantic City, 

July 21-25—American Water Works 
Association & Federation of Sewage 
Works Association, Civic Auditor- 
ium, San Francisco. 

July 28-Aug. 2—Regina Agricultural 
& Industrial Exhibition Association, 
Regina, Sask., Can. 

Aug. 17—New England States Asso- 
ciation of Power Engineers, Hotel 
Statler, Boston. 

Aug. 25-28—National Association of 
Power Engineers, Hotel Statler, 
Boston. 

Sept. 8-13—Instrument Society of Am- 
erica, conference and exhibit, Stev- 
ens Hotel, Chicago. 

Sept. 15-19—New England Water 
Works Association, Hotel Statler, 
Boston. 

Sept. 15-19—Track Supply Associa- 
tion, Stevens Hotel, Chicago. 

Sept. 29-Oct. 4—National Business 
Show, Grand Central Palace, New 
York. 

Sept. 15-18—National Hardware Show, 
Grand Central Palace, New York. 
Oct. 21-25—California Section, Ameri- 
can Chemical Society, exposition, 

Civil Auditorium, San Francisco. 


Central States Club 
Reelects W. M. Floto 


The Central States Hardware Club 
reelected Walter M. Floto, American 
Steel & Wire Co., president at the 
annual meeting held in the Bismark 
Hotel, Chicago. The dinner meeting 
and 








was attended by 152 members 
guests. 


Other officers elected were: Andrew 
R. Meyers, Hardware Co., 
vice-president; Ben Leve, Carborundum 
Co., secretary; James A. Billings, Pay- 
son Mfg. Co., treasurer, and Will J. 
Feddery, Hardware Age, chairman of 
the board of directors, all reelected. 

A. J. Eggleston, Richards-Wilcox 
Co.; Mr. Leve and E. J. Flood, Amet 
ican Chain & Cable Co., were named 
to the board of directors. Membership 
is now 375 and new and larger pet 
manent clubrooms will be opened if 
the LaSalle Hotel. 


General 
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UPSON-WALTON 
6x37 LAYRITE WIRE ROPE 


R overhead traveling 

cranes in steel mills, for 

winch lines and slings, for hold- 

ing and closing lines on grab 

buckets, for towing hawsers and 

mining machine ropes—industry 

after industry has conditions where high strength must 
be combined with great flexibility. 

Wherever drum or sheave diameters are small, or where 
reverse or acute bends are encountered, fatigue stresses 
are high. For this type of service Upson-Walton 6 x 37 
Perfection Layrite Cable is best because the individual 
wires in the strand are finer; therefore they are more flex- 


ible and better able to resist fatigue stresses. In addition, 
the greater number of fine wires in the rope gives it a 
greater metallic area, so strength is still high. 


Hemp center or, where crushing conditions are ex- 
tremely severe, IWRC (independent wire rope center). 


Specify Upson-Walton 6 x 37 when you need maximum 
flexibility plus a high degree of strength. 


Specify Perfection grade because this improved plow 
steel is the strongest and toughest and most resistant to 
wear of all the grades of wire used to make rope. 


Specify Layrite because this fine preformed wire rope 
results in longer life, greater safety and greater economy. 


Upson-Walton 6 x 37 Perfection Layrite is worth specifying, 
and always up to specifications! 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


WManupacturers of Wire Rope, Wire Rope Fittings, Jackle Slacks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


737 W. Van Buren Street 
Chicago 7 


114 Broad Street 
New York 4 


241 Oliver Building 


Pittsburgh 22 
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...Coolant Systems 
> for all types of 
“> Machine Tools 


... Stand-by Pump 
Units in case your 
built-in pumps fail 





... automatic Die or 
Stock Lubricators on 
punch presses 
(Ideal for coil stock) 


... for hundreds 
of special applications— 
circulating 6r applying 
liquids of many kinds 


GEAR and CENTRIFUGAL PUMPS 
Volume to 43 GPM—Pressures to 50 PSI 


5- 12- 38-GALLON CONTAINERS 














GRAY-MILLS CORPORATION | 


1948 Ridge Ave., Evanston, Illinois 
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A. B. Pursley and Clare C. Con- 
zett, two of the partners of West- 
ern Belting & Mechanicals, Inc., 
Los Angeles, purchased firm re- 
cently. 


Western Belting 
Sold To Salesmen 


Harold M. Bice, former owner of 
the Western Belting & Equipment Co., 
Los Angeles, has retired and has sold 
the business to two of his former sales- 
men and a third party. The name of 
the firm has been changed to Western 
Belting & Mechanicals, Inc., and it has 
been moved from the old Santa Fe 
Ave. address to 3525 Emery St., in the 
industrial district. 

S. L. Sorensen, Hewitt Rubber Co. 
representative for Southern California, 


is president but is not actively engaged 
in the conduct of the new firm. The 
two former salesmen who have taken 
over the operating responsibilities are 
Clare C. Conzett, vice-president, and 
A. B. Pursley, secretary-treasurer. They 
have retained the old office and ware- 
house force. In addition, they have 
two outside salesmen and three inside, 
including themselves. The two addi- 
tions are Elmer Smirl, formerly with 
the California Walnut Growers Asso. 
ciation, and Fred Monroe, formerly 
salesman for the Hewitt Rubber Co. 

The new name, Western Belting & 
Mechanicals, Inc., was chosen as more 
indicative of the power transmission 
items the firm carries. Stocks have 
been increased in leather belting, con- 
veyor and transmission belting, pack- 
ing, V-belts and sheaves, chain and 
sprockets, pulleys, take-ups and set col- 
lars. 

All machinery and equipment for 
manufacture and repair of leather belt- 
ing were moved to the new location. 
The new quarters are in a brick struc- 
ture five years old which has been com. 
pletely renovated. It contains 6,000 
sq. ft. of floor space in a section 
where there is ample parking space on 
the company property and in adjacent 
streets. 





Marshall Made Chief 
Of Asbestos Group 


G. W. Marshall, Jr., general mana- 
ger of the Asbestos Textile & Packing 
Division of Raybestos-Manhattan, Inc., 
Manheim, Pa. was elected president of 
Asbestos Textile Institute. The insti- 
tute, with headquarters at 12 South 12th 
St., Philadelphia, is an association of 
leading manufacturers of asbestos tex- 
tiles. Mr. Marshall is widely known 
among manufacturers using asbestos 
and asbestos textiles in fabrication of 
products. 


Los Angeles Rubber 
Changes Personnel 


Joseph Bohn was placed in charge of 
the city desk, Los Angeles Rubber & 
Asbestos Works. He was formerly a 
counter salesman for the Central Rub- 
ber & Supply Co., Indianapolis, Ind. 

G. E. Arnold is in charge of pricing 
and also functioning on the city desk. 
He is a former service man and started 
with Los Angeles Rubber in the ship- 
ping department. 


MILL SUPPLIES © MARCH, 1947 


Fawcett Advanced 
By Dominion Brake Shoe 


Kenneth T. Fawcett has been ap- 
pointed of Dominion 
Brake Shoe Company, Ltd., a Canadian 
subsidiary of American Brake Shoe 
Company. 

Mr. Faweett is a native of Calgary, Al- 
berta and a graduate of Phillips An- 
dover Academy 1930 and Yale Univer- 
sity 1934. He has been associated with 
American Brake Shoe Company since 
1934 and has been assistant general 
purchasing agent since 1944. 


vice-president 


Kennametal Names 
New Representative 


R. T. Smith was named representative 
to sell and service mining tools in Penn- 
sylvania for Kennametal, Inc., Latrobe, 
Pa. Mr. Smith will operate out of Glen 
shaw, Pa. 

The firm has opened an office at 528 
White Building, Buffalo, N. Y. Harry 
Bearfoot was transferred from Pitt® 
burgh to Buffalo to serve as tool engi- 
neer and representative. 


Cov 
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d | Cowherd Named 4 ‘i 
© | Republic Official =. | Your 


= “Point of Purchase” 


X SALESMAN 
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on: Ben T. Cowherd \ 
and Ben T. Cowherd, former deputy zone 
col. § administrator for the War Assets Ad- 
ministration in Chicago, was named 
for vice-president in charge of hardware 
elt. | sales in Eastern states by the Republic 


aa 


‘on, { Drill & Tool Co. 7) /] 
Bis Mr. Cowherd was two and a half 
om. | Years in Government service, first hav- " 


000 ing been with the Reconstruction Fi- 
: nance Corp. Prior to taking a govern- 


tion : 

+a ment post, he was with the B. F. 
oul Goodrich Co., for 22 years in various 
iC 


administrative and sales positions. He 
will make his headquarters at Repub- — 
—— | lic’s eastern factory, 96 Lafayette St., 


lou VW : la Fingertip information ... prices... types 
New York City. { a of products available... all this and 
more, should be in the hands of the buyer 





is Honeywell Elects 


inion | Vice-President To Give YOUR CATALOG the Greatest Sales 
slink 07 Sh Diiechoy was chested 0. view Appeal... CONSULT CUNEO 


Shoe : . : ey 
president of the Minneapolis-Honey CUNEO PLANNING: The Cuneo representative has the “know how” 
well Regulator Co., Minneapolis. Mr. of catalog planning, and is “ready, willing and able” to assist you in 
‘r Moreley, vice-president in charge of the preparation of your catalog. 
3 An- 


sales for the Brown Instrument Co., 
niver Honeywell subsidiary in Philadelphia, 
| with | will continue to supervise sales of in- 
since | dustrial control devices made by Brown. 
oneral : “a . — CUNEO PRINTING AND BINDING: The largest organization of its 
ener The promotion makes him an officer : z aes 

type in the world, The Cuneo Press has every facility to make your 
catalog an outstanding one. 


CUNEO COMPILING: The comprehensive merchandising ability; the 
accuracy, and years of experience of the Catalog Staff, will be reflected 
in your catalog. 


of the parent company as well as of its 


subsidiary. 
Henry M. Schmitt was named chem- Whatever your catalog problems are, feel free to call upon us for 
ical beheney manager a Gs: Minin an experienced Cuneo representative, no obligation, of course. 


firm. O. B. Pyle was made industrial 
atativeé | Manager of the Philadelphia branch and 








Penn: § A. W. Roat is now industrial manager of Y 
atrobe, the St. Louis branch. fe LSS WH. 
‘Glen | 1K. Farley was placed in charge of 1 

major petroleum accounts in the Phila- AND SUBSIDIARIE 





at 528 Jdelphia area and Harry D. Ruch will 
Harry |4so work out of the industrial sales di- 
Pitts vision there. Mr. Roat succeeds V. H. 
] engi- Hiermeier who was transferred to the 
Honeywell international division. 


Cermak Road at Canal © Chicago 16, Illinois 
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SOLD ONLY THROUGH DISTRIBUTORS 


THE COLUMBIAN VISE & MFG. CO. 


9025 BESSEMER AVE. + CLEVELAND 4, OHIO 
VISES 


THE WORLD’S LARGEST MAKERS OF 














SURVIVAL OF THE FITTEST 








When war smothered the country with shortages, only the 
Fittest companies survived the famine. They were the ones 
whose purchasing agents had bought quality merchandise during 
lush years of plenty. 

When it comes to rope making the importance of quality is 


profound . . . always buy Fitler . . . this 142 year old name is 


your guarantee of a top quality product. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope since 1801 


NEW YORK e CHICAGO * LOS ANGELES 7 PORTLAND 



















@A, men who know 
their gauges 
prefer MARSH 


The advertisement reproduced above 
points out the definite preference for 
Marsh Gauges as expressed by the 
boiler industry. This is no mere hap- 
penstance. It is typical of the prefer- 
ence of men who know imstrument 
quality in every branch of industry. 

In the Marsh line you have pressure 
gauges and dial thermometers more 
acceptable than any other make—in- 
struments that give lasting satisfaction 
and bring repeat orders. 

Incidentally, the advertisement 
above is one of many similar messages 
reaching your customers every month 
through a long list of publications. Be 
sure to take full advantage of the big 
market this advertising is opening up 
for Marsh distributors. 


JAS. P. MARSH CORP. 
2079 Southport Ave., Chicago 14, Ill. 
Export Dept.: 155 E. 44th St., New York 17 
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—E. L. Yeargan (left) checking on new 
merchandise with J. F. Cummings, 
vice-president of Battey Machinery 
Co., Rome, Ga. 





Tin Conservation 
Order Is Amended 


The tin conservation order (M-43) 
has been amended to eliminate all 
quota restrictions and permit some re- 
laxation in the use of the metal during 
the first quarter of 1947. The Civilian 
Production Administration pointed out. 
however. relaxations have not been per- 
mitted to the extent desired by indus- 
try because the present tin supply does 
not justify any appreciable increase 
in its use. 

Tin controls expire on March 31, 
1947, but President Truman included 
tin in the list of materials on which he 
asked Congress to grant a twelve-month 
extension of war-time powers. 
Important relaxations in the amend- 
ments are: (1) permission to use tin- 
plate of specified weights for domestic 
kitchen equipment (formerly not per- 
mitted) and also permission to use 
0.25 pound tinplate for the types of 
crowns and closures which were for- 
merly restricted to blackplate. (2) 
pure tin pipe is now regarded as pig 


ture of food and beverage dispensing 
units, including soda fountains. (3) 
lin oxide may now be used in the pro- 
duction of earthenware plumbing fix- 
tures. (4) tin may now be used to 
plate snap fasteners, hooks and eyes 
and (5) the percentage of tin permitted 
lor use in solder is increased. 


Electrical Contracting 


Changes Name 

Effective with the March issue, Elec- 
trical Contracting, McGraw-Hill publi- 
tation, will change its name to Electri- 
cal Constrection and Maintenance. The 
Magazine has been published cortinu- 
ously’ since 1901. 
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VLU MALO 


FOR MORE TOOL MILEAGE 


Pliers for 
Every Need 


Precision made... tested balance... fine 
workmanship ... long life. These are the 
features that distinguish UTICA Pliers and 
Adjustable Wrenches and justify their 
slogan —“‘For More Tool Mileage”. Sold 
only through recognized jobbers. 


UTICA 


DROP FORGE E&TOOL 


CORPORATION 
UTICA 4,NEW YORK 
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The Chicago Screw Company 
is “distributor-minded.” Factory- 
trained Salesmen give individual 
attention to each distributor ac- 
count, and are constantly alert to 
difficulties that come upinthefield. 
“Chicago” Standard Screw 
Products are accurately made of 
finest quality materials, and a 
sound dealer policy is a vital part 
of our merchandising system. 
Our method of selective distri- 
bution, margin of profit, sturdy, 
clearly marked packages and ag- 
gressive advertising combine to 
make our dealers agree that 
“Chicago” Standard Screw Prod- 
ucts are made right and sold right. 


Thete Fine Products are sold ovrly three Authorized Distributors 


THE CHicaGo Screw Co. 


ESTABLISHED 


1026 SO. HOMAN AVENUE 





252 














15 
CHICAGO STANDARD 
SCREW PRODUCTS 


all of one quality— 
the finest 
& 


Complete line includes: 


Socket Head Cap Screws 
Socket Set Screws 
Stripper Bolts 


Square Head Dog Point Set 
Screws 


Pipe Plugs 


Keys for “Safety Plus” 
Products 


Hexagon Head Cap Screws 


Square Head Cup Point Set 
crews 


Headless Set Screws 
Fillister Head Cap Screws 
Flat Head Cap Screws 
Taper Pins 

Milled Studs 


Semi-Finished Hexagon 
uts 












1872 


CHICAGO 24, ILL. 
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Rockwell Announces 
Three Appointments 





A. E. Mcintyre 


C. A. Wiken 


Three appointments to the executive 
staff of the Rockwell Mfg. Co., Pitts. 
burgh, Pa., were made recently. C. A, 
Wiken, for the past eight years chief 
engineer of the Delta Mfg. Division in 
Milwaukee, was promoted to vice-presi- 
dent in charge of engineering for Rock- 
well; J. E. Ashman, with a background 
of corporate financial, sales and man- 
agement consulting experience, was 
named controller, and A. E. McIntyre, 
for the past several years manager of 
Nordstrom Valve Division plant in Oak- 
land, Calif., was made general manager 
of the firm’s Pittsburgh Equitable Meter 
Division. 

All three will make their headquarters 
in Pittsburgh. 


Renauld & Co. 
Makes Changes 


Organizational changes at the Fred 
S. Renauld & Co., Los Angeles, include 
the appointment of C. R. Hawkins and 
D. M. Benesch as vice-presidents and 
A. Thompson as sales manager. 

The company, which specializes in 
power plant equipment and the engi 
neering and design of such plants, now 
has 12 sales engineers in the field. Some 
additions have been made to the office 
and engineering forces to keep pace 
with the program of expansion which 
the company has undertaken. 


McLaughlin Advanced 
By Wright Mfg. Div. 


B. J. McLaughlin was appointed dis 
trict sales manager for the Philadelphia 
territory of Wright Manufacturing Dé 
vision of American Chain & Cable Com 
pany, Inc., York, Pennsylvania. He will 
make his headquarters at the company’s 
office at Second & Diamond Streets, 
Philadelphia. Since joining the com 
pany in September, 1946. Mr. McLaugh 
lin has been located at the factory # 
York, Pennsylvania. 
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"The Industrial South" 
To Be Exposition Theme 


“The Industrial South” will be the 
theme of the second Southern Machin- 
ery and Metals Exposition which will be 
held at the Municipal Auditorium in 
Atlanta Ga., April 14-17. Manufactur- 
ers from California to the Atlantic 
Coast and from Minnesota to the Gulf 
will exhibit their industrial equipment 
and products. 

Exhibits will range from displays of 
small tools and processing equipment 
to mechanized products for foundries 
and textile manufacturing. Electronic 
devices, materials handling equipment, 
castings, and precision machine work 
will be in prominence. Southern manu- 
facturers also will display their latest 
developments in the industrial field. 
An industrial forum during which 
Southern industrial experts will discuss 
plant layout, welding, labor relations, 
sales distribution and problems perti- 
nent to Southern manufacturing opera- 
tions will be held as part of the pro- 
gram. 


Metallurgical Service 
Started at Portland 


Metallurgical Engineers, Inc., a new 
ervice for the Pacific Northwest metals 
industry, has been formed at Portland, 
Ore, by Dr. David B. Charlton and 
Harry Czyzewski. The firm will provide 
consultation, testing, design and devel- 
opment of metal products and processes 
fot manufacturers. Czyzewski formerly 
Was with the Caterpillar Tractor Co. at 
Peoria, Ill. 














“He handles our perpetual inventory” 
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j, The Technica! Journal tor the Plastics and Allied industries 
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Western Machinery }*# 
and Steel World 


PUTNAM 
ADVERTISING 


PUTNAM :.. END MILLS 


Putnam's long-range, well-planned 
advertising has built wide and steadily growing consumer 
acceptance for these quality end mills. This advertising con- 
stantly sells Putnam quality, tells of the size and. completeness 
of the line and the full stocks you maintain for immediate delivery 
—reduces your end mill selling costs by directing customers to 
YOU, the local distributor. 


Increase your end mill sales volume—and profits—with the 
fast-selling, customer-accepted Putnam tool line. Write us today 
for full information. 


Send for your copy of new 92-page catalog illustrating 
and describing the full Putnam line. 


. 


MICHIGAN 





MILL SUPPLIES © MARCH, 1947 253 





NOW! HEXAGON ann SQUARE 


24 HOUR DELIVERY! 


FOR ATLAS « LOGAN ° SOUTH BEND 
SHELDON -* HARDINGE * CLAUSING 
ELGIN +* CRAFTSMAN LATHES, ETC. 
BROWN & SHARPE MACHINES AND 
MANY COLLET CHUCK ATTACHMENTS 


HEX OR SQUARE Collets needed for that 
new job? Then say “’PRECISION Collets, 
please!" to your industrial distributor. 
You'll get them now when you want them 
. . « from stock. And you'll get them as 
you want them . . . ground dead true, with 
a spring temper that spells assured per- 
formance, and with long life guaranteed. 


PRECISION Collets fitting most popular 


machines and attachments are stocked in 


RO, 


T0 
Memo yo, 


MR. DISTRIBUTOR 
WRITE 


_— 
TODAY 


for 
discounts 
sales policy, 
and 
complete 
information 
Remember the 
fast moving 
nationally ad- 
vertised line 


of PRECISION 
collets and 


Te Oe 
traini 
count 
ery § 
the o 


Wei 


ROUND, HEXAGON and SQUARE sizes. 4 | 
Order them from leading distributors thru- cae : on To | 


out the country, who serve industry well. —_ MB a | Nat 
distributor. » past | 


It spells STUD END | Produ 
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Our new catalog of PRECISION Collets and 
Lathe Attachments is ready — Write for it! 


GENERAL DIE AND STAMPING. COMPANY 
262-272 MOTT STREET - NEW YORK 12, N.Y 
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TURNBUCKLE 








These better connectors dampen vil 

prolong wire rope life. These edvantages, 

low cost installation and life-time service, 

made them the standby in the shipbuilding om 
Section induetites, end tate 


€ . an wire 
end cables ere used. Available through 4 
mill supply distributor. "e 








The | 
MANUFACTURED SOLELY BY well | 
Electrotine Company Tein 
tracto: 
4121 SOUTH LA SALLE STREET sermit 
CHICAGO 9, ILLINOIS att 
» rear. 





742. West First Street 


Davenport lowa, U. S. A. 
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T. J. Edwards, Jr., city salesman in 
training, and Euel!l Frazier (right) 
counter salesman, American Machin- 
ery Supply Co., Atlanta, Ga., study 
the operations of a portable sander. 





Weiss Forms Unit 
To Handle Sales 


Nat J. Weiss, sales manager for the 


_ past five years of the Larkin Lectro 
' Products Corp., has formed the Nat J. 


Weiss Sales Associates which will han- 


dle all sales domestic and foreign, of 


the entire output of the Larkin Com- 
pany. These include not only a com- 


" plete line of spot, projection, butt and 


special resistance welding units, but 
also a well rounded line of a.c. are 
welders featuring the Larkin Stepless 
Microamp Control. 

H. R. E. (Ed) Austin, formerly sales 
manager with Rex Welder & Engineer- 
ing Co., and district manager with the 
National Cylinder Gas Co., will be asso- 
ciated with the new organization. 

Nat J. Weiss Sales Associates will be 
located at the plant of the Larkin Lectro 
Products Corp., 160 W. 146th St., New 
York. 








The Herrick Co. plant, Boston, is 
well located and arranged for han- 
Ging bulk metals and heavy con- 
tractors’ supplies. The wide street 
permits truck maneuverability and 
a railroad siding is located in the 
rear. 
































































f SOCKET 
i, t | SCREW 
PRODUCTS 
Time - saving "Blue Devil" socket 
screws are easier, more economi- 
cal to use... facts proved time 
and again by thousands of firms 
throughout the country. ''Blue 
Devil" socket screws make easier 


work of difficult installations—cut 
costs and speed production. 























For the most delicate precision ia- 
struments, for large, rugged ma- 
chinery, for any job in which de- 
pendable screws whose perform- 
ance has been proved are required, 
there is a precision-made "Blue 
Devil’ socket screw available in the 
correct style and size. 





Socket Screw Keys Socket Set Screws 









Socket Head Socket Heed 
Stripper Bolts Cap Screws 







Socket Screws— Socket Pipe Plugs 
Dardelet Thread 


Safety Socket Screw Company 


4437 North Knox Avenue Chicago, Illinois 
ee eee 
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caus *PRECISION BRAND 


wom SHIM STOCK 


¢ BOTHER 






CONVENIENT TO USE 


4 IN 1 ASSORTMENT 
BRASS or STEEL >> 
Contains an assortment in most 
Yuasa popular sizes of Precision Brand 
Aygeg Shim Stock. 4 seporate thick- 
nesses 6x50” each. Total 1200 
square inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 


t SHIM PACKETS 
BRASS or STEEL 
a SINGLE ROLLS 
Flat Stock—Total 6 Pieces. Each 33/,%x6” 
—120 sq. in. 2 pieces each .001, .002, BRASS or STEEL 
.003. 48 packets to the box. Single rolls 6”x100” 


each. 600 sq. in. to . 
the carton. All popu- 
lor thicknesses. 

Cellophane wrapped— 
moisture-proof, 


ee 


SHIM STEEL 
HEAVY SIZES 


6”x100" and 12”x120” in 200 ib. 
test corrugated poper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER 


PACKAGE GOODS DIVISION = 
PRECISION STEEL WAREHOUSE, INCORPORATED 


44.5 WEST KINZIE STREET e CHICAGO 24, ILLINOIS 














, a 


Bah POWER KING 


Boge” NEVERSLUIP 










ADVANCE SAFETY CAR 
WRENCH 


Se 





Bal SLIP-PROOF 


CAR MOVERS 




















% No matter what your customers’ car moving problems are, there is a 
BADGER Car Mover that does that particular job BEST. BADGER Car Movers 
are built for just one thing—to keep freight cars in service—and they do this 
job well and get those cars back on the line with a minimum of time loss. 
They are easy to handle, safe to use, and require very little if any mainte- 
nance or repair. It’s good business to stock BADGER Car Movers and also 
ADVANCE Safety Car Wrenches and Slipproof Spurs. 


ADVANCE CAR MOVER COMPANY 


"APRPLETOR » WISTONSIN 
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JOBS LIKE THESE 








A quick demonstration sells the 
versatile Simplex ‘“Util-A-Tool”’ 
for all types of work in virtually 
any industry you can name. It 
pulls. It pushes. It pengg.end 
straightens. It spreads. It"holds 
and clamps. It lifts and kéwers. 
It pulls wheels and gears. ‘Illus- 
trations at left show a few of its 





George C. Luken is sales manager at 
the Nashville Machinery & Supply 
Co., Nashville, Tenn., after serving in 
the Navy for two years. Prior to en- 
| tering the Navy, Mr. Luken was five 
years with Fairbanks-Morse as sales | 








— Vee NG 





i . \ 
— | \ thousands of time and labor 
\ saving applications on countless 
P maintenance, repair and produc- 
' Nottingham Steel It Pulls Wheels tion jobs. 





Triples Capacity 


A $35,000 program tripling the} 
capacity of Nottingham Steel Co., steel | yr 


° ‘ | a 4 
warehousing firm in Cleveland, has | 5 a 
° . | ‘ A 
been completed according to Samuel | Si 
2 ® ° * AN /S . 
Friedman, president. “We've just} MeN OA \ .\ 
Soy \ 


moved into the new one-story building | - 
we built and we’ve completed remodel 
ing of the warehouse we got when we 
bought the building and 17 acres of 
land at West 45th St. and Division Ave. | 
from American Ship Building Co.,” Mr. | 


Power-Packed Advertising 


In a special 3-month campaign, 
concentrated Direct Mail plus 
Simplex Util-A-Tool advertising 
in leading trade papers, is making 
your customers conscious of 
Util-A-Tool advantages. Con- 
struction, maintenance and pro- 
duction men in every major 
market are being told to “Ask 
your Simplex Distributor for 
prices and proof.” Util-A-Tool 
Bulletin No. P& P46 is available 
for your use in quantity on 
request. 


Prompt Delivery 
To Back Your Sales Force 


For this promotion program, 
Util-A-Tool production has been 
more than doubled to assure you 
ample stocks to back up your 
sales work. Place your order now 
and cash in quick on this sales 
“natural.” 














Friedman said. 

The office building contains 6500 sq. | 
ft. and the warehouse 100,000 sq. ft. In 
addition, the company has modernized f 
2500 sq. ft. of dock space for shipping| Ge *: 
along the lake front. “We'll be able : 
to.handle 50,000 tons of steel a year, 
compared to 15,000 tons, which was our 
capacity in prewar days,” Mr. Fried- Sf 
man added. fi} \ 7" \} 


it Lifts and Lowers 








Gogins Promoted 


A ee ee Ce 


ALL THIS IN ONE 











$ By General Electric HANDY KIT 
J. F. Gogins has been appointed ece0coo0Cou™:) @ Three 1/2'’x40" chains with grab hooks and claws 
=== | northwestern district manager, indus- eer ecmnmaipienss es. | @ One lever bar 
trial division, for General Electric Co.’s a 4 © Cae sqrondor jock 
apparatus department with headquar- tt -&- ..i- 2 ehh 
ters in Portland, Ore. J. R. Murphy, 5 oe 
company district manager, reported. i OER es wee 
eg Ai eng 1° One metal teol bex (nef shewn) 
gins is former manager of the Sp ' PRICED FOR PROFIT 


kane apparatus office and was trans- 
ferred to Portland last Fall to become 
assistant to the district sales manager. ’ 
‘A University of Minnesota graduate in TEMPLETON, KENLY & 
@lectrical engineering, Gogins joined 1036 South Central Ave., Chice 


jqihe,company in 1930. 


AND PRICED FOR SALES 
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Torpedo Electric 
Hoist. Capacities 





Differential Hoist. 
Capac‘ties one-half, 
and one-ton. A fast- 


on of H. D 


I-Beam Trolley in 
four models, 


ENGINEER 


Can 
sonkey 


MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 





Spur Gear Hoist. 


plain High speed. high 


250-, 500- and 1000- selling, low-cost or geared types in quality, in capaci- 
ibs.; hook, boit or hoist, with a large capacities from 1, ties ranging from 
trolley suspension. market. ough 10 tons. \% through tons. 


Of.) Division St Mendota,, Illinois 


& 
* 























The portable, hand- 
powered tool that is needed 
wherever metal is to be cut — 

in the shop or out on the job. 
You can sell Porter Cutters with 
fullest confidence because they are made 


up under the severest usage. 


H. K. PORTER, INC. 








to give complete satisfaction and to stand 


Full line includes all 
sizes and types with the 
name Porter on every handle. 


DURES T 
MASS 


T&A FOLEY 
SOMERVILLE, 
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Have you uoted 
the BIG demaud / 


ror VARIABLE 
SPEED CONTROLS! 


it's GROWING! 


IDEAL 


CHICAGO 


Standard variable speed equipment every; 

where. Over 50,000 users. Easily inst 

with old or new machinery. DELIV 
FROM STOCK, 


Lovejoy IDEAL Variable Speed Pulleys & 
fractional h.p. 


Lovejoy IDEAL Variable Speed Pulleys, | * 
8 h.p. 


Lovejoy for wide drive 


ranges. 


Also Wide V-Belt Sheaves, Wide V-Belts 
Adjustable Motor Bases. 


“Select-O-Speed” 


Wide V-Bel 
pulley. Co 
plete drive 
available 
with 
accessories. 





Send for complete catalog with profitall 
proposition to Distributors, Wire or wrt 


LOVEJOY FLEXIBLE COUPLING CO. 
Mf 1 Lon joy Herb COupting! 
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Ed Horgan of L. A. Benson Co., Bal- 
timore, Md., has a reputation of being 
a hustler when it comes to making 
calls and giving service. He has been 
a hustler when it comes to making 
calls and giving service. He has been 
out selling for Benson Co. for many 
years. 





Hardware Group 
Elects Officers 


L. W. Morgan, Morgan Hardware, 
Burley, Idaho, was elected president of 
the Intermountain Hardware Associa- 
tion at the annual convention held at 
Hotel Boise, Boise, Idaho, recently. 
Other officers named are: E. L. Ames, 
Salt Lake City, first vice-president; 


J. W. Weeks, Caldwell, Idaho, second 


vice-president. 

Directors elected were: J. C. Bald- 
ridge, Boise; D. E. Crosier, Salina, 
Utah; Ralph Hollingsworth, Ontario, 
Ore.; C. W. Lilenquist, Tremonton, 
Utah; Wilson N. Lunt, Cedar City, 
Utah; J. W. Parkinson, Rexburg, Idaho; 
R. J. Schwendiman, Twin Falls, Idaho; 
Al Thiel, Montpelier, Idaho, and George 
Watkins, Idaho Falls, Idaho. Leon L. 
Weeks, Chamber of Commerce Bldg., 
Boise, is secretary. 


Alloy Steel Names 
Evans and Grieme 


Herbert V. Evans, Jr. and H. C. 
Grieme have joined the sales depart- 
ment of Alloy Steel Products Co., Lin- 
den, N. J. Mr. Evans began his career 
in the steel industry with Lebanon Steel 
Foundry and, after service in the Army 
Air Forces, represented Anticorrosive 
Metal Products Co., Inc. in New Eng- 
land. Mr. Grieme was with Bureau of 
Ships, U.S.N. during the war and was 
previously engaged in purchasing work 
with Chemical Construction Corp., H. K. 
Ferguson Co. and Campbell Soup Co. 








When something is needled yesterday 
Specify Mees delivery 




















Here's the fastest solution to the problem of supplies and 
parts that are “fresh out” — get them by Air Express. This 
super-speedy service places even the most distant supplier 
only hours from your business, 


Speeds up to five miles a minute now make coast-to-coast 
and overseas deliveries a routine affair for Air Express, 
And now it’s a better value than ever before. The cost of 
shipping by speedy Air Express is low. 


Specify Air Express-its Good Business 


@ Low rates. @ Special pick-up and delivery at no extra cost. 
@ Direct by air to and from principal U. S. towns and cities. 
@ Air-rail to 23,000 off-airline communities. 

@ Direct air service to and from scores of foreign countries, 

Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action . . . Write today for Air Express 
Rate Schedules containing helpful shipping aids. Address Air Express, 
230 Park Avenue, New York 17. Or ask for them at any Airline or 
Railway Express Office.-Air Express Division, Railway Express 
Agency, representing the Airlines of the United States, 


ESS 
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GETS THERE FIRST 


Rates are low 
To Air Express a 10-lb. package 
1549 miles costs only $4.65! 
Heavier weights are similarly 
inexpensive, Investigate! 








used in indus- 
trial plants 
everywhere, 

ESICO 


MACHINE 


A 


~operated. Au: 
——~ | ad 
fron an » 
leaves operator's 
free for work, 


ESICO 
SOLDERING IRON 






Positive TIP control pre- 

temperature. The only 
practical method of con- 
trolling heat in the fip—an 
exclusive ESICO feature! 


ESICO 
SOLDER POTS 


Rugged construction. 
Variety of sizes. Designed 
for ——_ = ~~ 
placed easily and 

quickly. 


















ELECTRIC SOLDERIN 
rep aoa 


260 


















OR nearly two 

decades, ESICO 
has stood for superb 
quality and over-all 
economy in solder- 
ing equipment. The 
name ESICO on 
your soldering tools 
is definite assurance 
of long, uninter- 
rupted service. Spe- 
cify ESICO — the 
name that assures 
you of satisfaction. 


Write Today for 
Complete 
Information 


On the Esico Line 


G IRON CO. Inc. 


Deep River, Conn. 












Sle 
7 » 0M, 


Safet-s BELT LACING 


is easy to apply with any standard make 
belt lacing machine, lacer, or it can be 
applied with a hammer by using the in- 
expensive Safety Tu-way Lacer. 


Safety's patented binder bars hold every 
hook in exact alignment, distributes ten- 
sion uniformly over the full width of the 
belt assuring efficient performance and 
long life. They also lap snugly over and 
protect belt ends and prevent belt fraying. 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, U. S. A. 

















LAMINATED SHIM COMPANY 


eceeel 22°) 2 Oe 2°) 





58 Union 5 


Glenbrook, Conn. 
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Fire Damages 





Penns Grove Plant 


The shelf hardware building and 
lumber sales office of the R. F. Willis & 
Bro., Inc., Penns Grove, N. J., distribu- 
tor, was destroyed by fire on Dec. 29. 
Shelving was constructed immediately in 
another building, and with the coopera- 
tion of many manufacturers, they were 
filled with new stock so that the hard- 
ware department was in_ operation 
within a week. 

The main office was saved, but many 
records and all of the office equipment 
was ruined. The loss was covered by in- 
surance. 


R & F. Opens 
San Diego Branch 


The R. & F. Bearing Co., Inc., 
Angeles, successor to the Rude & Fuller 
Bearing Co., has opened a branch at 
San Diego, Calif., under the manage- 
ment of L. K. Winn, formerly of the 
Standard Iron Works of that City. C. 
M. Slocum is owner of the parent firm. 

Mr. Winn is known in the San Diego 
area as having engineered much of the 
equipment of the Kelco Co., which man- 
ufactures various products out of kelp 
from the ocean. 


Lo Ss 


Wolfradt Joins 
Garlinghouse Bros. 


R. W. Whitaker, sales manager of 
Garlinghouse Brothers, Los Angeles, 
announced the appointment of Carl 
Wolfradt as an industrial supply sales- 
man. Mr. Wolfradt’s background in- 
cludes construction work in the con- 
tracting field. He has been with Gar- 
linghouse for several years, going 
through various departments of the 
business before the promotion to sales- 
man. 














“L was sure you'd warm up to the idea, 
Mr. Tracy" ~ 

















Every Year There Is An Increasing Demand for 
Weinberg & McKee Photo Offset Printed Catalogs 





SAMUEL HARRIS CO, 
Chicago, Illinois 

R. C. DUNCAN CO, 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO, 
Cleveland, Ohio 

INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE CO. 
Joliet, Illinois 

CENTRAL RUBBER SUPPLY CO, 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

BALDWIN SUPPLY CO. 
Indianapolis, Indiana 

KASPER & KOETZLE, INC. 
Brooklyn, New York 

HARRIS PUMP & SUPPLY CO. 
Pittsburgh, Pennsylvania 

GALIGHER CO. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Tennessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticut 

HARPER FOUNDRY & MACHINE CO, 
Jackson, Mississippi 

LEWIS SUPPLY CO. 
Memphis, Tennessee 

PERTH AMBOY HARDWARE CO, 
Perth Amboy, New Jersey 

R. C. NEAL CO., INC. 
Buffalo, New York 

MACHINISTS TOOL & SUPPLY CO, 
Los Angeles, California 

McCONKEY-DOCKER & CO. 
Phoenix, Arizona 

HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 

PRODUCTION TOOL & SUPPLY CO, 
St. Louis, Missouri 

JONES & AUERBACHER, INC. 
Newark, New Jersey 

WALTER A, CARR CO. 
San Francisco, California 

FUCHS MACHINERY & SUPPLY CO, 
Omaha, Nebraska 

GLOBE MACHINERY & SUPPLY CO. 
Des Moines, Iowa 

BARRETT-CHRISTIE CO. 
Chicago, Illinois 

COGGINS & OWENS Y toe 
Baltimore, Marylan 

METROPOLITAN SUPPL Y CORP, 
Los Angeles, California 

MACHINERY SALES & SUPPLY CO. 
Dallas, Texas 

A. V. WIGGINS CO. 
Syracuse, New York 

THE BALBACE _ 
Omaha, Nebra 

MECHANICAL SUPPLIES co. 
Cincinnati, Ohio 

WM. H. TAYLOR CO. 

Allentown, Pennsylvania 





© Tools Made of HIGH SPEED STEEL, are priced in red. 
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STACY SUPPLY CO. 
Springfield, Massachusetta 
RAILEY MILAN, INC. 
Miami, Florida 
CRAMER HARDWARE CO, 
North Tonowanda, New York 
TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
M. D. LARKIN CO, 
Dayton, Ohio 
HARTFIELD-HEALY CO. 
Buffalo, New York 
CROSBIE CO. 
Washington, D. C. 
MIZE SUPPLY CO, 
Waynesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 
CLARK HARDWARE CoO. 
Jamestown, New York 
PEDERSEN BROS. CO. 
Chicago, Illinois 
PATRON TRANSMISSION CO, 
New York City, New York 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigan 
MORRIS ABRAMS, INC. 
New York City, New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J.T. WING & CO. 
Detroit, Michigan 
YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washington 
AIRCRAFT STEEL SUPPLY CO, 
Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
THE WARREN COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City, Missouri 
BARRON MILL SUPPLY CO, 
Cedar Rapids, lowa 
TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 
ELLFELDT MACHINERY & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
CAMM BLADES MACHINERY CO, 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC, 
Baltimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO, 
Baltimore, Maryland 
MARSHALL-NEWELL SUPPLY CO. 
San Francisco, California 
THE TAYLOR SUPPLY CO, 
Baltimore, Maryland 
THE HAYS SUPPLY CO, 
Memphis, Tennessee 






























WEINBERG & MCREE, Ine. 
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KEY-TITE: 


PIPE JOINT 
COMPOUND, 
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TLL, 


Key-Tite—for sealing pipe joints on lines 
carrying water, gas, low-pressure steam, 
compressed air, etc. Does not affect the 
taste nor odor of potable liquids. 


Key Graphite Paste—the ideal sealer 
for all lines carrying oil, gasoline, kero- 
sene, and high-pressure steam. Approved 
by Underwriters’ Laboratory. 


Pipe joints sealed with Key positively 
will not leak, yet are easily opened, for 
Key will not freeze in the joints. Nation- 
ally advertised. 


* . . . . . . . . . . . ° . 


A few territories for distributors 
are still available—write for free 
samples and full information. 


2621 McCasland Ave., East St. Louis, lil. 








ALWAYS A DEMAND FOR THESE 
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TAP CHUCKS 
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Write for the Bulletins ond 
details of the Dealer set-up 


ETTCO TOOL CO. 600 Jehnson Ave., Brooklyn 6, N.Y. 
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Off the swivel base, 
end down for accu- 
rate marking. 


Back on the swivel 
base, at the bench, 
for center punching. 


Lifted onto drill 
press, still accurate- 
ly in position. 

@ Work locked in a “Yankee” Vise 
stays there ... lined up accurately 
for every operation . . . bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
spoilage. You can sell that ... for 
maintenance work, for general 
machine shop work. 

Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 11/2” 
to 4” jaw widths. 


Sold through industrial distributors. 


Held in same posi- 
tion but moved to 
milling machine. 


YANKEE TOOLS NOW A PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 





NIN 








queues Philadelphia 33, Pa. ——t 





Josep 
neer 
ham, 
bearil 


een nan 


Lod 
Ad\ 

Fol 
Boar‘ 


turin, 


St. L 


Su 





Fis 





Joseph Hamner (right), service engi- 
neer for Owen-Richards Co., Birming- 
ham, Ala., advises a customer on a 
bearing problem. 





Lodwick, Morrison 
Advanced By Curtis 


Following a recent meeting of the 
Board of Directors of Curtis Manufac- 
turing Company, 1905 Kienlen Avenue, 
St. Louis, it was announced that John 
D. Lodwick had been elected Vice- 
President in charge of Sales of the 
Pneumatic Division, and that Harry 
C. Morrison had been elected Vice-Pres- 
ident in charge of Sales of the Refrig- 
eration Division of the company. 


Percival Doubles 
Warehouse Space 


Expansion of steel warehouse facili- 
ties has been completed by the Percival 
Steel & Supply Co., Los Angeles. The 
original warehouse was first extended, 
increasing its length by about one-third. 
Next a new bay was added along the 
side of the extended building. The total 
area is now 19,000 sq. ft. as against 
9,000 sq. ft. in the original structure. 











Ss <> more than a 
Product ...a Service! 


The speeding breakers and drawing frames—the whirling 
spinners—the rumbling stranders and layers—that produce 
“AMERICAN BRAND” PURE MANILA ROPE, are but 
a part of the world-wide organization carefully geared to 
produce the very best in a complete line of cordage. Right 
from the stock of raw fibre—through research laboratory 
and mill—through distribution, out on the job where rope 
and twine and oakum and packing are used, American 
Manufacturing Company maintains a corps of technical 
and service representatives. As a result you will find 
“AMERICAN BRAND” PURE MANILA ROPE and 
other CORDAGE PRODUCTS unsurpassed in value. 











Burhans & Black 
Promote Lynch “ a s “¢ 
| merican Drand 
Edgar A. Lynch was named sales CORDAGE 
- manager for Burhans & Black, Inc., 
Syracuse distributor. Mr. Lynch for- ROPE + TWINE - OAKUM ° PACKING 
merly represented the firm in northern A Complete Line from One Source of Supply 
New York for six years. He has been J 
with the firm since leaving school about 
| 12 years ago. He served in the Army 
for three years. 
NATIONWIDE DISTRIBUTION 
Davidson Joins served by. strategically located mils 
S. B. Hubbard Staff CORDAGE PRODUCTS readily 
: available in all localities. 
ee Sn, se Tomy AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. 
traveled South Georgia for the Corbin Pe 
Senne a Beans Ope, Daw iota ep ST. LOUIS CORDAGE MILLS - ST. LOUIS 4, MO. 
S. B. Hubbard Co. of Jacksonville, DELAWARE RIVER JUTE MILLS - PHILA. 48, PA. 
— Fla. Soles Offices: BOSTON ® CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 
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INDUSTRIAL MULTIPLE CELL HEAVY DUTY 


EQUIPMENT UNUSED 
Meese: ep > SURPLUS IMMEDIATELY AVAILABLE 








Do you use heavy duty batteries to provide low 
voltage or stand-by power? Have you had trouble 
obtaining standard replacement or new equipment 


made by well-known firms? 


You can get the equipment you want immediately at 
1 the Philadelphia, Chicago, Denver, Cincinnati and 


— A Ss Go een oe 


, fi , + 
USED BATTERIES Richmond offices of WAA. In most arenes priority 
ALSO AVAILABLE claimants have already had an opportunity to purchase 


and you will not have to wait for delivery. The 
Heavy-duty used batteries will y 7 


| 
| 
| 
| herent 
be offered for competitive bid j batteries are unused, many in original packing and 
sale. To receive bid offerings | complete with trays. Make sure you have an 
write the indicated offices and ] opportunity to purchase. Write, wire, phone, or 
ask to be placed on the used ] 
| 
] 
a 


Battery mailing lists. 


visit the indicated offices at once. 


This equipment may not be exported be- 
cause of continued U. S. Lead shortages. 


coe ee 


x 


WAR ASSETS ADMINISTRATION 


OFFICE oF GENERAL pisSPoOsSsat 










Offices located at: ATLANTA + BIRMINGHAM + BOSTON + CHARLOTTE +. CHICAGO - CINCINNATI 
CLEVELAND + DALLAS - DENVER - DETROIT - FORT WORTH - HELENA - HOUSTON - JACKSONVILLE 
KANSAS CITY, MO. + LITTLEROCK - LOS ANGELES - LOUISVILLE - MINNEAPOLIS - NASHVILLE 
NEW ORLEANS + NEWYORK + OMAHA ~ PHILADELPHIA + PORTLAND, ORE. - RICHMOND 
ST.LOUIS + SALTLAKE CITY + SAN ANTONIO -, SAN PRANCISCO. - SEATTLE: SPOKANE - TULSA 


1037-A 
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—_— worth of cutting tools — thousands of types — are imme- 
diately available to those in the metal working industry who act 
quickly. The offering includes: cutting tools for machine tools, metal 
turning tools for metal turning machines, accessories and attachments 
for machine tools, and tool room specialties, all sizes and types. This 
entire inventory is being sold on sealed bids and will go at bargain 
prices to those who inquire—inspect— invest. Get full particulars from 
your nearest WAA Regional Office today—see the tools you wish to 
buy—then submit your bid. 


Sales of Cutting Tools will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 
below asking that your name be placed on their mailing lists. 


BOSTON ¢« PHILADELPHIA «+ CINCINNATI « CHICAGO 
CLEVELAND « DETROIT + ST.LOUIS + LOS ANGELES 


OFFICE oF GENERAL DISPOSAL 


x 


WAR ASSETS ADMINISTRATION 





Offices located at: Aflanta - Birmingham + Boston + Charlotte . Chicage + Cincinnati . Cleveland . Dallas 
Denver ~- Detroit - Fort Worth . Helena + Havst + Jack ille « Kansas City, Mo. . Little Rock 
Los Angeles « Louisville » Minneapolis - ville « New Orleans + New York « ope * Philadelphia 
Portland, Ore. + Rich d « St. Lovis « Salt Lake City. San Antonie « San Francisco - * Spokane « Tulsa 
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Describing in detail how — 
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ADUANTAGES — 
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a | T. Rok 
ing Di 
A.W.CASH VALVE MFC. CORP ns Be 
6662 EAST WABASH AVE 
DECATUR ILLINOIS Manha 
Asbest 
R.-F. * 
Recommend Rhee 
VINCENT-HUNTINGTON | Fras 
Rhe 
GRINDING WHEEL ilanes 
An excellent account opener that 
builds volume — and profit. Many DRESSERS and CUTTERS gad 
nor 9 manage o air, oil Furna 
and coolant lines on machines. 
Many advantages. Exerts uniform for mane 
clamping pressure... will not at the 
collapse or distort thin wall tubing CUSTOMER SATISFACTION in Ch 
... extra long take up — reduces floor : 
invento irements... ¢ : 
install ao without removing fl he and — 
vibration proof — will not loosen... an 
-_ ™ reused many times. REPEAT ORDERS . 
Order FREE SAMPLE A.C 
a profitable item Vincent-Huntington Grinding Wheel Dressers and Cutters are To 
peaeadea Pein deme ene economical—sturdy—iong lasting. Made of special steel and heat- ‘ 
4 P : treated by an exclusive Vincent process, these cutters will not break Okl 
; Send free sample H or mush over on the toughest applications . . . performance that Be 
; Name. : assures repeat orders every time. Iron § 
t Company ' Vincent-Huntington Dressers and Cutters are available in a com- steel, 
2 ' plete assortment of styles and sizes to meet all hand dressing and and f 
’ ; truing needs. Mr. I 
: Street Address : lf you are not now recommending Vincent-Huntington for your a 
s City. H customers’ hand dressing and truing operations—send for complete Corps 
"State ' information today. 
’ 1 
' ' Nev 
: In C 
B. 
Cox | 
organ 
of C1 
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Information dispenser at Carolina Ma- 
chinery & Supply Co., Rocky Mount, 
N. C., is Mrs. W. M. Palmer, secretary. 





Raybestos-Manhattan 
Opens Cleveland Office 


Opening of a consolidated office in 
Cleveland at 1071 Union Commerce 
Building, was announced by Raybestos- 
Manhattan, Inc. Divisions of the cor- 
poration represented at this office in- 
clude: Manhattan Rubber Division by 
T. Robinson; Asbestos Textile & Pack- 
ing Division by D. E. Gow, and Equip- 
ment Sales Division for Raybestos- 
Manhattan, Inc. and the United States 
Asbestos Division by E. E. Juergens. 
R. F. Tobin is office manager. 


Rheem Purchases 
Fraser Furnace Co. 


Rheem Manufacturing Co. has an- 
nounced the purchase of the gas fur- 
nace and appliance business of Fraser 
Furnace Co., Stockton, Calif., and will 
manufacture Fraser products there and 
at the Rheem heating equipment plant 
in Chicago. Fraser manufactured gas 
floor and gravity furnaces, winter air 
conditioning units, blowers, registers 
and grilles. 


A. C. Kurtz Returns 
To Tulsa Position 


A. C. Kurtz has returned to Tulsa, 
Okla., as representative of the Sligo 
Iron Store Co., St. Louis, distributor of 
steel, industrial and automotive supplies 
and farm and agricultural equipment. 
Mr. Kurtz served in the U.S. Marine 
Corps for the past several years. 


New Firm Chartered 
In Crestview, Fia. 

B. H. Cox, Halford Cox and Sam G. 
Cox have been granted a charter to 


organize the Cox Hardware Company 
of Crestview, Fla. 


_UMI | 











For each of these services 
Belmont has created a pack- 
ing with extra construction 


features that provide more 


Pb [4 2) 


certain sealing and longer 


fora 


&EETTER 
FACKING 


HIGH PRESSURE STEAM RODS — Belmont’s No. 30 
Asbestos Packing has a unique center construc- 
tion for greater resiliency and flexibility, extra 
takeup on the gland as the packing wears, extra 
“edge wear’. The center block is pleated on 
itself, accordion-fashion, at approx. 90° with 
the rod. 


life. By pushing these items, 
you can get new customers 
interested in the complete 


Belmont line. 











SY TY aru HED 


LOW AND INTERMEDIATE STEAM RODS (also hot 
and cold water rods and plungers) — Belmont’s 
No. 419 Rubber-and-Duck Packing has a 
hollow center which provides a point of least 
resistance for expansion and contraction. Fric- 
tion is minimum, because the packing “breathes” 
toward the hole. 


Qa fi Raman Gy 







+11 ‘Low PRESSURE TO HEAVY DUTY WATER— 

Belmont’s No. 9 Special Hydraulic Packing has 
+ rubber-and-duck channel which not only acts 
< as a wiper but also protects the flax—actually 
i" Gage S two packings in one against the wearing surface. 
Linen thread stitching prevents displacement 
under gland pressure. 


BELMONT ADVERTISING IN BEST-READ 
MAGAZINES 


Your customers and prospects see Bel t ads 
in POWER, POWER PLANT ENGINEERING, IN- 
DUSTRY AND POWER, MILL & FACTORY, 
NATIONAL ENGINEER, SOUTHERN POWER 


, e\e folders 


« new 
write ¥ ow monte 


detso* rym 
tol dko .* kil on 








IN THE BLUE-AND-ORANGE BOX 


THE BELMONT PACKING 


AND RUBBER CO. 


Butler and Sepvivo Streets 


dali tele (cllslalle CRAM ke) 
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Sell this Hoist! 


For handling heavy loads — 
loads up to 40,000 pounds, sell 
‘Load Lifter’ 


They come in such a wide vari- 


Electric Hoists! 
ety of sizes, combinations, and 
speeds your customer will find 
the hoist he seeks a standard one 


in the line. 


‘Load Lifter’ 


are simple rugged hoists built to 


Electric Hoists 


perform the hardest lifting jobs 
The 


exclusive advantages such as ‘one 


with minimum. attention. 


point’ oiling, two gear reduction 
drive, ‘fool-proof’ upper stop and 
others found only in them con- 
tribute much to the outstanding 


performance they give. 


The advantages and construc- 
tion details of ‘Load Lifter’ 
Electric Hoists are graphically 


displayed in Catalog No. 215. 


iqgqi Loan LiFTER 





“ Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Reduce COSTLY 
TAP BREAKAGE 


@ Square, straight tapping 
@ Does the job in half the time 
@ Anyone can operate it 


Die makers can be tied up for hours trying 
to dislodge broken taps caused by hand 
tapping. Now the Dahlstrom Tap Guide 
does the job in a fraction of the time with 
work always straight and true. Just fasten 
it to a post or bench, slip a Tap Adaptor 
into the spindle and the most inexperi- 
enced operator can handle it. Equipped 
with 7 Adaptors, ranging from 8-32 to 42” 
(takes care of 95% of tapping require- 
ments). Table size 6” x 10144", 7" opening. 
Taps not furnished. List $52.50 F.O.B. 


Minneapolis. Literature on request. 
Advertised in Leading Machine Shop Papers 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. 


Lat/otrot TAP GUI DE 








THESE ITEMS 


@ Sodering Paste 
Sodering Sticks 
Sodering Oil 
Sodering Flux 
Stainless Steel Polish 
Sodering Liquid 
Sodering Syrup 
Sodering Acid 

@ Solid Sal Ammoniac 


GET OUR CHECK CHARTS 


that show melting point of all soders— 
your cust s will appreciate them. 








L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILI 
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@ Minneapolis 15, Minn. 











by using 
AMERICAN 
Counter-Tred 


MATTING 


A tough, durable rubber and cord mat- 





ting. Ridged bottom affords aeration 
and drainage. Easily handled for 
cleaning. Keeps the feet dry. %%" 
thick, 24"' wide, any length. 


—also— 


TUF-TRED TIRE FABRIC MATTING 
AMERIFLEX HARDWOOD LINK 
MATTING 


NEO-CORD OIL AND GREASE RE- 
SISTANT COUNTER-TRED MAT- 
TING 


Highly desirable territory open to mill 
Phone, 
write or wire for details and list of in- 


supply and machinery dealers. 


quiries which have been received from 


your territory on our product. 


AMERICAN MAT 
CORPORATION 


America’s Largest Matting Specialists 


1799 Adams St., Toledo 2, Ohio 
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William E. Reinert, assistant manager 
at Dehler Gros. Co., Louisville, Ky., 
has been with the same firm for 36 
years. 





Canedy-Otto Co. 
Names Export Agents 


Appointment of the American Steel 
Export Company, of New York City, as 
exclusive export agents for their line o! 
precision drilling equipment has been 
announced by the Canedy-Otto Com- 
pany, Chicago Heights, Ill. The newly 
appointed export department will han- 
dle all sales and shipments to foreign 
countries all over the world. The com- 
pany is planning extensive use of air 
freight in connection with deliveries of 
its products. 


Goddard-Jackson Co. 
Takes On More Space 


Albert E. Fouts, vice-president and 
sales manager of the Goddard-Jackson 
Co., Los Angeles, announced that the 
firm has taken over the whole building 
at 935 South Santa Fe Ave. The build- 
ing is owned by Arthur C. Goddard, 
president, but until recently, only part 
of it had been leased. More office and 
warehouse space will be available. It 
was also announced that the sales force 
will be increased. 


Pattison Supply Co. 
Adds Two Salesmen 


Roy Dachtler and Edward Zaler were 
added to the sales force of the W. M. 
Pattison Supply Co., Cleveland, re- 
cently. Mr. Dachtler has been with 
the firm for 25 years and will cover 
Cleveland’s west side. 

Mr. Zaler has been with the com- 
pany for 10 years. He is a veteran of 
World War II. He will cover the east 


side territorv. 








PS You Can Trust 







HARGRAVE 


TESTED TOOLS 


Here are some swell tips you can 
rely on—Hargrave Chisels and 
Punches. These famous tools 
are Individually Tested for 
Hardness and Toughness. As a 
result, they're rugged enough 
to give lasting service despite 
toughest use. These Hargrave 
Tools are made from special 
analysis steel, _trip-hammer 
forged (not drop forged). Each 
tool is properly balanced and 
proportioned. And there is a 
Chisel and Punch for every job. 


Also illustrated from top to 
bottom are: Improved Spring 
Clamp; Super Junior Forged 
Steel Clamp; No. 44 Forged 
Steel Super Clamp; No. 40 
Forged Steel Heavy Service 
Super Clamp; Clamp Fixture 
and File Cleaner wth Chip Plow. 
All Hargrave Clamps are In- 
dividually Tested. Sizes range 
from 34" to 10° openings, from 
V2" to 16" deep. 








| WRITE FOR CATALOG 


showing the complete line of Har- 
grave Clamps, Chisels, Punches, File 
Cleaners, Brace Wrenches, Washer 
Cutters, etc. 


Although deliveries are still slow com- 
pared to your demands, we are doing 





everything to meet your requirements 
as quickly as possible. 


4032 Montgomery Rd. 
Cincinnati 12, Ohio 


al tality Wilsiele) ae 
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when you want Speed- 


when you want power- 






. .. in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will doit faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 
constant speeds with greater operator con- 
venience. Hundreds of attachments easily 
interchanged — 125 types and sizes — models 
include vertical and horizontal type machines 
from ¥% to 3 h.p. Distributors in all principal 


cities. 


Send today for catalog showing complete line 


No. 


5014 NO 


Strand 


iste SHarls--s a gatas WOLCOTT AVE. CH 





STRAND: & CO. 


ICAGO 40, ILL 
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Wy 
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“DIE-LESS" 





DUPLICATING 



















is a widely used modern industrial production tech- 
nique of great versatility. It was made possible 
by the adaptability and ease of operation of 
DI-ACRO Shears, Brakes, Benders,—precision 
machines which make parts just as accurately as 
dies to a tolerance of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our con- 
sistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in ‘“DIE- 
LESS DUPLICATING.” Send 
for catalog and complete dealer 
information. 







| Write for Catalog 
PRECISION MACHINES ‘il Pronounced 
et Ren 


ONEIL-IRWIN mes. Co. 










312 Eighth Ave, © Lake City, Minn. 
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DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged ¢ Malleable-iron ¢ Steel 





Durbin-Boomer F-1—2 swivels, 3%, % or 14” chain 
Durbin-Boomer F-2—2 swivels, %, 4% or 54" chain 





MIDGET No. 1—1 swivel, 4’ chain 
DELTA No. 1—1 swivel, % or %" chain 
DIXIE No. 1—2 swivels, % or 4” chain 


LONE STAR 1—2 swivels, %, % or 5%’ chain 
LONE STAR 2—2 swivels, %, 4 or 5%’ chain 






WIRE STRETCHERS 
STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, 34” rope 
No. 33—3 Pulleys, roller bearings, %" rope 
No. 4—4 Pulleys, plain bearings, 3" rope 
No. 44—4 Pulleys, roller bearings, 34” rope 
No. 88—4 Pulleys, roller 3" rope 


Combination 
JIFFY CLAMP 


WOVEN WIRE 
FENCE 
STRETCHER 





No. WWH 200 With Hoist and Clamp 
No. WW-202 Wire Clamp Without Hoist 
Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. 44-inch rope. 
Stretcher Clamp has 40-inch channel iron. Longer 
channel iron on request at small extra cost. 


ALL-STEEL ROLLER BEARING HOISTS 


























z Size | Cap. | Ship. Wt. 
No. Rope | Lbs. Lbs. Construction 
12 14” | 2000 6 lbs. |Drop Forged Hook 
13 %" 1000 | 2% Ibs. | Malleable Hook 





Shipped with or without rope. 
No. W-1 
DURBIN-WHITESEL 
ONE MAN, WORM 
GEAR WOVEN 
WIRE STRETCHER 


WITH 48” CLAMP 
Pulls10,000 pounds. 
Stretches wire past 


the post. No extra 
posts to set. 


ce 


FARM SLIP HOOKS 





WIRE GRIPS 
For barbed or smooth wire 


wy, 


Sizes {" to 4” 
FARM GRAB HOOKS 
Sizes {" to 1” 


Write for Catalog 


6611 Olive Street Road « St. Louis 5, Me. 


— 
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T. E. Birkenhead, Jr., salesman for 
the Richmond Rubber Co.’s industrial 
department, writes out some orders 
after the day’s calls. 





Victor Belting 
Increases Force 


The Victor Belting & Rubber Co., 
Los Angeles, recently increased its sales 
force by the addition of Griffith S. 
Harnage and Jack O’Grady. Mr. Har- 
nage now travels the beach and west 
Los Angeles territory as well as Orange 
County to the South. He was formerly 
with the Goodall Rubber Co. 

Mr. O’Grady, formerly with the 
American Pulley Co., has taken on the 
territory to the north and east of Los 
Angeles, the San Fernando Valley, San 
Bernardino and Riverside. 


Gibson's Building 
Nears Completion 


Gibson Welding Supplies of Spokane, 
Wash., is completing construction of a 
new two-story masonry building costing 
$80,000, V. B. Finch, owner and opera- 
tor, reported. 

Three welding booths have been pro- 
vided for demonstration work and a 
tensil-testing machine installed. Rail- 
road cars are unloaded directly into the 
warehouse, where an overhead crane or 
conveyor handles placing of merchan- 
dise. 


Norton Promotes 
Everett M. Hicks 


Everett M. Hicks was named assistant 
manager of the Grinding Machine Di- 
vision of Norton Co., Worcester, Mass. 
He relinquished his former duties as 
assistant controller on Jan. 1. Mr. Hicks 
entered Norton Co. in 1937 on the con- 
troller’s staff, advancing to the positions 
of chief cost accountant and assistant 
controller. 












Bond 40-A Series. Alightweight, 
extremely sturdy caster for heavy 
duty. Heavy metal construction 
lessens danger of breakage. 
Swivels with frictionless ease on 
hardened ball races. Pressure 
lubricated throughout. Plain and 
roller bearing semi-stee! and rub- 
ber tread wheels. Wheel sizes: 
4"' to 10" dia.; load capacities: 
140 to 950 Ibs. per caster. 


Bond 40-AH Series. A husky, 
structural steel caster. Heavy steel 
sections formed to shape... even 
thicknesses of metal throughout. 
Roller bearing semi-steel and 
rubber tread wheels. Wheel sizes: 
8", 10°’, and 12” dia.; load 
capacities: 680 to 4500 Ibs. 
per caster, 


Ready to Take a Beating 


to Save You Money 


for" 140-A 


TRUCK CASTER 


UMPS and jolts and strains 

of heavy loads—the Bond 
140-A takes them all without quit- 
ting. A sturdy, all-steel caster, it is 
practically indestructible. It’s built 
to cut your customers’ replacement 
costs, curtail their production de- 
lays. Easy swivelling, the Bond 
140-A will do many good turns 
during its long service life. 


Every caster in the Bond line is 
designed for particular working 
conditions. Let Bord engineers 
recommend the caster that’s right 
in every detail for your customers’ 
service. Write for the free Bond 
catalog K-36 today. 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PA. 
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z= Why SNOOTHON 


TUMICO 





SALES Repeat 


With mechanics and maintenance men there is no 
substitute for Smooth-On No. 1 Iron Repair 
Cement. For more than 50 years Smooth-On has 
been their repair standby. They rely on it regularly 
for stopping leaks, sealing cracks, tightening loose 
parts. 





MICROMETER 
DEPTH 
GAGES 

























Month after month the uses and advantages of 
Smooth-On are advertised in publications reaching 
many thousands of readers in varied industries. As 
a result of this advertising literally thousands of 
Smooth-On Handbooks are distributed each month 











to present and potential Smooth-On users. GI's z 
Aren’t these sound reasons why mill supply Jonhaap 
houses should always keep well stocked with new « 
Smooth-On No. 1? Reasons, too, for reminding cus- 
tomers to keep a supply of Smooth-On always handy 
Designed for measuring holes, for emergency as well as routine repairs? Clin 
grooves, shoulders, etc., up Check your stock of Smooth-On No. 1 and On | 


to 3 inches in depth. Includes Smooth-On Repair Handbooks now. 


a set of interchangeable rods 
—l-inch, 2-inch and 3-inch, 


SMOOTH-ON MFG. CO., Dept. 25C ee 





which are easily inserted and 570 Communipaw Ave. Jersey City, 4, N. J. and v 
held to a positive seat by the ing, A 
knurled rod cap. There is an annou 
adjusting nut on each rod to gener 
compensate for wear. gram 
The case hardened steel Packi 
AMA 





base is furnished in either 


214" or 4" lengths. Ends of | FAST SALES ae 


measuring rods are hardened, 


precision ground and lapped. Car tr | dge-type | Vv Oo L U Ae gE S A L E § Pro 


Furnished with or without 


case. Nationally advertised. om A U L K : inl 4 | to every company ‘By ¢ 





Doi 

TU-MI-CO PRODUCTS | ||G UNS | handling box cars! | «rr! 

include a complete line of Microm- 4 

eters, Pedestal Indicators and Mi- ... The only Fad Sa area tinge Litas 

crometers, Standards, Steel Squares, . aa Winer Uineieae Oe a ; 

and other practical measuring in- — offering epee aedh oat pe shipp 

struments. a rotary labor, reducing  acci- salesr 
dents, speeding loading 

Precision is a TU-MI-CO tradition st le and unloading sched- now | 
WRITE FOR BULLETIN MS-D y ules. The Proctor and 

single Gamble Company, Cin- — 
TUBULAR MICROMETER CO. i. cinnati, says: ‘We have 
ST. JAMES, MINNESOTA, U. S. A. unit > cee a 
Milwaukee Branch + Plankinton Bidg. ety manual, which 
han di e! means that we will order 



























these openers for our 
plants and mills all over 
the country.” 


This unbeatable combination 
. the ‘Vital-pak'' spouted 
cartridge an the Vital 
Caulking Gun... eliminate 
messy filling and clean-up 
after use. Simply drop a 
Vital-pak cartridge in the 
gun, close it and calk! Also 
available are extra nozzles 
from 1/16" on up, plus num- 
erous interchangeable noz- 
tles, a few of which are 
shown at right. All these 
features add up to sales and 
assured repeat sales. 


Write for distributor inform- 
ation and discounts today! 


@ Reasonably priced for 

quantity sales, generous 

4 discounts. Sales promo- 

tion literature and cuts 

ONLY $22.50 EACH available. Write us today. 
F.0.B. Bowerston 


MINING SAFETY DEVICE CO. 
DEPT. MS-3 Bowerston, Ohio 





PRODUCTS 
MFG. CO. 
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H. L. Jones and Tom James, former 
GIl’s and counter salesmen at C. W. 
Farmer ‘Co., Macon, Ga., examine a 
new electric saw. 





Clinics, Conference 
On Packaging Slated 


E. A Throckmorton, president, Con- 
solidated Testing Laboratories, 
and vice-president in charge of packag- 
ing, American Management Association, 
announced that eight subjects and two 
general clinics will comprise the pro- 
gram at the Conference ow Packaging, 
Packing and Shipping. sponsored by the 
AMA at Convention Hall, Philadelphia, 
in conjunction with the 17th annual 
AMA Packaging Exposition, April 8-11. 


Chicago, 


Promotions Announced 


‘By Corbin Supply Co. 


Donald F. Brown, former welding 
supply salesman for the Corbin Supply 
Co., Macon, Ga., has been named store 
salesman. Robert F. Jones, 
shipping clerk, was promoted to store 
salesman, and Sherman H. 


formerly 


Pierce is 
now shipping clerk. 








Quentin Lindstrom, Industrial Supply 
Corp., Richmond, Va., goes over some 
accounts for a check. 











DISTRIBUTORS! These uses of Permacel Indus- 


trial Tapes in the building industry are adver- 


tised in national magazines. 


Tie in with this 


profitable market for Permacel now! 





How much for a six-room prefabricated house? 


$10,000-$12,000, depending on size. Per- 
macel aids quick, low-cost construction. 
For etticient color-separation painting, 
Permacel paper masking tape and a spray- 


How long does it take to put one up? 
At present, it takes about four weeks, from 
laying the foundation to moving in. 
Permacel colored cloth tape speeds as- 
sembly by marking related units and 
bundling them. Selling Permacel nets you 
a steady income. because it's constantly 


being reordered. 
, 





gun are used. Think of the sales possibil- 
ities of this one tape!—it has dozens of 
uses in dozens of industries. And it’s just 
one of many Permacel tapes. 





How soon will they be available? 
They're available now, through builders. 
Permacel Industrial Tapes help a house 
arrive safely. Permacel moistureproof 
cloth tape, wrapped around threads on 
plumbing, guards against rust. No one has 
yet discovered all the uses (or profit possi- 
bilities) of Permacel Industrial Tapes. 


What are some other uses 

of industrial tapes? 
Permacel Industrial Tapes are used to help 
speed production and cut costs wherever 
a job requires masking, stenciling, sealing, 
holding, identifying, protecting, insulat- 
ing, packaging, or reinforcing. The uses 
of Permacel Industrial Tapes are endless 
—and so are the opportunities for profit. 
Get behind this fast-selling line now! 


Perm °<e. INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION » NEW BRUMSWICE, N. 


MILL SUPPLIES © MARCH, 1947 


PERMA n S. PAT. OFF 


273 

















HEAVY DUTY 


Welded Steel 
INDUSTRIAL OILERS 


All GEM Oilers feature Welded Steel construction 
throughout—thus there can be no doubt of their 
ability to "take it’. For graphic proof of their 
superiority, check these six points: 


Heavy gauge welded steel spout. 
Solid brass bushing—Machine cut 
threads. 

Solid brass neck—Machine cut 
threads—welded to body. 

Drawn seamless steel body—heavy 
gauge, polished and lacquered. 
High carbon tempered spring steel 


Bottom and body electrically 
welded—triple thickness. 


The GEM Oilers shown at the top of this ad features 
@ flexible spout—invaluable in reaching those "blind 
sports'’. The spout seated in a solid bushing with 
machine cut threads is brazed to a cold rolled steel 
tip. The entire assembly, as in all GEM Oilers is 


leakproof. Another important advantage—the flex- 
ible spout and rigid spout are interchangeable on all 
GEM Oilers. 


Write for price lists and distributor plan now, GEM 
also manufactures Supply Cans, Tallow Pots, Torches 
and Heavy Welded Industrial Oilers. 








GEM Manufacturing Co. 
1229-1243 Goebel St., North Side Sta. 
Pittsburgh Pa. 




















Sign of 
FLEXIBLE SHAFT 
HEADQUARTERS 


This WYCO Display Helps Your Cus- 
tomer in Making His Selection 





Authorized WYCO Jobbers Carry a Stock 
of WYCO Accessories 


Whatever Your Customers’ Requirements in 
Flexible Shaft Machines, Shafts or Accessories 


The WYCO Line carries a complete range of rugged, dependable units to fit any 
production need. WYCO Flexible Shaft Machines are setting records everywhere 
for longer shaft life and greater production—creating satisfied customers where- 
ever used, whether for heavy, medium or light duty production. 


Remember that only WYCO Flexible Shafts 
have the WYCO Patented Non-Metallic Inner- 
er. 


Send for your copy of the 
New WYCO Catalog No. 47 


WYZENBEEK & STAFF, INC. 
844 W. Hubbard St., Chicago 22, Ill. 





WHITNEY 
PUNCHES 


BROAD SALES COVERAGE 


There is such a wide variety of types and 
sizes of WHITNEY Punches that there is 
no end to the sale opportunities .. . 
and each type is in demand. Each WHIT- 
NEY Punch has individual characteristics 
which make it adaptable for a certain 
kind of work. There are worthwhile sav- 
ings in time and your customers will be 
enthusiastic about the good looking ap- 
pearance of the finished job. Let us send 
you complete details on the WHITNEY 


line. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 















90% 
Of Your Customer's 
Needs Are Taken 
Care Of With Just 


ONE 
ELK 
TOOL 
HOLDER! 





@ No need to stock 18 different 
tool holders (6 left, 6 right, 6 
straight) when one Elk can do 
the job of all 18! 


Startling statement? Surel But 
it has oes proved by actual 
use! Write today for illustrated 
literature and see for yourself. 


ELK TOOLS, INC. 
96 Warren St., New York, 7, N. Y. 
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Cuddeback Named 
By Allis-Chalmers 


E. T. Cuddeback, who spent almost 
five years in the Army Air Forces and 
was released as a lieutenant colonel, is 
now representing the Allis-Chalmers 
Mfg. Co. out of the firm’s Atlanta, Ga., 
district office. Mr. Cuddeback holds a 
bachelor of science degree in adminis- 
trative engineering from Syracuse Uni- 
versity. He joined Allis-Chalmers in 
June, 1946. 





Supply Sales 
Top 21 Billion 


(Continued from page 87) 





diately be reflected back to plants pro- 
ducing non-durables. This softening in 
the market is already evident in the 
price sales featured by stores selling 
soft goods. 

(3) Aside from changes in produc- 
tion, the scaling down in dollar volume 
of sales through non-durable goods 
stores. in line with past relation- 
ships might be effected through down- 
ward price adjustments. In addition to 
the “sales” mentioned above, price 
weakness has been noted in a long list 
of food products. 

(4) The whole expenditure pattern 
of individuals might change. This ap- 
pears to be the least likely way of work- 
ing out the adjustments. 

Carrying the analysis a step further, 
to distributors and their salesmen this 
means that some slackening in sales may 
be expected in plants producing non- 
durable goods. On the other hand, and 
barring labor difficulties, the output of 
durable goods plants may be expected 
to increase thus affording a wider mar- 
ket for the products sold by distribu- 
tors. 

As far as the whole economy is con- 
cerned, some unemployment may de- 
velop in the non-durable goods indus- 
tries. This could amount to as much as 
3 or 4 million; and the adjustment 
might take as much as 6 months to 
work itself out. Although the need for 
labor could be intense in durable goods 
plants, these plants may not be located 
in the same communities where the un- 
employment occurs. The shifting of 
labor takes time as we found out during 
the. war. 








PUMP NOTES by DEMING 

















relations 





Add up those three factors of Deming POLICY, LINE, and 
QUALITY and you have what it takes to make an ideal set-up 
for Industrial Distributors. It may be that YOU are in a territory 
not now covered by a Deming Distributor. Investigate by writing 
The Deming Company, Salem, Ohio. . 


THE DEMING COMPANY « 183 BROADWAY, SALEM, OHIO 


DEMING 


INDUSTRIAL PUMPS 
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Sprout-Waldron “Belt-Saver” Pul- 
leys have increased belt life on 
many installations from 25 to 400%. 
The savings your customers realize 
from the use of these pulleys will 
help build good will for your com- 
pany. In addition, you will receive 
substantial profits from the sale— 
both from the initial sale and from 
repeat sales of these units. 


“Belt-Saver” protects belts from 
abrasion and injury by preventing 
material from building up between 
the belt and the pulley face. Any 
such material as sand, gravel, stone, 
coal, ore, etc. is ejected by the 
unique design of the pulley before 
it can damage the. belt. 

Available for immediate stock. 
Prices and other details on request. 






Used as elevator 
belt pulley 


Used as tail pulley 
on belt conveyor 


HEADQUARTERS FOR— 


oe zVze. 


7 &4 
=a } A 
BEARINGS CONVEYORS 








PULLEYS —- 


SPROUT-WALDRON G&G CO. 


Manufacturing Engineers 


MUNTCY PENNSYLVANIA 
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“ALLIGATOR” “CARSON”-"NEWTON” “ALLIGATOR” 


SWISS PATTERN AMERICAN PATTERNS ROTARY FILES 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


Today our plant is at top speed serving AMERICA. 
Perhaps we can serve you. 





CARSON NEWTON CO. 
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Belleville, N. J. 
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There are, of course, many other eco- 
nomic factors which will have an effect 
on the course of business over the year 
1947. We have suggested here and as 


’ an example only one type of adjustment. 


If construction really gets going in 
1947, it could exert an upward pressure 
on all segments of the economy. Cer- 
tainly, it would appear that the heavy 
deferred demand for all sorts of con- 
sumer and industrial products coupled 
with the tremendous volume of savings 
hands of individuals and cor- 
porations should assume high level op- 


in the 


erations over the next several years: 
While we may get an adjustment dip in 
1947, there is no reason to believe it 
will be more than a dip. The forces mak- 
ing for a depression are not visible in 
the present situation. 

For distributors and their salesmen, 
the year 1947 should be as good as 1946. 
The dip in industrial output, should it 
develop, will, of course, have an ad- 
verse effect on sales, but the year should 
average close to 1946. 





Selling 
Comfort 


(Continued from page 89) 





prospect for any of the three items, the 
salesman consults this expert who aids 
him in planning his future course with 
a prospect. These firms minimize their 
reliance on manufacturer assistance on 
installation problems. 

The set-up of the Industrial Supply 
Corp. is typical of the 
methods employed by those distributors 
who have found these lines profitable. 
The task of educating and keeping sales 
men informed on the fundamentals and 
developments in heating and ventilating 
is the responsibility of E. R. Lindstrom. 
vice-president. As an experienced engi- 
neer, Mr. Lindstrom conducts meetings 
and discussions on technical aspects of 
the products in order to acquaint the 
salesmen with the possibilities of sell- 
ing them in plants which do not use 
them. “The average industrial supply 
salesman.” says Mr. Lindstrom, “need 
not be an engineer to spot sales oppor- 
tunities, or even to make a sale. How- 
ever, by supplementing the salesman’s 
effort with engineering, the distributor 
secures tangible advantages.” To sup- 
port this statement, Mr. Lindstrom 
pulled from his job layout file, a 
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WELDERS FOR 
EVERY NEED 


DARREICEN 


The Larkin 


Ranger 
This easy-to-operate 


FARM WELDER 


can be used 







anywhere 


\ 


Power factor corrected 
for all requirements 


\ 


Gives sound welds 
at any heat 


\ 
Complete — with all 
accessories 


Here's a portable farm welder which welds at any 
heat by just twisting the handle on the top. Meets all 
R. E. A. and rural power company requirements all over 
the country. A 3 K. V. A. transformer is adequate. Two 
sizes: Range 20 to 130—20 to 180 amperes. Approved by 
Underwriters Laboratories. Comes complete—ready to 
use. Also available without carriage. 


Larkin Welders are Known For 
Positive Control, Wide Range and Fast Output 


LARKIN ARC WELDERS have a record, for fast, strong welds at 
lower wattage ... steady voltage ... smooth flow... better 
control ... wide range... easy arc ... uniform welds at all 
heats. Sizes from 75 to 500 amperes. 


LARKIN SPOT WELDERS have solenoid-operated air cylinder 
which provides instant action ... positive contro] . . . and the 
fastest work obtainable. Downward stroke is definitely aligned 
by dual plungers—prevents skidding between tips. Accommo- 
dates all types of work. Also foot operated models. Sizes from 
5 to 250 K. V. A. 


DISTRIBUTORS: 


Larkin is the only manufacturer offering a complete line of 
arc, spot, projection and butt welders. Some territories, with 
splendid opportunities for distributors, are still available. 
Write today for full information. 


LARKIN LECTRO PRODUCTS CORP. 
158 W. 146th Street, New York 30, N. Y. 
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WAA solicits bids for approximately $1,000,000 worth of 
abrasives of the following types: grinding wheels, abrasive 
cloth, paper, belts, sticks, stones and hones—all sizes and 
specifications. The offering includes both new and used ma- 
terials; inspection may be made prior to bidding at any 
Regional Office holding the inventory. Priority claims have 
been satisfied and there will be no delay in delivery. 


Sales of Abrasives will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 
below asking that your name be placed on their mailing lists. 


BOSTON - PHILADELPHIA - CHICAGO - CLEVELAND 
DETROIT + ST.LOUIS + LOS ANGELES 


OFFICE OF GENERAL DISPOSAL 







x 


WAR ASSETS ADMINISTRATION 





Offices located at: Atlanta « Birmingham « Boston + Charlotte « Chicago « Cincinnati « Cleveland « Dalles 
Denver - Detroit « Fort Worth « Helena - H e Jack ille « Kensas City, Me. « Little Rock « Los 
Angeles « Louisville « Minneapolis - Nashville « New Orleans « New York « Omahe « Philadelphia « Port- 
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Through WAA you have a rare chance to get needed 
welders at minimum cost. All machines are of such 
well-known makes as Lincoln, Hobart, Westinghouse 


we SE 1 —all will give years of hard service. 
| vies oi Weed A RE ae Oe _J , ‘ 


INVENTORIES ARE LOCATED TYPES AVAILABLE: 





DC welding machines; electric motor driven generator; single operator type; 
ESE CITIES: ~ ° ° 
IN TH 200, 300, 400 and 600 ampere capacity. 
Atlanta Little Rock AC welding hines; single operator, transformer type; 300, 400 and 500 
Boston New Orleans om 
pere capacity. 
Birmingham Houston 
Cleveland Portland, Oregon AC welding transformers for use in automatic are welding process. 
’ 
Detroit Philadelphia 
Fort Worth Pa nary See our display booth at Western Metal Exposition and Congress 
Sedesadiie Sen Matente Show at Oakland, California, March 22 to 27, 1947. 
Louisville Seattle All are welders are sold under existing priority EXPORTERS: Your business is solicited. If 
Los Angeles San Francisco regulations, VETERANS OF WORLD WAR sales are conducted at various levels you will be 
II are invited to be certified at the War Assets considered as a wholesaler. Any inquiries con- 
. Offic Administration Certifying Office serving their cerning export control should be referred to 
Write to the above Regional es to have area, and then to purchase the materials offered Office of International Trade, Department of 
your name placed on the mailing lists for herein, Commerce, Washington, D, C. 


equipment of this type. 
















aneneeamenseeeee oreice of Gtrataat oiseposat 
pre | 
on eenmens eae ene WAR ASSETS ADMINISTRATION 
Millions of pounds of welding elec- 

trodes, welding rods and welding Offices located ot: Atlanta + Birmingham + Boston + Charlotte + Chicago 
wire of carbon steel, stainless steel Cincinnati « Cleveland + Dallas « Denver . Detroit +» Fort Worth » Helena 

rrous metals Houst « Jack ile « Kansas , Mo. « LittleRock + Los Angeles « Lovisville »« Minneapoli 

end non-fe » Nashville «+ New Orleans «+ [wee Omaha + Philedelphia “ ‘Pestea, Ore. > Gibned o St. Loule 

Salt Lake City « San Antonio « San Francisco «+ Seattle + Spokane + Tulsa 1026 
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GJ)WALDEN « WORCESTER 


lesen s a New 
STANDARD of STRENGTH 
insocket wrenches 


Above, Improved 
new WW design, 
cross section 


Right, Conyention- 
al socket, cross 


section | 


oa J 
// 
This new line of Walden-Worcester 

VW socket wrenches gains its greater 
strength from an improved method of 
manufacture, Force Forming. 
Compression rather than the conventional 
cutting forms these sockets. This strength- 
ens the steel, and avoids breaking the 
fibres, a major cause of tool failure. 

A cold process, Force Forming retains all 
the alloying properties of the original 
triple alloy steel. 

Sockets, clean and uniform, can be used 
to their full depth since space-wasting 
shoulders are eliminated. 

Chrome: plated and highly polished, all 
surfaces are satin smooth. 

Write Dept. K for full information. 


Over 40 Years of Master Toolmaking 
Wide N 








| PROVED BY LABORATORY TESTS 











And there’s a reason..... 


It does the job because it is simple . . . just 2-moving 
parts— each self supported. It operates at low speed 
resulting in longer, trouble-free life. There are no gadgets, 
springs, timing gears etc. to get out of order. 


It's self-priming . . . moves the liquid without pulsation. 


——, Delivers against discharge pressures of 50-100-200-560 
a: psi depending upon the application and construction. 
ps4 


Write tcday for folder 46SMM. 

gee O™ 
catsloa he 
Se VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 































Show Food Processors Amazing 


PlasT ex Belting and Increase Sales 


This new PlasTex long life belting is impervious to oils, greases, acids, 
akalis and moisture — and is easy to keep clean. 





Although introduced only a few months ago it is already in use in many 
of the country's leading food processing plants. Get your share of the 
profits by recommending PlasTex for all food conveying jobs. 


Write Dept. B for sample and 
Distributors’ Profit Story today! 


BUFFALO WEAVING & BELTING COMPANY 
Buffalo 7, N. Y New York 


Serving tndustry for Ov 


| Chicago 


er Fifty Years 
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folder containing unit -heater installa- 
tion layout for a textile mill with 


specifications which called for pipe, 
fittings, valves, strainers, gauges, etc., | ? 
in addition to several unit heaters, the : 


object of the original sale. Moreover, 
in such an installation, a need for such 
an item as a condensator pump or new 
boiler may develop and this can be 
included in the job specifications, and 
most likely, in the sale. 


Spotting Possibilities 


The usual development of such a 
prospect is through the salesman’s alert- 
ness in spotting sales possibilities of 
such items in the various plants he 
visits. After introducing the proposal 
for heaters or fans to the proper plant 
official, the salesman consults Mr. Lind- 
strom who may or may not be familiar 
with the plant. Mr. Lindstrom obtains 
preliminary details from the salesman | 
and advises him on other technical | 
points to be brought up on the next | 

| 
| 
| 
| 





visit to the plant. 

The salesman’s task then is to intro- 
duce Mr. Lindstrom into the picture as 
a consultant at the first opportunity. If 
the plant decides on improvements in- | 
volving unit heaters or fans, the plant | yy. 
official generally avails himself of this | Mind 


service. Noy 
From then on, the “selling” opera- | eco ade = 


tion is in Mr. Lindstrom’s hands. He 














makes a survey of the customer’s plant, 
noting all essentials data. In the case 


of unit heaters, this includes room in shop practice. And there are just two 


temperature to be maintained. steam things to remember about selecting 
pressure available, area of walls, win- 
dows, doors, floors, ceilings, skylights. 
the cubical content of area to be heated, | type of hoist or trolley for your particular 
air changes per hour desired or recom- | kind of work. Second, get the best 
mended, and air infiltration, plus pre- | : “ 
vailing winds and mean and extreme 
outside winter temperatures. This in- “Use ForD Triblocs’’. ‘Capacities 250 
formation determines the BTU require- 
ments and tables provided by the manu- 
facturers will supply the remaining keys 
to proper recommendations. add up to long-time efficiency. 
In many instances this calculation 


| 
| 
| “Handling” is a pretty important operation 
| 

handling equipment. First, get the right 


make you can find. So we say it again— 


pounds to 40 tons. Fewer working parts, 
rugged construction, improved features 


may be made by salesmen but the 
main purpose at Industrial Supply 
Corp. is to see the selling job “whole”. 
not in terms of single units. Mr. Lind- 
strom studies the data and requirements 
and then proceeds to draft the layout 


Cc re] York, Pa., Chicago, Denver, Los Angeles, Philadelphia 
Portland, San Francisco, Bridgeport, Conn. 







in what he calls his “working sketch « 
pad”. His purpose is to design a sys- | . 
tem to give the customer the most efh- | Bde. FORD CHAIN BLOCK DIVISION 
cient heating or ventilation possible * Acs AMERICAN CHAIN & CABLE 
with the prevailing conditions. The re- | ~ Cf Z| 

ae Y 





TF Bittiness for YOU? Safety 


fined and accepted layout plans are 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essen- 
tial industry — wherever 
chains are needed, you'll 
find Wesco Chains doing 
a better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 
BELMONT AVE. CHICAGO 13, FLL. 





WISCONSIN 


“Grip- 


. S80 amazing is its performance, original 
the 


Send today for the folder 
RACIN E_ 


that gives full facts on the easy 


So startlingly new is this product, the field is virtually 
operation and simple, rugged 


untapped .. 
that make the ‘“Grip-Master” 


exclusive features and prices 
practically sell itself. 


Master.” Get the details on the 


construction of 
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AND FIXTURE COSTS 
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Dept. 
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LUBRICATOR 
COMPANY, INC. 


24 Home Street, Elmira, N. Y. 


Swift has a complete line of low and high pressure 
water gauges .. . self cleaning, automatic or plain, 
rough or polished, and with or without shut-off valves. 
These can be supplied with any length, size and style 
of Pyrex gauge glass and guards. 

Swift liquid level gauges are used as standard 
equipment by leading manufacturers of boilers, tanks, 
traps, filters and similar products. 

Swift products are backed by more than 
60 years experience in the manufacture of 
quality brass goods. 

Write for your copy of latest catalog. 








Water Gauges 

Gauge Cocks 

Tubular Gauge Glasses 
Air and Pet Cocks 
Lubricators 

Grease and Oil Cups 
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No wonder wholesalers are enthusiastic 
about the Heinrich “Grip-Master.” Used 
HEINRICH 


SELL UP TO 75% Saucuge ON JIG 


NATIONAL MACHINE FOOL CO. 
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blueprintedwéor-job use-.and.for-fling = 
in Mr. Lindstrom’s office for future 
reference in the event of contemplated 
changes or trouble. Since many plants 
which have maintenance staffs like to 
have Mr. Lindstrom look over the in- 
stallations, he makes notes of his ob- 
servations on Sound Scriber records 
which are cross-filed with plans. Even 
if the plant has no maintenance staff to 
do the installing. Mr. Lindstrom checks 
over the contractor’s work and makes 
notes also for filing. This file facilitates 
handling orders for replacements in the 
future or answering questions about the 
installation long after the job is done. 


WISCONSIN 


RACINE. 


It is also a source of protection against 
future trouble since Mr. Lindstrom can 
consult his specifications and notes on 
the job instantly and discuss the trouble 
without recourse to memory. 


. 
= 
% 
= 
. 
= 
% 
> 
= 
e 
y 
= 
7 
a 
~ 
QO 


167-C. 


Monthly Meetings 


Dept. 


Mr. Lindstrom conducts monthly ses- 
sions for Industrial Supply Corp. sales- 
men and these are usually of an in- 
structive nature, dealing with products 
and product applications. The discus- 
sion of salesmens’ problems is encour- 
aged and solutions for each are worked 
out for the benefit of the staff. 

The engineering phase of selling and 
servicing such products as unit heaters 
and ventilating fans is also emphasized 
by W. M. Given, vice-president of The 
Young & Vann Supply Co., Birmingham. 
Ala., in which these lines have earned 
their place as regular items. Young & 
Vann prepares their supply salesmen 
with a series of courses on products, 
applications, installation data necessary 
for estimating number of units needed 
in any given location as well as other 
factors affecting operation. With this 
background, the average supply sales- 
man is regarded as capable of spotting 
plants, factories, shops or other indus- 
trial establishments where the products 
can be utilized. To supplement the 
salesman’s efforts, Young & Vann has 
one person trained to handle estimates 
and provide heating and ventilating ad- 
vice of the advanced sort. This provides 
the salesmen with a consultant on pros- 
pects, their plants, problems and es- 
timates. However, the firm also makes 
extensive use of factory representatives 
for knottier problems as well as for 
sales meetings devoted to these prod- 
ucts, a 

In the same city, the Pate Supply Co. 
finds no difficulty in having its regular 
salesmen sell these products either. 





NATIONAL MACHINE FTOOCOL CSO. 






















Faster Production and Lower Costs, that’s what 
your customers want these days. It's the key to 
merchandising the Complete Line of Fast Selling 
Marquette Welding Equipment. Marquette “In- 
stant Arc” A.C. Welders are low in cost three 
ways ... Low Initial cost . . . Low Operating 
cost ... and Low Maintenance cost. Sell High 
Quality, dependable Marquette Welders for all 
Production and Maintenance jobs. Set yourself to 
make regular additional sales on Marquette 
Electrodes, Gas Rods, Oxy-Acetylene Welding 
and Cutting Equipment, Acetylene Generators, 
and all Welding Accessories. Take full advan- 
tage of Marquette’s extensive advertising by 
carrying full stocks. 


MAgQuetre 


A.C.WELDERS 


Special transformer design de- 
livers “Instant Arc Striking” 
without extra high frequency or 
booster gadgets. Built-in Capaci- 
tor models for High Power Fac- 
tor. Telnic Bronze plugs and 
sockets in high amperage heat 
stages double current carrying 
capacity. No “Magnetic Blow”. 
Sell the Best . . . Sell Marquette 
—go Forward with Marquette! 










EQUIPMENT 


A.C. ARC WELDERS - ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 
ACETYLENE GENERATORS - ACCESSORIES 






MARQUETTE MFG CO INC 


MINNEAPOLIS 14 MINN 
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KNOCKOUT IN FIRST ROUND! 


There's plenty of fight in 
this CLEMENTS-CADILLAC 
CLEANING TOOL. It oper- 
ates as a combination blow- 
er-suction cleaner, and routs 
Dirt, Dust, and Grit from 
every crack and crevice of 
machinery and equipment. 


Dirt, Dust, and Grit haven't 
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CLOVER LINE 





—inall grains, 


CLOVER COATED ABRASIVES, 


grades, backings, coatings, sizes and shapes. 


“COVER COMPOUND | 
Mrs cainoing . ous 
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CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


ee — 


¥ 









CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 
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TIME - MONEY ' omy, ; 
MACHINERY It knocks ‘em out ame of using 
EQUIPMENT with ONE BLOW b——, for spott 
—in just a few available 
POWERFUL, EASY-TO-USE seconds. aa e LAC Ommemen assi 
CLEMENTS IN LEADING branch o 
INDUSTRIAL Aderable 
MAGAZINES Bi ineer 
portable electric ! phasized 
CLEANING TOOLS IF YOU installin, 
GET DAMAGING DIRT OUT OF WANT A _ 
HARD-TO-GET-AT PLACES BY p ° capable 
BLOWING & SUCTION heaters 
Manufactured by SELLER Hajoca’s 
CLEMENTS MFG. CO. WRITE US Bieustome 
6624S. NARRAGANSETT AVE. up moore. Mm FOR DETAILS Bhmendati 
CHICAGO 38, tit. KAustaAreo i The firn 
a develop: 
neering 
The | 
ers and 
tributor 
Willian 
treasure 
Co,. G 
predict: 
attracte 
A Feature of the are ge 
Kalamazoo Metal Cutting Band Saw— ng 
P ase ¢ 
ee ‘ numbe} 
The adaptability of the Kalamazoo Metal Cutting Band Saw to all a 
: ° ° ° ibuto: 
types of cut-off jobs is truly amazing. Heavy bars—tubing—hard ae 
metals—or soft metals can all be cut rapidly and accurately—as there al 
is an instant adjustment to provide the correct saw blade pressure. my mn 
us S€ 
A lever operated cam having five positions is within easy reach to since 1 
quickly adjust the spring tension to the job. Four holes are also pro- nn: fe 
vided to change cam location to compensate for weakening of spring. 7? 
Ask your dealer or write direct for complete information. ing st 
tract { 
ona fi 
MACHINE TOOL DIVISION items 
Kalamazoo Tank & Silo Co. Kalamazoo 16, Mich. engine 
In Canada—Bridge Machinery Co.—Montreal 9 
and ve 
dustri: 
; ae 
Kalamazoo Metal Cutting Band Saw Es 
MILL SUPPLIES © MARCH, 1947 





































». J. Pate, owner, is a trained engineer 
nd provides both salesmen and cus- 
pmers with whatever heating and ven- 


le of these products at Pate Supply 
s abetted by devoting considerable 
portions of the floor display to ventila- 
ors and blowers. Since unit heaters 
re used inside the company’s building. 
he sight of them in use is the best 
ossible display. 


Engineer Cooperation 


of using all salesmen as “bird dogs” 
for spotting prospects with an engineer 
available to give customers and sales- 
men assistance, the Chattanooga. Tenn.. 
branch of the Hajoca Corp. tackles con- 
siderable new construction through its 


installing contractor in sales and where 
a customer has no mechanical staff 
capable of doing his own installation. 
heaters are sold to the contractor. 
Hajoca’s engineer cooperates with the 
customer and the contractor with recom- 
mendations, layouts and specifications. 
The firm also conducts clinics at which 
salesmen are kept informed about the 
developments, prospects and basic engi- 
neering relating to these products. 


Future Exploitation 





The future exploitation of unit heat- 
ers and ventilators by industrial dis- 
tributors is a certainty according to 

Fs} | William D. Anderson, president and 
'’) f treasurer of the Gastonia Mill Supply 
1 Co,. Gastonia, N. C. Mr. Anderson 
‘| predicts that more distributors will be 
attracted to these lines because they 
are geared through organization and 
service to sell them. The engineering 
phase of selling can be applied to any 
number of similar items sold by dis- 


7 tributors such as power transmission, 
. steam specialties, light machine tools, 

etc., which gives those distributors with 

this service an advantage. However, 
° since unit heaters and ventilators can 
il also be sold as packaged goods (that is 
J: to customers with their own engineer- 


ing staffs and to customers who con- 
tract for all repairs and installations 
on a fixed fee basis), this makes these 
items attractive to distributors without 
b. engineering service. 

Mr. Anderson admits that unit heaters 
and ventilators can be sold by any in- 
dustrial supply salesmen with aptitude 
for selling and, with customers who 








egineer. J. G. Gilliam, manager, em- | 
phasized the need for protecting the | 


ating engineering is necessary. The | 


Although it follows the same pattern 











JACKSON | 


— the LINE of DISTRIBUTOR PREFERENCE 





¥ 








Experience gained over the past seventy 
years has been applied in the development of 
JACKSON products to make them sturdy, de- 
pendable and long-lived. JACKSON products 
offer the outstanding advantages of having 
been time-tested and proved under practically 
every service condition. There are no “weak 
sisters” in the Jackson line. 


From one source of supply it is therefore possi- 
ble to meet all requirements of your industrial, 
railroad, contracting and road-building custom- 
ers. These users have supplied the proving 
ground from which has grown their preference 
for JACKSON products. The preference on 
which alert distributors are building wider and 
bigger business. 











JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 


Est. 1876 
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lems. 
Production on this new high speed, pre- The Milwaukee PROFILE GRINDER is de- « heater 
cision grinder is now in full swing. You signed for internal and external precision The key to the 
se GBR power and speed of but th 
can take orders at once... on a “normal grinding of hardened steel parts for tools, ATLAS Car Mov- ted 
delivery” basis. No waiting, no substitu- dies, jigs, fixtures, cams and templates. ae gg a rec _ 
tions necessary. Get display samples now It is especially adapted to close tolerance enciroted. — 
and start to do a profitable business im- grinding of curved surfaces and irregular ° servic 
mediately on both the Milwaukee PRO- inside contours. Guide lines are easy to Oat —— ing co 
FILE GRINDER and the Milwaukee DIE follow. May be used for Tool-Room, Ma- business oties AT- sees tl 
FILER. Write for Illustrated Bulletins, chine Shop or Production Grinding. var } B ay tors hb 
wo indispensable where even | 
‘ a customer has a , 
ASK ABOUT NEW DISCOUNT SET-UP FOR siding. Freight cars is cor 
MACHINERY AND MILL SUPPLY DEALERS are at a premium, . 
DIE FILER therefore, shippers an ini 
; and receivers of . 
— 2 ee OR 7] Ps freight NEED them maint 
chine—for filing, saw- ; have them 
ing and lapping straight YY, ready, 
lines, plane surfaces 
and sharp corners i APPLETON-ATLAS CAR MOVER CO. 
the softer metals, coat qr iaeal & MANUFACTURING CO. 1533 No. 6th St 
h ra ‘ ° . 
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j 4 " Graft. 
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by means of thumb sacha 
GENERAL PURPOSE lever which operates — 
uses 
TUNGSTEN CARBIDE TOOLS check valve. Howe 
@ Seamless drawn steel the fi 
Low in price! Increased production! Lower costs! bodies 90 pe 
Standard tools handle 90 per cent of your ma- @ Seamless welded stee! on th 
chining requirements on cast iron, hard rubber, spouts Graft 
fibre, bakelite and tough alloy steels. Buy them @ Bottoms welded to to do 
\ by the box from your Mill Supply House. bodies meen 
@ Handles welded to the p 
bodies to fi 
NEW DESIGN WILLEY'S 710 ; cae ; 
‘ @ Positive working valve avail: 
For cutting tough alloy steels. Can “ 
MASONRY DRILLS be used to tip any of the tools in + ae from end of to us 
Stay sharp many times longer. Go Willey's Catalog or to make special ig heatii 
for weeks without sharpening. Use tools to your specifications. © Bette cotafersed wtth 
with portable drill or hand brace. steel band VA inch wide consu 
Sizes from 3/16" to 2°. Should be MILL SUPPLY HOUSES welded to body As 
in every maintenance man's kit for Only a few territories yet open for * 
bts : : w 
drilling concrete, brick, marble, tile, standard and special cutting tools, A strong, durable valve ide 
— asbestos, etc. Fast, quiet, drills, reamers, grinders and dia- il t d f each 
omcont. mond tools. Write or wire at once. oller — ee or make 
WRITE FOR WILLEY’S CATALOG 29 ON COMPANY LETTERHEAD workmanship and qual- gauge 
ity material. te cel 
Order from your distributor, or write boost 
A ’ 
WILLEY’S CARBIDE TOOL CO. these 
E MAKERS OF WILLEY'S METAL EAGLE MANUFACTURING COMPANY effi 
a . ‘ . 1€ 
1342 W. Vernor Highway Detroit 1,. Michigan Dept. MS3 Wellsburg, West Virginia Soma: 
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have their own engineering and mainte- 
nance staffs, these salesmen can also 
employ the “sell-them-more” idea by 
simply looking for the extra business 
that goes with such sales. In short, the 
distributor has a wide choice of method 
to employ in selling. 

At the Mills & Lupton Supply Co., 
Chattanooga, Tenn., the selling of unit 
heaters is simplified by the fact that 
the firm has a plumbing and heating 
division headed by John Clark, whose 
experience in this field qualifies him to 
advise on installations and other prob- 
lems. Salesmen are instructed in unit 
heater requirements and_ possibilities 
but their efforts are almost solely di- 
rected to plant heating or maintenance 
engineers. Where the plant has no such 
service, the salesmen sell to the install- 
ing contractor. Mr. Crimmins also fore- 
sees the possibility of industrial distribu- 
tors handling more of these items and 
even air conditioning supplies since he 
is convinced that contractors indicate 
an interest in installations and not in 
maintaining inventories. 


Instructs Salesmen 


Convinced of the economy and effec- 
tiveness of unit heaters. any salesman 
can go out and sell these products, 
according to E. B. Graft, partner in 
Graft-Pelle Co., Loyisville, Ky. Mr. 
Graft isn’t convinced that unit heaters, 
ventilators and fans can be sold widely 
without some engineering. His firm does 
all it can to instruct salesmen about 
ordinary engineering requirements and 
uses factory men in unusual cases. 
However, under Mr. Graft’s supervision 
the firm is able to take care of at least 
90 percent of the sales without calling 
on the manufacturer for assistance. Mr. 
Graft said, the point is that you’ve got 
to do most of this work yourself. This 
means inspecting the plant purchasing 
the products, collecting necessary data 
to find BTU requirements, facilities 
available, whether it is more economical 
to use steam, gas or electricity as the 
heating medium. Mr. Graft serves as 
consultant in the majority of the cases. 

As in other organizations seeking as 
wide a range of sales as possible with 
each of these items, Graft-Pelle Co. 
makes a particular point of stocking 
gauges, thermomenters and thermostats 
to sell with unit heaters. In addition to 
boosting sales, this extends service since 
these instruments promote economy and 
efficiency of unit heaters for the cus- 
tomer’s benefit. 
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6-Point Plan 
marketing pro- 
gram to build 
sales for you 
in 1947? 


If not, it’s 


SALES time to write 


ASSISTANCE 





for a presen- 
tation by an 
ALLEN sales 
Representative 


YOU’RE INVITED to sit in on a portfolio presentation ot (1) basic Allen 
policy in Distributor relationships; (2) analysis of your market for Allen products, 
and how we help you reach it; (3) analysis of profit potential and turnover of stock, 
by items; (4) pictorial demonstration of the tested Quality of Allen products; (5) 
synopsis of sales-advantages inherent in the product and (6) a summing-up of the 
sales assistance given our Distributors, with display of promotional pieces . . . The 
whole fits together in a DEFINITE SALES-BUILDING PLAN which /s working for 
hundreds of 'Allen Distributors and wi// work for you. 
Write us today #f you haven’t come in on it! 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD .* ALLEN He CONNECTICUT, U.S. A. 
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MORGAN VISES contribute reliable, efficient, and economical per- 
formance and that's why manufacturers like them for all types of manu- 
facturing. They stand up under heavy, constant use without sacrificing 
any of their precision or accuracy. Their extreme rigidity and depend- 
able strength are obtained by the use of a special iron which is 40°/, 
stronger than ordinary gray iron. MORGAN VISES are extra heavy 
and the weight is so distributed as to make them unbreakable even 
under very tough manufacturing conditions. The consistent quality and 
service characteristics are well known to plant men and make your 
selling a profitable venture. We always urge our industrial users to buy 
through their local distributor. 


¢ Machinists Bench e¢ Solid Nut 

¢ Combination Pipe Continuous Screw 
e Coachmakers ¢ Quick Action 

a 


Woodworking e Lightning Grip 


MORGAN VISE CO. swsson serrerson sx. CHICAGO 6, ILL. 
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Mr. Graft emphasized. the neeessity in 
estimating heater requirements to err on 
the sufficient side.. In this. he was 
seconded by Oscar. P. Stoeker, sales 
manager, who advised - “over-selling 
heat” instead of “under-selling”’. The 
reason for this is obvious: if the plant 
has. a suffeient number of heaters -in- 
stalled, it can control the amount of 
heat dispensed, but if it hasn’t enough 
heating units, or heating capacity, you 
just can’t do a thing about it. Although 
manufacturers can. provide general 
weather estimates for each-section of 
the country, Mr. Graft advises each dis- 
tributor who offers engineering service 
in selling unit heaters, to check the ex- 
treme and mean temperatures of his 
own locality with local weather bureaus. 
This is important in getting the right 
amount of heating capacity in the cus- 
tomer’s plant. In Louisville, Graft- 
Pelle Co. has found that installations 
suitable to heat plants efficiently for an 
extreme of zero temperature takes care 
of extreme weather conditions and 
makes satisfied customers. 

Graft-Pelle Co. follows the same 
policy in selling these products as 
other distributors, i.e. selling direct only 
to plants which do their own installing. 
Most of the sales are spotted and serv- 
iced by salesmen with Mr. Graft’s help 
but Graft-Pelle Co. found that a window 
display has brought in some odd cus- 
tomers for ventilating fans and blowers 
—little restaurants, shops, and out-of- 
the-way establishments. The blower can 
be made into an animated display. 
Like many other distributors, Graft- 
Pelle Co. has several unit heaters in- 
stalled in its own quarters which makes 
demonstration and display quite utili- 
tarian and effective. 





Making Yourself 
Essential 


(Continued from page 93) 





many large jewelry plants to convert 
much of their production to vital de- 
fense. For example, Hingeco Vanities, 
Inc., obtained several government con- 
tracts and produced millions of military 
badges, as well as thousands of dollars 
worth of bullet dies. Although the 
product was different, the tools and 
supplies used were, in the main,. the 
same as those employed in jewelry 
manufacture. 
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\ 4 
™ The increased demand for jewelry, ine . 
* concurrent with conversion of many 
as large producers to war work, inevitably | 
es led to formation of new concerns in the | 
1g jewelry manufacturing field. It is the | Bronze to Bronze 
* opinion of Mr. Burns and the estab- | 
nt lished manufacturers he serves that the 
n. return of competition will result in the ib 
of disappearance of most of these small Seated in Gi True 
sh firms that sprang up during the war. 
” The credit situation is reflecting a trend 
le in that direction, and resumption of | 
al “normal conditions” is looked for in Vb Jo 
aa the industry. The bulk of the business af 14 
* is again being done by the old, estab-  P 
- lished manufacturers. . 
= 
1is 
bt Tool Shortage 
us- : 
ft. | There have been serious shortages of | 
vant special tools used in jewelry making 
pa as a result of the war. As an example. | 
wit the highest quality engraving tools came | 
nd originally from abroad. When European 
industry converted to war production, 
the flow of these precision tools stopped. 
me ; 
o Because of cheap foreign labor before 
ie the war, no domestic plants had been 
established to produce these tools which 
ng. i 
hod are hand-made. Consequently, when the 
ne foreign supply dried up, there was no 
vel domestic source to take its place. Prac- 
ate tically the same circumstances apply to 
bod piercing saw blades. When the quality 
of. supply from Germany was stopped, 
blades made in Switzerland helped to 
can : e € 
ioe relieve the shortage, but the Swiss-made M k D T 
oh. product is inferior to the German, in Cc Qs ar fi | Ons 
“a the opinion of jewelry manufacturers, 
wa tig i hye handicaps and — 
ons ages, which still exist to some degree, 
al the jewelry industry is looking forward oFIT TIGHTER *LAST LONGER 
very optimistically to the future. Even 
though the war curtailed much produc- eCOsT LES s 
aes tion, it expanded the demand for jew- 
elry, and a large part of the increased Because its two bronze seats are precision-ground to form a true 
one a onqnated —V ball joint, the Dart Union makes a drop-tight connection without 
Equally optimistic is Mr. Burns esti- 
mete of the feeee of ble fem As 2 excessive wrenching. It uncouples just as easily—may be used 
source of supply for a diversity of per- over and over again wherever needed—is thus the least expen- 
__ ishable tools and supplies, and with a sive in the long run. Made 
reputation wieinendes is eer of high-test alrrefined mal- 
—_ of ever-increasing sales to the jewelry . ait f ‘ 
de- industry. leable iron, it is practically 
ties, “And there are always new develop- unbreakable. It pays to 
con- ments coming along,” he adds. “One of demonstrate Dart. 
tary these is gold and silver casting of fine 
lars jewelry. Casting of rings is much 
the faster than former methods, because it UNIONS 
and eliminates piercing and graving. Of t 
the course this will eliminate, to some ex- E. M. DART MFG. CO., PROVIDENCE 5, R. I. .a 
elry tent, the market for these special hand 
4 tools, but it will introduce other new 
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“AIR KING” 


Quick-Acting, Universal Type 


HOSE COUPLING 


Outstanding in strength, efficiency and diversity 
of indoor and outdoor applications. No parts to 
foul up and cause delays. Locking heads all one 
size, regardless of hose or I.P. size. Hose Ends 
have corrugated shanks. Male and Female Pipe 
Ends have standard I.P. thread. Patented lock- 
ing arrangement for ertra safety. Malleable iron 
(cadmium plated) or brass. 


"3500" STEEL NIPPLE 


Machined from cold-drawn steel bar stock, then 
heat treated for extra toughness and durability. 
Made with large capacity bore, in all sizes. 
Shank is deeply corrugated, and rounded on 
end to protect hose tube. Collar back of hex 
portion engages extensions on ‘*Boss’’ 
Sizes 4%” to 1”. 


or “Air 
King”’ clamp. 


"DIXON" 
OXY-ACETYLENE HOSE 
COUPLINGS 


Carefully machined from solid brass bar stock. 
Three parts, illustrated, are coupling with left- 
hand thread; coupling with right-hand thread; 
and connecting spud. All are designed to form 
ground joint, washerless connections. Threads 
are standard oxy-acetylene coupling threads 
and make a perfect fit on welding equipment 
of all makes 


“DIXON” BARBED 
AIR HOSE NIPPLE 


For air lines to all types of small pneumatic 
tools. Made from solid brass bar stock. Male 
has standard I.P.T. and large hex portion. 
Female has hex swivel nut, and stem with 
radius head rounded to correct contour for 
perfect sealing. 


SOLD IN ACCORDANCE WITH OUR 
ESTABLISHED DISTRIBUTOR POLICY 


DIXON 


VA 


VAN 


LVE/7& COUPLI 
FA RER F Ha “ 
ia KING AIR KING Dix 

PLINGS, NIPPLES, MENDER 


NG 


‘wele. 


{ Factory, PHILADELPHIA 22, PA 


Bien 


CO 


1 we 


LAMPS 








ANNOUNCING 
THE wll COST CAPCO 
+ |DOCK COVER 


=? 3 
Completely encloses the space between dock and 
car door. 


(TOP-SIDES-BOTTOM) 


PAYS FOR ITSELF QUICKLY 
EASY TO INSTALL 

EASY TO OPERATE 
DURABLE—LONG LIFE 
PREVENTS ACCIDENTS 
FIREPROOF—WATERPROOF 


PATS PEND. “YOU'LL SELL A MILLION” 


WAS WHAT ONE INDUSTRIAL EQUIPMENT DEALER SAID 
WHEN HE SAW CAPCO DOCK COVER 


Simple, rugged, perfectly balanced construction easily operated by one man. Capco Dock 
Cover pays for itself many times during the years of trouble free service it gives because it 
insures against lost time, wet merchandise, loss of heat or refrigeration and reduces accidents. 
Makes every freight handling hour productive—profitable. 


(Advertised in Industrial Equipment News, Mill & Factory and similar publications.) 


AGGRESSIVE SALES ORGANIZATIONS ARE INVITED TO INVESTIGATE, 
MUCH VALUABLE TERRITORY STILL OPEN 


WRITE FOR FULL PARTICULARS 


CANVAS PRODUCTS COMPANY of Kansas City 
622 PROSPECT AVE. KANSAS CITY, MO. 











EXCLUSIVE MANUFACTURER 

























Foot Control Leaves 
Both Hands Free Te Work 






Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 

fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 

milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 

precision-built; exerts a grip of 15 times air line pressure; Tried once § 90 

re-ordered in quantity. With Foot Control Valve, Air Hose & Fittings, only 29 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES * AIR REGULATORS + AIR FILTERS * PORTABLE COMPRESSORS * PAINT SPRAYERS 





AT A PRICE! 


AMERICA'S MOST TALKED-ABOUT VISE 
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methods that will require other machin- 
ery and tools. We know from experience 
that whatever helps the industry to 
produce better and faster, helps us, 
too.” 

Mr. Burns has also put past experi- 
ence to good use in integrating his serv- 
ice to the three industries,—jewelry, 
textiles and machine shop. Several years 
ago one distributor, whose business de- 
pended almost completely on the jew- 
elry industry, put too many expensive 
eggs in one basket, according to Mr. 
Burns. They overexpanded and went 
out of business after 11] years, when 
the war interrupted jewelry manufac- 
ture. 

When Mr. Burns started his own sup- 
ply business in 1940 he took into ac- 
count the traditional seasonal fluctua- 
tion of the three industries that com- 
prise the bulk of his sales, and he 
planned accordingly. 

In peace time the seasonal in the 
jewelry industry offsets the seasonal of 
the textile and machine shop industries. 
The two big seasons for jewelry sales 
are Easter and Christmas, and jewelry 
manufacture slumps in the middle of 
the year, between peak demand periods. 
During this “slow” period jewelry 
plants retool and concentrate on shop 
repair and maintenance. On the other 
hand, textile plants and machine shops 
ordinarily have manufacturing let-ups 
during the first and last months of the 
year. In the summer months machine 
shops are making new production dies 
and tools for use by the jewelry plants. 

“The balance of these counteracting 
seasonals tends to stabilize purchases 
of industrial supplies,’ Mr. Burns 
points out. “That makes our season last 
all year.” 





Marketing 
in the South 


(Continued from page 97) 





worth remembering that buyers are too. 
Mr. Gould, Mr. Proven and Mr. 
French presented the same talks they 
did at previous conferences (Mitt Sup- 
PLIES, Dec. 1946 and Feb. 1947). 
Mr. LeNeave, speaking on the dis- 
tributor’s sales meetings, told of his 
company’s operations. Monthly meet- 
ings, he said, are held with manu- 
facturers’ men; another monthly meet- 
ing is held without representatives of 
sources; weekly sessions are held for all 














You can build your sales volume and your income 


by promoting Pyrene* Fire Equipment. Industrial 
operators and management are more aware of con- 
stantly increasing fire damages. Last year industrial 
fire losses were the highest in years. These losses 
are not only an economic waste, but the difficulty and 
cost of replacing equipment or rebuilding a plant 
now make fire losses a financial hazard and a slow- 


down to production. 


Pyrene first aid fire equipment located at strategic 
spots safeguards hazards; fire is stopped early — 
before disaster. Pyrene makes fire extinguishers for 
all classes of fires—ordinary combustibles, flammable 
liquids, automobiles and trucks, electric equipment 


and specialized industrial processes. 


Your customers know Pyrene—its name, its reputa- 
tion — over 40 years of fire protection service to 
Industry. Pyrene advertises consistently in national 
and technical publications to remind your customers 


that your services are available. 


*T. M. Reg. U.S. Pat. Off. 


Pyrene Manufacturing Company 


NEWARK 8 ° NEW JERSEY 


Affiliated with C-O-Two Fire Equipment Company 
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For over thirty years, machinists have relied on De-Sta-Co long-life steel | best t 
Spacers and Shims for milling, slitting and gang-saw set-ups and for he a 
shimming gears and bearings. Dealers are ee on the value of oo 
this name synonymous with quality. They vow that plenty of satis- CAP SCREWS © SET SCREWS questi 
: : OE Ait % 
faction goes along in every De Sta Co Precision Package. MILLED STUDS @ COUPLING BOLTS and d 
De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole SCREW MACHINE PRODUCTS oo 
diameters, up to 514” O.D., thicknesses from .001” to .125”, all with key- ic 
way. Shims are stamped and coined to commercial tolerances in the same Meet every requirement was | 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- for Quality and Precision (Wort 
uated decimal thicknesses; they're safe to stock, preferred in the shop. - ‘ 
i _ Seccaaties and mort poner ¢ the Soir ape is che 
Special spacers—thicknesses greater than | _. , Gistribut voapeste aaa a ey oe hy oe 
-125"—available in popular sizes, machined er ig al — ee “4 | duction “on “precision products only. LOttemitier Metho 
. ° Sta-U S Cc r Pier StOCK. } makes ft oss e for users 0 S$ products to stand- 
bar stock, hardened and ground, with stand- They're Precision Packages, too. | ardize ona source of supply for milled. screw prod- Mr. | 
ard keyways and thickness identification. Don’t Delay, Write Today. || ucts which pass the most rigid requirements for period 
, Write for catalog and price list. ¥ | ee cow Sen 
a wi of spe 
on An 
DETROIT STAMPING COMPANY | WM-H. OFfomilon TOM onin 
332 Midland Ave Detroit 3, Mich. | Shs 
YORK, PENNA. on “St 
Ans\ 
The Foley Automatic Saw k ROTARY MASONRY DRILLS 
Filer automatically cor- f[ 
rects uneven teeth caused 
oo a. ae * Cut Holes 4 Times Faster 
spacing—and keeps them * Stay Sharp Up to 50 Times 
that way. It keeps a new longer 
saw perfect! Foley-filed * Drill Any Type of Masonry 
oh oaeth ant Sast-—and : * Fit Any Rotary Drill, Drill | ANSW 
stay sharp longer. For Press or Hand Brace bk 
maximum sawing effi- 
ciency — investigate the 2. Dril 
Foley Filer. @ Offered at the lowest prices in history 
and advertised to a market of millions, 3. Rea 
new Carboloy Masonry Drills represent a 
booming market for aggressive merchan- to 40 p 
disers. No other masonry drill can match and re: 
its advantages in design, durability. The 
construction rush isn't coming—it's bere! rate of 
“ - Cash in now on Carboloy’s profitable re- 4 
. - | sale plan. Send for details today! Carboloy » (b). 
} Company, Inc., 11131 E, 8 Mile Rd., steel 
30 DAY TRIAL OFFER | Dewoie'2, "Btn . 
| 5. Rou 
The Foley Automatic is the ONLY ewe Filer that —_ -— smooth 
machine files 3 kinds of saws,—circular cross-cut saws | 
to 24’ in diameter, band saws up to 412" wide—all hand | 15 POPULAR SIZES 6. Stra 
saws. Your customers may have the privilege of a 30 day || acy asour spECcIAL : 
trial through you, on their own work. Actual use of Foley svace lengthy 
filed saws is more convincing than anything we can say. | GDRILL SET, 3/6", 4", . 
~ She’, %", 4" the file 
jar ] | 6e ’ d 
7 . AND %', IN rawiny 
FOLEY Caiomaic SAW FILER =| [ieee drew 
The Fol Filer i FOLEY MANUFACTURING COMPANY ae 
coy cular chateaut § 63 Second Street, N. E., Minneapolis 13, Minn. evolver 
vel on circular cross-cut § : : Solid round shank tipped with 
saws. It not only joints § Please send literature on the Foley Automatic . : % {e)- 
the teeth but keeps the § Saw Filer and dealer proposition. | Carboloy Cemented Carbide — 
saw perfectly round. : | hardest metal made by man. rope sh 
Foley-filed saws seldom § Name | 8. The 
crack or break. : r 
e be 5 Addvess _CARBOLOY MASONRY DRILLS| ,, 51, 
4 CEMENTED CARBIDE 
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except outside salesmen for discussion 
on price changes, new lines. ete. An 
innovation, he continued, is a lunch- 
hour demonstration meeting. These 
meetings, he explained, are completely 
voluntary on the part of employees and 
consist of having some equipment set 
up and showing how it operates. 

Mr. Kenny cited his company’s ex- 
perience in the field of market evalua- 
tion and stressed the need for installing 
a sales analysis program so that propor- 
tions received from each account can 
be established. 

Mr. Pidgeon called on both manu- 
facturers and distributors to “face your 
problems”. This, he continued, is the 
best type of sales promotion that can 
be done. He then posed a series of 
questions for each group, manufacturers 
and distributors. 

A summary of the day’s proceedings 
presented by Walter Kemphert 
(Worthington Pump & Machinery) who 
is chairman of the American’s Sales 
Methods Committee. Mr. Kemphert and 
Mr. Mize 
period held after each of the four sets 
of speeches, 

An informal dinner was held in the 
evening and a series of “slide-talkies” 
on “Strategy in Selling” was presented. 


was 


conducted the discussion 





Know the 
Answers 


to quiz on page 130 





ANSWERS: 

1. ss in.—in both cases. 

2. Drilling speed and feed. 

3. Reamer speed should be 25 percent 
to 40 percent slower than drilling speed, 
and reamer feed two to three times the 
rate of drill feed. 


4. (b)—high-speed steel (c)—carbon 
steel. 

5. Rough, coarse, bastard, second cut, 
smooth and dead smooth. 

6. Straight filing, or pushing the file 
lengthwise; draw filing, or grasping 
the file at both ends and pushing and 
drawing it across the work; lathe fil- 
ing, or stroking the file against work 
revolved in a lathe. 

7. (c)—act as a cushion to preserve 
rope shape and lubricate the wires. 

8. The wires and strands are formed 
to the helical shape they will assume 








SKINNER CHUCK CO., 346 CHURCH ST., NEW BRITAIN, CONN. 





THE CREST 
Of QUALITY 


PUBLISHED BY THE 












| 


DISSA and DATA 


When setting up work that must be 
cleaned up on more than one surtace, the 
piece should be trued up with reference 
to the surface on which there is the least 
amount of metal to be removed or which 
must be finished most accurately to size. 
For example in chucking a pulley casting, 
if there is ample material to be taken otf 
the center hole and only a slight finish 
allowed on the rim, true up the pulley by 


the rim. 2 


The ideal chuck would be one possessing 
the rigidity of solid steel, at the same time 
retaining the adaptability of the human 
hand to grasp and hold firmly objects of 
various sizes and shapes. Such an ideal 
chuck is impossible, but all the better 
chucks of today are built with these prin- 


ciples in mind. 
qo 
uy 


When a chuck with plate attached is 
screwed on a threaded spindle hose, be 
sure to oil either the spindle nose or the 
threaded surface of the plate, as if both 
surfaces are dry, the face plate may stick 
when removal is attempted. 


2 
SKINNER SERVICE 


Did you know that Skinner takes stock 
inventory each week and sends the report 
to each of their dealers to aid them in 
serving you? Keep in touch with your local 
Skinner distributor for latest news on 
Skinner products. 


SKINNER chuckles 


A bigamist is a man who has taken one 
foo many. 

A dime is a dollar with all the various 
taxes deducted. 

An optimist is a fellow who doesn’t know 
what’s coming to him. 


Skinner dealers are located in all prin- 
cipal cities — consult the one nearest you 
for complete details on Skinner products. 


HAND & POWER OPERATED MACHINE 


—FACE PLATE JAWS—MACHINE VISES 








Skinner Series 1900 Independent Chuck 


DESIGNED FOR 
HEAVY PRECISION 
WORK 


Skinner Steel Body 
Independent Chucks in Models 
to Suit Every Spindle Nose 

New Britain, Conn.—Series 1900 
Independent. Chucks are especially 
designed for use on engine and tool 
room lathes handling heavy precision 
work. These chucks are proven pro- 
ducers throughout the nation in man- 
ufacturing plants and railroad shops. 
They have such features as rugged, 
balanced, forged steel bodies capable 
of withstanding the severest jaw 
pressures, solid, serrated jaws that 
can be used for gripping either inter- 
nally or externally, and large, hard- 
ened steel thrust bearings to take the 
end thrust imposed on the operating 
screws. And, because independent 
chucks are so versatile, the Skinner 
1900 Series is built in a wide variety 
of models designed for direct) mount- 
ing on various types of spindle noses. 
The 1900-D and 21900-D are for use 
with cam lock type D-1 spindle noses; 
the 1900-L) and 21900-L, for long 
taper key drive type L_ spindles; 
Models 1900-A, 21900-A and 29900-A 
for direct mounting on American 
Standard Type A-l, A-2, B-1, B-2 
flanged spindle noses. For mounting 
on Jathes with threaded spindle noses 
by means of intermediate adaptor 
plates, Skinner makes two models 
the 1900 and 21900. A further ad- 
vantage of Skinner Steel Body Inde- 
pendent Chucks is that they are 
available for early delivery. Complete 
information on all of these Chucks is 
contained in Catalog No. 59—write 
for it today. 

CHUCKS—AIR CHUCK EQUIPMENT 
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HERE’S ONE THAT’S 


ECONOMY PRODUCTS | JUSTRITE| : 








































%& Plant men like ECONOMY PRODUCTS because they help them to operate tect: 
more efficiently and more economically. ECONOMY PRODUCTS make possible 14 
greater production with fewer shutdowns and delays—they make for smooth ‘ 
running assembly. Stock ECONOMY PRODUCTS for good business ... be sure 
ey | to supply Hollow Set Screws . . . Socket Head Cap Screws . . . Headless ing 
Set Screw — your customers can profit by the use of these dependable, strong 
screw machine products. 15. 
ECONOMY MACHINE PRODUCTS CO. 6 
slide 
5217 LAWRENCE AVE. CHICAGO 30, ILL. 17 
ae 
hide 
Abo 
; AND IT’S AVAILABLE NOW! 
<< es emmanacn 18. 
' 3 aint - Here’s the “flexible-light” lantern that’s pee 
Keeps catalog data at correct aiines perfect for maintenance work and ~~ 
Siceammeaumennee = any jobs that require both hands free. mail 
out and replacement. Sections are This new Justrite Lantern No. 1955 19. 
ee may be worn in many different posi- steel 
changes, 0 . ° 
in place, they can not slide. Ad- tions —on the head, wrist, shoulder tach 
ditions! coctions con be added es or knee. Wherever it’s worn, the spe- 20 
cial bracket allows the light housing desi 
to be rotated in any direction, while ites 
tilted to any angle, so that powerful - 
spot beam can be focused exactly on a 
the work. Lantern is most econom- — 
ical to operate— uses standard 6-volt with 
lantern battery, which gives larger it is 
volume of light, longer service. repl. 
or ¢ 
Available With Honeycomb Lens 22. 
Save Time, Temper, Money! Justrite Lantern No. 19H55 is exactly 
EVER READY holds catalog sheets, use at the same time. Holders will accommodate | like model ictured above except 
price lists, part specifications and all loose leaf any type of loose leaf punchin adit P ° P 
data in one convenient place. _.every sheet is in- |All steel construction. finished mn dark green that it is equipped with new Justrite 
tant t ; t to last . . 
counters, buyers "desks and warehouses, Page lifetime. Tens of thousands are is - in tondiinn Honeycomb Lens which provides 23. | 
an almost instantly ...sect 5 ‘ 
aan Ub comaeeds 0 that two e sates guage ao “Gakes Yat Yours TODAY. . . all hip ts by E | wider sp read beam. tions 
Sect od ert Poteet iectat aieteetateelettetetatetatete } Check your stock — or write for name that 
§@ —-Gentiomen: Please ship me: - . of nearest Justrite distributor est s 
g ----Ne. BR EVER GEADY Folder. 15 ta, wide, Gompemy......... ccc. cccccc ccc cs coccccc-cocns cece ce 
- os in. o-. as yo Sty post 8 JUSTRITE MANUFACTURING COMPANY 24. | 
rk gr k ¥ ity, c- 
a tions. With hath melon: }, 65 Eo. AM. OF... nee enenne ne nnnn ence eneeeeenee serene eres : 2063 N. Southport Ave, Dept. C-2, Chicage 14, IA teeth 
...Ne. 24. like No. 12. With wi d2 : 
7 sections. 29 in. wide 1244 ~ ea Address... ....---------e---2--nnnneeeneen sere eens = a | tion 
ity, 24 sections. c) 5 
z _Add’l Sections, $1.00 Eo. My ..-.---------e 002 ennee Stee.........-202------- O 25. 
| NOTE: Check Kalamazoo 4-post 1) Ring Binder 3-post 0 216! MI j pitch 
SE REE BB BB SSE EBS BBE Bee ee ee ee 





294 MILL SUPPLIES © MARCH, 1947 








— in the finished rope. before they are 
closed into the rope. 


9. Vitrified, silicate, shellac, rubber and 
resinoid. 


10. Hard, dense materials require a 
wheel having a soft bond with silicon 
carbide abrasive; soft, tough materials 
require a wheel having a hard bond 
with aluminum oxide abrasive. 

\ 11. Fourteen (14), eighteen (18), 
twenty-four (24), and thirty-two (32) 
teeth per inch. 

12. Using a coarse blade on thin work. 
iT Drawing blade too tightly and then 
tilting it while cutting. 

Using too much pressure. 

Worn tension pins which reduce 




















ell . 
area of contact between pin and 
blade hole. 
13. The inner fabric tube resists burst- | 
ing pressure; the rubber exterior pro- | 
tects hose from abrasion and impact. now Oli ro i 
14. Approximately five; bursting pres- a 
sure should be about five times work- | 
ing pressure. | Salesmen know product knowledge is the key to more sales. They 
15. (a)—to overcome friction. | are constantly in search of this knowledge and their thirst for 
16. Bearings, cams, chains, gears and | more know-how is responsible for the popularity of the MILL 
slides. 
; | SUPPLIES feature: 
17. From the middle portion of the | 
hide, on either side of the backbone. | 
About 25 percent. 
W! 18. To lubricate the internal fibres and | 
at’s prevent cracking; to keep the hair. 
and or grain side soft and pliable and 
ree. maintain its coefficient of friction. 
955 19. Silent, or inverted tooth; finished- 
OSi- steel roller; rough-finished roller; de- 
Ider tachable malleable iron. 
ape 20. Motor horsepower, motor speed. | 
re desired speed of driven sprocket, dis- 
hile tance between centers. 
orful j : 
yon 21. Motor and bearings are cushioned | : 
om: against load fluctuation; does away 
wolt with lubrication required by gearing: | 
rger it is not as noisy as direct drive; belt 
replacement is much simpler than gear 
or coupling replacement or repair. Scores of requests for reprints of this feature have prompted MILL 
ens . ° 
; 22. Outer zone—protection. | SUPPLIES to make available in booklet form the twelve question- 
actly Center zone—power transmission. | . ¥ , 
i . i ed in 1946. Here's your 
cept Inner zone—protection and cush- | and-answer pages which were publish : Y 
trite ioning. | opportunity Mr. Salesmanager, to provide your salesmen with an 
rides 23. There are five standard cross-sec- invaluable sales tool—a book of answers. The cost is small, 75 
one, cons a ©. D at hag ms cents per copy in lots of ten or more; $1 for single copies. 
me that order, the dimension of their long- 


: ue: uw: 
oo ie ce Bae &. & Hy &. Copies of the booklet may be obtained by writing to Dept. E: 
PANY 24. A spur gear is one having straight 


a a 
14, teeth cut parallel with the axis of rota- - 
tion of the gear. 
25. (b)—be of the 


same diametral 


pitch. 330 West 42nd Street © New York 18, N. Y. 
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An OTC GRIPOMATIC 
PULLER plus an OTC Puller 
Attachment is 
the right combi- 
nation for this 
and many other 
pulling jobs. The 
knife edges of 
attachment fit 
behind close-fit- | 
ting gears, etc., 
taking the strain. | 


"The many OTC combinations 
provide a solution for most 
every pulling problem. 





MAINTENANCE 
TOOLS 


rhe Olt 


FRANCHISE is a 
Valuable Asset for Distributors 


The OTC line is a “‘natural’’ for Industrial Distributors. 
It is non-competitive. It is nationally advertised, well 
known, widely accepted. The OTC PULLING SYS- 
TEM is recommended by The Anti-Friction Bearing 
Mfrs. Assn., Inc., and individually by Hyatt, M-R-C, 
New Departure, Timken and SKF for removing and | 
installing bearings. 
There is a large and fast-growing demand for OTC | 
TOOLS in factories, mills, mines, railroad shops, | 
highway departments and other maintenance fields. 
Many big industrial concerns are standardizing on 
OTC for maintenance work. | 
YOUR CUSTOMERS are looking for this Siqn — 

featured in extensive OTC advertising 
which is pointing business your way. 
Write for booklet explaining the OTC 
Distributor-Merchandising Plan. ‘ 


OWATONNA TOOL CO. 


312 CEDAR ST. OWATONNA, MINN. 
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New 
Products 


(Continued from page 95) 





of metal removal previously used t_ pro- 


duce socket wrenches. Force forming 


eliminates burrs, undercuts and_ re- 


| cesses, tears and checks and avoids the 


weakening effect of breaking the steel 


| fibres by former cutting operations. In- 


stead, the fibres are lengthened and 
strengthened when drawn cold under 
great pressure, and metallurgical in- 
vestigation reveals the unbroken con- 
much of the 
sause of automotive tool breakage. Made 
of triple alloy steel, with smooth chro- 


tinuous fibres eliminate 


mium plated surface finish, the new 


| wrenches are said by the maker to be 


60 percent stronger than those made 


by conventional methods.—Stevens- 


Walden, Inc., Worcester, Mass.—Mi.. 
Suppiies, March 1947. 


Duplicator 


Dies Unnecessary 


A LINE OF DIE-LESS FORMING BRAKES 


| has been completely redesigned to per- 


| mit production volume forming of vari- 


ous metal shapes. It is particularly 
adapted for use in model shops. experi- 
mental laboratories and production de- 
partments. where it replaces dies for 


forming operations. Material handled 


| by the redesigned brake includes cop- 


per, bronze, stainless steel, aluminum, 
bi-metals, sensitized material. varnished 
Forming 
blades are hardened and ground for 


cambrics and _ dielectrics. 
lasting accuracy and can be removed 
and replaced with special blades for 
special jobs.—O’Neill-Irwin Mfg. Co., 
Lake City, Minn.—Mitu Supp irs, 
March 1947. 
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= Handguard 


Free Movement 



















“O- 

ng 

re- 

he 

el 

in- 

nd 

er RECENTLY ADDED TO 4 LINE of industrial 

in- gloves is a flexible handguard for pro- 

n- duction jobs requiring light protection 

he on palm, first finger and palm-side of 

de little finger. The glove leaves thumb 

“O- and finger tips free for picking up ma- 

W terial and has open-back construction. | 

be Made of split cowhide. steel stitched. | 

de the glove has a web band back pro- 

1S- viding snug fit.- —Industrial Gloves Co., Specific tasks call for specific types of wire 
LL Danville, Hl—Mi. Surriits, March rope... but, regardless of construction, it 


oem 
ims must be tough and dependable. 


That’s why more and more men are relying 
on the stout steel muscles of Wickwire Rope. 
Back of the durability and dependable per- 
formance of Wickwire Rope lies 126 years of 





Hose Clamp Kit 
All-around Repair 


specialization in the manufacture of wire and 
wire products. Every step—from ore to fin- 
ished product —is handled in our own plants. 
Only the sound heart of the steel ingot is used 
for Wickwire Rope and every wire is drawn 
until it is accurate within a fraction of a 
thousandth of an inch. 

Wickwire Rope is available in all sizes and 
constructions, both regular lay and WISS- 
COLAY Preformed. 


THIS FREE BOOK SHOWS HOW TO 
MAKE WIRE ROPE LAST LONGER 





ES | 
sl | “Know Your Ropes’ contains 82 pages of sug- 
a | gestions on proper selection, application and usage 
me | of wire rope. This easy-to-read, profusely illus- 
‘a trated manual can save you money. For your free 
“ia A NEW KIT OF METAL BANDING to serve copy write Wire Rope Sales Office, Wickwire Spencer 
ed practically every need for clamping or Steel, Palmer, Massachusetts. 

banding rubber hose to nipples and 
P- fittings, and for a variety of general 
“ repair applications is now being mer- | W I Cc K WwW I R E R Oo Pp E 
vi chandised. Each kit contains a quan- | A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
i tity of both opened and preformed | OF THE COLORADO FUEL AND IRON CORPORATION 
od bands which are useful in many indus- | WIRE ROPE SALES OFFICE AND PLANT— Palmer, Mass. 
7 tries and on the farm for on-the-spot GENERAL OFFICE— 361 Delaware Ave., Buffalo 2,N. Y. 
: assembly and repair work.—The B. F. | SALES OFFICES — Abilene (Tex.)+ Boston* Chattanooga 
ig Goodrich Co., Akron, Ohio.—Mu Sup- | Chicago * Denver © Detroit + Philadelphia + Tulsa 
ES, cutee. Manes 0067 Ft. Worth » Houston * Newport News » New York 





PACIFIC COAST:—The California Wire Cloth Corp.,Oakland 6,Cal. 
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BROACH SAW 


Here is a radically different hacksaw blade, 
especially designed for faster, safer and 
cleaner metal cutting. A blade that is easy to 
sell—and customers stay sold. 


Each tooth from the starting to the 
finishing end of. the Super-Sterling 
Broach Saw Blade is progressively 
larger in height and pitch. Thus each 
tooth becomes a separate cutting tool. 
This patented feature produces a mill- 
ing action and eliminates chattering 
and sticking in cut. 


Why not switch to SUPER-STERLING, the line 
complete in all types and standard specifica- 
tions of hacksaw and metal cutting band saw 
blades—with real selling points. Your inquiry 
will bring full information. 


The Complete Line.....PLUS 
Supe: 


x Steriing 


=< DIAMOND SAW WORKS, in 
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Roller Trackage 
Heavy Materials Handling 





HARD TO HANDLE MATERIALS, such as 
paperboard rolls, barrels, fats, bales of 
cotton, etc., can now be transported on 
plant floors with ease, according to the 
manufacturer of new roller trackage. 
The device is quickly installed, requires 
a floor trench only 6-in. deep and 14%% 


| in. wide, and comes in 10-ft. lengths. 


Other lengths, curved trackage and 
turntables, are also available—Engi- 
neering Products Co., Consultant Engi- 
neers, Chicago—Mit Suppuirs, March 
1947. 


Power Winch 
Safety Hoisting 





PRODUCTION OF A NEW 5-TON CAPACITY 
POWER WINCH has been announced. 
Particularly recommended as a car 
puller and boat hoist, it is fitted with 
V-belt pulley and powered by a 2 hp. 
reversible motor. The new winch is 
equipped with automatic friction disc- 
type brake, providing necessary safety 
and control for lowering and suspen- 
sion of load. Pawl may be lifted from 
ratchet by means of a counter-weighted 
lever, releasing friction brake and per- 
mitting cable to be run out as rapidly 
as desired. The winch weighs 186 lbs. 
and takes 285 ft. of 4%-in. wire rope 
on the regular drum.—David Round & 
Son, Cleveland—Mit Supr.ies, March 
1947. 














Yiu can’t go wrong when you get your bearings from the 
$23,000,000 stock now being sold by WAA. Friction and anti- 
friction bearings and components—all sizes and types—all 
unused and in top condition. Set your own price on what you 
need. Your nearest WAA Regional Office will give you all 
pertinent information on the sale and will assist you to make 
an inspection before submitting your bid. 


Sales of Bearings will be held at frequent intervals. To receive 
information on future sales, write to the Regional Offices listed 
below asking that your name be placed on their mailing lists. 


BOSTON + CINCINNATI - CHICAGO + CLEVELAND 
ST. LOUIS + LOS ANGELES 


x *k * 


OFFICE OF GEMERAL DisPposat Va, 







x 


WAR ASSETS ADMINISTRATION 





Offices located af: Aflania « Birmingham « Boston « Charlotie « Chicage « Cincinnall « Cleveland 
Delles « Denver « Detroit « Fort Worth « Helena « Houston « Jacksonville « Kansas City, Mo. « Little Rock 
les Angeles « Levisville « Minneapolis « Neshville « New Orleans « New York « Omaha « Philadelphia 
Pertiand, Ore. « Richmond « $t, Louis « Salt Lake City «Sen Antenie « San Francisco « Seattle « Spokane « Tulse 
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SPECIFICATIONS AND PRICES 











250 Volts Ferrule Contact Fuses 600 Volts Ferrule Contact Fuses 
Retailer Retailer 

AMPERAGE Unit Whelesaler Smail Large AMPERAGE Unit Wholesaler Small Large 

D AGUPOTSS. . 0.2.2 scccces Eech $ .10 $ .14 $.135 3 Amperes... 25 35 335 

Sr Each -10 14 .135 6 Amperes. 25 35 335 
10 Amperes.............. Each 10 14 .135 10 Amperes. 25 35 335 
DIDS .00ssc0000000 Each 10 .14 .135 15 Amperes... 25 Be |) 335 
20 Amperes.............. Each 10 14 135 20 Amperes 25 35 335 
25 Ampores..........000 Each -10 14 135 25 Amperes 25 35 335 
BD AGPSIES. «occ ccccccces Each 10 14 135 30 Amperes 25 35 335 
35 Amperes.............. -20 -28 27 35 Amperes 40 56 54 
40 Amperes.............. Each -20 28 27 40 Amperes 40 -56 54 
45 Amperes.............. Each -20 28 2 45 Amperes 40 56 54 
SO Amperes.............. Each -20 28 27 50 Amperes 56 54 
60 Amperes.............. Each -20 28 27 60 Amperes 40 56 54 








250 Volts Knife Blade Contact Fuses Blade Contact Fuses 











Retailer Retailer 

AMPERAGE Unit Wholesaler Small Large Wholesaler Small Large 
$ .45 $ .63 $ .60 $ .90 $1.18 $1.12 
45 63 60 -90 1.18 1.12 
.45 63 460 -90 1.18 1.12 
45 63 60 -90 1.18 1.12 
1.00 1.40 1.33 1.75 2.45 2.33 
1.00 1.40 1.33 1.75 2.45 2.33 
1.00 1.40 1.33 1.75 2.45 2.33 
1.00 1.40 1.33 1.75 2.45 2.33 
1.00 1.40 1.33 1.75 2.45 2.33 
1.80 2.52 2.40 3.50 4.90 4.65 
1.80 2.52 2.40 3.50 4.90 4.65 
1.80 2.52 2.40 3.50 4.90 4.65 
1.80 2.52 2.40 3.50 4.90 4.65 
1.80 2.52 2.40 3.50 4.90 4.65 
2.75 3.85 3.67 5.00 7.00 6.65 
2.75 3.85 3.67 5.00 7.00 6.65 
2.75 3.85 3.67 5.00 7.00 6.65 

















All Fuses F.O.B. Location 


iti eee ee 


PCP Me — ee me ee wwe we oe ees eee es eee Slnnstiettieediaedientinatcataaticadiaiicadiettentionditetited 
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PRIORITY BUYERS— VETERANS—COMMERCIAL BUYERS—EXPORTERS 


GOVERNMENT OWNED SURPLUS 


FIXED PRICE SALE 
: AT LESS THAN 
- MANUFACTURER’S PRICES! 


FERRULE AND KNIFE BLADE CONTACT TYPES 


Fifty-eight different types of these protective electrical devices are in- 
cluded in this surplus property offering. Made by various manufacturers, 
these fuses operate in the conventional manner and provide protection 
from short circuits and heavy overloads for many types of wiring equip- 
ment. They require no attention, occupy a small space, can be easily re- 
charged when blown and instantly replaced. All are in unused condition. 

All regions have some inventory, but not all regions have all sizes and 


types listed: check your nearest Regional Office for more complete 
information. 
























Denver - 


OFFICE 


Offices located at: Atlanta + Birmingham - Beston + Charlotte - 
Detroit - Fort Worth - Houst Jack 


This is a concurrent and continuous 
sale. Ten percent of the total inventory 
will be reserved to fill orders received from 
Federal Agencies by 5 p.m. on March 25, 
1947. All other orders received by 5 p.m 
on this date will be filled in the following 
sequence: (1) Certified Veterans of World 
War IT; (2) Subsequent priority claimants; 
(3) Non-priority purchasers. 


ALL ORDERS received after this date will 


be filled without regard to priorities. 


PAYMENTS must be made when re 


quested, unless credit has been established 


0 F 








GENERAL 


Chicago + Cincinnati - Cleveland + Dallas 
Helena - . ile « tn spoay City, Mo. a Rock + Los 
Angeles . Louisville - Minneapolis - Nashville « New Orleans « New York - « Philadeiph 

land, Ore. « ‘Gaauend + St. Lovis - Salt lake City - Sen Antonio +» Sen Francisce + Seattle « Spokane + Tulse 


inadvance at WAA Regional Offices. Busi- 
ness checks or approved personal checks 
will be accepted. 


PURCHASER’S ORDER must state there- 
on: ““This order is subject to War Assets 
Administration standard conditions of sale 
and all other advertised terms and condi- 
tions and no other terms or conditions shall 
he binding on War Assets Administration.” 


EXPORTERS: Your business is solicited. 
Any inquiries regarding export control 
should be referred to Office of Interna- 
tional Trade, Department of Commerce, 
Washington 25, D. C 


DISPOSAL 







lea + Port- 
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— because LE-HI Hose Couplings 
are sold only one way—through dis- 
tributors and rubber manufacturers. 
You are assured of complete protec- 
tion when you deal with Hose Acces- 
sories Company. 


0 5 


—LE-HI quality Hose Couplings 
and accessories is a good bet because 
there's a complete line for practically 
every industrial and construction use 
—for both low pressure and high 
pressure work. 


Lt- # i 

: —is a name that is estab- 
lished and recognized through the 
trade as the couplings that ‘‘makes 
a good connection’ for users and 


Host oun 


— with the LE-HI trademark 
are backed up with good, solid trade 
advertising and catalogs, plus free 
monthly mailing stuffers with your im- 
print — real cash register ringers! 


READY NOW! the new LE-HI Series 

150-B! The Bronze Universal Type Hose Cou- 

pling with the Built-In SAFETY LOCKING 
FEATURE! 





LE-HI MAKES oom 











A GOOD Sl aees 
CONNECTION |"Coupunes 
Write today for full information! 


HOSE ACCESSORIES CO. 


2714 N. 17th Street, Philadelphia 32, Pa. 
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FIRST in your line up of BEST 


ALBANY 


the DOUBLE-duty penetrating oil. 


—"The Tallow Compound.” 


it today! 





LINOEN 
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GRAPHITE PENETRATING -OIL 


Dealers throughout the country know they're giving their customers “ws 
a good tip when they recommend Albany Graphite Penetrating Oil — 
A few drops cut rust instantly, 
loosening sticky valves, bolts and nuts. And Albany Graphite Pene- 
trating Oil prevents future rust by forming a “graphoid surface. 
This is accomplished by "dag" colloidal graphite combined with 
highly refined oils and a newly-developed penetrant. Will not settle, 
gum or harden. No kerosene or grit. 
another profit-booster for you made by the makers of Albany Grease 
Once your customers try Albany 
Graphite Penetrating Oil — repeat sales are automatic. Recommend 


ALBANY PENETRATING OIL 


A clear oil containing no Colloidal Graphite. 


ADAM COOHW’S SONS, inc. 


Ups. bbany Lwbricaling Producto 





SELLERS 









Non-carbonizing. Here is 





NEW EASE Y 











Whitney-Woodruff 
TYPE KEYS 


Lower Production Costs 
and Provide Greater 


Ease of Assembly 





Check These Advantages 


¥ Eliminate skilled labor in key-seat 
cutting and key-fitting operations. 

Vv Flat key bottom and starting radius 
on the edges simplify assembly. 

¥ Key reaches deep into shaft and is 
firmly imbedded, enabling it to 
withstand greater strain. 

v¥ Greater resistance to shaft fracture 
due to shape of key seat and perma- 
nent key fit. 

Made in American standard sizes and 

Whitney standard sizes for special 

application. 

Available from Whitney Distributors 

throughout the country. Or write: 


WHITNEY CHAIN & MFG. CO. 
HARTFORD 2, CONN. 
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Here = @ product that con be 
vied by all your industrial 
clients. 

Wherever constant power in a 
portable tool is needed, you 
can recommend Elfiott Flexible 
Shaft equipment. These rug- 
ged, multiple purpose mo- 
chines are used in a large vo- 
riety of industrial operations, 
weh os grinding, snagging, 
burring, buffing, drilling, die 
finishing, rotary filing, evtting, | mews 
sanding, and polishing. 

Supplied in pedestol, svapended, and bench types with 
complete line of attachments. Write today for Bulletin 448. 
Ceemndlane ere evel Can epveneh Qtech eal 











ESTASLISHEO 1032 


ELLIOTT 


MANUFACTURING COMPANY 


212 PROSPECT AVE BINGHAMTON NY 
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Indexing Table 
Flexible 





THE MANUFACTURER OF AN INDEXING 
TABLE, designed for use with drilling 
and tapping machines, is now adapting 
it for use with many other types of 
machines. It is built to support heavy 
workpieces rigidly, and is also suited 
for inspection and layout work. The 
main bed is of heavy, well-ribbed cast 
iron construction with T-slots provided 
in the top and at each end for clamp- 
ing. Work can be held vertically or 
horizontally, and it is possible to make 
a set-up on one end of the table while 
work is being completed at the other 
end, thereby saving valuable machine 
operating time. A 36-in. diameter in- 
dexing platen, manually operated and 
supported by a ball thrust bearing, in 
the center of the main bed, can be 
locked in any position. Over-all dimen- 
sions of the table are 72 in. long by 
36%4 in. wide by 29 in. high—Kau- 
kauna Machine Corp., Kaukauna, Wis. 
—Mi.u Suppuies, March 1947, 


Marking Device 
Continuous Impression 


RECOMMENDED FOR MARKING of manu- 
facturer’s name, trademark, grade or 
specifications, a new device has been 
announced for printing continuous or 
spaced impressions on tool steel, sheet 
steel or steel tube. The unit consists 
of a cast aluminum frame with de- 
tachable cast handles which may be 
removed for fixed mounting. Sets of 
adjustable rolls guide the unit during 
marking. Interchangeable segment- 
shaped rubber type and logotype dies 
are used and a special device provides 
for quick type changing in any quarter 
section of the printing wheel. The 
machine will print all sizes of flat and 
round bars from 14-in. square or 14-in. 
diameter up, flats or sheets 14-in. wide 
and up.—Jas. H. Matthews & Co., 
Pittsburgh—Mu.t Suppuies, March 
1947. 

















COOPERATION 
THAT COUNTS 











Back of the Griffin line of hack 
saw blades and band saws is com- 
plete cooperation of the kind that 
makes Griffin Blades popular with 
both distributor and customer. 

High quality throughout the line 
cooperates by giving blade users 
long, economical cutting life in any 
Griffin Blade selected. 


Year-in, year-out advertising co- 
operates by giving the distributor 
blades whose name requires no in- 
troduction to his trade. 

Conscientious factory service co- 
operates by giving prompt deliver- 
ies and consistent, uniform blade 


quality. 


GRiFFIN "BEST BUY" BLADES 


GRIFFIN SPECIAL ALLOY for 
greatest economy in general production 
machine metal sawing. Molybdenum 
high speed steel. Power machine and 
hand frame sizes. 

GRIFFIN HIGH SPEED STEEL for 
machine-sawing toughest metals 
—chrome, nickel, stainless, etc. Hand 
frame sizes also. 

NEW GRIFFIN’ improved _ hand 
blades that replace both soft-back and 
all-hard types for any metal sawing by 
hand. 


GRIFFIN NON-STRIP for hand saw- 
ing thin sheet, tubing, conduit, etc., 
without loss of teeth. 

GRIFFIN BAND SAWS in hard-edge- 
flexible-back, spring-temper, skip-tooth 
and wood-sawing types. 

MILL SUPPLY DISTRIBUTORS: 
Write for latest 20-page Griffin Price 
List. Give selling features, full listing 
of sizes, dimensions, weights, etc., and 
tables of blade applications. Send 
TODAY. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC., 
Dept. A, 105 Duane St., New York 7, N. Y, 


GRIFFIN‘ 





HACK SAW BLADES cad BAND SAWS 








Made by G. W. GRIFFIN CO., Franklin, N. H., Hack and Coping Saw Blades Specialists since 1880 
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cuTs: » 
e SOLIDS 
e ROUNDS 
e FLATS 
e ANGLES 
e GIRDERS 
e PIPING 


CUTS: 
e STEEL 
© IRON 


¢ ALUMINUM 
e COPPER 


CUTS: 


© ACCURATELY 
y, e SPEEDILY 


Juio:xis-capaciry.:Berenmamy. | 


Even the most inexperienced shopworker can operate th's sturdy machine. Just 
lock the workpiece in place . .. press the starter .. . the machine does the rest. . . 
stops automatically. 

Ideal for production cutting. A convenient tool for die, machine and repair shops 

. in fact any metal work:ng plant or factory will keep this machine busy the year 



































BIG 
PROFITS 


FROM NEW 
EQUIPMENT ITEM 


= 510 


round. | 
SPECIFICATIONS ==*22+" : 
CAPACITY—10" rounds, 18°’ flats HEIGHT—39"" overall | 
a oy HP Ball bearing 110/60/1 or BLADE LENGTH—11'5"' x %"' x 21 gauge | F L E xX I B L E T ©) @) 4 Ss 4 A i. 
FLOOR SPACE—66"" x 31" WEIGHT—750 Ibs., crated 800 Ibs. . - 
BED—11"' wide, 44°" long, 6"' deep, 24°' = 90, 130, 190 feet per | Will give you new 
bigh minute | 


Dealer franchises available in certain ‘ocalities, | 


JOHNSON MANUFACTURING Corp. 
Sales Office: 617 CHRYSLER BLDG., NEW YORK 17, N.Y. 

















“PIONEER” 
STEEL SHAFT HANGERS 






Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost 
less f.0.b. ceiling—and that’s what counts. 

Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. Box 519 


—- BRANCHES —— 
BOSTON « CHICAGO + DETROIT © INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 
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opportunities 
for volume sales! 


MULTIPLE ORDERS! 
REPEAT BUSINESS! 
NEW CUSTOMERS! 


e The STOW Flexible Tool 
Shaft can be attached to any 
available motor, and with the 
right attachments will per- 
form all the operations so im- 
portant to shop mechanics 
and maintenance men, such 
as GRINDING, BUFFING, 
DRILLING, POLISHING, 
AND SANDING, PLUS 
MANY MORE! 

e@ Every shop will want at 
least one of these STOW 
Flexible Tool Shafts. Ideal 
for reaching out-of-the-way 
places; simple to connect and 
disconnect; adaptable to port- 
able electric or gasoline 
power units, as well as sta- 
tionary units. 


A Big Seller for $15.00 


(Retail price, 5 ft. model) 
(6 ft. model, $16.50) 


Write today for information on our 
Distributor Proposition. Attractive 
sales arrangements still available on 
this fast seller. 


STOW 


MANUFACTURING CO. 


Shoor St. Binghomton N Y 
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Rotary Pump 
Versatile Application 





DESIGNED FOR DURABILITY UNDER SEVERE 


SERVICE, a new line of small capacity 
rotary pumps has been announced. Ca- 
pacities range up to 51 gallons’ per 
min. and 100 psi. Features include 
four-bearing construction, special her- 
ringbone rotor, and built-in pressure 
lubrication. Models are available foot- 
mounted or flange-mounted, with ad- 
justable stuffing box and mechanical 
seal. All sizes are suitable for direct 
coupling to any make of electric motor. 


| -~-Worthington Pump & Machinery 
Ce 


wp., Harrison, N. J.—Mit Svur- 
pLits, March 1947. 


Hacksaw Tension Meter 
Lengthens Blade Life 





A NEW HACKSAW BLADE TENSION METER 


has been introduced to replace haphaz- 
ard methods. Quickly and easily at- 
tached to any blade, regardless of 
length, width, or thickness, it measures 
the applied tension and indicates the 
correct amount for maximum cutting 
efficiency. The device is attached di- 
rectly to the blade and held in place 
by two set screws. As tension is applied. 
a pointer on an easy-to-read dial indi- 
cates correct tension as predetermined 
by tests. By measuring the actual ten- 
sion or stretch of the blade itself, the 
meter avoids inaccuracies due to blade 
holder friction or variations in pitch 
of threads in tightening devices.—Si- 
monds Saw & Steel Co., Fitchburg, 
Mass.—Mit Suppries, March 1947. 









HARD-CASE 
BLUE-TEMPER 
TREATMENT 


Prolongs Cutting Life of 
RELTOOL “SHOCKLESS” Center Drills 


The exclusive “SHOCKLESS” design which reduces tip break- 
age is augmented by an additional, special heat treatment 
which produces a superficial “HARD-CASE” .0002 to .0005 
deep, and which “Rockwells” 68 to 72 “C” scale. 


A follow-up “BLUE-TEMPER” Treatment removes any interior 
strains, leaves the tool with a distinctive blue finish, prolongs 
the life of the cutting edges from 25 to 300%. 

: New Wide Open Flutes 


on all Reltool “SHOCKLESS” and “Standard” Center Drills 
provide for Fast, Positive Chip Clearance. 


' END MILLS by 
RELTOOL 














---in a Full 
Range of Styles and Sizes 


They “round out” the Reltool line of dependable metal cutting tools. 
Precision made of finest, high-speed tool steel, they are scientifically 
heat treated and case hardened for long life. Retool with RELTOOL! 


The RELTOOL Line Includes: 


@ “SHOCKLESS” and Standard Center © Formed Tooth Saws 
Drills (Regular and Bell Type) ® Side Chip Clearance Saws 
® END-MILLS, Single- and Double-End © Jewelers’ Saws 
Types, Large and Small Diameters ® Rotary Shears and Special Saws 
® Center Reamers Made to Order 
® Tool Bits ® Cut-off Blades 
© Circular Saws ® Lathe Mandrels 
® Slitting Saws ® Keyseat Cutters 
® Screw Slotting Saws ® Tool Holders 


Ask About the Reltool Franchise: A limited number of choice territories 
are still open to Industrial Distributors who can provide Adequate Sales Representa- 
tion for the expanding Reltool Line. 


OI 


RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET * MILWAUKEE 3, WISCONSIN 
INEST mI 
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ARMSTRONG-BRAY 
Gear and Wheel Pullers 








Der 
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@ From steel jaws to brake screw and malleable iron nut rectif 
type swivel base, Parker Vises . Tool steel jaws for long with 
assure one all-important es- service ... Tension spring small 
sential—“welding” the work handle... Base locks firm all the ¢ 
to the bench. the way around. magn 
Supplementing these “busi- Lead with Parker — the plete! 
ness ends” are other famous Vises that sell and satisfy! The few s 
features ... Extra strong Charles Parker Company, netizi 
underportion...Oversizesteel Meriden, Conn. used 
parts 








PARKER VISES () ~ 


America's First Vise Maker 


LIGHT DUTY “C" CLAMPS En 








-s 





- Opening | Depth Weight 


A Complete Line 


























STEELGRIP Standard Rigid Inches | Inches Thread Per Dozen 
Arm Gear and Wheel Pullers are 2% 1% han té 4% Ibs. NOM 
of improved design. Will not slip 3 1% | %exl4 5% Ibs. ALA 
from work. Arms are forged and 4 2 Tex l4 7 te 
a See See ae 5 2% | ‘x11 | 9% Ibs. VOUAY lich 
— an — 6 2% | %x11 | 11 Ibs. Vd MILL 
style: 
CHAINGRIP Universal Pullers . : , ‘ or) 
gull whaste, actid quam, plalens. These Champion Clamps have wedge-shaped bodies of special alu- rang. 
etc., even at considerable dis- minum alloy for rugged strength at all points of greatest stress. amet 
tance from end of shaft. Proof- Popular sizes. Sliding cross handles and heavy button tips. Screws ith 
tested chains have both chain . os Teed ie ; . d wl 
hocks and special pulley hooks. precision cut. Used on assembly operations, in pattern, wood- angl 
4 sizes, l-ton to 12-ton capacities. working, welding, and machine shops. Write for prices. he 5 


Write for catalog today. 


ARMSTRONG-BRAY & CO. 


THE TOOL and MANUFACTURING CO., Inc. | 
"The Belt Lacing People'’ WESTERN. SPRINGSIELE: ONIO Supr 
~ 5356 Northwest Highway, Chicago, usa SA 
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Demagnifier 
Rectifies Magnetic Chuck 


THE LAMINATED TOP MAGNETIC CHUCKS 
of one manufacturer are being fur- 
nished with a new A.C. combination 
rectifier and demagnitizer. For use 
with magnetic chucks 6 x 24 in. and 
smaller, the unit may be mounted for 
the operator’s convenience, and it de- 
magnitizes the chuck and parts com- 
pletely at the snap of the control. A 
few seconds is required for the demag- 
netizing process. The unit may also be 
used for demagnetizing many other 
parts that become magnetic in use.— 
Hanchett Mfg. Co., Big Rapids, Mich. 
—Muiv Suppuies, March 1947, 


End Mills 
Carbide Tipped 


Darnell Double Ball-Bearing Casters 
and E-Z-Roll wheels reduce floor wear 
A NEW LINE OF CARBIDE TIPPED END de) Pe | minimum, lengthen the life of 


MILLS, made in right and left hand 


styles, has been announced. Sizes equipment and increase the efficiency 


range from 2% to 4%-in. outside di- 
ameter. The end mills are available 
with negative radial and axial rake 


angles for milling steel and zero rakes DARNELL CORP. LTD. 60 WALKER ST, NEW YORK 13 NY 
for milling cast iron, non-ferrous and 


non-metallic materials. — Vascaloy- LONG BEACH 4, CALIFORNIA 36 N CLINTON, CHICAGO 6 iLL 
Ramet Corp., North Chicago—Mi.. 
Suppiies, March 1947. 


of employees—Write for Manual. 
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Say Yes!- 


THEN CHECK WITH 
MULCONROY 


When a customer asks, ‘‘Isn’t there a stronger, tougher 
flexible hose that will last longer on this job?’’, you 
can assure him that there is... and you can rely on | 
Mulconroy to supply it. Whether the answer is greater | 
| 


resistance to high temperatures, pressures or hard wear | 
.. + or all three . . . there’s a special Mulconroy hose INDUSTRIAL 
that will more than meet the requirements. Tell us the 

conditions under which conventional types of hose have 


to correct the fault, without delay. a n 














HIGH QUALITY 
FOR GOOD SERVICE 


Whether in service or in sales, are all season sellers because main- 
CAPITAL Brushes and Brooms al- tenance has no season—it's a full 
ways give a good account of them- _ time job in plants everywhere. This 
" ” selves. They are specified over modern, practical line of industrial 
FULLPAK and over again by plant managers maintenance equipment saves time 

Flexible All-Metal Hose; Full-Interlocked; Asbestos who know just what to expect in and expense for your customers 
et eee Sen ee en the way of wearing qualities. Here and will build nice income for you. 








Meets highest requirements for strength, durability and | 
| 


safety. Flexible metal tube has cover (lacing) of tightly 

braided steel or bronze wire. Outer half-round steel i D t od 

or bronze spiral gives additional strength and protection 

For air, steam, oil, gases, oxygen, water, hydraulics, etc. 

Sizes, 1/4” to 3”. Also available with braided cover only, BRUSH AND BROOM MANUFACTURING co. 

ond plain CORNER BRUSH and BROOM STS. _ Est. 1890 INDIANAPOLIS, 7, IND. 








|BUFFALO 
|CASTERS 





—- 
Aluminum 
Coating 


“SEMILOK™ 


Flexible All-Metal Hose: Semi-Interlocked; Asbestos 
Packed; Laced. Style 832. For more moderate services 
than “‘Fullpak’’ . . . oil feed, cutting coolants, exhaust 


gases, ete Also available laced and wire wound, and 
plain, Sizes, 5/32” -to 1”. 





Ball Bearing Swivel caster. Single 


It's Here— 
ats Aslan en osominge an All-Purpose 


tings in wheels as well as in hangers. 
Large balls in upper race take load ALUMINUM 
as well as side thrusts. One of many | 

Buffalo casters. 


“CORRUTUBE” Write for catalog. COATING 





mca Wall oe — om 948. For anane Some of the products we make Whiten’: emaien sew VERTEX 
requiring extreme flexibility, highest resistance to fatigue | Aluminum Coating does perfectly all 
under all temperatures and pressures, and absolute free- | for you to sell: the jobs of special formula paints. Can 


be used inside or out, as a prime or 
finish, on any type of surface. Highly 


dom from leaks and seepage. Non-burnable. Adaptable 
to many uses where safety, long life and minimum 


Ball Bearing Swivel Casters 


maintenance are important. Sizes, 5/32” to 2”. Also * Ball Bearing Stem Casters resistant to heat, acids and alkalies. 
furnished with outer steel casing to withstand extreme * Rigid Casters poner = yy ee ————. 
exterior abrasive wear, | * Double Wheel Casters fon. S gallon, 30 and 55 gallon con. 

¢ Rubber Tired Wheels or Metal Wheels tainers. Distributors will find many 
“Mulconroy Starts Where Others Stop!” opportunities to sell this new aluminum 


BUFFALO CASTER || <sais,.= is plant! and shops’ ‘on 


Hose Specialties Since 1887 187 Breckenridge Buffalo, N.Y. | WADSWORTH, OHIO 
S329 JEFFERSON ST., PHILA. 31, PA. 
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Percussion Bit 
Rock Drilling 





RECENTLY ADDED TO A LINE OF CE- 
MENTED CARBIDE cutting and drilling 
tools is a chisel-type bit for rock drill- 
ing with pneumatic percussion drilling 
machines. According to the manufac- 
turer, until this bit was introduced no 
cemented carbide bit had been de- 
veloped to withstand impact of air 
hammers working at air pressures of 
80 to 120 psi—the usual high pressures 
used in rock drilling. The manufac- 
turer further reports that 50 feet of 
holes 1%¢-in. in diameter have been 
drilled in solid granite with one of 
these bits before it was taken off the 
driving rod because of wear. Resharpen- 
ing of the bit would make it good for 
more footage. Sizes now available are 
13% and 15¢-in—Kennametal, Inc., 
Latrobe, Pa—Mitt. Suprpiies, March 
1947, 


Air Regulator 
Constant Pressure 


A NEW AIR PRESSURE REGULATOR, ad- 
justable for operating in systems at 
10 to 15 psi, is designed to maintain 
constant working pressure at air tools 
or machinery. When an air tool is de- 
signed to operate at 100 psi and the 
line pressure is 150 psi, the pressure 
difference is ordinarily wasted, accord- 
ing to the manufacturer. With the new 
regulator, air to any working part used 
in conjunction with air cylinders, ma- 
chine controls, etc., is delivered at the 
pressure for which the regulator is set, 
saving wear and tear on the compressor 
and reducing air costs.—A. Schrader’s 
Sons, Div. Scovill Mfg. Co., Inc., Brook- 
lyn, N. Y.—Muu Suppuies, March 1947. 








Linton Lhucks have 
IG VN AAD A 



















These Union Independent 
Chucks are giants all the 
way through. The extra wide 
jaws not only give you larger 
bearing surfaces but permit 
square threaded operating 


screws of larger diameter. 





The exclusive Union Duplex 
Thrust for increased thrust area gives greater wear 
resistance, longer service and increased gripping power. 


Special tough steels contribute the strength and wear- 
ability required by these parts. Complete specifications 
are given in our catclog Number 61 which describes and 
pictures the broadest line of chucks in the world. Write 
for a copy today, or present any chucking problem 
you may have to our Engineering Department. 


S 
UNION MANUFACTURING COMPANY 
304 Church Street New Britain, Conn., U.S.A. 
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BENCH 
TYPE 




















VALLEY crinvers 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the coun’ry’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 





Valley Electric Corp. | 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 
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Gloss Constant 


Level 


Wick 


Loose Pulley 





“" FRICO 
OILERS 


The line engineers specify 


minimum investment—strict "Thru rs 
the Distributor” policy . . . warrant 
your immediate investigation. 

& WRITE for complete Distributor information! 








Cash in on the unlimited sales oppor- 
tunities available as industry rapidly 





switches from old-fashioned ‘'trust-to- Plastic Constant 


luck’ hand oiling to the automatic, sad 


accurate, dependable lubrication | 
offered by TRICO Visible Automatic 
OILERS. 
TRICO's exclusive sales features— 
heavy supporting promotional pro- | 


gram—fine margin of profit with Gravity | 


Thermal 


<> TRICO FUSE MFG. CO. Milwaukee 12, Wis 


ea 
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Hodgman Industrial Aprons 
and Garments for Safety 
and Efficiency 


Hodgman protective clothing 
is ruggedly constructed to 
provide maximum protection, 
comfort and long wear to 
workers in all fields. Fabrics 
are coated in our own plant to 
make individual garments 
highly resistant to water, mud, 
acids, caustics, abrasives, 

reases, oils and other harm- 
ul agents. 





hs = 
No. 3062 Waders (above) 
NO. 3062 afford sturdy, : . 
comfortable “" ) 


protection for men working in fp 
wet or muddy places. 


No, 707! is a black apron for li } 
general industrial and wash ||; 
rack use. Also made in No. [! 
7160 to resist fats, oils, greases, f 
and most solvents. 
No. 7100 is a long wearing 3, 
black apron especially resist- 
ant to dilute acids and abras- No. 7100 
ion. ? 
Send for complete catalogue 


information about Hodgman 
Industrial Aprons and Garments 


HODGMAN 


Rubber Company 


FRAMINGHAM, MASS. 
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SALES HELPS 


1 HAND, GAUGE & WHEEL JACKS 
—Unusual applications and services not 


ordinarily associated with these prod- 
ucts are featured in a new catalog which 
also includes listings of specifications 
and prices.—Blackhawk Mig. Co., Mil- 
waukee, Wis, 

2 COUPLINGS—In addition to giving 
detailed illustrations and descriptions of 
new and improved types of these prod- 
ucts, complete simplified selection tables 
are provided for both motor and turbine 
applications, in a new bulletin.—The 


Falk Corp., Milwaukee, Wis. 


3 V-BELTS & SHEAVES—New catalog 
leaflets describe various types manufac- 
tured by the company. That on sheaves 
outlines advantages of product. pic- 
torially shows how it works and includes 
table showing pitch diameters and bush- 
ing sizes of all sheaves carried in stock. 


—The B. F. Goodrich Co., Akron, Ohio. 


4 INDUSTRIAL FANS—An attractive 
four-page bulletin fully illustrates and 
describes products. Complete dimension 
and capacity tables for both the belt 
and motor driven fan units are shown. 


Sprout, Waldron & Co., Muncy, Pa. 


§ CHUCKS—New catalog just issued 
shows how line has been trimmed to con- 
sist of only most popular sizes. Con- 
sumer price lists for all chucks in cat- 
alog as well as prices for renewal parts 
are included.—Westcott Chuck Co., 
Oneida, N. Y. 


6 TUBE FITTINGS, VALVES, TOOLS 
—A new industrial catalog lists and 
describes various sizes, types and styles 
of these products made by this manu- 
facturer. A fitting selector chart is pro- 
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Are you getting these 


HIDDEN PROFITS | 


in the chain you use? 


Savings reflected from use of 
TAYLOR MADE Alloy chain 
are hidden profits. With twice 
the strength of ordinary chain 
you have fewer production de- 
lays. TAYLOR MADE’S longer 
life means less frequent replace- 


ment. Its terrific resistance to 


—Taytor Mave 


shock... grain growth and work 
hardness eliminates periodic 
heat-treatments — reduces ofptr- 
ating and maintenance costs. 
Investigate TAYLOR today. Ad- 
vertised in leading trade maga- 
zines. Write the factory for details. 


S. G. TAYLOR CHAIN COMPANY 
Dept. M 3, Box 509, Ha d, Indi 








hain “THE BEST BY TEST SINCE 1873. 
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Four wikds sum upd ft ‘Budgit’ 
Chain Block storyaeady lifting. 
light woh. i 


These tare facts that will sell 
‘Budgit’ » Chain «Blocks. With 
them a man can do ifiore because 
more of his effort*is converted to 
useful werk. 


¥ 


Their jhigh efficiency comes 
from anti-fri¢tion bearings 
throughowt and ‘all parts includ- 
ing the @utomatic load brake 
operate ih grease in a sealed 
housing. *)Theirf light weight 
comes from thelr modern design 
and the ube of, alloys and steel 
stampings. (They're one-man 
hoists. Ong ntéin can lift, carry, 
and hang ups#he largest size with 


which he can lift 2-tons. 


And in your selling, don’t 


overlook garages, stores, ware- 


house$, and all places where 
there’s hand-lifting to be done. 
They're good prospects for ‘Bud- 


git’ Chain Blocks. 


Write us when you need more 
copies of Bulletin No. 367. 





MAXWELL 


Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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| 7 DIAMOND TOOLS—A 


| Stephan Mfg. Co., 


BUDGIT 


| vided showing most popular types of 


fittings with method of assembly, appli- 
cations and advantages of each. Also 


| included in a chart showing how to 
| recognize various types of brass fittings. 


-The Imperial Brass Mfg. Co., Chi- 
cago, Ill. 


new four- 
page illustrated bulletin with full di- 


| mensional data and prices on tools and 


nibs lists diamond hand tools, diamond 


| wheel dressers for valve grinding ma- 
chines and straight shank diamond tools 


| and nibs. Method of listing simplifies 
ordering. Pointers on proper use of 


The Desmond- 
Urbana, Ohio. 


tools is also included. 


8 SPUR-GEARED HOISTS—-New leaf- 


let describes complete line made by 
manufacturer. Detailed specifications on 
18 standard models, ranging from 14 to 
20-ton capacity, are Each 


model individually illustrated and sec- 


presented. 


employed to 
-David 


tionalized drawings are 
show® construction features. 
Round & Son, Cleveland, Ohio. 


9 AIR HOSE—Specifications and con- 
struction features are outlined in new 
illustrated folder. Design, applications 
and recommendations are included.— 
Hewitt Rubber Division, Hewitt-Robins, 
Inc., Buffalo, N. Y. 


10 INSULATING VARNISHES—A 40- 
page booklet containing complete tech- 
nical and application data on these 
products includes specifications; elec- 
trical film, chemical properties; cure 
and aging, and baking and air drying 


cycles of each type. Thirty-six grades | 


are described.—Chemical Department, 
General Electric Co., Pittsfield, Mass. 

11 GAUGES—A 20-page pamphlet, 4 
by 9 in., 


types of industrial gauges and _ther- 


illustrates and describes latest 


mometers (pressure, vacuum, com- 
pound, altitude, hydraulic. ammonia and 
diaphragm) .—Jas. P. Marsh Corp., Chi- 


cago, Ill. 


12 BALL BEARINGS — Bulletin de- 
scribes new line made by this firm, in- 


| cluding pertinent engineering informa- | 


tion covering pillow blocks, hanger bear- 


ings, flanged units, take-up units, cylin- | 


drical units as well as steel frame take- 
ups. Selection tables aid in selecting 
right bearing for any application within 
size and load range of line-—Dodge 
Mfg. Corp., Mishawaka, Ind. 
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"the KET T UNIVERSAL SAW 


Add the fast selling KETT line now. 
These sturdy tools sell fast . . . offer 
real sales possibilities. Write now for 
complete information and Bulletin C. 

Zipping through sheet steel, alumi- 
num, plastics, plywood, cast iron, etc., 
this wonderful new hand tool makes 
light work of time-consuming, difficult 
jobs. It has hundreds of time-saving 
applications in every plant. Cuts con- 
tours or straight lines cleanly, leavinga 
milled edge that requires no filing, 
straightening or deburring. Necessary 
blades are available. 





the KETT TALL REACH 
WOOD BORER 


Drill holes up to 21/2" in diameter any- 
where...atanyangle...highup... 


low down ...or in hard to reach cor- 
ners. This ingenious, brand-new time 
and trouble saver easily pays for itself 
on the first two or three jobs. Sells 
itself to electricians, maintenance 


Se dl 












SE Third St ‘Cincinnati 2, Ohio 






TOOL ‘COMPANY 
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This advertisers’ index is included as a@ 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
‘ may have occurred and no allowance will be 
made for them. 
Page 
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Air Express Division of Railway Ex- 
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219, 242, 281, Back Cover 
American Crayon Company, The..... 210 
American Hoist & Derrick Co........ 208 P r 
American Manufacturing Co......... 263 It’s easy ... any time... 
American Marietta Company........ 244 
American Mat Corporation.......... 268 for inspection or main- 
American Pulley Company, The...... 28 
American Saw & Mfg. Co........... 146 . . , 
American Screw Company........... 229 tenance. Just 7e clamp 
American Steel & Wire Company..... 25 
American Swiss File & Tool Co....... 174 screws to open and the 
Appleton-Atlas Car Mover Co........ 286 . - - 
Aristo Power Tools, Inc............. 15 diaphragm casing 1S off. 
“ora Division of _ o 
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memes Ge., 800., We Gin. ccccccccewes 53 
a aaee Aaeaiien oasaiie Oh... 3 For other equally important new features of the revolu- 
Bay State Tap & Die Co............ 212 tionary new K & M KONTROL MOTOR, check this 
Beall Tool Div. (Hubbard & Co.).... 188 é 
Beaver Pipe Tools..... Inside Front Cover list: 
Belmont Packing & Rubber Co....... 267 
Sesly & Co., Charies H.............. 24 @ Pressed steel Diaphragm Casing . . 
Bethlehem Steel Company.......... 23 lighter . . . tougher. 
i ig WO ace ne ws 
Black & Decker Mfg. Co. The....... 128. | @ Rigid Welded Stee! Tubular Yoke. 
Blackhawk Manufacturing Co........ 12 @ Duo-seal molded diaphragm provides high 
ee PMc oav@aab wade ine 198 travel, uniform loading. 
ee RL AUGRHA, ING... ccc ccvccoess 206 
Bond Set & Machine Company.. 271 @ Long calibrated Steel spring . . . fully en- 
Bonney Forge & Tool Works..... 154-155 closed. 
Brown & Sharpe Mfg. Co............ 18 @ Enclosed ball bearing spring adjusting 
Ns Wis WEhs 4 esas aeiscaeaswe'e 290 screw. 
Brunner Manufacturing Company... 176 | 
INI oi ass ceadeasoas cae 166 | @ Streamlined Flow Valve Body for high 
Buffalo Bolt Company............... 56 capacity . . . unrestricted flow areas. 
Buffalo Caster & Wheel Corp........ 308 @ Super finished Inner Valve Guides, honed 
Buffalo Weaving & Belting Co....... 280 uide bushings, top and bottom .. . for 
ey reas G Grease Ge. The... 360 = 2 ln friction; increased life 
Cabot Company, Samuel............ 258 , 
Calder Manufacturing Company..... 232 | , 
Canvass Products Company of Kansas 
___gtipreereireey epee beoalpten ey 290 (Oy, Ahad? } 4 "4 
Carboloy Company, Inc.............. 292 | Tw aw a ae Vy," | UELLER 
Carborundum Company ............ 30-31 
Carson-Newton Company ........... 276 i. Oo TOR 
Cash Valve Mfg. Co., A. W.......... 266 
ge ee 241 KIELEY & MUELLER, Inc. 
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Rlemip Oeee @e....0.--ss.ccces 252 2033 43rd St., North Bergen, N. J. 
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Clements Manufacturing Co.......... 284 
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WHEN WORKERS STAND ON 


co Rubber 
Link 


Safer! 


Shock-Absorbing! 


FLOOR MATTING 


Resilient! 


Skidproof! 


Industrial men everywhere are turning to sensational new L-CO 


Rubber Link Floor Matting for vastly improved workin 


con- 


ditions! Its fabric-and-rubber composition links provide dry, 
almost indestructible, skidproof, shock-absorbing underfooting 
... cushion body-tiring, muscle-aching floor vibration. Built to 


fit YOUR SPECIAL REQUIREMENTS. 
Weight 2% pounds per square foot. 


Write, wire or phone for details 


The LOEWENTHAL COMPANY BULLETS 


188 W. Randolph St., Chicago 1, Ill. ¢ FACTORY— Akron, Ohio 


L-co 





RUBBER LINK FLOOR 





bd Automatics 


> ha 
—s 

























WELDING TORCH W-45. 
Strong and sturdy, 14 inches long, 

yet light in weight—only 17 ounces. 
Has lock control for continuous weld- 
ing. Cuts oxygenand acetylene cost 3. 


BLOWPIPE C-46. Has good balance... . 
Comfortable grip . . . Closed hand releases 
gas ... Open hand cuts it off . . . Reduces 
idle flame fire hazard . . . Works perfectly 
with natural gas, factured gas, but 
and compressed air. 

WELDING TORCH W-46. Has long lever 
for closed hand or finger-tip gas release or 
cut off. Allows wider operation range. 
Weight 14 ounces, length 13 inches. 


Meet all Underwriters Requirements 














WELDIT automatics are daily 
cutting costs, reducing firehaz- 
erds in many of the world's 
lergest industrial plants. Some 
distributer territory still avail- 
eble. Write teday for free 
descriptive bulletin. 


993 OAKMAN BLVD. 


314 

















DETROIT 6, MICH. 
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13 WELDING, CUTTING & SAFETY 
EQUIPMENT—A 28-page catalog illus. 
trates and describes most widely used 
welding items in industrial field. Pro. 
tective equipment includes goggles, hel. 
mets, portable lights, gloves, ete.-—Bur. 
dett Oxygen Co., Cleveland, Ohio. 


14 FUSES —A 24-page booklet. exten. 
sively illustrated with drawings and 
charts, shows in detail the advantages 
of powder-packed principle in renew. 
able fuse design.—T rico Fuse Mig. Co., 
Milwaukee, Wis. 


15 CENTRIFUGAL PUMPS—An eight. 
page pamphlet describes construction 
features, gives selection tables, dimen- 
sion charts and other data on the firm’s 
close coupled, general service model.— 
Quimby Pump Division, H. K. Porter 
Co., Inc., Pittsburgh, Pa. 

16 TWIST DRILLS—A chart which 
gives users of these products a safe yard- 
stick to follow includes recommended 
speeds and feeds in different classes of 
materials. — Chicago-Latrobe Twist 
Drill Works, Chicago, Ill. 


17 CASTERS & WHEELS —In addition 
to giving descriptions, specifications, 
maintenance tips on these products, this 
catalog also lists and details materials 
handling equipment and parts made by 
the firm. The catalog is 50 pages printed 
on coated stock with stiff covers.—Bond 
Foundry & Machine Co., Manheim, Pa. 


18 ABRASIVES—A set of condensed 
catalog pages, 84% by 11 in., lists only 
industrially used coated abrasives and 
abrasive products for use by distributor 
personnel.—Behr-Manning, Division oj 
Norton Co., Troy, N. Y. 


A list of 864 stand 
ards approved for national use of in- 
dustry includes many of those developed 
under war procedure and now approved 
for peacetime use. Definitions of tech- 
nical terms, specifications for metals and 
other materials, methods of work and 
methods of test for finished products are 
included.—American Standards Asso- 
ciation, New York City. 


20 PACKING RINGS—Four-page bul: 
letin describes products, their applica 
tions and advantages. Recommenda- 
tions, materials, processes are included. 
—Asbestos Textile & Packing Div, 
Raybestos-Manhattan, Inc., Manheim, 


Pa. 
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DIENER 











FIRE PREVENTION EQUIPMENT 


Adequate Fire Protection 
is a NECESSITY... 


Fire hazards should be kept to a minimum especially 
where combustibles are stored. 
gasoline, etc. always present a potential fire hazard 
and the proper DIENER equipment will minimize the 
possibility of costly damage. DIENER Fire Fighting and f 





Rags, alcohol, waste, § 


Fire Prevention Equipment 
will insure property pro- 
tection for your customers 
and we will be glad to 
give you all facts and de- 
tails on our line — write 





today. FOAM TYPE FIRE 
EXTINGUISHER 

2'2 Gal. cap. Ejects 

PERFECTION 20 gals. of thick, dur- 


able foam which has a 

EXCELSIOR CAN blanketing effect on 
For storing excelsior, straw. burning liquids. This 
waste, paper for packing, and smothers the fire and 
other combustibles—also helps the thick air-tight 
to keep packing material neat blanket of foam cuts off 


oxygen and prevents 
and clean and prevents waste fire from re-igniting. 


A vital necessity where 
gasoline, naphtha, oil, 
enamel, grease, or lac- 
quer is used and stored. 


and loss. Made of heavy gal- 
vanized steel. Useful in manu- 
facturing plants, airports, gaso- 
line stations, etc. 


GEO. W. DIENER MFG. CO.“ °ieesetiinc. 


AY ite byLTR EOE 


FULL-CLEARANCE GRINDER 


re 


oe 








The special, small-diameter motor of the Bardco grinder does not 


project into the working area. You have a clear, unobstructed 
working space between grinding wheels. Also, because this space is 
clear, the entire grit portion of the wheel can be used, right down 


to the retaining rings. 


7’, 8, and 10” models are available 
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cast-aluminum base 


Send for descripive literature 


MFG. and SALES CO. 


2450 East 23rd Street, Los Angeles, California 
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FOR CIRCULATING 
TRANSFERRING 
COOLANTS 


PADDLE PUMP 


Handles alcohol, lubricating oil, syrups, 
peanut butter, printers’ ink, sea water, 
sewage, dilute acids or alkalis, and will 
pass solids as large as rice grains. (Not 
recommended for carbon tetrachloride, 
gasoline, benzine, fuel oils). Has only 
one moving part—the ‘‘rock rubber’’ 
| paddle, which usually outlasts bronze 
; Pump case. 1750 RPM - - 5S fe. 
total head, including a 20 ft. suction 
life . . . requires no packing or stuffing 
box . . . quiet operation, reversible. A 
truly promis- 
| cuous power 
} pump. 
Write for 
Literature 


de ata eins 











JEROME SIMER COMPANY 
422 STINSON BLVD 
MINNEAPOLIS 13, MINNESOTA 





“A GIANT IN 
YOUR HAND” 


Seymour $mitx 


snap-lock 


) PLIER-WRENCH 













ServesAs 

re od 

A WRENCH 

A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and _ holding 
power—locks when closed for hold- 
ing pieces for drilling, welding, 
scribing, grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics work. No. 
1607, 7” size; No. 1610, 10” size. 


Full details on request. 
SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN., U. S. A. 


Sales Rep.: JOHN H. GRAHAM & CO., Inc. 
105 Duane St., New York 8, N. Y. 
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Replacement costs are materially reduced WV 


when WESTON thermometers are 
adopted because their rugged, all-metal 
construction eliminates the ordinary 
causes of thermometer failures. 


e Sturdy all-metal construction provides 
unusual resistance to vibration, shock 
or mechanical abuse. 




















e Absence of capillaries, gases, liquids 
or involved mechanisms, eliminates 
breakdowns. 


Weston All-Metal Industrial Thermom- 
eters are available from stock in types, 
sizes and ranges for most applications, 
with stem lengths from 2/2” to 48”. If 
your jobber cannot supply you, see your 
local WESTON representative, or write 
for Thermometer Bulletin . . . Weston 
Electrical Instrument Corporation, 682 
Frelinghuysen Avenue, Newark 5, New 
Jersey. 


MAX-MIN models also available to indicate 
highest or lowest temperature reached. 


Weston 
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FAVORITES 


FOR OVER 50 YEARS 


FIRE POTS 


AND BLOW TORCHES 


C&L Fire Pots have every quality required to 
make them efficient, durable and convenient. 
They are substantial, rugged and compact. 


For more than half a century C&L Fire Pot has been recognized 
as the leading fire pot in the industry. Skilled workmanship and 
research engineering have combined to produce multiple-use fire 
pots that can take it— under any conditions. 


Distributed through leading jobbers everywhere. 


CLAYTON & 


1716 DIXIE HIGHWAY 


LAMBERT MFG. CO. 
KY. 


° LOUISVILLE 10, 





JOHN 


The wire of a thousaed 
uses . . . specially proc- 


essed rod .. . cold drawn 
to exact size .. 


lished surface. So diversi- 


fied are the uses of John- 
XLO Music Wire 


son's 
that it is furnished in a 


wide range of sizes—to 
meet every commercial 


need— .003" to .200". 
Attractive display boxes 
containing '/4 Ib., '/2 Ib., 
and | Ib. (any desired 
quantity from '/, |b. to 
carloads). If your distrib- 
utor canot supply you im- 
mediately, please advise. 


. furnished 
with smooth bright pol- 


JOHNSON STEEL & WIRE CO.1NC 


WORCESTER I, 


‘ en, | 


DETRO 


MASSACHUSETTS 


cCcHiIcaGco LOS ANGELES 
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Show them the need 
. .. and get orders 


There are hundreds of places 
throughout all industry where jib 
and single girder bridge cranes 
would localize handling and 
speed operations enabling work- 
ers to produce more at lower 
cost. 


Localized handling reduces 
waiting time of men and ma- 
chines and makes more produc- 
ing time available. 


That’s a selling idea that will 
get orders for ‘Budgit’ Crane 
Assemblies. For the quickest and 
most economical way to acquire 
jib and single girder bridge 
cranes is to buy a ‘Budgit’ Crane 
Assembly — get the I-Beam and 
shaft locally and complete the 
crane in an hour with a wrench. 


ALL YOU NEED IS 





AND A ‘BUDGIT' 
CRANE ASSEMBLY 


Complete details are in 
Bulletin No. 374. 


‘BBUDGIT’ 


Crane Assemblies 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments, 


MANNING 
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THE NAME for sturdy 
shovels, scoops, 
and spades is 

























Made of tough, normalized steel. 


for easier shoveling. 


MAGOR CAR CORPORATION 


Shovel Division 





SHOVELS + SCOOPS > 









Built 


50 CHURCH STREET, NEW YORK 7, N. Y. 


RR RMR 








Magic Type Chuck 


COLLET 
EQUIPMENT 


(aa) for Standard 
Type Taper 
Shank Drills 
for Standard 
Type Ta rere r 
Shank D: 


blank 

for Hand Taps 
for Hand T 
for Straig 
Shank Drills 
for using up 
drills wi 
twisted tangs 
or brokeng 
shanks 















® Taper Tools made 
by men experienced 
in their manufacture 
—we can give imme- 
diate atten to your 
customer’s orders. 


U 
THE COLLIS COMPANY 


CLINTON, IOWA 
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Announces New 2-Wing 
Adjustable Fly Cutter! 


This new tool is designed for use in any stand- 
ard drill press. Cuts holes, rings, washers, 
plugs, discs, circular frames, etc., in wood, 
veneers, plywood composition boards, plastics, 
leather and metals, Diameter range 1/2” to 8”. 


Scale Markings Simplify Set-Ups 
Accurate scale markings on each cross-arm re- 
sult in fast precision set-ups, eliminate fussy 
measuring in setting blades. Simple design 
and sturdy construction’ assure long service life. 
High Speed Tool Steel blades easily reground. 
OTHER CIRCO TOOLS — include Sheathing 
Hole Cutters for Insulation Contractors, Timber 
Connector Grooving Tools, Heavy Duty Boring 
Tools, Fixed Diameter Hole & Wheel Cutters, 
Contour Cutters. 

Mill Supply Dealers, Write For 

Literature and Franchise Details. 


CIRC O tau. 


Specialized Cutting Tools 
619 N. 2nd STREET MILWAUKEE 2, WIS. 
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The Publisher's Page . . . where the views expressed are his own 


Call Your Distributor—He Knows! 


S POINTED OUT last month, education is not a one-way 
A street as between manufacturer and distributor. 

It is the job of both the distributor and the manufactur- 
ers he represents to develop the soundest methods possible for 
the proper distribution of industrial equipment, tools and 
supplies. The right kind of a job can have but one objective 
in mind—the most efficient service possible for the indus- 
trial buyer. 

To develop and continually improve sound distribution 
methods, the distributor organization must have every bit 
of information the manufacturer can supply him—facts about 
the company, its policies, its manufacturing methods, its 
products and its sales planning. He also needs facts about 
the markets for the products, and the advertising and 
promotional efforts to develop the markets; help in education 
of salesmen so that products can be properly introduced for 
the specific requirements of users, served by the distributor. 
There is no limit to the educational job that can be done by 
manufacturers with their distributors. excepting that which 
the individual manufacturer may have to set. 

But, there is a catch in the value of any educational pro- 
gram, developed by a manufacturer, which is based on any- 
thing less than a complete knowledge of the operating 
methods of the distributor! That is why education is a two- 
way job and not a one-way street. 

Let’s not kid ourselves in this matter of education. Dis- 
tributors need a lot of educating. So do manufacturers. The 
trouble is that all the emphasis is on distributor education 
from the manufacturer. What about a little reverse lend- 
lease—manufacturers learning from distributors? 

How well posted do you think the average policy making 
executives of manufacturers are on the operating methods, 
etc., of the distributor organizations they have chosen to 
represent them? What do you think the average operating 
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or engineering official knows about distributor’s operations? 
Let’s take it for granted that the sales official knows all about 
the distributor’s operations, but how about all of his men and 
the advertising manager? What about the shipping depart- 
ment? Think it over and answer the questions in the light 
of your own experience. 

There are a lot of things involved in rendering a complete 
distributor service. The manufacturer’s organization should 
be thoroughly informed about them. Thoroughly informed 
in order that the plans for selling through the distributor can 
be so coordinated as to insure top performance in assisting 
the distributor in serving the industrial user—economically. 
You 


When you want the facts, 


Who can furnish this information? The distributor! 
don’t learn much from hear-say. 
you call in an expert. The way to learn how a distributor 
operates—and why, is to have him tell you. He is the only 
one who can give you the facts. 

Most manufacturers have annual sales meetings, and 
attending (at one session or another) are policy, operating, 
engineering and other officials as well as the sales organiza- 
tion. Isn’t there a place on the program of this meeting for 
one of your distributor executives? It should be tremendously 
interesting and valuable to have him outline what his organ- 
ization does, how they do it and why. Wouldn’t this be a 
good start in a two way educational program between manu- 
facturer and distributor? 

The industrial buyer expects service and dependability 
from his source of supply. Industrial distributors can guar- 
antee that kind of service when the manufacturer, whom he 
represents, is as familiar with his operations as he and his 
organizations should be with the supplier’s operations, prod- 
ucts and marketing program. When, if you please, this 
matter of education works both ways—not along a one-way 


street. A. M. MORRIS 
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THE STARRETT DIAL INDICATOR FOR ANY 
APPLICATION ...IN THE TYPE, SIZE, RANGE 
AND STYLE OF GRADUATION TO SUIT YOUR 
NEEDS EXACTLY...COMPLETELY DESCRIBED 
AND ILLUSTRATED ACTUAL SIZ=...IN THE 
NEW EDITION OF STARRETT DIAL INDICATOR 


CATALOG... Have you enough copies? 
STARRETT also makes the popular "LAST WORD" Dial Indicators 
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